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| At Los Angeles Show | 


2 By John E. Walsh 
Staff Writer 
OS ANGELES dealers are hum- 
*4 ming a happy tune these days, 
thanks to their 37th annual Inter- 
mal Auto Show which drew 
026 persons and which resulted 
more sales on the show floor 
ever before. 

The show opened on Friday 
the 13th (Nov. 13) on a gloomy 
General Motors’ auto pro- 
was almost at a stand- 
still and most of the other mak- 
“ers were operating on curtailed 
Schedules due to the steel strike. 
Few dealers had ample stocks of 


Letscher Hails 
]Rise in Plymouth 


Dealer Volume 


By Maynard M. Gordon 
. j News Editor 
5 YMOUTH dealers already are 
reaping the benefits of the 
E gitup with Dodge, according to 
"9 ard P. Letscher, general es 
‘ _e of Plymouth-DeSoto-Val- 


‘Letscher said the one-third re- 
Viuction in the number of Plym- 
}outh outlets has 
resulted in a 49 
eens rise in 

outh sales 
ger dealer, com- 
Paring the first 
el-year intro- 
ction month to 
that of a year ago. 
In an interview 
ith AvurTomorive 
Zws in his new 
ffice at the 
yYmouth Lynch E, P. Letscher 
0. pient, Letscher disclosed that 
me Plymouth dealer total was 
red from 6,306 to 4,138 on new- 
odel introduction day in mid- 
§ October. 

» The 14-year Chrysler Corp. vet- 
eran, who will be 47 next month, 

alled the Plymouth dealer vol- 
ey (Continued on Page 4, Col. 1) 


new cars and those who did were 
looking ahead to the ue they 
would be sold out and unable to get 
any new deliveries. All feared that 
the prospects of a prolonged car 
shortage would cause the public to 
lose enthusiasm for new models. 
* ok *” ' 


Now the sadness has changed to 
gladness. The turnout jat the 
Pan-Pacific Auditorium an 
announcement that the manufac- 
turers are returning to full produc- 
tion have restored dealer \confi- 
dence in a big sales year in , 


“Our members closed 
deals on the show floor and 
up more and hotter p 
than they did at any previous 
show,” said a director of the 
Angeles Motor Car Dealers 
which sponsors the West’s No.\1 
auto show. 


“The attendance convinced a Iot 
of auto men that there are plenty 
of people in a buying mood an 
once the wheels of production get 
rolling again, 1960 should be a fine 
year with many sales records 
broken,” he said. 

” oe oo 

HE auto-show season is mark- 

ing time until after the Christ- 
mas holiday. No openings are sched- 
uled until the weekend of Jan, 8, 
when expositions will get under 
way in Indianapolis, Pittsburgh, 
Minneapolis, Toledo and Birming- 
ham, Ala. 

Shows closed Saturday (Dec. 5) 
in Denver and Tampa, Fla. Harry 
Williams, president of the spon- 
soring Metropolitan Denver Au- 
tomobile Dealers Assn., said 
there was more interest in this 
year’s show than in any of the 
past 47 events. 

In Chicago, where planning is 
in the final stages for the city’s 
52nd annual show, it was announc- 
ed that the opening Saturday and 
Sunday have been designated for 
the first time as Manufacturers 
Days in honor of the car makers. 

The show, sponsored by the Chi- 
cago Automobile Trade Assn., will 
open Jan. 16 in the International 
(Continued on Page 4, Col, 4) 
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Need to Spur 60 Buying 
Is Stressed by Dealers; 
Hopes Bright for Upturn 


EW-CAR sales sufferéd in/Nov- 

ember, according to fieid re- 
ports, with dealers willing, to lay 
the blame on several doorgteps. 


dropping promotion 
ing newspaper ads as 
sembly lines were slowed or 
halted. 

In the spotlight, of course, was 
the steel strike, whi¢h interrupted 
auto production dufing much of 
the month. 

Dealers say, howfver, that while 
new-car inventorieg were curtailed, 
shortages were not so serious as 
the public was lef to believe. 

* f *& 
SOME. noted that sales sagged 
further just/as the mills were 
reopening, and jused this for argu- 
ing that the spftening in demand 
was due to reasons other than pro- 
duction. 

Newspaper/stories to the effect 
that dealers/were short on cars 
but long on/ desire for fat deals 
during the shortage” didn’t help 
matters, ers say. 

In larger jmarketing areas, local 
dealer assogiations and line groups 


Getting Set for Big Show— 


stepped in to carry advertising 
when the factories faded out, 

Dealer reaction to the effective- 
ness of such programs was mixed. 
Some said it kept the showrooms 
active and others said it didn’t help 
a bit. 

This, however, didn’t reduce irri- 
tation of the dealers who felt they 
had been more or less abandoned 
by their factories during a tough 
perieg. * * * 


| -csemeannad opinion was sampled by 
Automotive News in a series 
of market surveys across the coun- 
try. Dealers’ analysis of market 
conditions and their views of the 
future were generally consistent. 

Once the labor situation is 
solved, dealers see clear sailing 
for the rest of the ’60 selling 
year. Some are more optimistic 
than others, with the cautious 
brethren expressing doubts that 
they can ever recover October's 
spectacular momentum that was 
frittered away in November. 

Some see a gradual recovery, 
leading to a year that could sur- 
pass even 1955. 

In general, dealers reported that 
per-unit gross profit is good, but 


This/is a view of one side of Detroit's new Cobo Hall, where the 43rd National 


Autompbile Show will be held next October. 


The building now is in the finishing 


tagey of construction and the industry's display of 1961 automotive products will be 


e giant hall's opening event. 
ak 


Philadelphia Hosts Royalty— 


- 


Philadelphia Auto'Show even entertained royalty dMsiag it: \ 
is King George oe il) ef Toro, Uganda, Africa, Ruler of more tha TOS 


King George, on a 


ill tour of the U. S., Visited every exhibit with an eye to 


making purchases fer use at home. Explaining ¢@xhibit here is Kerry Pacifico, right, 
PATA director, and J. R. Daley, show manager. © 


: 


that the overall situation is less 
satisfactory because of declining 
volume. They hope to be able to 
boost volume while keeping gross 
propped up. 
k ea 

EW see much chance of much 

improvement before the end of 
the year. Even if they could get 
the cars, they say, they couldn’t 
compete with the holidays. 

As a result, they see the big 
sales push delayed until the first 

(Continued on Page 141, Col, 1) 


Peak Output Near 
As All GM Opens 


First-Quarter Schedules 
Approach Record °55 


By Martin L. Whitmyer 
Staff Writer 
ITH all General Motors divi- 
sions and Chrysler Corp, re- 
suming production this week, the 
U. S. auto industry will begin 
warming up for what it anticipates 
will be the highest quarterly and 
yearly car output since 1955. Some 
industry analysts believe car out- 
put will hit 6.8 million in 1960. 
The industry, barring a renew- 
al of the steel strike after the 
80-day cooling-off period, is ex- 
pected to build 2,100,000 cars dur- 
ing the first quarter of 1960, 
which would mark the highest 
outturn of cars since the second 
quarter of 1955, when 2,128,132 
units were rolled from U. S. as- 
sembly lines. 


That also would be less than 


Car output last week 
Car output previous week....46,710 


30,000 units shy of the alltime quar- 
ter high of 2,129,018 carg built dur- 
ing the January-March period of 
1955. 

The industry originally had 
planned to build 1,900,000 cars dur- 
ing the last quarter of this year, 

(Continued on Page 145, Col, 3) 


Top Cars 


New-car registrations for nine 
months, plus 14 states for Octo- 
ber: 

1959 

Pos. 
1—1,160,380 
2—1,118,425 
305,471 
301,525 
286,947 
277,292 
190,562 
117,233 
112,217 


1958 
Pos. 
978,580— 1 
146,877— 2 
172,124— 6 
304,566— 3 
233,654— 4 
126,084— 7 
192,771— 5 
106,301— 8 
102,145— 9 
96,728—10 
30,699—13 
47,123—11 
37,752—12 
29,093—14 
20,744—15 
Imperial] 11,511—16 
Misc. 274,554 
Total All Makes 
4,695,738 3,511,806 
Further details on Page 39. 


Make 
Chev. 
Ford 
Pontiac 
Plym, 
Olds. 
Rambler 
Buick 
Mercury 
Dodge 
Cadillac 
Stude. 
Chrysler 
DeSoto 
Edsel 
Lincoln 








Setting Stage for Selling .. . 
Show Business Spurs Auto Business 


By John E. Walsh 
Staff Writer 

—e no business like show 

business to help auto makers 
sell their new products to their 
dealers, the press and their em- 
ployes. It’s big business in the auto 
field and apparently is going to 
get bigger. 

In the last decade all of the 
makers have made wide use of 
song and dance in productions 
during which new cars were un- 
veiled and special features ex- 
plained. 

The shows range from smal] skits 
featuring words and music to 
Broadway-type spectaculars with 
top-flight direction and entertain- 

ers. 

Why is this type of production 
so successful and attractive? 

. ” 


SIC and dancing with live 
entertainers generate much 
+ * + 





more enthusiasm among viewers 
than movies, slides and closed-cir- 
cuit TV,” said a spokesman for one 
maker. 


“It increases the excitement for 
the product and puts the audience 
in a more receptive mood for the 
hard sell which is tied in with 
the whole show,” said another. 

“Musicals provide a livelier way 
to dramatize our new models and 
allow us to explain new features in 

a more interesting fashion,” an- 

other auto executive said. 

Still another reported simply: 

“Shows of this type provide a 

change of pace in what otherwise 


might be a dull presentation.” 
+ * + 


NONE of the production is easy 

to produce and cheap to stage. 

Budgets for some of the more spec- 

tacular offerings run into six fig- 

ures. And most of the programs 
* * * 


Historical Highlight in AMC Drama— 


This scene from American Motors Corp.'s 


new-model announcement show for dealers 


depicts a typical “Gay 90s" motoring couple and their 1902 Rambler. The '60 Rambler 
line was presented in a musical drama, featuring orchestra and choral numbers with 


special Rambler lyrics. 





Detroit’s First to Be ‘Biggest Ever’... 


Planning for National Show 


>: we 43rd National Automobile 
Show will break with tradition 
when it moves into Detroit’s new 
Cobo Hall next October with 1961 
products. 

It will mark the first time that 
the show, only event of its kind 

directly 


In addition, the show will be the 
first event staged in the giant new 
exhibit building in Detroit’s Civic 
Center. The nine-day exposition is 
set for Oct. 15-23. 

* * 


1960 show will be the first 

the industry has presented since 

1956, when °57 models were dis- 

played in New York City’s then- 

new Coliseum. That was the first 

national show held since the start 
of World War II. 


No shows were held in 1957 


Auto Credit Total 
Shows Gain for 
llth Month in Row 


WASHINGTON. — Auto credit 
increased by $189 million in Octo- 
ber, the Federal Reserve Board re- 
ported. 

The boost brought the total to 
$16,659 million, a gain of $2,405 mil- 
lion in the last year. 

The new total is a record high. 
The increase was the 11th straight 
monthly boost after 13 declines in 
a row during the recession. 

Total installment debt of con- 
sumers increased by $459 million 
in October to reach a record total 
of $38,421 million. All forms of con- 
sumers loans showed a net increase 
during the month. 


and 1958 because “suitable dates” 
at the Coliseum could not be ar- 
ranged, according to AMA. 

The show is managed by AMA 
under the direction of a commit- 
tee composed of industry leaders. 
Harry A. Williams, AMA managing 
director, said plans are under way 
for the biggest show ever spon- 
sored by the industry. 

The show has been staged in sev- 
eral famous buildings, such as old 
Madison Square Garden and the 
old Grand Central Palace. 


* * * 


N DETROIT, the show will be 

Cobo Hall’s dedicatory event— 
the first time that the industry’s 
exhibition has doubled as a new 
building’s opening affair, according 
to Williams. 


Cobo Hall’s main exhibition 
floor alone contains 300,000 


more area 
cupied on three floors of New 

York’s Coliseum. 

In addition, Williams continued, 
Cobo Hall’s lower, river-level floor 
offers an extra 100,000 square feet 
of space. 

+ + + 

RIOR to World War II, the na- 

tional show had been an annual 

event for four decades and usually 
was held at the start of the new- 
model year. 

For many years the exhibits 
were moved to Chicago after the 
New York run, but Williams said 
only the Manhattan appearance 
was considered “the national 
show.” 

Charles L. Jacobson, Chrysler 
Corp. dealer relations vice-presi- 
dent, is chairman of the general 


(Continued on Page 141, Col. 1) 
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require a full year of planning and 


rehearsing, 

At the same time spokesmen 
for the makers are quick to point 
out that the emphasis in these 
productions is on “business” and 
not the “show.” 


“The car is the star at all times,” 
they say. “The entertainers’ job is 
to help us get across our message 
in a more dramatic fashion, one 
that will be remembered for a 
longer time by the viewer.” 


Many of the shows use original 
music and lyrics singing the prod- 
uct’s praises. Standard tunes with 
special lyrics are featured in some, 
while others use a little bit of both. 

+” * * 


N SOME cases both the dealer, 

his guests and representatives 
of the press see the same show. 
In others there are separate shows, 
with the press viewing one that 
features little hard sell but a lot 
of details on new features of the 
product. 

Some of the big shows for 
dealers are seen by a factory’s 
employes, especially if they are 
staged in a city where the maker 
has a plant. 

But most of the makers have 
open houses in their plants for 
their workers, or special family 
parties at which the new models 
are shown prior to public introduc- 
tion. 

The entertainment at such func- 
tions usually is provided by stroll- 
ing musicians. Special films or 
slides also may be shown to pro- 
vide both entertainment and infor- 
mation on the new models. 

7 * + 


ee the public gets a 
look at the lavish productions 
staged for dealers and salesmen. 
This year Buick invited some pros- 
pects to visit its show in the eight 
cities which it played. 

Show ideas, themes, slogans 
and lyrics material originate 
with the auto maker and are 
developed in coordination with a 
theatrical agency which lines up 
the talent. 

In some cases the producer sub- 
mits a script with his own ideas 
and the entire production then is 
worked out with the maker’s own 
staff representatives and advertis- 
ing agencies. 

Special displays, scenery and cos- 
tumes are prepared by other firms 
and are checked constantly with 
the maker’s representatives and 
producer during the show’s devel- 

opment. 5 

Manufacturers which sponsor 
television programs featuring big- 
name entertainers usually use them 
in their new-model musicals. 

* 7 * 


Tus year the Ford division used 
Tennessee Ernie Ford, who is 
the star of a weekly Ford TV pro- 
gram, and Oldsmobile featured 
(Continued on Page 8, Col. 1) 
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The Spirit of Spring (1928)— 


spring.” Must have been a tough winter. 


This is the season for automobile industry press agentry, mostly cars and 
From the Studebaker photo archives, this bevy of beauties proves that while 
styles change, the car and gals combo runs on forever. This photo of a 1928 Stude 
baker President was taken by the Stockton, Calif., Record, and titled “the spirit 
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DETROIT. — American Motors 
last week announced a three-for- 


AMC to Split Stock 3 for 1; | 
59 Net Tops $60 Million © 


| eg 


+; 
the fiscal year ended Sept. 30 w F 
$869,849,704, compared with $47 


one stock split, an extra year-end| 349,420 the previous year, an 


dividend and said its sales, earn- 
ings and employment set records in 
the fiscal year ended Sept. 30. 
Earnings for the period were $60,- 
341,823. 

President George Romney said 
the stock split will be submitted 
for shareholder approval at the 
company’s annual meeting here 
Feb. 3. 

The bonus dividend is 60 cents 
per share and is payable Dec, 30 
to shareholders of record Dec, 11. 
AMC directors also declared a reg- 
ular 60-cent quarterly dividend, 
bringing the total cash dividend 
for the year to $2.40. 

The company also paid a 5 per- 
cent stock dividend last Jan. 5. 
This amounted to about 300,000 
shares, There now are about six 
million AMC common shares out- 
standing. 

Along with the stock-split pro- 
gram, AMC directors said they in- 
tend to declare quarterly dividends 
of 25 cents per share on the new 
split shares, This would be 25 per- 
cent above the current rate on the 
old shares. 

The stock split will broaden 
ownership in the company, 
Romney said, and it “expresses 
strong confidence in the continu- 
ed growth of American Motors.” 

He added: “We now have 57,000 

stockholders. The larger this num- 
ber becomes, the larger the direct 
interest in the company and its 
products.” 

AMC reported that net sales in 


Business Barometer 


Automotive News Economic Index — 


99.2 Percent of Last Week 
101.5 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—yYear to date. . 

Truck Registrations—Year to date. 

Steel Production—tTons 

Lumber Production—B8oar he 

Paperboard Production—tTons.... 

Seft Coal Output—tons 

Oil Refinery Output—Barreis .... 

Electric O .—Kilowatt hours... . 

Barometer ight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Gevernment Spending 
—Fiscal year to date 


Nov. 24 1959 Range 
914%, 96%-25% 
725% -50% 
85-50%, 
58% -45 
(Dec. 7, 


78 
50% 





13,173,000,000 


$38,775,522,000 
Commercial and Industrial Loans $29,921,000,000 
$30,108,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
68.2 37.9 
86.6 45.1 
wen 133.7 
134.4 
127.8 
106.7 
108.9 
102.7 
101.9 
107.3 
96.8 
107.7 
108.2 


46,710 

9,309 
4,695,738 
735,243 
2,540,000 
263,222,000 

. 310,853 
9,430,000 
50,325,000 


113.7 
108.6 

96.1 
105.5 
104.1 

95.4 
101.0 
109.0 
101.0 


352,620 
182 
418.3 


shea 103.0 
100.7 
99.4 
93.4 


100.7 
268 109.8 


Common 
Stocks 


Dec.2 Nov. 24 
49%, 
43% 
24% 
61% 


1959 Range 

57% -39 5% 
49% -32Y, 
29Y%4- 9%, 
62%-40%, 
1959) 


| Automobile Dealers Assn, 


crease of 85 percent. - 

Net profit was $60,341,823, 
$10.16 per share, compared wit) 
$26,085,134 per share for the 1958 
fiscal year, 

Earnings before taxes were $1065, 
441,823. The company paid income 
taxes to $45,100,000 on earnings in 
the final three fiscal quarters, N 
taxes were assessed on fiscal 1 
earnings because of carryforwa 
operating losses of prior years. 

Earnings in the fourth fiscal 
quarter totalled $10,741,861 and 
were the lowest of the year, 
AMC’s fourth quarter (which 
ended Sept. 30) corresponds to 
the third quarter of the calendar 
year and includes the model 
changeover period. 

AMC earned $21,052,168 in the 
first quarter of fiscal 1959 when the 
company still had a tax-loss credit 
Second-quarter profit, after taxe, 
was $12,463,993, and the third-quat 
ter net was $16,083,801. 

“Sales of all our products itm 
creased at home and abroad’ 
Romney said. “Appliance 
moved up favorably, with a bri 
ening of the bleak picture preve 

(Continued on Page 4, Col. 5) 


S-P and Oliver 
Reveal Tentative 


Absorption Terms 


SOUTH BEN D.—Studebake 
Packard and Oliver Corp. have 
nounced tentative terms for 
absorption of Oliver by S-P. 

Harold E. Churchill, S-P pr 
dent, and Alva W. Phelps, Oli 
chairman, emphasized that no co 
mitments have been made and 
contracts have been signed. : 

Any agreement, they explain 
would have to be approved by O} 
ver shareholders and by the boa 
of both companies. ; 

Under the tentative agreemern& 
1,825,000 shares of S-P comm@ 
would be distributed to Olivet 
shareholders. The ratio would 
about seven-tenths of a share 
S-P for each share of Oliver. 

The remainder of the purch 
price would be in cash, This wo 
amount to about $15 for each Olivé® 
share, 


Annual Breakfast Is Set 


For Buffalo Salesmen 


BUFFALO. — Martin J. Echtem 
kamp has been named chairman 
the annual salesmen’s breakfast 
meeting of the Buffalo Automob 
Dealers Assn. 

The second annual breakfast wil 
be held Jan. 8 at Hotel Statler-H® 
ton, the day preceding the openim®, 
of the 1960 Buffalo auto show, 
which is sponsored by the Buffa 
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ees of us look on the medium- 
priced auto market as becom- 
ing smaller, but that isn’t the way 
those in that market see it. 

“With Chevrolet, Ford and 
Plymouth moving in with us,” 
one said, “the medium-priced 
field is really expanding.” 

Takes a while to get used to the 
idea. But with Corvair, Falcon and 
Valiant designed for substantial 
places in the auto market, they will 
use up the bulk of the low-priced 
field, pushing the former occupants 
of that spot up into the medium 
field. 

That’s just taking into considera- 
tion the American makes, The 
economy imports still have a lock 


Plymouth Dealer 
Loses Inspection 


License in Denver 


DENVER.—The auto inspection 
license of Fry Plymouth Sales has 
been suspended for a year because 
the firm failed to keep track of in- 
spection stickers, according to Har- 
old H. Culver, hearing officer for 
the State motor-vehicle department. 


Culver said his department re- 
ceived letters on Oct, 22, Nov. 19 
and Nov. 23 from Jay Beebe, Fry 
business Manager, reporting the 
theft of a total of 25 blank inspec- 
tion stickers. 

Denver police told the motor-ve- 
hicle department that a man wear- 
ing Fry coveralls was seen passing 
stickers to a restaurant owner. 
State Inspector Harry Kummer tes- 
tified that he recovered two stickers 
from the restaurant man. 

Each company licensed to make 
the semiannual vehicle inspections 
is responsible for stickers issued, 
Culver said. 


Who Shot Up 
Rambler Firm? 


YOUNGSTOWN, O.—Police are 
investigating to determine why an 
unidentified prankster, apparently 
using a shotgun, shot up the brick 
building occupied by the Rambler 
sales division of the W. O. Straus- 
baugh Motor Co. 

Two plate glass windows, six 
small panels and 17 window panes 
were peppered with shotgun pellets. 
A door window was damaged on a 
60 Rambler and pellet holes were 
found in the trunks of two ’59 
Ramblers, Damage was estimated 
at $500. 

Hildemar Johnson, president of 
Strausbaugh, said he had no idea 
why the prankster picked on his 
dealership. 
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on the lowest-priced American 
market. 

One of these years, they will 
probably have some American chal- 
lengers. That will be when the 
American makers judge that the 
market for second and third cars 
is large enough to build just for 


that market, rather than betting 


on an all-purpose car. 
* a. 4 


NCIDENTALLY, with Chevrolet, 

Ford, Plymouth and the Dart 
muscling around in the medium- 
priced market, there is a lot of 
talk of new concepts for some of 
the old-standbys in the medium 
market. You hear analysts talk of 
a fourth market, This they see as 
a car on the order of the Thunder- 
bird—a market made up of those 
who are willing to pay a high price 
for a car with flair. 


* * * 
E> STEPHANI, of Nickey Chev- 
rolet in Chicago, believes that 
dealers should take more interest 
in the holdback of dealer discounts. 
He says if one percent is good, 

why not 2 or 3 percent? 
“Can you really understand,” he 





Nation’s ‘Quality Dealer’ 
To Be Feted at NADA 


PHILADELPHIA.—The Satur- 
day Evening Post will present its 
first Benjamin Franklin Quality 
Dealer Award to a franchised 
dealer at the NADA convention. 
The convention is scheduled for 
Jan. 30-Feb. 3 in Washington. 

Nominations for the award are 
being made by presidents and 
general managers of state and 
national associations, NADA of- 
ficers and directors and members 
of the Public Relations Advisory 
Council. A panel of non-industry 
judges will select the winner. 
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1960 Used-Car Record 
Seen by Chevy Aide 


SALT LAKE CITY.—The biggest 
used-car year in history is due in 
1960 and the wise dealer will plan 
now to get his share of the increas- 
ed business, according to Ed Cowan 
jr., Chevrolet national used-car 
manager. 

He told the annual convention 
of the Utah Automobile Dealers 
Assn. that sales in 1960 are ex- 





asks, “why a dealer would want to|™.™ 


deposit funds at no interest so he 
can get them back at a later time? 

“Most dealers pay out a sub- 
stantial amount of interest which, 
of course, is partly to cover the 
deficiency of ready cash caused 
by the holdback, One percent of 
all the cars and trucks produced 
is quite a tidy sum. Who holds 

it is important.” 

Stephani would like to see a 
count on how other dealers feel 
about it. 

We'll be glad to give him the 
count if dealers are interested in 
giving their opinions. 

Oo * * 
AN INTERESTING gadget 
SAAB engineers are preparing 
for their dealers is a meter that 
would indicate how many miles to 
a gallon of gas a car is getting 
under various conditions of driving. 

Dealers are interested in putting 
such a gadget on demonstration 
cars. SAAB engineers have design- 
ed the indicator to go in place of 
the clock. It would work on any 
car which uses an electric fuel 
pump. The volume of gas (indi- 
cated by the fuel pump) is tied in 
the speedometer revolutions, 

This indicator, they say, would 
enable them to show customers 
how to get the best mileage 
under various conditions of driv- 
ing. Engineers thought perhaps 
owners would be interested. They 
might, at that, although the deal- 
ers were a bit dubious. 

“T can see the customers coming 
in,” one said, “telling us that the 
indicator we sold them shows they 
aren’t getting the mileage we told 
them they would get when we sold 
them the whole car.” 

But as a selling tool, kept under 
dealer control, they think the indi- 
cator would be fine. 


7th Day Adventist 
Fights Maine Ban 


PORTLAND, Me.—The first court 
test of Maine’s law forbidding auto 
sales on Sunday took an unusual 
turn when Clifford S. Libby, part- 
ner in Cox & Libby Auto Sales Co., 
declared in Municipal Court that 
the statute excludes persons who 
observe Saturday as the Sabbath. 

Libby, charged with disorderly 
conduct in selling cars on Sunday, 
said he had been a Seventh Day 
Adventist for 21 years and had not 
worked on a single Saturday during 
that period. 

Assistant County Attorney Clem- 
ent R. Richardson contended Libby 
was not motivated by conscience in 
closing his auto establishment Sat- 
urdays and opening Sundays, .but 
by the motive of business profit. 

Following the hearing, Judge 
Sidney W. Wernick gave the oppos- 
ing attorneys until Dec. 14 to file 
briefs on the points of law raised 
by the case, which he took under 
advisement. 


rg 
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Lubbock (Tex.} Dealers Elect—. 


pee 





New officers of the Lubbock New Car and Truck Dealers Assn. discuss plans for a 
regional auto show. From left are Gordon Rose (Chevrolet), president; Fenner Tubbs 
(Chrysler-Plymouth), vice-presideht, and John Scoggin (Buick), secretary-treasurer. 





Big Three Dealers Decline 


15 Pereent in Cleveland 


CLEVELAND.—Big Three deal- 
erships in this area have declined 
15 percent in the last two years, 
according to an analysis by Don 
Silver, Cleveland Press auto writer. 

Silver based his figures on 1959 
and 1957 directories published by 
the Cleveland Automobile Dealers 
Assn. 

He said the 1957 book listed 130 
Big Three outlets, while the cur- 
rent directory counts 107. Three 
other Big Three dealers have left 
the association, Silver said. 

During the two-year period, he 
said, 17 Big Three dealerships have 
gone out of business and two have 
switched to Rambler and Stude- 
baker. There have been several 
shifts within the Big Three ranks. 

Silver found that General Motors 
now has 52 outlets, compared with 
57 two years ago. Two GM dealers 
have left the association, although 
they are still in business. 

Ford Motor Co. dealerships 
dropped from 36 in 1957 to 27 to- 
day, and Chrysler Corp.’s total 
dipped from 37 to 31—including 
one dealer who has left the as- 
sociation. 

American Motors outlets have in- 
creased from six to nine during the 
period, and Studebaker deals have 
jumped from one to eight. 

Here is the make-by-make break- 
down for November, 1959, and Oc- 
tober, 1957: 

Buick, 11 dealers (down two from 
1957); Cadillac, three (unchanged 
from 1957); Chevrolet, 19 (un- 
changed); Oldsmobile, nine (down 
one); Pontiac, 10 (down two), 

Edsel, none (down five); Ford, 19 
(down two); Mercury, eight, (down 
two); Lincoln, four (unchanged). 


Harger-Haldeman 
Buys Orr Deal 


PASADENA, Calif.— Verne Orr, 
long-time Chrysler-Plymouth deal- 
er, has sold his dealership to 
Harger-Haldeman (Chrysler-Plym- 
outh). 

A veteran auto man, Orr started 
his career with Willys-Overland 
Corp. nearly 50 years ago. 


All four Lincoln dealers also han- 
dle Mercury. 

Chrysler-Imperial-Plymouth, nine 
(down three); DeSoto, eight (down 
one); Dodge, 10 (down two); Plym- 
outh, four (unchanged). 

Rambler, nine (up three); Stude- 
baker, eight (up seven). 


Memphis Dealers Fight 
Auto Row Parking Ban 


MEMPHIS.—Dealers along Union 
Ave.’s Auto Row are fighting a 
move by the Traffic Advisory Com- 
mission to ban parking on the 
street during daylight hours. Park- 
ing now is prohibited only during 
morning and afternoon peak hours. 

Downing Pryor, president of the 
Memphis Auto Dealers Assn., said 
a resolution opposing the ban has 
been sent to the City Commission 
and the TAC. The parking curb 
ha hurt the dealers’ business, he 
said. 





pected to total about 10,500,000 
used cars and about a million 
used trucks. 

Dealers were urged to retail as 
many tradeins as possible. 

“Only retail business attracts new 
customers,” Cowan said. “In the 
long run, these customers can mean 
greatly increased profits for the 
dealership. 

“The man who buys a used car 
or truck today may be back for 
accessories next week, service next 
month, and another used car, or 
perhaps a new one, next year,” he 
said. 

Alan G. Rude, president of Uni- 
versal CIT Credit Corp. told the 
dealers that the auto salesman is 
still the most important single 
person in the auto industry, in 
spite of the growth of national 
advertising, market analysis, pro- 
motion and other areas of “psy- 
chological warfare.” 

Cowan said dealers can continue 
to boost sales of used units by im- 
proving the “Four Ms of successful 
used-car and truck operations.” He 
called these methods, merchandis- 
ing, management and manpower. 

Cowan grouped appraising and 
reconditioning under methods. Both 
must be “on the button” to make 
the deal and the profit on a tradein, 
he said. 

The appraisal figure must be 
based on the wholesale cash value 
of the unit when it is traded in, he 
said, and the reconditioning de- 
partment must stay within the ap- 
praiser’s repair estimate. 

Management’s chief function in 
this operation is to set a selling 
price that is competitive to assure 
fast movement, Cowan continued. 

He said used-car advertising 
should be made more attractive, 
better promotions should be 
staged and used-car premises 
should be kept clean and orderly. 

“Salesmen must be encouraged 
to get a good profit out of the 
units they sell,” he added. “They 
must be convinced that they can 
make more money selling the pros- 
pect on the car and the price, 
rather than selling the sales man- 
ager on taking the deal at a cut 
figure.” 

Rude said that the entire auto 
industry depends on the salesman. 
“Selling is more complicated than 
it used to be. We must trust the 
factories to give us good products— 
as they are doing. We have help 
from their advertising and promo- 
tion programs and the studies of 
market analysts. The public rela- 
tions people are helpful. The sales- 
man also is helped by the training 
courses you conduct for him in co- 
operation with your finance com- 
pany. 

“But, the ultimate responsibility 
for selling the product rests 
squarely on the shoulders of the 
salesman. I think you should 
make it clear to your salesmen 
that recognition for a good selling 
job also is his.’”” 

The 1960s decade can be the best 

(Continued on Page 145, Col, 1) 


On the House... 





Wemlhoft 


What constitutes a good trade association man- 
ager? Here are some of the qualifications which 
Amos Crowl, San Francisco manager, published in 
his dealer bulletin recently: “He must be a man 
of vision and ambition, a before and after-dinner 
guzzler, night owl, able to travel all day and make 
out reports all night . . 
a lady’s man, a model man, a good husband, fatherly 
father, Democrat, Republican, New-Dealer, old-deal- 
er and fast-dealer . . 
trusted by husbands and attractive enough to be 
interesting to wives. Parolees need not apply” .. . 


Don’t forget: Social security taxes go up again 


. Must be a man’s man, 


. Must be ugly enough to be 


Jan. 1, from present 2% percent to 3 percent . . . Detroit dealers 
are pondering a huge parade in connection with the first National 


Auto Show in Detroit next October . 


. . “0.2 percent of one percent 


on sales is a gentlemanly approach to bankruptcy; 3 percent is 
barely enough,’ declares Harold Draper, veteran Chevrolet dealer 
of Saginaw, Mich., who has been appearing at numerous profit 


rallies recently ... 


Portland (Ore.) dealers are working out new standards for auto 
advertising . . . Georgia association has increased dues slightly .. . 
J. C. Stephens will represent Ford dealers on Buffalo dealer board, 
succeeding Lawrence Read, resigned. 





—Pertre Wemuorr, Editor, 
Automotive News 


4 
Outlet Total Cut 2,000... 


Plymouth Hails Rise 
In Sales Per Dealer 


(Continued from Page 1) 


ume increase the first sign of a 
sure solution to the selling prob- 
lem that has existed ever since 
Walter P. Chrysler introduced 
the lower-priced make in 1928, 
Plymouth dealers, he admitted, 
will need greater sales per dealer 
to withstand the two-way competi- 
tive squeeze resulting from intro- 
duction this year of the compact 
Valiant and the Dodge Dart. 


* * * 

































repeat with Valiant. 
* * * 


D® SOTO poses a third type of 
problem for Letscher and his 
staff. The long-established medium- 
priced make has been the victim 
of “death rumor” news stories ever 
since Edsel went to the junkyard 
Nov. 16. : 

The 1,900 DeSoto dealers, not to 
mention countless DeSoto owners 
and prospects, were set to buzzing 
by the rumor story, which news 
services spread far and wide. 


An official corporate denial of 
the rumor issued in the name of 
Group Sales Vice-President Byron 
J. Nichols, softened but did not 
entirely eradicate the field agita- 
tion over DeSoto’s future. 

* * Oo 
pov officials said flatly they 

can’t wait to announce the ’61 
DeSoto as a final repudiation of 
the “premature obituary.” 

DeSoto’s two big assets, they 
said, can’t be kissed off lightly: An 
estimated one million owners, and 
a prestige-packed “step-up” car for 
1,900 Plymouth dealers, comparable 
to the Chrysler-Imperial line for 
another 2,200, 

As for Plymouth, now a control- 
ling franchise in the Chrysler Corp. 
setup, Letscher said the rise in 
sales per dealer has offered the 
first answer to the Dodge Dart 
challenge. 

He said initial customer re- 
sponse to both the ’60 Plymouth 
and the Dart has pulled off the 
fence all but some 60 Dodge- 
Plymouth dealers who still have 
not signed off one of the two 
makes. 


ie THE first half of 1959, Plym- 
outh dealers averaged 29 sales 
apiece. This performance, while 
up from 26 a year before, put 
Plymouth in eighth place for sales 
per dealer. 

Letscher said Plymouth had set 
no target for sales per dealer or 
franchise totals, but would con- 
tinue to approach its marketing 
problem on a selective basis. 

+ + + 


S P-D-V sales chief, Letscher is 
juggling three distinctive vari- 
eties of auto selling situations. 

The Valiant, Chrysler Corp.’s 
entry in the ripening economy 
market, has suffered from limited 
distribution because of steel short- 
ages. Hundreds of Plymouth deal- 
ers, moreover, have complained bit- 
terly that th have not been 
designated as Valiant dealers. 


Letscher reiterated a Septem- 
ber statement by Chrysler Presi- 
dent L. L. Colbert that while all 
Plymouth dealers would be “eligi- 
ble” for the Valiant, not neces- 
sarily all would get the new 
compact. Approximately 900 Val- 
iant franchises had been awarded 
as of Nov. 30, with more being 
assigned all the time. 

The overlapping of Plymouth 
dealers for the past 30 years, Let- 
scher explained, was a condition 
which put dealers in unprofitable 
competition with each other. He 
indicated Chrysler Corp. had learn- 


Chrysler to Add 
Valiant Dealers 
As Output Rises 


DETROIT. — Chrysler Corp. 
promised Thursday that more Val- 
jiant dealers would be appointed as 
production increases, But a spokes- 
man warned in a company state- 
ment that while “there will be a 
Valiant dealer to serve every com- 
munity, we do not plan to have 
three or four where our market 
studies show there should be one.” 


The statement was issued to an- 
Swer complaints from Chrysler 
Corp. dealers who have not re- 
ceived Valiant franchises and from 
Valiant dealers who have gotten 
few, if any, of the new compact 
cars for sale. 

Only 900 Valiant dealers had 
been named at the end of Novem- 
ber, compared to 600 when the car 
was introduced Oct. 29, 
learned. A total of 8,755 Valiants 
have been built, including a hand- 
ful of station wagons. Valiant pro- 
duction, hampered by the steel 
strike, will resume Dec. 9. 

The Chrysler statement follows: 

“Our general policy on Valiant 
franchises is to locate Valiant deal- 
ers to cover all markets and, at the 
same time, avoid overdealering in 
any one area. There will be a Val- 
jant dealer to serve every com- 
munity, but we do not plan to 
have three or four where our mar- 
ket studies show there should be 
one. 

“Steel shortages have caused a 
substantial loss of Valiant produc- 
tion, as well as of our other 1960 


A Dodge spokesman said, how- 
ever, that his division would not 
sit still for Dodge-Plymouth duals 
much longer and that signoff de- 
cisions by the remaining hoildouts 
should be forthcoming soon. 

+ * ” 


ETSCHER, who worked in the 

Dodge sales organization from 
1945 to 1956, is pleased by the 
Dart’s acceptance as a measure of 
the prospective success of the 
Dodge-Plymouth schism. 

“Management and dealers 
agreed at dealer-factory confer- 
ence meetings,” he recalled, “that 
this condition could be corrected 
by a separation of Plymouth 
from Dodge dealers, provided 
both dealer groups had highly 
saleable and competitive products 
to offer to the public. 

“The first Plymouth reports are 
most gratifying, and appear to 
bear out our premise of increased 
volume for individual Plymouth 
dealers.” 
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ed a lesson it would not want to 












National Show Committee Meets— 


Members of the 43rd National Automobile Show's general committee discuss plans 
for the industry's exposition next October in Detroit's new Cobo Hall. At the head 
of the table are Harry A. Williams, left, AMA managing director, and Charles F. 
Jacobson, Chrysler Corp., committee chairman. 


New Device to Curb Smog 
To Be Offered on ’61s 


tists investigated the possibility 
of eliminating nitrogen oxides by 
catalytic reaction. 

“They found,” he said, “that 
zinc-copper chromite, iron chrom- 
ite, barium-promoted copper chrom- 
ite and chromium-promoted iron 
oxide are very efficient reduction 
catalysts which achieve over 90 
percent reduction of nitric oxide. 


Floor Sales Set 
L. A. Show Record; 
Dealers Rejoice 


(Continued from Page 1) 


Amphitheatre and run through 
Jan, 24, 
* + * 


ALTER A. GERWIG, chairman 

of the executive show commit- 
tee, announced that top executives 
of all auto manufacturers will be in 
Chicago the first weekend for a 
series of luncheons, dinners and 
special meetings. 

Other s days include: 
Trucks and North Side Day, Jan. 
18; Old Timers Day, Jan. 19; 
West and Northwest Sides Day, 
Jan. 20, and South Side and So- 
ciety of Automotive Engineers 
Day, Jan. 21. 

New designations are planned 
for the closing three days, Gerwig 
said, 

The Richmond Area Assn, for 
Retarded Children was the recipi- 
ent of funds from the James River 
Sertoma Club’s “Autorama ’60” in 
the Richmond (Va.) Arena. 

No conventional U. S. cars were 
displayed at this year’s show. The 
U. S. compacts, foreign and sports 
cars were the only vehicles on ex- 
hibit. About 40 makes from seven 
countries were shown by the 21 
participating dealers. 


DETROIT.—The Automobile 
Manufacturers Assn. and Franklin 
Institute Laboratories, Phila- 
delphia, announced last week that 
methods had been found to reduce 
significantly the smog components 
from automobile fumes. 

The AMA method employs a 
device that checks hydrocarbon 
emission “blow-by” vapors from 
the engine crankcase. AMA has 
informed California officials that 
the device will be ready by the 
time the ’61 models are intro- 
duced. 




























Franklin Institute said its scien- 
tists reduced the amount of nitric- 
oxide fumes in auto exhausts by 
more than 50 percent by using 
chromite catalysts. 

Dr. Nicol H. Smith, director of 
the laboratories, said it hasn’t been 
determined whether the system 
would be effective against the smog 
of Los Angeles and other cities. 

He said the method holds great 
promise, but more study is needed 
to learn whether the chromites will 
withstand the poisoning effects 
from lead and other substances 
found in exhausts. 

AMA said its new device is un- 
complicated and inexpensive 
when compared with exhaust 
control systems previously an- 
nounced and still under develop- 
ment. 

The device feeds crankcase fumes 
back into the engine to be burned 
in the cylinders. Production engi- 
neering and tooling will begin im- 
mediately, AMA said, to get it 
ready for ’61 models built for the 
California market. 

AMA said the crankcase gadget 
is a system of piping and valves. 
Similar equipment has been used 
for other purposes on taxicabs, 
trucks and military vehicles. 

Automotive engineers have 
known about the existence of gas- 
oline and oil fumes in the crank- 
case compartment and have pro- 
vided ventilation, AMA gaid, The 
gasoline vapors, called “blow-by,” 
are unburned hydrocarbons forced 
between the cylinder wall and the 
piston during the compression 
stroke. 

What was not known, AMA 
said, was the composition of the 
fumes, They could not be gauged 
accurately until an industry re- 
search team developed new meas- 
uring techniques. 

AMA said the full possibilities of 
using such a device for air-pollu- 
tion control were brought to light 
recently by scientists in a labora- 
tory of one of the auto companies. 

The research, which was part of 
a cooperative industry program, re- 
































3-1 Stock Split 
Planned by AMC 


Fiscal-Year Profit 
Exceeds $60 Million 


(Continued from Page 2) 


ously existing in the appliance field 
for several years.” 

Romney took a potshot at the 
Big Three as he declared: “Ram- 
bler success continues to make au- 
tomotive history. This year marked 
@ major turnaround in the auto- 
mobile business, with all makers 
taking off in the Rambler direction, 

“Our competitors have joined 
the public in placing their stamp 
of approval on the Rambler con- 
cept. The result of their entry has 
been to stimulate our sales.” 

He said wholesale sales of Ram- 
blers and Metropolitans during the 
fiscal year totalled 386,414 units, 
compared with 189,807 the previous 
year, an increase of 103 percent, 

Production capacity has risen to 
about 500,000 units a year, compar- 
ed with about 300,000 some 14 
months ago. AMC hopes to boost 
capacity to more than 600,000 units 
by the end of the current fiscal 
year. 

“Unprecedented Rambler retail 
demand combined with steel short- 
ages have placed us well behind 
dealer orders,” Romney said. “If 
the steel strike is settled by Feb- 
ruary, we should not only be able 
to continue production without in- 
terruption, but increase output 
substantially.” 

Working capital was increased to 
$110,219,733 as of Sept. 30, compared 
with $79,915,900 a year earlier, and 
the company remains free of bank 
debt, Romney said. 

Total employment averaged 
25,372 in fiscal ’59, compared with 
17,182 the previous year. The pres- 
ent total is 30,405, an alltime high. 

The total of salaried employes is 
10 percent above 1958, but it is #0 
percent under the average level of 
1954, the year American Motors was 
formed. 

Total annual payrolls in fiscal 
1959 increased 78 percent to $164,- 
785,112. The 1958 total was $92,- 


793,673. 
2a S 


Mitchell and Scott 


Join AMC Board 


DETROIT.—Don G. Mitchell, 
president of General Telephone & 
Electronics Corp., and William C. 
Scott, president of Outboard Marine 
Corp., last week were elected direct 
tors of American Motors. 

Scott became president of Out 
board Marine in January this year 
after serving since early 1955 a8 
executive vice-president and gem 
eral manager. 

Mitchell, who also is chairman of 
General Telephone’s subsidiary, Syl 
vania Electric Products, Inc., was 
named president and a director of 
General Telephone & Electronics 
on March 5, 1959, the effective date 
of the merger of Sylvania and Gen- 
eral Telephone. He had been & 
member of the Sylvania organiza 
tion for 17 years. 






























lines. Thus, we have not been able 
to supply sufficient Valiants to ex- 
isting dealers and we have not 
been in a position to offer Valiant 
franchises simultaneously to all ad- 
ditional dealers we eventually hope 
to have. 

“As our Valiant production in- 
creases, in the weeks and months 
ahead, we will continue to expand 
our Valiant dealer body and in- 
crease Valiant shipments propor- 
tionately in markets of all sizes.” 


Lucky Visitor— 


When his wife sent him off to the Los 
Angeles International Auto Show alone,| stantial portion of the hydrocarbon 


Sam Goldberg, center, became the 1,960th 
visitor and won $50. The ticket number 
was inspired by the show's theme, “Motor- 
ing Paradise 1960." Goldberg receives his 
check from Charles H. Elmendorf, execu- 
tive secretary of the sponsoring Los An- 
geles Motor Car Dealers Assn., while Geri 
Willer, one of the show models, presents 
him with a Hewaiian lei in keeping with 
the exotic Polynesian setting for the show. 







vealed for the first time that) j 
crankcase fumes account for a sub- 






emissions of an automobile, AMA 
said. 

Previously, according to AMA, it 
was believed that the only im- 
portant source of emissions was 
the vehicle’s exhaust system. 

The Franklin Institute study was 
sponsored by the Air Pollution 
Foundation of San Marino, Calif. 

Dr. Smith said institute scien- 






Planning Washington Auto Show— 


The committee for the 31st annual auto show in Washington's National Guard 
Armory Jan, 13-17 is shown mapping plans for the display. Seated, left to right, af 
Robert M. Rosenthal (Chevrolet-Saab-Renault-Peugeot); Chairman John J. Pohanké 
(Oldsmobile-Fiat), and Marc Mensh (Ford). Standing are Norman F. Wearne, Phelps 
Roberts Corp., a jobber; William C. Shelton, L. P. Steuart, Inc, (Chrysler-Plymouth), 
and Maurice J. Murphy, show manager. 
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- *,..they know courtesy 
: is good business” 


the says C.A. PACKER, Lincoln-Mercury-Edsel 


dealer, Benton, Ark. 


ost “At CoMMERCIAL Crepit they know courtesy is good 
cal business. From our standpoint as a dealer, the friendli- 
il ness of the local CommerciaL Crepit people makes 
7 our operation go much more smoothly. We can always 
ble depend on fast and efficient service when we call in a 
ut deal. And we know our customers get the same kind of 
treatment after the sale. We never hesitate to recom- 
= mend CoMMERCIAL CrEDIT PLAN to our out-of-state 
prospects because we feel the same alert setup is main- 
tained all across the country.” 
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Commercial Credit dealers 
are successful dealers 










Write or call the nearest CommerciaL Crepir CoRPORATION 
office for complete information on the benefits of ComMERCIAL 
Crepir PLan. Why not do it, today? 






= a 






COMMERCTAL A service offered through subsidiaries of the 
CREDI Ve | Commercial Credit Company, Baltimore . . . Capital 
4 fe and Surplus over $225,000,000 . . . offices in principal 


Lt a 
a J cities of the United States and Canada. 
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The Man Behind the Wheel .. . 





Sales Testing Sunbeam Alpine 


Eprror’s Note: This is another 
in a series of articles describing 
selling features of foreign cars. 

a + + 
By Ed Brown 
Staff Correspondent 
— styling, executed in 
the European manner, gives 
the Sunbeam Alpine sports car a 
sleek look that will please any| 
driver looking for something un- 
usual for private transportation. 

This Rootes car combines sat- 
isfactory performance with com- 
fort, and provides the dealer with 
an addition which will enjoy tre- 
mendous popular appeal. 

The Alpine’s American-inspired 
design will appeal to most Ameri- 
cans, with much the same impact 
caused by the early two-seat Thun- 
derbird. There is similarity of con- 
ception, although the design execu- 
tion differs. 

During our 10 test days, we were 
flagged down often by curious 
motorists who wanted to know the 
name, origin and price of “that 
beautifully designed little car.” The 
most prominent remarks were 
aimed at the rear-fin effect, which 
most observers complimented 
highly. 

The front hood slopes forward 
into a scooped grille, affording a 
pleasing front line as well as serv- 
ing the functional purposes of di- 
minishing air resistance at high 
speeds. 

* + 

Appeal Is Broad 
_ the top up or down and 
the hard top on or off, the 
Alpine draws comments from even 
the most casual passerby. Male and 
female appear to respond to this 
new design with equal enthusiasm. 

Parked in front of New York’s 
Plaza Hotel one morning, the Al- 
pine drew a crowd of people who 
poked into and around the car, 
excitedly asking us to open the 
trunk and hood for a more care- 
ful examination. 

The big wide doors, with outside 
handles, open easily and are just 
about the most accommodating 
we've observed on a sports car. The 
unavoidable “sports-car slouch” is 
an integral part of any exit and 
entry into this car, but the width 
of these doors helps to ease the 
chore considerably. 

The floor is recessed well below 
the body sills, forming a box-like 
structure which, because of the 
unitized construction, helps resist 
torsion and bending. There is a 
massive fully boxed cross brace be- 
neath it, which compensates to 
some degree for the rigidity nor- 
mally offered by a roof panel. 

The car was delivered to us with 
about 1,300 miles on it. Certainly it 
would require several thousand 
more miles before satisfactorily 
broken in. An honest performance 
appraisal, therefore, is almost im- 
possible. But its potential showed, 
and both the sports-car buff and 
the average driver are bound to be 
enthusiastic about its performance. 

+ * * 


l@’s Well Equipped 
HIS auto was equipped with 
wire wheels, hard and soft top, 
ash tray, radio and heater, a jump 
seat, disc brakes on the front 
wheels, genuine leather interior, a 
padded arm rest between driver 
and passenger which doubles as a 
locked glove compartment, electric 

* - oa 
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Alpine's Interior— 


This is an interior view 
Sunbeam Alpine sports car. Hinged front 
seats give access to an occasional rear 
seat which also can double as luggage 


of the new 


Interior is trimmed in genuine 


space. 
leather. 





windshield wipers, and roll-up win- 


dows. 


The doors are provided with 
metal pulls which make closing 
easier, They can be locked on 
either side from inside or out. 
They are opened outside by push- 
button mechanism, and from the 
inside by a standard door handle, 
which pulls toward the passen- 
ger. 

Both seats are individually ad- 
justable to suit either passenger. 
Floors are covered with form- 
fitting rubber mats under both pas- 
senger areas, while the drive-shaft 
tunnel is fitted with a deep-pile red 
carpet. Doors and body panels are 
fitted with red leather, as are the 
deep-foam rubber seats. 

The sports-car aficionado will be 
disappointed by the absence of an 
adjustable steering wheel, and 
might carp about the performance 
just a bit. 

The wheel is a two-spoke sprung 
job comfortably placed. Steering is 


Car Tested: 
SUNBEAM 
ALPINE 


Test car: Removable hard-top 
convertible, 

Engine: Four-cylinder, 1,494 
c.c. 

Carburetion: Twin Zenith, 36 
WIP2. 

Displacement: 91.2 cubic 
inches; bore and stroke, 3.11 x 
3.00 inches; compression ratio, 
9.2:1; horsepower, 83.5 at 5,300 
r.p.m. 

Torque, 89.5 foot pounds at 
3,400 to 3,800 r.p.m.; transmis- 
sion, synchromesh on second, 
third and top; clutch, Borg and 
Beck, single dry plate, hydrau- 
lic; rear-axle ratio, 3.89:1. 

Steering, 2% turns lock to 
lock; dimensions, overall length, 
155% inches; width, 60% inches; 
height, 51% inches; wheelbase, 
86 inches; front track, 51 inches; 
rear track, 48.5 inches. 

Suspension — front, independ- 
ent coil spring and a torsion 
bar; rear, semi-elliptic spring 
type; tires, Dunlop white wall 
tubeless—5.60 by 13. 

Accessories: Electric wind- 
shield wipers, radio, heater, ton- 
neau cover, hard and soft tops, 
tools, spare tire, disc brakes, 
roll-up windows, glove compart- 
ment, lock-up accessory com- 
partment, wire wheels, whitewall 
tires, outside door handles, ash 
tray, small back seat, arm rest 
between driver and passenger. 





fingertip light and quickly respon- 
sive. As a matter of fact, coming 
out of a fast corner, the average 
driver is likely to swing his steer- 
ing wheel too fast and find himself 
oversteering onto the wrong side 


of the road. 


* * * 


Parking Is Simple 

OE of the pleasantest experi- 
ences is parking. You would 

swear power steering was assisting 

you. 

On many European sports cars, 
putting the car in reverse is a 
major undertaking. With the 
Alpine there is no standing up 
and tugging, no twisting or turn- 
ing. You merely pull the short, 
center-floor shift lever hard left 
and down. 

Shifting is easy. The distances 
between shifts are short, in the 
formal “H” pattern, and click into 
place easily. During our test we 
were unable to detect any locking 


of any kind. 
In the driver’s seat you face a | 


group of conveniently placed in- 
struments and switches, On the far 
left is the ammeter, and moving 
to the right are the tachometer, the | 
oil gauge, the speedometer with 
readings up to 120 (which may not 
be as fantastic as it sounds), the 
temperature and fuel gauges. 

An open cubby locker for maps 
and miscellaneous gear is located 
in front of the passenger seat. The 
heater and ventilator controls are 
horizontal levers running across the 
top of the dash in the center of 
the car. 

From left to right at the bottom 
of the instrument panel are the 
simple but sensible flick switches 
which regulate the electric wind- 
shield wipers, headlights and park- 
ing lights, and panel lights. In ad- 
dition there is an ignition switch 
and choke control. 

Padded rolls along the upper and 
lower edges of the instrument panel 
are a safety feature. The radio is 
tied into the ignition and switches 
off when the engine is stopped. 
Flipping the ignition switch to the 
left turns it on again. 

* * + 


Fun to Drive in Traffic 


RIVING in traffic can be fun, 

because this car will sneak into 
many holes that even the ordinary 
import couldn’t. In addition to 
scooting into small spaces, the Al- 
pine gets away as quickly as you 
want it. 

The first sensation most neo- 
phytes experience when they sit 
in and drive a sports car is that 
they are practically sitting on the 
road. Somehow, Sunbeam design- 

(Continued on Page 144, Col, 1) 











Sunbeam's New Alpine Sports Car— 


Riding comfort and sports-car performance are combined in the new Sunbeam Alpine 
sports car, according to Ed Brown, Automotive News staff correspondent who sales. 
tested the new Rootes Group product. The styling has an American flavor. 


VW Gets Owners 





By David J. Wilkie 

A GREAT non-military blunder 
was made by British engineers at 
the end of World War II. 

Surveying the rubble that had 
been the Volks- 
wagen factory at 
Wolfsburg in 
Lower Saxony 
and studying 
blueprints of the 
automobile the 
Germans planned 
to build there 
until the war in- 
tervened, they re- 
ported to their 
home govern- 
ment: 

“There is nothing here we can 

use.” 

So the Wolfsburg factory that 
came into British hands with the 
area that was assigned to British 
Occupational Forces was abandon- 
ed. When order was restored in the 
area and West Germany got a new 
form of government, the factory 
was reactivated by German engi- 
neers, headed by Dr, Heinz Nord- 
hoff. 

But the entire project was in the 
unique position of being owned by 
nobody. 

The enormity of the British 
blunder has been demonstrated by 
the millions of dollars in profits 
Volkswagen has netted with its 
beetle-shaped passenger car and its 
small commercial vehicle. VW cur- 
rently is building 3,000 cars and 600 
commercial units daily and is far 
behind in orders that come in from 
all over the world. 

* * x 


SOME TIME in 1960 the four- 


D. J. Wilkie 


Steel Talks Resume Without Gain 


By Frank Gawronski 
Staff Writer 
GOTIATORS for the United 
Steelworkers and the steel in- 
dustry met with top Federal medi- 
ators last week in a renewed effort 
to settle the steel dispute. 

The meetings, however, proved 
fruitless. Neither 
side indicated a will- 
ingness to budge 
from its last stated 
position, 

The meetings, 
called by Joséph F. Finnegan, the 
Government’s mediation chief, 
were the first formal talks since 
Nov. 7 when the Supreme Court 
upheld a Taft-Hartley injunction 
that sent 500,000 striking steel- 
workers back to work. 

President Eisenhower indicated 
last week that the Government 
will take decisive action to settle 
the steel strike if management 
and labor fail to agree before the 
Taft-Hartley injunction expires 
Jan, 26. 

If the parties cannot get any- 
where by their bargaining, he told 
a news conference, the Government 
cannot sit idly on its hands. 

The steel companies’ most re- 
cent offer, made Nov, 15, was re- 
jected by the union. 

The proposal included wage and 
benefit improvements calculated by 
the companies at 30 cents an hour 


over a three-year period, plus a 
possible additional eight-cent cost- 
of-living raise. 

The proposal also included a pro- 
vision to delay for as long as a 
year a settlement of management 
demands for work rule changes, 
while the problem was subjected 
to committee study and possibly 
arbitration. 

The USW turned down the pro- 
posal as offering no more than a 
one-year “stay of execution” in an 
industry program it said was de- 


Late Report... 


signed to eliminate jobs by reduc- 
ing work crews and institute a 
“speedup” for the remaining work- 
ers. 

The union also said the benefits 
offered by the companies actually 
are worth 24 cents an hour. 

* om 7 


Law Calls for Election 


us union is holding out for a 
contract along the lines of the 
recent Kaiser Steel Corp. settle- 
ment, which refers the work rules 
(Continued on Page 144, Col, 3) 


Used-Car Market 


In computing Automotive News’ used-car index this week, 1960 


models were added and ’52s were 


dropped. This produced an over- 


all average price of $1,268, which was not comparable to the 


previous week’s $939. 


A year ago, when current models were added for the first time 
and eight-year-oldgs were dropped, the average price was $1,190. 

By individual model last week, prices went up $77 on ’59s and 
$74 on ’58s. All older models declined in price with losses amount- 
ing to $17 on ’53s, $25 on 54s, $36 on ’55s and ’56s and $59 on ’57s. 
New lows were established for all models from ’53 through ’57. 

At a group of representative auctions last week, the average 
consignment was 232.0 units, of which 61.7 percent were sold. A 
week earlier, the sales percentage was 66.2 on 225.1 units. 


Auction reports begin on Page 114. 





millionth postwar vehicle will roll 
from VW’s assembly lines. 


Also in 1960 Volkswagen wil] 
have legal owners for the first time 
since the dissolution of the Nazi 
“Labor Front.” It was this Nazi or- 
ganization that founded VW. 

An agreement between the fed- 
eral German government and the 
state of Lower Saxony, recently an- 
nounced, promises another develop- 
ment of fairy-story potentiality in 
the Volkswagen epic, 


The federal government at 
Bonn and the state government 
have been disputing ownership 
of the company ever since the 
war. 


A compromise agreement pro- 
vides that stock in Volkswagen will 
be issued on the basis of 20 percent 
to the Bonn government, 20 percent 
to Lower Saxony and 60 percent to 
be sold to the public. 

There is another stipulation of 
far-reaching significance, Divi- 
dends from federal and state gov- 
ernment shares and the proceeds 
from the public sale will go to a 
foundation that will be created to 
advance science and technological 
education in Lower Saxony. 


+ * * 

JUST HOW much money the 
foundation will have to disburse 
has not been indicated but it will 
run into many millions of dollars 
annually, Eventually the disburse- 
ments could amount to more than 
the schools of Lower Saxony alone 
could absorb, 

If that should happen, an amend- 
ment to the agreement undoubtedly 
would extend the benefits of Volks- 
wagen earnings to other areas of 
West Germany. 


Legislation to carry out the 
new program for Volkswagen has 
yet to be completed by the fed- 
eral and state governments, De- 
tails of the public sale of stock 
are being withheld pending final 
completion of the legislative de- 
tails, 

The stock available for public 
sale will be snapped up quickly, 
just as was Ford stock in this 
country nearly four years ago when 
the Ford Foundation placed part of 
its share holdings on public sale 
But the average West German citi- 
zen is not financially able to buy 
stock in any corporation today. 

Nevertheless it may be necessary 
to limit the number of shares that 
may be purchased by any single 
individual. 
te 


* * 

EVEN SINCE Volkswagen’ 
postwar profits began to roll in, # 
sizable chunk of annual earnings 
has been placed in an escrow ac 
count pending final determination 
of the company’s ownership. The 
remainder has been used for the 
constant expansion that has mark- 
ed Volkswagen’s progress and fot 
normal development work. 

The 1959 expansion progra™ 
alone represented an investment of 
$125 million, It included a new en 
gine plant at Hannover, capital o 
Lower Saxony. All powerplants fot 
Volkswagen vehicles now are made 
at the Hannover plant, 

Meanwhile, further improvements 
are being made at the main plant 
at Wolfsburg, where additional as 
sembly lines have been installed 





Rambler Dealers Sell America’s 
Lowest-Priced 2-Door Sedan, 
4-Door Sedan, Station Wagon 


- — ~ . . 
. E ct wa RAMBLER AMERICAN 2-DOOR DELUXE SEDAN 
e | PMR 0 
= $1 79500 
ee m Sa, 






($117 less than any other 2-Doo: 
Sedan built in the United Statess) 
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: ONLY RAMBLER DEALERS... 
r ; 
. * Can offer the lowest-priced American-built 
is automobiles! 
a 
i * Can offer the car that’s No. 1 in owner- 
proved, over-all economy! 
1e 
1 * Can offer the original compact car—produced 
. by the world’s largest builder of compact cars! 
c RAMBLER AMERICAN $18 4 4 
y *% Have the car that’s No. 1 in compact car SS Te ae 
($130 less than any other 4-Door Sedan built in the United States*) 
- sales! 
y 
‘ * Have the broadest line of compact cars to 
| meet buyers’ needs! 
ll 
Rambler Spells 
¢ 
y, 
3 Success For 
of 4 
: Rambler Deal } 
r RAMBLER AMERICAN | 
7 am er ea ers DELUXE STATION WAGON a a @) 2a Oo { 
: E h / ($346 less than any other Station Wagon built in the United States*) | 
, ver ¥y WwW € r € * The prices listed are suggested delivered prices at Kénosha, Wisconsin. State and local taxes, 
if any, automatic or overdrive transmission, whitewall tires and optional equipment, extra. j 
's *Based on comparison of manufacturers’ suggested factory delivered prices. j 
a 
; 
° \ 
ye ‘ 
[- a 
or ; 
1 " 
: By The World’s Largest Builder Of Compact Cars 
of 
: AMERICAN MOTORS CORPORATION 
: 14250 Plymouth Road, Detroit 32, Michigan 


‘ ii 
- 
( Rambler Franchises Available in Canada and in Important Export Markets. In Canada, Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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Setting Stage for Selling . . . 
Show Business Spurs Auto Business 


(Continued from Page 2) 
singers Bill Hayes and Florence 
Henderson, stars of Olds television 
productions, 

For the first time in a quarter 
century, Ford division had al- 
most all of its dealers ag guests 
in Detroit for the preview of 
1960 cars and trucks. The dealers 
came in four groups of almost 
2,000 each. 

The announcement show was 
Staged in Detroit's Henry and 


Edsel Ford Auditorium and includ- | 


ed such other well-known enter- 
tainers as dancer Ray Bolger, 
singer Jane Powell and the Dukes 
of Dixieland, a jazz group. Ernie 
Ford was seen in a special film 
shown during the program. 

This show did not go on the 
road. Instead, the division used a 
full-length, “hard-hitting” film on 
the ’60 line for its new-model in- 
troduction to dealership sales man- 
agers and salesmen in the districts. 

The film featured Jack Benny, 
Ernie Ford, Walter Pidgeon, Dean 
Martin, Jack Paar and Cliff Ar- 
quette, Wayne and Schuster, Ward 


ON TARGET! 





Times! 





Bond, Robert Horton and Janis 
Paige. 
+. * ok 

HE Lincoln-Mercury division 

tried something different this 
year. It staged a musical revue in 
Detroit’s Masonic Temple for deal- 
ers and their wives on the eve of 
the “hard-sell” presentations. The 
show was for entertainment only; 
product wasn’t even mentioned. 

Xavier Cugat’s orchestra and 

the Ames Brothers, a quartet, 

headlined the cast of the Masonic 

Temple show: An L-M spokes- 
man said this type of presenta- 
tion put the dealers in the right 
mood for the following day’s ses- 
sions, 

The 1%-hour “hard-sell” show 
featured singers and dancers, plus 
standard music with special lyrics 
plugging the cars. L-M figures 
standard tunes are better than orig- 
inals because they are well known 
and the listener can more easily tie 
in the special lyrics, the spokesman 
said. 

This year’s shows took more than 
13 months to whip into shape, he 





Hit 221,549 reader families! 


No other newspaper or national magazine 
arms you with such needle-point accuracy in 


buying the busy Seattle market. 


Aim for Seattle and raise your sights to 


greater sales! 





The Seattle Gimes 


SEATTLE’S ACCEPTED NEWSPAPER 





added, and the “hard-sell” presen- 
tation was taken on a tour of six 
regional cities, 
++ * * 

LDSMOBILE has used the big 

Broadway-type revue for a 
half-dozen years. This year’s show 
was directed by Carol Haney, 
Broadway choreographer, and fea- 
tured Hayes, Miss Henderson and 
comedians Frank Fontaine and 
Jack Gilford. 

In the last several years the 
firm has acquired rights to well- 
known Broadway musical scores 
and used this music with special 
lyrics in some cases. This year’s 
show used a George Gershwin 
score. It was called “Who Could 
Ask for Anything More!” a line 
from the Gershwin hit, “I’ve Got 
Rhythm.” 

Buick’s ’60 announcement pre- 
sentation was called an “arena- 
type” show. It had a cast of about 
50, standard tunes with the car’s 
selling points set to music and no 
dance routines. 

The show was presented in eight 
cities throughout the U. S. in “halls 






im for Seattle! 


Media marksmanship pays first prize here— 
when you’re ON TARGET with The Seattle 


LOS ANGELES 
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Now ready—"Sales Eye View”! 
New Seattle market facts . . 
etrating analysis... 
selecting Seattle and The Seattle Times. Write 

for your free copy now! 


Represented by 
O’Mara & Ormsbee, inc. 
NEW YORK ¢ DETROIT « CHICAGO 


Member Metro Sunday Comics, Metro 
Rotogravure Group and Farwest 
Rotogravure Group 





N. Y. Taxi Firms Add 


260 New Fords to Fleets 


NEW YORK.—Taxicab opera- 
tors here have placed in opera- 
tion 260 ’60 Ford and three ’60 
Checker units, according to reg- 
istration figures compiled by the 
Taxi Weekly, There were no fig- 
ures for other ’60 makes. 

The publication’s report also 
showed that there are a total 
of 3,892 Ford taxis in the city, 
2,439 Checkers, 1,847 Plymouths, 
1,844 Dodges, 852 Chevrolets and 
400° Studebakers. Other makes in 
use include Rambler, Mercedes- 
Benz, Pontiac, Oldsmobile, De- 
Soto, Mercury, Buick and Chrrys- 
ler. 





and arenas where the people were 
elevated from the floor,” a Buick 
spokesman said. 

He added that Buick gave up the 
Oldsmobile-type revue several 
years ago because “we didn’t feel 
that the dealers were getting a 
good look at the product, what 
with all the dancing and specialty 
routines.” 

* + aa 
| Sg nese has been using the 
Broadway format for about six 


years, calling the presentation a 








“commercial in a palatable forn 
Name entertainers are not used, 
spokesman said, because the pre 
uct is the star and “big nam 
could defeat the show’s purpose 
to sell cars and not entertainme 
The show is designed primari 
for the retail salesman’s co 
sumption. He is the one 
must sell and know the produ 
and he is the one whose enthu 
asm must be roused, the spoke 
man added. , 
Also, no one in the Chevrolg 
shows but a company Official ta 
about the product. The feeling he 
is that an entertainer cannot 
the message across as well as 
man who knows the car. : 
Chevrolet has one big 1%-hg¢ 
production, with original m 
and lyrics, for presentation in D 
troit and other key cities, 
smaller troupes for shows in othey 
cities across the country, This ye 
eight groups, including the bij 
revue, put on 47 shows in 


weeks, 
* + * Ps 


ONTIAC shows are similar ig 

theme to those staged by Buick) 
Features of the cars are wovell 
into the script and films also 
used. There also is music 
dancing. g 

Chrysler Corp. stages a giant 
press preview of new model” 
yearly in Miami, with a Broad 
way-type musical. Each division 
handles its own dealer shows, 
with the Plymouth-DeSoto-Val- 
iant division coming up with the 
most spectacular. 

The P-D-V revue is seen by both 
dealers and the press and features 
original songs and lyrics, a chorus 
line and an explanation of the new 
models by a sales executive. This 
show also goes on the road. 

Dodge gets its message across 
with the help of skits with a small 
cast and the use of original words 
and music, Dealers and ther 
guests in 18 cities saw this years 
presentation. 

Dealers and salesmen get leg 
entertainment than the divisions 
field representatives, who get ft 
first look at new models against @ 
background of song, dance and 
some comedy. : 

The Chrysler-Imperial division 
uses separate themes and sloge 
for each car. 

“We never have gone into the 
Broadway-type musical,” he added 
“We feel that dealers are more ine 
terested in the nuts-and-bolts story 
of the new models.” 

+ 7” * 


MERICAN MOTORS CORP, 


also leans toward the “nuts 
and-bolts” theory, using some 








- new pen- 
sound reasons for 


¢« SAN FRANCISCO 








standard and some original musi¢ 
with special lyrics to augment a 
“hard-sell” approach. 5 

More than 11,000 dealers, their 
wives, salesmen and fleet buyers 
in six cities saw the ’60 an-— 
nouncement presentation, 

There is little entertainment is 
the press previews, with the em 
phasis on talks by AMC officials 
about the new products and ques 
tion-and-answer sessions. 

Studebaker-Packard offers né 


special entertainment at dealer-ane 


nouncement presentations except 
for orchestra music, Two — 
driveaways, one from South Be 
and the other from Las Vegas, 
constitute S-P’s new-model an 
nouncements. However, they 4d 
use slides and films to outline de& 
tails of the new cars, 


Butcher Named 
To Dodge Post 


DETROIT.—Paul E. Butcher hag 
been named national dealer place 
ment manager for Dodge. 

He joined Chrysler Corp. in 1955 
as Plymouth dis- . 
trict manager in 
Dallas and be- 
came business 
Management 
manager for the 
Dallas region a 
year later. 

In January, 
1958, Butcher was 
named Dodge 
dealer planning 
and placement 
manager for P. E. Butcher 
Chrysler Motors Corp. in the At- 
lanta zone and later the same yeark 
was promoted to assistant dealer 
placement manager for the South- 
ern area. Last August, he was 
named Dodge area dealer place- 


. 
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ment manager, the position he held # 


prior to his present appointment. 
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Cut-Income-T'ax Plea 


May Get Off Ground 


By William Ullman 
Washington Bureau Chief 


IS HARDLY news to report that businessmen would 


ater lower income taxes. 


Neither is it newsworthy to 


say that business leaders want the corporation tax lowered. 
Oo———-- 


Yet a press release of the 


U. S. Chamber of Commerce, 
calling for both types of tax cuts, 
stole headlines all across the coun- 
try right after 
Thanks gi v- 
ing. Why was 
that? 

Part of the an- 
swer is the lead, 
or first para- 
graph, of the 
Chamber's an- 
nouncement 
which reads as 
follows: 

“Immediate in- 
come tax reduc- 





tion for all individuals and corpora- 
tions is entirely feasible and is 
vitally needed to stabilize the dollar 
and promote economic growth .. .” 

“That’s a pretty exciting begin- 

ning, with words like “immedi- 
ate,” and “all individuals” and 

“entirely feasible.” It has some 
steam behind it. 

But there was more to the Cham- 
ber release than attractive writing. 
First, there already are a pair of 
bills before Congress which would 
accomplish the Chamber’s objective. 
They were introduced by Reps. A. 
S. Herlong jr., Florida Democrat, 
and Howard H. Baker, Tennessee 





Republican, and they would cut 
taxes by one-fourth in the lowest 
bracket and nearly in half in the 
highest bracket. 

The Baker-Herlong bills also 
would pull down the corporate tax 
rate from the current 52 percent to 
47 percent, All tax cuts—individual 
and corporation—would take place 
gradually over a five-year period. 


* * * 


New Life for Bills 
ro many moons, the bills have 
been languishing before the 
House Ways and Means Committee, 
victims of tired blood. The decision 
of the U. S. Chamber’s board of 
directors to support the bills is ex- 
pected to pump some iron into 
them, however, 

The national] Chamber says it will 
“stimulate educational efforts in all 
member organizations and firms in 
support of the measures.” 


Still another punch in the an- 
nouncement is the trade associa- 
tion’s confession that passage of 
Baker-Herlong would result in an 
immediate loss of revenue to Uncle 
Sam of about $3.5 billion. But the 
Chamber has an answer for that, 
too. It wants a temporary Federal 
sales tax to offset the loss. 

Final punch in the Chamber re- 
lease was the contention that tax 





revenues generally rise, even 
when income taxes are cut, In 
Canada, the Chamber said, there 
were two 5 percent tax cuts after 
the Korean War, and both times 
revenues continued to rise, In the 
U.S., revenues rose after tax cuts 
in 1924, 1925, 1929, 1946, and 1954. 
The only time they didn’t go up 
in recent years was after the cut 
in 1948, a recession year. 
Attractiveness of the Chamber 
story to newspapers lay in the com- 
plete “package” which was present- 
ed, It had enough “answers” in it 
for a real fight to develop around 
the issues. The release also had a 
sharp edge to it, that made readers 
feel that the Chamber really meant 


business. 
oe * * 


Liberals Opposed 


PPONENTS of the Chamber 

position—and there will be 
plenty of them—will center around 
the “liberal” camps in Congress 
Attacks are expected to concentrate 
on the fact that the Chamber pro- 
poses bigger percentage cuts for 
persons making high salaries than 
it does for low wage earners. 

In the lowest bracket, the trade 
association supports a gradual cut 
from the present 20 percent tax 
rate to 15 percent. In the highest 
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bracket, however, which is present. 
ly taxed at a rate of 91 percent, the 
Chamber proposes cutting the ta 
to 47 percent. 

The Chamber has anticipated 
this criticism somewhat by point- 
ing out that “exemptions would 
still provide substantial protection 
to those in the lower brackets, 
a form of protection largely ab. 
sent as income rises.” 
Nevertheless, the Chamber's pro. 
posal to levy a Federal sales tax 
would affect the low wage earner 
and his family disproportionately, 
since almost all the money they 
earn must be spent for goods and 
services. The “liberal” camps wil] 
attack the sales tax proposal as 
vigorously as they jump on the 
idea of greater tax relief for the 

wealthy, 


+ * 


Permanent Ban 


7 HOUSE observers predict 
that President Eisenhower wil] 
not seize the steel mills if workers 
walk out for a second time at the 
end of January, Instead, he may 
ask Congress to enjoin the strike 
indefinitely. 


*” * * 


2 Dreams Dissolved 


WO of the traditional American 

dreams have taken a_ beating 
since 1929, according to a Depart- 
ment of Commerce study. One is 
the old Jeffersonian notion of the 
farmer as the backbone of the na- 
tion. The other is the 19th Century 
notion of “being your own boss.” 

The Commerce Department re- 
port shows where persons engaged 
in production are working today— 
and where they were working in 
1929. Farms and small enterprises 
have taken a beating. 

In 1929, 43.9 percent of U, 8 
production workers were employ- 
ed by corporations, a form of 
business organization where the 
only bosses are the stockholders, 
By 1957, 47 percent of workers 
were employed by corporations. 

In 1929, 41.3 percent of production 
workers were employed by proprie- 
torships or partnerships, In 1957, 
the percentage had dropped to 313 
percent. This decrease represents 
in large measure the declining im- 
portance of agriculture. 

The percentage of workers em 
ployed by various governments, 
however, more than doubled be 
tween 1929 and 1957. 

Corporations not only account for 
the biggest single share of employes 
today, but they also pay them bet- 
ter. Average annual earnings of 4 
corporation worker reached $4,980 
in 1958. Average wage paid by pro- 
prietors and partners was only 
$3,583. 

* * «* 
Rigged Record 
Is THE Congressional Record 
really a record of what Jawmak- 
ers say on the floor—or is it rigged, 
like those TV shows? 

The answer is that it is rigged, 
and some Congressmen want to 
clean it up. Under present rules, 
members of Congress have an 0p 
portunity to look over the tran: 
script of what they actually said on 
the floor and to rewrite it before 
the Record is printed. 


That is one reason that so few 
“goofs” appear in print, It also is 
one reason that so many legis 
lators appear to be better speak- 
ers than they really are. 

One House bill would require any 
words added to remarks actually 
delivered to be printed in_ italics. 
A Senate bill would forbid “sub 
stantive changes” in remarks. Other 
measures would limit the amount 
of junk printed in the appendix 04 
the Record to information related 
to pending legislation. 

As this column has noted before, 
the appendix is jammed with poems 
from constituents, letters telling 
the congressman what a swell gv 
he is and Flag Day speeches de 
livered back home. The cost of 
printing this stuff runs to $1.7 mil 
lion a year. 


Rank & Son Expands 


MILWAUKEE. —Rank & So, 
Inc., has added Chrysler and Va 
iant and is remodeling its tw? 
showrooms. Dodge, Dart and Sime 
will be displayed at 3131 N. Greet 
Bay Ave. and Chrysler-Plymouth- 
Valiant across the street at 3144 N. 
Green Bay. Service operations have 
been moved to enlarged quartel 
at 3866 N. Fratney. 










PAYLOAD 


Hydrovac Power Brakes 
save up to several hundred 
pounds in weight— 
adding to payload 
and profit. 


Hydrovac Power Brakes 
cost less to buy — 
cost less to maintain. 


PROTECTION 


Hydrovac Power 
Brakes provide maximum 
dependability with built-in 
safety standby of manual 

braking in case of 

power failure. 
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is MAKE BENDIX HYDROVAC* THE MOST POPULAR POWER BRAKE WITH TRUCKERS 
k- 

iy It’s not just chance that makes Bendix Hydrovac endorsed this superiority by specifying | Bendix 
- the world’s most popular power brake. Cost- | Hydrovac when they buy. Whether you build, buy, 
- conscious truckers all over the globe have recog- __ sell or operate trucks, you’ll find it pays to ask for 
og nized the superiority of vacuum power brakes and Bendix Hydrovac when ordering new equipment. 
. More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix 7:8 South Bend,1»o. [yee 


AVIATION CORPORATION 
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D ™ { |. Fair and equitable contracts between manufacturers and dealers in 

€ A motor vehicles, parts and accessories; 

a K { 2. Every dollar of ine and oil taxes, collected by states and federal 

L € governments, appl to the building and maintenance of highways; 

. pn _—*1. 3. Guard the precepts of individual freedom. which made the U. S. A. 
great and gave citizens more of the better things of life than anywhere 

NEWS else in the world. 





Industry Leaders Cite Need 
To Earn Public Faith 


EPRESENTATIVES of both factories and dealers see 

great possibilities for the coming year. Sales of cars 

and trucks may well reach 8,000,000 units. By and large, the 
60 products are good, and so are the prospects. 

However, at the recent convention of the Arkansas deal- 
ers, Herbert E. Galles, president of NADA, and Benson 
Ford, head of dealer relations at Ford Motor, cited the need 
to continue efforts to win public confidence. 


This is one of the soft spots in the business of retailing 
cars. While automobiles have long been close to the hearts of 
Americans, the industry has been tainted by a tradition of 
horse-trading—by fast operators who have, at times, con- 
vinced their factories as well as their more conservative fel- 
low dealers that the fast, deceptive pitch was the best sales 
pitch. 

Fortunately, we have grown up, in large part. But we are 
still hurt by the deceptive dealers. And so you hear Galles 
warn against “blitz merchandising, price-cutting, cross-sell- 
ing, unethical advertising and racing for leadership regard- 
less of profit, which only serve to destroy customer con- 
fidence and eventually send the dealer down the no-return 
road to bankruptcy.” 

“You can’t buy faith, you must earn it,” Galles said. 


At the same time, Ford warned against the dealer foxes 
who “lure the customer into the trap with false promises, 
bash him on the head, clean his pockets, pitch him into the 
alley and warn him not to come back.” 

There are times in the auto business when it may appear 
that the “foxes” are the smart ones, but take a long-term 
look at the business and you will find that it works out for 
dealer, as well as factory, that he who builds on integrity 
builds well, while the foxes are usually looking for a hole in 
which to hide. 


Events 


% Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., 13th Annual 
Convention, Eden Roc Hotel, Miami 


Beach, 

Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss. 

Apr. 24-26— Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
“7 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 67—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

%& May 29-31 — New Mexico Automotive 
Dealers Assn.. Western Skies Hotel, Al- 
buquerque. 

%& June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Spriegs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
%& Sept. 12-13—Minnesota Automobile 


Auto Shows 


Jan. &10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 8-16—Indianapolis Auto Show, State 
Fair Grounds, Indianpolis, 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 
Jan. 9-17—Buffalo Auto Show, 

Avenue Armory, Buffalo. 

Jan, 9-17 — Upper Midwest Auto Show, 

Auditorium, Minneapolis (includes im- 


pert. 

Jan. 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D. C. 

Jan. 15-25—I nternational Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


Maston 


. C. 

Jan, 23-30— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
iacleges imports). 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

b. 19-21 — Albuquerque Auto Show, 
State Fair Coliseum, Albuquerque. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

we Apr. 49 — Philadelphia International 
Auto Show, Trade and Convention Cen- 
ter, Philadelphia, (Foreign and Domes- 
tic Cars.) 


Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

,?S. oS 

General 


Jan, 24-27—19th Annual Truck Trailer Man- 
ufacturers Assn. Convention, Hotel del 
Coronado, Coronado, Calif. 

(See CALENDAR, Page 140, Col. 4) 


industry. 


mobile industry. 


The Big Stories 


34 Years Ago 


The present high rate of consumption will exhaust America’s vast 
oil supply in seven years is the pessimistic conclusion of President 
Coolidge’s Oil Conservation Commission. The President will be ad- 
vised to recommend that use of oil be immediately abandoned and 
coal and water power electricity employed wherever possible in all 


20 Years Ago 


Recall orders were issued to Chrysler Corp. workers following set- 
tlement of the 54-day strike—the longest in the history of the auto- 


10 Years Ago 


Looking into the automotive future virtually on the eve of his 
retirement as president of Packard, George T. Christopher predicts 
that the car of 1959 is quite likely to be powered by a small and 
extremely economical gas turbine. 
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Automotive Cartoon 


Of the Week 
HOMETOWN MOTOR SAL 


Your FRIENDLY 
“DEALER 


Letterbox 


‘Serious Trouble ..... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Import Outlook 


Some six months ago I worried 
myself into an ulcer over this sit- 
uation that has developed. I finally 
came up with a whole bunch of 
conclusions about the future of the 
imported-car business in this coun- 
try. 

I concluded then and still think 
that the imported-car business as 
we know it—that is, with over 75 
different brands—is going to under- 
go a change. 

I think that the cars which are 
priced in the range of U. S. com- 
pacts are in serious trouble. In the 
first place, almost none of these 
have made what could be called a 
serious effort to supply customers 
with parts and service on a na- 
tional basis or uniform scope. 


Furthermore, since the average 
car-buying American buys, to a de- 
gree, from advertising impact, he 
will buy the U. S. car rather than 
the import, even though the import 
is nine times out of 10 a much bet- 
ter car. 

Take, for example, a Borgward— 
a beautiful car. The Isabella with 
leatherette inside, etc., will retail 
for about $2,800 out here. The Cor- 
vair, fairly well equipped, will run 
$2,300. So there’s no game— the 
Corvair will sell. 

The import market will probably 

















—From Automotive News Files 












shrink to a point where we will 
find the “purebreds” carrying the 
ball. There will be a few other im- 
port sales from snob appeal, but no 
mass penetration. 

Volkswagen is faced with the 
problem of increasing its penetra- 
tion on a gradual plane. The temp- 
tation must be great to increase it 
very rapidly by importing more 
cars, but I’m sure that they will 
fight this down and continue with 
the same program. Servicewise, 
from a building and manpower as- 
pect, we couldn’t handle twice the 
cars—not and give good service. 

It seems that everyone who 
comes in now to look at VW is 
comparing us with the U. S. com- 
pact they have already seen. Our 
floor traffic is up several hundred 
percent since noon on the day the 
Corvair came out. Our sales are up, 
too! 

A lot of people, however, make 
remarks to the effect, “What the 
hell, for a little more I can buy 4 
full-size Chevy.” 

Probably the result of the brain- 
wash that the U. S. auto industry 
has worked out these past 15 years, 
that is, the bigger the hood, the 
bigger the engine, the bigger the 
hood ornament, the more chrome, 
the bigger the value. 

Of course, this is not necessarily 
true. Still, it could cause trouble 
in the next year after all the goody 
wears off the new-car bit. 

I do think that no matter how 
good a car the U. S. compact is, 
it will whip the import market in 
its price range. I don’t have any 
idea what the maximum penetra- 
tion could be for VW, Renault and 
Fiat. 

I think that the dealers here are 
going to have to go to work in 
about 60 days to move the small 
cars. I think, too, that the dealers 
who are dualling import with do- 
mestic will let them go unless they 
have one that doesn’t require any 
capital involvement or their sales 
get so low that the floor plan de 
vours, as it could, any margin they 
salvaged from a not-so-good deal.— 
Mipwest VOLKSWAGEN DEALER. 
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ACE IN THE HOLE! 





What a deal! The ‘Jeep’ Franchise ...world’s only complete line of 4-wheel drive vehicles. 
And to make your hand pay off, an ace in the hole — the powerhouse Maverick TV program 


The ‘Jeep’ Franchise 


‘Jeep’ dealer gross profits average more than $400 per vehicle after washout. 
about 50% of sales are clean deals. 


high resale value. 2-year old ‘Jeep’ vehicles sell for as high as 90% of original 
factory list. 


substantial extra profits from sales of special ‘Jeep’ equipment, averaging 
$249 per vehicle, and sales of parts and accessories. 


great source of new profits, as a dual line! Added to an existing line, a ‘Jeep’ 
vehicle franchise increases profits with little increase in overhead! 


Dealers who qualify for a ‘Jeep’ Franchise as an exclusive line or added to a 
present line, get both the profitable ‘Jeep’ vehicle Franchise, and ‘“Maverick’’. . . 
the only top-rated TV show promoting a commercial vehicle line every week. 


Since many dealer points are being closed and Willys Franchises are established . 


only on a market potential basis, the number of points still open is limited. Each 
offers a profitable future to the right man. For complete information please 
fill in and mail coupon. 


... only top-rated show promoting a commercial vehicle line every week. 


The Maverick TV show 


1. Neilsen Television Index. 2. Neilsen and Trendex Television Reports. 


I~ 


one of America’s top ten TV shows,’ (consistently, week after week). 


more men watch Maverick than any TV show? (and the man decides the auto- 
motive buy). 


more viewers per home than any TV show plus high sponsor identification? 
(they watch the show, and get the Willys Message). 


15% of America’s TV homes see a ‘Jeep’ demonstration at least once every 6 
weeks. Over 15 million homes see one every week. (Does TV sell? Look at the 
Willys Sales curve .. . out in front and still climbing.) 


3. Trendex Television Reports. 


DEALER FRANCHISE MANAGER, DEPT. 634 

Willys Motors, Inc., Toledo 1, Ohio ‘ 
Yes, without obligation, I’m interested in learning the detailed 
facts about the ‘Jeep’ franchise. 
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10:05 P. M. on a Monday night 


How long has it been since 
you had this kind of traffic? 


This picture was not taken on announcement day. It was 
taken on Monday, November 23—over six weeks after the 
public introduction of 1960 Dodge models. 


It points up one important fact: Public interest in 1960 
Dodge cars has not diminished one whit since announcement. 


Dozens of letters from Dodge Dealers substantiate this fact. 
They say they have never seen public interest continue on 


such a high, undiminishing pitch. 


They say (and we quote): “Greatest announcement traffic 
in 27 years as a Dodge Dealer.” And “have had to hire six 
new salesmen—send more cars.” And “can’t get people to 
leave—been open till 10 p.m. nearly every night.” 


Why this overwhelming interest and enthusiasm for Dodge? 
The answer, we think, is clear and inescapable: Dodge 
Dealers have more to sell of what people want to buy. 


There is one other obvious conclusion—the foresight of open- 
ing a new market for Dodge Dealers by introducing the new 
Dodge Dart in the growing low-price field. Combined with 
the 60 Dodge line and a full line of trucks, Dodge Dealers 
now actively compete for 7 out of 10 new-car sales and 9 out 


of 10 new-truck sales. 


Outstanding openings now available 


A number of choice, highly select dealership opportunities 


offering unusually attractive profit potential are now avail- 
able. Some are very likely located in your present trading 
area, and a few are of such an exceptional calibre that they 
would well justify making a move. 


As a Dodge Dealer you enjoy the benefits of the Dodge 
Market-Programmed Sales Agreement. It is designed to 
change as the market changes, to give Dodge Dealers the 
kind of products at the kind of prices that appeal to the big- 
gest segment of the current market. 


You can receive complete information on specific open 
points, as well as complete details on the Dodge Market- 
Programmed Sales Agreement, in confidence and without 


any obligation, by contacting: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Avenue 
Detroit 11, Michigan 


Attention General Managers and Sales Managers! 


Here is the opportunity you’ve been looking for—a chance 
to own your own deal. If you really know the retail auto- 
mobile business, you may qualify for the Dodge Dealer En- 
terprise Program. It provides experienced men with up to 
75% of the capital needed to start a business of their own. 


Investigate today ! 


In 1960 the big deal is 


Dodge Dart ‘60 Dodge Dodge Trucks 


DODGE 
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Year of Technical Breakthroughs aa 


Distributors, Dealers, Reps—Inquiries Invited 


LUGGAGE CARRIERS 


N E w! All Aluminum clamp-on style 


available to fit most foreign and 
“compacts,” highly polished, 
secured with clamps. 


é — 


Dealer Net $20.97 *vinrre nina” 


For STATION WAGONS 


(all makes) 
The Best in All Aluminum 
Permanent Type 
Model A 88”-72” 
form, now only 


Model 8 78”-61” 
platform 
Shipped with platforms fully assembled. 


CANELL Co. 


61 S. State, Hackensack, N. J. 
(Formerly in Little Ferry, N. J.) 


(All products returnable for any reason) 
State year and make—Send for brochure. 








Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


« ¢ reese 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., 


Dept. G-2 


415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 
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‘Newness’ Stamps ’60s 


By Joseph M. Callahan 


Engineering Editor 


aes of the American auto market by European car 
makers has affected the 1960 U. S. models in two ways— 
(1) by persuading the U. S. manufacturers to introduce 


their compact cars, and (2)? 


by encouraging them to im- 
prove their established lines in 
scores of ways. 

A certain amount of improvement 
is made every year, but this year 
there has been a stronger and more 
concerted effort to increase the 
comfort and the performance of 
the existing “packages.” 

In addition, there has been a 
number of engineering innova- 
tions and breakthroughs on the 
1960 cars. Some of these pioneer- 
ing efforts are new in the world 
automotive market, while some 
are just new for an American 
volume car. 

Among these innovations are: 
Valiant’s alternator; Corvair’s rear 
engine and transaxle; Buick’s 
transverse muffler; Pontiac’s alu- 
minum integral wheel and drum; 
Chrysler’s and Imperial’s electro- 
luminescent instrument panel; 
Chrysler Corp.’s tilted six-cylinder 
engine; Mercury’s instrument panel 
printed circuit, and Cadillac’s auto- 
matically-releasing parking brake 
and its coil-leaf rear springs. 

a a ad 
DISCUSSION of 1960 engineer- 
ing highlights would not be 

complete without commenting on 
the new compact cars. Each of 
these represents, to some extent, 
the engineering thinking of one of 
the Big Three as to the best meth- 
od of meeting the foreign-car chal- 
lenge. Corvair is daring; Falcon is 
simplified; Valiant is nearest to 
conventional U. S. cars. 

A major engineering trend this 
year in the U. S. auto industry is 
toward unitized construction, which 
was pioneered here by American 
Motors, There is a growing agree- 
ment that this mode of car build- 
ing provides more interior space, 
lighter weight and greater strength. 

Unitized construction is now 
being used for all the compact 
cars, plus Plymouth, Dodge, De- 
Soto, Dart and Chrysler, as well 
as by the previous users, Ram- 
bler, Lincoln and Thunderbird. 

In improving the comfort of the 
1960 cars, several auto makers have 
shown a growing awareness of the 
floor tunnel hump. There’s virtually 
no hump in the rear-engine Cor- 
vair, of course, Newly-designed 
transmissions have reduced the 
humps in Cadillac, Oldsmobile, 
Buick and Pontiac by about two 
inches in width and one inch in 
height. Chevrolet also has lowered 
its tunnel. 

es ca * 

EVERAL of the ’60 cars elimin- 

ated one of the most objection- 
able features of U. S. cars—the 
dogleg A-post which came with the 
panoramic windshield. It has been 
concluded, to some extent, that the 
slight increase in visibility is not 
worth the entry discomfort that 
comes with the “knee knocker.” 
However, some of the cars have 
even increased windshield area 
while eliminating the dogleg. 

Several improvements on the 
new models concern safety. 
Among these are better brakes, 
safer tires, four-light emergency 
flasher systems and improved 
suspensions, 

Here are the major engineering 
improvements for each 1960 car: 

ca * ok 


Buick 

N THE ’60 Buick models the out- 

standing engineering features 
include a unique transverse muf- 
fler, adjustable instrument panel, 
rear seat heater control, improved 
brakes and a device that auto- 
matically turns on the headlights 
when daylight fades. 

Located crosswise between the 
frame side rails and behind the 
rear axle, the muffler reportedly 
reduces exhaust noise considerably 
by minimizing the resistance to the 
exhaust gas flow. 

A single muffler, although they 
are of different sizes, serves both 





venting the condensation of 
harmful acid vapors. 

The adjustable instrument panel 
consists of a mirror facing the driv- 
er and the normal series of gauges 
and dials which face the front of 
the car. By tilting the mirror by 
means of a small wheel, a tall driv- 


er or a short driver can obtain the! 


best angle for perfect visibility. 
Buick’s new heating system pro- 
vides separate controls for regulat- 
ing the flow of warm air to both 
* * * 


Corvair Rear Six— 


The radically new air-cooled engine 
that was developed for the Corvair. It's 
largely made of aluminum and is located 
in the rear. 

oe ok 
front and rear passenger compart- 
ments, 

Changes in the brake system in- 
clude vented wheels and wheel cov- 
ers, relocation of the master power 
brake cylinder behind the instru- 
ment panel and smoother brake op- 
eration with lighter pedal pressure. 

. * * 


Cadillac 


7a important brake changes 
—an automatically-releasing 
parking brake, self-adjusting 
brakes and improved rear brake 
cooling—are among the develop- 
ments on the 1960 Cadillac, A full 
flow filter was also added this year. 

The automatically-releasing park- 
ing brake, an industry first, oper- 
ates through a vacuum which frees 
the brake when the engine is run- 
ning and when the car is put in 
gear. Thus, it becomes impossible 
to drive the car when the brake 
is on, 

Increased rear brake cooling is 
provided by new finned and ex- 
tended rear drums, making pos- 
sible the use of larger rear wheel 
braking cylinders. This reduces 
front brake loads and gives bet- 
ter cooling to all four wheels. 
Brake temperatures are lowered 
up to 30 percent. 

Cadillac has also achieved great- 


er quietness and smoothness by a 
* * * 
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Buick's Transverse Muffler— 








new low-frequency engine mow 
made of spring steel, a new can 
levered leaf spring which wo 
with the rear coil springs and 
temperature-controlled fan on 

air-conditioned cars which elim 
ates fan noises for most dri 

conditions and provides additior 


gas economy, 
* * 


Chevrolet 


Nzw parking brakes, impro 
service brakes, a more 
frame, greater tire life and a sm 
er floor tunnel are among 
Chevy advancements. 

While continuing with the ped 
application, the parking brake 4 
ploys a ratchet mechanism h 
virtually assures engagement, ée 
when the brakes are out of adju 
ment. If the brakes fail to eng 
in the first stroke, the operator mg 
apply a second stroke. There is alg 
a visual indication when the b 
is engaged and a brake rele 
which eliminates the possibility 
the pedal’s striking the operata 
leg. 

Reliability of the service b 
is increased by adding shields 
all four wheels. Each shield is 
semi-circular strip of metal 
ened over the lower 180 deg 
of the backing plate, The s 
protects the brake assembly f 
dirt and wheel splash. 

A quieter, softer and safer 
and up to 12 percent greater t 
life reportedly is achieved with ii 
proved Tyrex cord tires. A supe 
tread material is based on af 
synthetic rubber. ; 

To provide the more rigid fram 
a crossmember has been added” 
support the rear axle upper conti 
arm, increasing fatigue life un 
repeated accelerations and b 
ings. 

The tunnel was lowered 
inches and made up to 1% inek 
narrower by lowering the car 
underbody and changing its cd 
figurations to take advantage of 
the available space. 

* * 


* 
Chrysler 

HRYSLER’S engineering hig 

lights include unibody cons 
tion, electroluminescent instrume 
panels, a re-routed exhaust sy: 
and a four-light emergency flash 

In an automotive breakthro 
Chrysler introduces its new Astf 
Dome instrument panel which f 
tures electroluminescent ligh 
consisting of seven wafer-thin p 
els and eight pointers which pm 
vide area lighting. 

The EL pieces last 10 tin 
longer than incandescent mn 
and produce far less glare 
drivers’ eyes, making night d@ 
ing more restful and safer. 

The exhaust system is re-row 
through the propeller shaft tum 
to permit dropping the floor 
more space and to protect the sy 
tem against road damage. 

* * 


Chrysler Corp.—Plymo 
AMONG the new engineering 


tures of the 1960 Chrysler Ca 
(Continued on Page 19, Col, 1) 
* * * 


City 
In Canada—331 Bartlett Ave., Toronto 


ia learns he farm dich te sini eer ee cinh pitts enw wee wn ea wets one ce ns nam ad 


Address. dual and single exhaust systems 
and prolongs muffler life by elim- 


inating the “cold” side and pre- 


Exhaust noises have reportedly been reduced considerably by this single transv 
muffler behind the axle of the ‘60 Buick. In addition to assuring minimum exhault, 
resistance, this muffler is said to last longer. 
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The Finest Products 
Made with Aluminum 


offer savings in fabricating 
and finishing, provide 
greater freedom in design 


Recent design and sample fabrica- 


tion work has pointed out the poten- 
tial cost savings with aluminum hub 
caps of from 40¢ up to $1.00 per car 
(based on four hub caps per car). 
These savings, like the savings on 
other automobile parts that are part 
of the original car cost to the manu- 
facturer, can be substantial per model 
in a high production year. The total 
savings, if projected to the automo- 
bile industry, would run up to millions 
of dollars. 

These figures of 40¢ to $1.00 are 
based strictly on fabricating and fin- 
ishing savings. Savings made possible 
because of aluminum’s ease of fabrica- 
tion and anodized finishes that are 
often less costly than finishing proc- 
esses required with other metals. 

From both a cost and design stand- 
point, hub caps currently being made 
of various other metals cannot be 
formed to the degree that aluminum 
permits, therefore a wider variety of 
formed details and sharp embossments 
are possible with aluminum. And even 
in the case of metals that can be 
formed to the finer details and deeper 
cross sections possible with aluminum, 
there is still a distinct advantage in 


* 


favor of aluminum. The reason: these 
other metals require electro-plating 
or other costly finishing operations. 
Anodized aluminum finishes are more 
economical. 

Aluminum hub caps offer ‘‘bonuses’’, 
too. They are strong, lightweight, 
rustfree. And with their handsome 
clear or color anodized finishes they 
can add sales appealing beauty to 
your fine cars of tomorrow. 

Aluminum hub caps (and wheel 
covers) are one of many automobile 
applications where strong, lightweight, 
rustfree aluminum can help you im- 
prove parts and reduce costs. For full 
details, talk to Reynolds Aluminum 
Specialists. They will help you on in- 
dividual parts and will also help you 
plan a cost-cutting aluminum pack- 
age that includes a variety of parts. 
And they will bring you details of 
Reynolds services on aluminum mill 
products and fabricated aluminum 
parts. Contact Reynolds Metals Com- 
pany new sales office at Northland 
Drive and Northwestern Highway, P.O. 
Box 5050, Seven Oaks Station, Detroit 
35—phone K Enwood 7-5000. Or contact 
your nearest Reynolds Office or write 
P.O. Box 2346-MU, Richmond 18, Va. 


NOTE: Before you buy any part—have it designed and 
priced in aluminum. Basic material costs do not determine 
part costs. New techniques and processes—applicable only to 


“ 


aluminum—can give you a better product at a lower final cost. 


the metal for automation 


TRADE MARK 


and “ADVENTURES IN PARADISE”— ABC-TV 


a@) Watch Reynolds TV shows—“ALL STAR GOLF", “BOURBON STREET BEAT” 
> 
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again in 1959 


Studded 


With New Features 


(Continued from Page 16) 


Bi 


"ears and Plymouth are the unibody 
truction accompanied by a new 
-proofing process, the tilted 

P sonomy Six engine which is in- 

lined 30 degrees from the vertical, 

‘@ mew “ram induction” V-8 engine, 

mergency flasher lights and auto- 
matic swivel seats. Many of these 
features and options are also avail- 

“able on other Chrysler Corp. cars. 

| Unibody construction is slightly 

different than the regular unitiz- 
body in that a stub frame is 

pd to carry the engine. As with 
| the regular unitized body, it fea- 
_tures more extensive use of rein- 

~ forces box members and heavier 

“metal members in the underbody. 

The bodies reportedly are 100 per- 

cent stronger in resisting twist 

a 40 percent stronger in resist- 

' ing bending. 

' Improved rustproofing is achiev- 

by a series of protective coat- 
mgs that are applied in seven 

; ate dipping operations, supple- 

mented by six intensive spray ap- 

jlications. 

' The 30-D Economy Six is inclined 
d the right at an angle of 30 
es from the vertical. Although 

only has a displacement of 225 
¢ inches, it achieves high rat- 
in power, efficiency and econ- 


we 


+ * * 


YMOUTH’S new high perform- 
ance engine, the ram induction 
obtains the results of free 
“charging through the use of 
curving intake manifold tubes 
p force the air and fuel into 
engine at exceptionally high 


ike a supercharger, ram induc- 

literally rams air and fuel into 

engine when the throttle is 

but unlike a supercharger, it 

not take any power from the 

Ps e for its operation and it has 

i Moving parts to get out of ad- 
Ement. 

_ An interesting new feature of 


* * * 


minum Wheel— 


An aluminum one-piece wheel-drum- 

that is offered as an option on the 

| 80 Pontiac. These units are said to sub- 

Y antially reduce brake fade by dissi- 
| Pating heat more rapidly. 


PULLEY 


the Plymouth is the new Safe-T- 
Matic Door lock system which 
automatically locks all doors 
when the engine is started, The 
car is locked by vacuum actua- 
tors inside the doors, It’s impos- 
sible to lock the keys inside an 
unoccupied car, 

The four-light emergency flasher 
warning system would be of con- 
siderable value when a car is 
stopped on a highway. The flick of 
an instrument panel switch starts 
all front and rear turn indicators 
flashing continuously and simul- 
taneously. The system can be op- 
erated with the ignition key re- 
moved, providing protection when 
the driver is absent. 

Plymouth and the other Chrysler 
Corp. cars which introduced swivel 
seats are going a step farther this 
year. When the door is opened, the 
swivel seat swings out to meet the 
occupant and it swings back when 
the door closes. 

- ” a 


Corvair 


oe revolutionary Corvair has 
scores of engineering innova- 
tions for the U. S. auto industry. 
Among these are the flat, air-cool- 
ed engine mounted in the rear, uni- 
tized body with almost a flat floor, 
swing axles in the rear and in- 
dependent suspension on all four 
wheels, 

Chevrolet said the unitized body 
offers a 30 percent gain in torsion- 
al rigidity and a saving of approxi- 
mately 60 percent of the weight of 
a separate frame. 

A major advance is that Cor- 
vair is the first rear-engine car 
produced in volume with an au- 
tomatic transmission. 

Much speculation about the 
weight distribution of the Corvair 
concerned the fact that 60 percent 
of the weight is in the rear. But 
it handles very adequately, partly 
by using tires with different air 
pressures, 

7 * + 


DeSoto 


MPROVEMENTS on the ’60 De- 
Soto include unibody construc- 
tion, automatic swivel seats, the 
ram induction V-8 engine and the 
emergency flashers. 
* ca * 
Dodge 
7 Dodge and the Dart for 
1960 feature unibody construc- 
tion, the six-cylinder tilted engine, 
ram induction V-8 engine, a foot- 
operated parking brake and the 
four-light emergency flasher sys- 
tem, 
* aa of 


Falcon 


7s essence of the Falcon, Ford’s 
new compact car, is that it of- 
fers design simplification on a scale 
that permits the company to pro- 
vide more value in the face of ris- 
ing inflation. 

Although it is 1,500 pounds light- 
er than the conventional Ford, the 
Falcon has passenger space com- 
parable to many standard cars, has 
a big-car feel and its unitized body 

(Contant om Page 22, Col, 1) 
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RADIO INTERFERENCE 
SUPPRESSOR 


SILICON 
DIODES 


DIE-CAST ALUMINUM 
HOUSING 


Valiant’s Revolutionary Alfernator— 

The advanced alternator that was introduced on the new Valiant, replacing the 
traditional generator. Besides being smaller and lighter, the alternator has the big 
advantage of charging the battery at low engine speeds. 





wow Americas Beat Bin Buys 


The importance of operating parts de- 
partments at the highest point of effi- 
ciency, at the lowest possible cost, is the 
plain and simple reason why Borroughs 
Bins have been top choice year after 
year. Borroughs Bins meet every parts 
department need completely . . . they 
are quicker to install and easier to adapt 
to change-overs . . . they accommodate 
all sizes and shapes of service parts. . . 
they keep inventories in tip-top shape 
.. . they prevent overstocking and ob- 
solescence . . . in short, you name the 
need—Borroughs Bins will do the job! 


send for Borroughs 
Bin Catalog TODAY! 


ded 
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These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 


ATLANTA: 


BROOMALL, PA.: 


BUFFALO: 


DETROIT: 
FARGO: 
FORT WORTH: 


FRESNO: 


Automotive Bin Service Co.,inc. SACRAMENTO: 


54 West 30th St. 

Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 

Siggins Co. 

706 Broadway 
Green-Penny Co. 

4180 E. Noakes St. 
Automotive Bin Service Co., Inc, 
204 Builders Bidg. 
Metal Products Co. 
359 Madison Ave. 
Felix F. Loeb, Inc, 

864 E. Birch Ave. 
Edco Metals. Inc. 

73 S. Wren St. 
Borroughs Mfg. Corp. 
121 Varick St. 
William A. Gore Co. 
1834 Adeline Si. 


W. W. Cannon Co. 
P. O. Box 7317 


Siggins Co. 

1236 S. 13th St. 

East Coast Distributing Co, 
780 S. 52nd St. 


The Brower Co. 
1633 N. W. 21st Ave, 


Universal Equipment Co. INDIANAPOLIS: 


2420 Oakville St. 

Bins & Equipment Co., Inc. 

1918 Buford Highway, N.E. 

East Coast Distributing Co. 

2010 Boxwood Dr. 

Automotive Bin Service Co., Inc. 
20 East North St. 

Felix F. Loeb., Inc. 

8810 S. Vincennes Ave. 
Automotive Bin Service Co., Inc. 
1220 Richmond St. 

Automotive Bin Service Co., Inc. 
8905 Lake Ave. 

W. W. Cannon Co, 

9739 Denton Dr. 
Sparkman-Barker Co, 

421 Santa Fe Dr. 

Automotive Bin Service Co., Inc. 
10040 Freeland Ave. 


Adams, Inc. 
6 North 13th St. 


W. W. Cannon Co. 
P. O, Box 464 


Healey & Co. 
Toler St. 


JACKSONVILLE: 
SALT LAKE CITY: 


KANSAS CITY, MO.: 
ST. LOUIS: 


LOS ANGELES: st. 


PAUL: 
LOUISVILLE: 
SEATTLE: 
MEMPHIS: 
SEATTLE: 
MILWAUKEE: 
STERLING, ILL.: 
NEW ORLEANS: 
TACOMA: 
NEW YORK: 
TOLEDO: 
OAKLAND: 
WATERTOWN, Mass.: 
OKLAHOMA CITY: 
CANADA: 
OMAHA: 
HAWAI: 
PHILADELPHIA: 
PUERTO RICO: 


W. W. Cannon Co, PORTLAND, Ore.: 


1901 Winter St. 


Paul W. Roeder Co. 
.O. Box 1552 
1721—13th St. 
Business Equipment Co. 
902 S. Main St. 
Siggins Equipment Co, 
1410 Pierce Ave. 
Borroughs Mfg. Co. 
Factory Branch and Warehouse 
809 Hubbard Ave. 


The Brower Co, 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, inc, 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., inc. 
518 Jefferson Ave. 

Alexander Stee! Products, Inc. 
264 N. Beacon St. 
Wickware-Stackbin, Lid, 

P.O. Box 740, Perth, Ontario 
Hunters’ Office & industrial 
Equipment Company 

538 Reed Lane, Honolulu 


Automotive Specialties, Inc. 
252 Ponce de leon Ave., Hato Rey 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ali) . KALAMAZOO, MICHIGAN 

















1. Rolls-Royce’s advertising budget for the 
United States is about $200,000 a year. “We 
have to aim at selectivity rather than satura- 
tion,” says Rolls-Royce’s advertising director. 


2. Rolls-Royce began its American advertis- 
ing in 1958, using selected newspapers and 
two consumer magazines: Sunset and The 
New Yorker. It had 755 consumer magazines 
to choose from. 


3. Rolls-Royce is in good company in Sunset. 
A total of 28 automobile advertisers have used 
Sunset in 1959 — from the $1795 sports car to 
Cadillac and Chrysler. Cadillac has been in 
Sunset since 1950. 


4, The three “compact” cars — Falcon, Lark, 
Corvair—are in Sunset, too. Sunset readers are 
quick to accept good new ideas. 


5. Rolls-Royce sales gained 50% nationally in 
1958. In California, one of Sunset’s states, the 
_ gain was 80%. For the first six months of 1959, 
California sales were 190% ahead of 1958. 


6. When the Northern California dealer sold 
13 Rolls-Royces in one month, someone started 
a rumor that he was to be knighted. He said 
some buyers came to his showrooms with 
Sunset in hand. 


a 


7. In 1958, 24% of Sunset’s families bought 
new cars of all makes. This is double the av- 
erage of new car purchases for the West, 
which is highest in the nation. 


8. The ratio of car ownership by Sunset fami- 
lies is higher, even, than that of members of 
a large Western automobile club. 


9. 46.5% of Sunset’s families own two cars. 
The average for the West as a whole is 20.3%. 
Three-car ownership by Sunset families is also 
exceptionally high. 


10. Some families buy more petroleum prod- 
ucts than others. Sunset families, for example, 
purchase an average of 1065 gallons of gaso- 


line a year — or 30.7% more than the national 
average. A related fact: 73.7% of Sunset’s fami- 
lies have oil company credit cards. 


11, Sunset is geared very importantly to the 
automotive market. Sunset publishes more on 
highway travel, and more maps for highway 
trips, than any other major U. S. publication. 


12. It’s an old saying in the West that “when 
Sunset comes out, things happen”. A Klamath 
River motel-operator received 700 telephone 
calls because his place had a one-line mention 
in Sunset. 


13. When Sunset ran an article on Pinnacles 
National Monument, the park had 1600 visi- 
tors the first week-end, 2406 the next. Average 
for normal week-ends: 500 to 600. Readers 
react to Sunset because it is their personal text- 
book of Western living. 


14, The West is not a single entity. Families 
in Bellevue, Washington, live differently from 
those in Orinda, San Fernando Valley or Hono- 
lulu. For 27 years Sunset has recognized these 
differences with three separate zone editions, 
changing editorial content as much as 30% in 
each edition. 


15. Sunset is the only magazine aside from 
news and business publications with fully- 
staffed editorial offices in each of the three 
Western zones and Hawaii. 


16. An average of more than 100 advertisers 
each month take advantage of the local flexi- 
bility afforded by Sunset’s zone editions. 


17. Sunset’s 45 editors in the West and Ha- 
waii know every nook and cranny of the area 
intimately, and their editing reflects it. “Sun- 
set is the only magazine that speaks for the 
West, reflects its kind of living”, says a promi- 
nent marketing executive. 


18. Sunset, edited for Westerners only, even 
charges a premium to subscribers outside its 
geographical territory. In the West or Hawaii, 


THE MAGAZINE OF WESTERN LIVING 


What makes a regional magazine 
so forceful a sales medium? 


Here are some of the reasons why Rolls-Royce and 
27 other automobile advertisers use Sunset: 


you can subscribe for 3 years for $6. Elsewhere 
you have to pay $12. Sunset plans no eastern 
regional edition. 


19. Sunset issues have long life. In 1958 read- 
ers bought 16,000 Sunset indexes so they could 
refer to back issues. And a tile manufacturer 
is still receiving inquiries from his 1948 Sunset 
advertisement. “How,” he asked Sunset, “do 
we shut them off?” 


20. Sunset accepts no advertising for hard 
liquor, tobacco, internally-taken drugs and 
products in many other categories. Despite 
this fact, Sunset carries more advertising than 
any other monthly U.S. publication except 
Fortune Magazine, according to P. I. B. 


21. Rolls-Royce is in Sunset again in 1959... 
for many of the same reasons as are these 27 
other automobile campaigns: 


DOMESTIC 
Cadillac Ford Institutional 
Chevrolet Ford Falcon 
Chrysler Corp. cars Oldsmobile 
Corvair Pontiac 
De Soto Studebaker Lark 

Thunderbird 

IMPORTS 

Austin MG 
Austin-Healey Morris 
Citroen NSU Prinz 
English Ford Opel 
Fiat Simca 
Hillman Triumph 
Jaguar Vauxhall 
Lancia Volkswagen 


They all want their advertising dollars to exert 
the greatest influence on their best prospects. 


COST: A black and white page in Sunset 
(all 3 zone editions) costs $3770; a 4-color 
page, $5267. A one-column black and white 
costs $1260. 


If you would like the rewarding experi- 
ence of seeing results, put your story in 
Sunset Magazine. 


LANE MAGAZINE COMPANY, MENLO PARK, CALIFORNIA 
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‘60 Models Studded 
With New Features 


(Continued from Page 19) 


gives good rigidity and durability. 
os a * 


Ford 


NGINEERING features of the 
1960 Ford include a swept-back 
windshield, a foot-operated parking 
brake, wider tire tread, a 66-plate 
battery and redesigned suspension. 
The swept-back windshield has 
done away with the inconvenient 
dogleg found in cars with the full 
wrap-around windshield. Yet the 
car has 17 percent more windshield 
area than last year and a wind- 
shield wiper pattern one third 
greater than in 1959. 

One of the most important fea- 
tures of the ’60 model, according 
to company officials, is that it has 
been “comfort-engineered,” mean- 
ing there is substantially more 
hip room, shoulder room, leg and 
head room. 

Greater stability and improved 
handling have been accomplished 
partly through a wider tread and 
partly through the widening of the 
rear spring base. Two inches have 
been added to the front tread and 


Chevrolet Offers 
Wider Range of 


Truck Accessories 


DETROIT.—Broader availability 
of air conditioners, larger capacity 
heater and expansion of the line of 
mirrors are among features of 
Chevrolet truck accessory offerings 
for 1960. 


Five different versions of the 
Cool Pack air conditioner for V-8 
or six-cylinder engines and mount- 
ings at the center or right hand 
side of the dash are available for 
all conventional cabs and for cer- 
tain models with air-over-hydraulic 
brakes. 


The two types of heaters have 
been re-engineered and have a 
higher output. The line of mirrors 
is extended to include a junior 
West Coast type measuring 7% by 
10% inches. 

Other added items are an auxil- 
jiary spring for trucks of two-ton 
capacity and over, a removable 
canopy for El Camino pickup 
boxes, utility side rails for pickups 
and streamlined clearance lamps. 





Zink Anticipates 


Increase in Sales 


FREMONT, O.—The growing 
market for tops for convertibles 
should boost company sales con- 
siderably, Jack Zink, president of 
Howard Zink Corp., told the firm’s 
sales representatives at a confer- 
ence here. 


F The Fremont plant now is in full! 
production of the tops, he said, and 


enthusiasm is high for the entire 
60 line of Zink automotive and 
marine praducts. 

The seat-cover line was presented 
by Warren A. Zink, general sales 
manager. Hal Zink, sales supervi- 
sor, discussed the new convertible 
tops. 


Cleveland Olds Dealers 


Elect Pelunis, Fuller 


CLEVELAND. — A, D. Pelunis 
has been elected president of the 
Cleveland Oldsmobile Dealers 
Assn., succeeding Ambrose LaTour. 

Charles Fuller has been elected 
treasurer. Pelunis and LaTour will 
serve as trustees for the Oldsmobile 
dealers to the Cleveland Automo- 
bile Dealers Assn. 


BUYING—OR—SELLING 
A DEALERSHIP? 


Centact an Experienced Broker 


RAYMOND E. CECIL 


Midwest 7-0744 
625 S. Hunter Bivd., Birmingham, Mich. 





| almost four inches have been added 
| to the rear tread. 

The new 66-plate battery, replac- 
ing the 54-plate model, will provide 
longer battery life. 

é * * 

Imperial 
PRiNcIPAL engineering features 
of the new Imperial are electro- 
luminescent light, an improved 
Auto Pilot, automatic swivel seat 
and four-light emergency flashers. 

The big advance in the Auto- 
Pilot is that it does not require 
re-setting after each brake applica- 
tion. A pull-type button is located 
in the center of the speed-selector 
knob, 

When the driver pulls the button 
out, the control is energized. It 





| 





continues to function until the but-! 


ton is pushed in or the ignition 
turned off. 


* * * 


Lincoln 


NEW engineering features of the 
’60 Lincoln consist of a leaf 
spring rear suspension, a 25-gallon 
fuel tank, improved brakes and im- 
proved butyl engine mounts with 
an added cross member that re- 
duces engine vibrations and the 
transmission of axle vibrations. 
New shock absorbers that will last 
longer and give greater stability 
also have been added. 


The Hotchkiss type rear suspen- 
sion employs eight 2%-inch wide 
leaf springs. A quieter ride is pro- 
duced by the use of thick rubber 
insulating pads between the leaf 
springs in the U-bolt attachment 
to the axle, 

Also, the rear axle has been 
moved forward on the spring to 
reduce spring wind-up and rear- 
end squat on acceleration. 

Shock absorbers are 7/16 of an 
inch larger in diameter, giving 
greater stability and longer life. 
Shock absorber rebound is limited 
by an exclusive cutoff feature on 
the front shocks that gently slows 
the front wheel to a cushioned stop 

(Continued on Page 23, Col, 1) 
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Comparing Pontiac's Tunnel Heights— 


A drawing which shows a comparison between the floor tunnel heights of the 
‘59 and ‘60 Pontiacs. The space was saved by redesigning the transmission. 


TRUCK MANUFACTURERS 


provide top performance at lower cost 
with dependable 


BENDIX-WESTINGHOUSE 
AIR BRAKE SYSTEMS! 





Your customers gain many outstanding benefits when 
you equip your new vehicles with complete Bendix- 
Westinghouse Air Brake Systems. Each component of the 
basic system . . . as well as every optional accessory item 

has been “‘system engineered” to assure complete 
operating compatibility for all units . . . an absolute 
essential for maximum performance of this closely related 
chain of devices. What’s more, they have proved their 
dependability and overall economy on the toughest test 
track of all . . . millions of operating miles in service for 
the largest list of loyal, satisfied customers in the trucking 
industry. Superior engineering and research have made 
the name Bendix-Westinghouse the standard of quality 
among truck operators for thirty years . . . make it 
possible for you to offer your customers the finest air 
brake equipment available at the lowest life-cycle cost. 


Coast to coast facilities for faster brake service. No matter 
where your customers’ trucks travel they’re never far from a 
Bendix-Westinghouse service outlet. Our nationwide net- 
work of Authorized Distributors is made up of Truck 
Specialists with the tools, equipment and stock-on-hand 
to take care of any brake maintenance and service 
required—in the shortest possible time, at the lowest 
possible cost. This alone is a mighty good reason why 
operators always are ahead with Bendix-Westinghouse 
Air Brake Systems on your vehicles. 


Economical Repair Exchange Service. When Bendix- 
Westinghouse units require replacement, they can be 
quickly exchanged at nominal cost for factory-rebuilt 
devices that include the latest, most up-to-date improve- 
ments in design and construction. What’s more, these 
low-cost Bendix-Westinghouse factory-reconditioned items 
carry the same warranty as brand-new units. 





More trucks and buses are equipped with Bendix-Westinghouse Air Brake Systems than all other makes combined. 
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Year of Engineering Breakthroughs .. . 
60s Studded with New Features 


ing high velocity hot air from two 

outlets on the instrument panel di- 

rectly on the most important area 

of the windshield. 
ok 


(Continued from Page 22) 


in the down direction without the 
impact of a rebound bumper. 
* * ae 
Mercury 
HE ’60 Mercury features a 


printed circuit for instrument) 


panel lights, several other electrical 
improvements, a 12,000-mile dispos- 
able fuel filter and a spot defrost- 
ing system, 

Printed circuits for the instru- 
ment cluster eliminate many wires 
and many opportunities for failure, 
and simplify assembly and servic- 
ing at the same time. One printed 
circuit carries turn signals, a new 
speedometer, oil pressure and high 
beam signal, Another circuit car- 
ries fuel gauge, temperature gauge 
and brake-on warning light. 

Mercury’s new disposable fuel 
filter, said to be 20 times as effici- 
ent as ordinary types, is sealed 
in an aluminum housing located 
on the gas line between the fuel 
pump and the carburetor. Clean- 





Compressors and 





AIR COOLED TU-FLO 300 


TU-FLO COMPRESSORS assure outstanding braking performance 
for all trucks, tractors, buses and off-the-road equipment: lower 
discharge temperatures over entire speed range . . . increased 





TRACTOR PROTECTION VALVE protects truck 


or tractor air brake system against 


air pressure due to trailer break-away, leak- 
age, or improperly connected hose lines. Com- 
plies with all current safety regulations, 





INDEPENDENT TRAILER-CONTROL VALVE pro- 


vides highly important independent 


braking on severe grades, ice, or under other- 
Minimizes 


wise hazardous road conditions. 
“jackknifing.” 
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er fuel makes for smoother com- 
bustion, reduces the possibility of 
flooding the carburetor and less- 
ens carburetor servicing. 

A spot defrosting system gives 
immediate visibility through frost- 
|ed or fogged windshields by direct- 





| Annual Sports-Car Show 
Slated by Ford Museum 


DEARBORN.—The Henry Ford 
Museum’s ninth annual sports car 
show will be held Jan. 8 to 31. It 
will bring together nearly 50 cars 
|from Italy, England, Germany, 
|France and the U. S., with some 
|shown for the first time in this 
country, according to Alan R. Sym- 
onds, show chairman. 

To show the development of 
sports cars over the years, several 
earlier models, both foreign and 
domestic, also will be displayed. 
|The 1959 show, held in February, 
| was viewed by nearly 50,000 per- 
sons. 





AIR OR WATER COOLED TU-FLO 400 


drops below normal. 


loss of 








LOW-PRESSURE INDICATOR warns of any ab- 
normal depletion of air. Buzzer or jewelled 
light notifies driver instantly when air pressure 





* * 


Oldsmobile 


NE of the more prominent fea- 

tures of the ’60 Oldsmobile is 
the redesigned Rocket engine which 
reportedly will give 15 percent bet- 
ter gas mileage, while maintaining 
excellent performance. 

Oldsmobile has also provided 
more comfortable seating by chang- 
ing the front seat angle and revis- 
ing the seat springs for better back 
support and cushion softness. Also, 
the rear door swings open five 
inches more, 

This car also has added the nylon 
sleeve shock absorbers and live 
rubber body mounts, as well as the 
slimline transmission. 

+ * * 


Pontiac 


ae main innovations in 
1960 include the optional alu- 


air delivery at low and intermediate speeds .. . 
control . . . higher maximum speeds. . 
parts - .. and many other advantages. 


AIR HORNS that give finest warning signal 


trailer 


mechanical connections. 





on the highway. Suited to either cab-roof- or 
under-hood installation. Come in one compact 
kit with optional hand or foot control. 





STOP LIGHT SWITCH—electro-pneumatic device 
that operates in conjunction with brake valve 
and stop light by completing electrical con- 
nection the instant brakes are applied. No 


temperature operations, 
expensive to operate. 


AUTOMOTIVE AIR BRAKE COMPANY 


General Offices and Factory—Elyria, Ohio. 
Branches—Berkeley, Calif., and Oklahoma City, Okla. 


Bendix lffestinghouse 
ay 





Chrysler's Slant Six— 


The tilted 30-D Economy Six engine 
| which is available on several ‘60 Chrysler 
Corp. cars. Although the engine has a 
displacement of only 225 cubic inches, it 
has a high rating in power, efficiency and 
economy. 





* * 
minum wheel-drum, improved 
shock absorbers and a new cooling 
system. 
The aluminum wheels with in- 
tegral hub and brake drum are said 


accessories by Bendix-Westinghouse 





WATER COOLED TU-FLO 500 


improved oil 


. no external moving 





COMBINED LIMITING AND QUICK-RELEASE 
VALVE with dash-mounted control within easy 
reach. Offers driver choice of full front-wheel 
braking in “Dry Road" position or 50% front- 
wheel braking in “Slippery Road” position. 





ALCOHOL EVAPORATOR effectively protects 
the air brake system against freezing in low 


Easily installed, in- 
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to give a substantial reduction in 
brake fade because of the rapid 
heat dissipation from the braking 
surface provided by aluminum’s 
high thermal conductivity. 

Newly-designed shock absorb- 
ers on the Pontiac, and some 
other GM cars, feature a nylon- 
sleeved control piston and a new 
type of oil which provides more 
uniform control over extreme 
temperature changes and greater 
durability. 

The new engine cooling system 
employs a divided chamber water 
pump to distribute water equally 
to each cylinder block bank, Water 
is directed to each side of the 
block, up to the cylinder heads and 
out the water distribution channel 
in the intake manifold for recircu- 
lation. Dividends are in the elimin- 
ation of engine hot spots, reduction 
of parts, less weight and simplified 
service, 

+ * * 


Rambler 


AMBLER’S innovations for 1960 
include bonded brake linings, a 
larger gas tank, wider door open- 
ings and a new instrument panel. 
The use of bonded brake linings 
instead of riveted linings is one of 
the most important changes on the 
Rambler. American Motors officials 
feel that the bonded linings offer 
longer life with no danger of scor- 
ing the brake drums. Self-adjust- 
ing brakes continue to be offered 
as an option, 

Capacity of the gas tank has 
been increased from 20 to 22 
galions to permit fewer fuel 

(Continued on Page 29, Col. 1) 





Disposable Filter— 


Mercury's new disposable fuel filter 
which is said to be 20 times as efficient 
as ordinary types. It's located on the gas 
line between the carburetor and the fuel 
pump. 





Lincoln Power Box— 


The 1960 Lincoln employs this central 
power control box for grouping all major 
fuses and circuit breakers. It provides 
greater safety and convenience, 


Chicago’s Olds Dealers 
Name May President 


CHICAGO, — George C. May, 
May Motor Sales, has been elected 
president of the Oldsmobile Dealers 
Assn. of Metropolitan Chicago. 
Other officers are: ; 

William C. Patterson, Ajax Auto 
Co., vice-president; George L. Carl- 
son, Carlson’s Wheaton, secretary, 
and Jack Thompson, Jack Thomp- 
son Oldsmobile, Oak Lawn, treas- 
urer, 
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Flat floors front and rear, four-door convenience and 40 MPG 
economy...no wonder the PL 17 is an all time favorite! 


Sun when you want it—snug when you need it! The PANHARD PL 17 
five seater convertible is truly a family sportscar. 


Equally at ease on the superhighway or at the supermarket, the PL 17 
station wagon, newest addition to the PANHARD line will be available 
soon. 


a 
t 
7 
The sensational PANHARD-DB coupe, Class H winner of nearly every 
important sports car race in the world. f 
S 
S 


High-style running mate to the Coupe is this PANHARD-DB conver- 
tible with performance to match its swift look. 


WRITE OR CALL DISTRIBUTOR IN YOUR AREA FOR FULL INFORMATION. 


| 


DIST.: NEW ENGLAND DIST.: NO. MID-WEST DIST.: NORTH-WEST DIST.: SOUTH-WEST 

Ward and Wallace, Inc. Hoosier International Motors Northwestern Auto Imports Overseas Motors Corporation 
: Bath Highway © 226 South Lafayette Boulevard 5091 Stockton Boulevard 1112 West 7th Street 
Brunswick, Maine South Bend, Indiana Sacramento 20, California Fort Worth 7, Texas 
DIST.: EASTERN DIST.: SOUTH ATLANTIC DIST.: SOUTHERN CALIFORNIA PARTS AND SERVICE 
| Compact Car Distributors, Inc. Southern Car Distributors, Inc. Charles H. Hornburg, Inc. COAST TO COAST 

105 Long Beach Road 3234 Peachtree Road. NE 9176 Sunset Boulevard 


Oceanside, New York Atlanta, Georgia Los Angeles 46, California 









Now that the facts are out on Detroit’s 1960 ‘‘crash program’’ compact cars, it is interesting to note that each of them has 
a serious drawback all its own...where the engine is in the rear, valuable accessible luggage space is sacrificed. Front-engine, rear-drive robs — 
two passengers of true comfort, because of bulky drive shaft humps and tunnels on the floor, robs the driver of positive control at high speed. 
True economy is not a virtue of any of them. And most serious of drawbacks is the unrealistic price tag which all of them carry. 


._ Only PANHARD, of all cars, has the ideal combination of features you need and deserve...not ‘“‘crash program’’ features, 
but a set of race-proven(1000 victories),time tested(a decade-plus of continuous compact car development exclusively)features for comfort, 
safety, and startling economy...all at a price Detroit can never hope to match! PANHARD’s front-engine, front-wheel drive means not only flat- 
floor comfort for all six passengers, but absolute driver control at all speeds. PANHARD’s luggage space is cavernous, as it should be in a six- 
seater car and PANHARD'’s performance and modest price tag make the full range of PANHARD models truly the ones to beat! 


PANHARD offers qualified dealers the chance of a lifetime. The chart below shows how PANHARD stacks up asa car. To 
see how you stack up as a dealer, wire, write or phone .. 
Sole U.S. Importer VENDOME MOTORS CORP. 120 East 56th Street, New York 22, New ih ELdorado 5-2480. 


COMPARISON CHART OF 4 DOOR COMPACT SEDANS & 2 LEADING IMPORTED ECONOMY CARS R D 
PANHAR Volks—| Renault Corvair | Valiant Rambler Lark F f ‘ 
a Dauphine 500 V-100 | Am.Deluxe | Deluxe 6 eS | At Port of Entry 









Seating Capacity ete | hep ee 
Bagine Position eee) ee fee | rear | 
Cooling Syston [ate | air 


Pair | 
ee ee beer | vane. 
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Flat Floors 








a 






Luggage Space 
Cubic 





Feet 





PANHARD's combination of 85 MPH and 40 MPG is unchallenged. 
*U.S. Cars— suggested base factory list prices. Imports—New York Port of Entry delivered. Base price. 
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Compact Cars Spur Onslaught... 





Salesmen’s Aids Claw Rivals 


By Maynard M. Gordon 
News Editor 


-_. HELP sell the wide range of 
’60 cars, manufacturers have 
churned out a collection of sales- 
men’s aids that approaches ency- 
clopedic proportions. 

The industrywide invasion of 
the small-car field has spurred 
the promotions to new heights, 
in the sense that competitive ef- 
forts always are keener where 
the bread-and-butter cars are to 
be found. 

In addition to the usual assort- 
ment of product exaltations, the 
busy presses have ground out 
inside-pocket folders with such in- 
triguing titles as: 

“Handy guide to your best Falcon 
prospects.” 

“Comparagram”—or why Valiant 
is superior to Corvair and Falcon. 

“Rambler American X-Ray”— 
or why the named product is 
superior to all domestic com- 





pacts and, for that matter, im- 

ports, too. 

“The 1960 Ford Falcon has these 
items of standard equipment not 
found on the Corvair’—Ford busy 
again. 

“Questions and Answers on 1960 
Chevrolet Cars, Trucks and Custom 
Features”—a definitely “rigged” 48 





$25,000 Blaze Sweeps 


North Dakota Dealership 


MINOT, N. D.—Fire of undeter- 
mined origin swept through the 
second story of the downtown 
building housing Parker Motors 
Co., causing an estimated $25,000 
damage. 

The blaze broke out in a new and 
used-car reconditioning shop, and 
burned a mechanic. Burton Lahart, 
owner, estimated damage to the 
building at about $15,000, and loss 
in stock, including four cars, at 
about $10,000. 


pages which stick to product and 
spare the competition. 
* of + 


4 yw import dealers have gotten 
into the act on a more refined 
push-our-product basis, with only 
subtle digs at competitors. The neg- 
ative selling approach usually blos- 
soms when things get competitive, 
a development which the steel 
strike may have postponed in the 
import field. 

The value of all the folders, 
brochures and pocket cards is ques- 
tionable, if a recent survey by the 
University of Chicago is represent- 
ative. 

Last February, the University’s 
business school shopped 90 Ford 
dealers and 84 Chevrolet dealers in| engine, synchronized five-speed transmis- 
the Chicago area. Few salesmen, | sion and short wheelbase design. 
the survey found did much in the - 
way of either selling their own anyone entering the showroom 
products or unselling anyone else’s.| has already been sold on brand 

“Perhaps salesmen feel that | and is only interested in price,” 


Diesel Pickup— 


The first White city pickup and delivery 
truck to be equipped with diesel instead 
of gasoline engine was introduced by 
White during the annual American Truck- 
ing Assn.'’s convention at Los Angeles. 
The new tilt-cab truck, White 3016D, is 
built especially for in-city operations and 
has new 130-horsepower JN-130 diesel 




















the survey’s summary com 
mented. 

“In most cases, the salesmen fail 
ed point out the advantages of bu 
ing a car from the specific dea 
he represented.” 

Only one-fourth to one-third of 
the Chevrolet and Ford salesme 
plugged their products, the Unive 
sity of Chicago researchers found@ 
More than half took phone num 
bers and addresses, but followupg 
on these cases were small. ; 

As for the literature, only 
percent of the Ford men and 167 
percent of the Chevrolet men of# 
fered the shoppers any of the colors 
ful reading material disseminated 
by their factories. 

* * + 


Films on Qualifying 
EVERAL factories, in preparing 
their salesmen for the compact. 


car era, produced films on proper 
methods to qualify customers. 




























































product merits. 

Confining one’s efforts to 
home brew, however, apparently 
did not prove adequate and knock 
the-competition broadsides appes 
ed almost as soon as the rival ’60 
went on sale. 

Rambler, successful exploiter of 
the compare ’em method for sev- 
eral years, sharpened its fangs 
as the ’60 model year began. 

The 1960 edition of the Rambler 

“X-Ray” will not repeat photos and 
charts contrasting Americans and 
imports. Instead, the American will 
be measured favorably against the 
new domestic compacts. 

Said the 1959 American X-Ray: 
“Add up the X-Ray box score on 
the leading small cars.” The table 
gave the American decidedly better 
ratings than Anglia, Hillman, Opel, 
Renault, Dauphine, Vauxhall, Volks- 
wagen, Fiat 1100, Simca Aronde, 
Volvo and Studebaker Lark. 

* + * 
FULL PAGE was devoted to 
comparing the American and 
Lark, which in 1959 was Rambler’s 
only domestic compact competitor, 
Said X-Ray in photo captions: 

“The clean, crisp Rambler-Ameri- 
can lines are reflected in the smart 
front-end appearance. High-set 
headlights and oval grille design 
are both practical and eye-pleas+ 
ing.” 

“Boxy grille and a ‘chopped-off 
appearance characterize the 
strictly utilitarian front-end ap- 
pearance of the Studebaker Lark, 
It is strictly ‘Plain Jane.’” 

Asked whether printed digs at 

domestic and foreign competitors 
didn’t serve to give the rivals am) 
unintended boost, American Mo 
tors promotional officials said: 

“Look at our sales. Our dealers 
gave hard-to-convince customers 





“Our Burroughs Accounting Machine cut payroll time 50%,” 





says Mr. E. G. Clason, 

Office Manager, 

Humphrey Chevrolet Company, 
3419 W. Wisconsin Ave., 
Milwaukee, Wisconsin 


Humphrey Chevrolet knows 
that efficient dealer accounting 
is no small job . . . especially 
when it’s multiplied four times. 
With dealerships at four lo- 


cations in Wisconsin and Illinois, Humphrey has a ready 
answer to high volume accounting activity. Here’s what 
Mr. E. G. Clason has to say about the Burroughs 
Sensimatic Accounting Machine: 


“Our first Burroughs Sensimatic Accounting Machine 
brought us so many benefits—such as cutting our pay- 
roll time in half—that we’ve installed these machines in 
our other three dealerships, too. 


Ask to see our new film ‘‘The 
Open Road.” No obligation! A new 
insight into Sensimatic savings told 
in dealers’ words. 





**Using the standard Auto Dealer plan developed by 
Burroughs Corporation, we now handle accounts 
receivable, accounts payable, general ledger, financial 
statements, payroll, W2’s and 941’s on our Sensimatics. 


**'These flexible machines are tailored to our own account- 
ing procedures and follow factory-approved methods. 
Built-in accuracy and automatic features assure us of the 
up-to-the-minute figures necessary for sound business 
management,” 


Humphrey Chevrolet is but one of many dealerships that 
helped themselves to peak efficiency—and economy— 
with a Burroughs Sensimatic Accounting System. 


Phone our nearby branch office today for a demonstra- 
tion of this modern machine—one of a complete line of 
Burroughs equipment, ranging to the most advanced 
electronic computer systems. Or write to Burroughs 


Corporation, Burroughs Division, Detroit 32, Michigan. 
Burroughs and Sensimatic—T'M’s 


Burroughs Corporation 
“NEW DIMENSIONS / in electronics and data processing systems” 


the X-Ray, and plenty of prospects 

bought Rambler instead of Lark or 

VW or Volvo, or what have you.” 
* * + 


MERICAN MOTORS does not 

confine its selling aids to raps 

at the competition. A “Video 
(Continued on Page 27, Col, 1) 


Fisher 74, Ends 
Retailing Career 
Started in 1926 


WINDSOR, Ill.—Auto retailing 
has come a long way since he sold 
his first car in the summer of 1926 
Oscar Fisher, 74, recalled as he a= 
nounced his retirement and closing 
of Fisher’s Chevrolet. 

“In those days cars weren’t de 
livered by big transport trucks,” 
he said. “When we needed more 
autos I'd drive a carload of mem 
to St. Louis and we'd each drive @ 
car back to Windsor.” 

In 1926 the Chevrolet line includ 
ed the’sports roadster and sports 
coupe, both with rumble seats, @ 
sedan, coach, cabriolet and thé 
touring car, Fisher recalled. j 

The rural prospect was the hard 
est to sell because of the road probe 
lem, he said, 4 

“Only the main roads were oile@ 
then, and even they became a s 
of mud with freezing and thawing} 
in late winter and early spring,” he 
said. “Then the farmer had to 
vert to the horse and buggy or 
team and wagon for transpor 
tion,” 

Dust was the big problem if 
summer, he continued. It was ak 
most impossible to follow close be 
hind a car because one coul€ 
barely see or breathe, he said, i 
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Value to Salesmen Is Questioned .. . 
Compacts Claw Rivals 


With Selling Tools 


(Continued from Page 26) 


Graphic” selling kit spells out for 
the showroom hucksters three mer- 
chandising stories (“value, features 
and years ahead”) with little of the 
bite of X-Ray. 

Nevertheless, Big Three competi- 
tion has been impressed enough by 
the Rambler X-Rays to adopt the 
game technique on the new com- 
pact entries. : ‘ i 
Valiant Raps Rivals 
“A SIDE-BY-SIDE comparison,” 

declares the Valiant Compara- 

, “shows that Corvair carries 
the economy car theme into styl- 
ing. Straight sides, sparse use of 
pright-metal trim and plain inte- 
rior give the car an austere look. 
Valiant, by comparison, is a high- 
styled, distinctive automobile.” 

As for Falcon, the Valiant pro- 
motion says its styling is “scale- 
down,” it lacks “Valiant’s passing 

er” and its suspension is “con- 
ventional” contrasted with the 
Chrysler mewcomer’s torsion bars. 


Falcon propaganda concen- 
trates on showing up the Corvair. 
A bright-red pocket card lists 28 
Falcon items “not found on Cor- 
vair,” including “free heat with 
the economical hot water heater.” 
This refers to Corvair’s gas 
heater. 

Another Falcon pamphlet fea- 
tures comparisons with Corvair, 
Lark and American on one page 
‘and comparisons with nine imports 
on the following page—Ford’s own 
Anglia, Borgward, Consul (another 
Ford compact), Opel, Renault, 
Ford’s German Taunus, Vauxhall, 
Volkswagen and Volvo. 

* * 


The Falcon comparisons have yet 
to copy Rambler’s technique of pic- 
turing competitive cars. Ford uses 
instead either specs charts or 
_. and “no” charts of features 

ed for Falcon and either not 
Offered on rivals or shared with the 
Ford product. 

ok + x 

a prospect guide for Falcon 

salesmen classified customer 
targets in five groups: 1. Owners 
of foreign economy cars. 2. Ram- 
bler, Rambler American and Lark 
owners. 3. 52, 53, 54 owners—all 
Makes. 4. Chevrolet and Plymouth 
Owners—all years. 5. Owners of 
late-model medium and high-priced 
Cars. 
Import owners, Falcon salesmen 
‘are told, “may have had unhappy 
experiences with parts and service 
availability, poor riding qualities 
and lack of luggage room.” 

Rambler and Lark owners, de- 

clares the Ford brochure, need to 
be advised of Falcon’s price ad- 

vantages and “new, smart styl- 
” 


| The Chevrolet and Corvair ques- 
"Mons and answers are designed to 
Melp the salesmen satisfy shoppers 
/Made curious by the bounty of new 
engineering features, particularly 
‘On the rear-engine Corvair. 
* * * * 
The Answer Book 
E book runs the gamut of Cor- 
™ vair and Chevrolet car and 
‘fuck features. A typical Q and A 
Bees as follows: 
| “The Corvair can make a full 
urb-to-curb circle in how many 
| “A. 39.2 feet.” 
'. “How many inches wide are 
‘Corvair’s bonded Safety-Master 
- brake linings? 
| “A. 1.75 inches.” 
» Chevrolet also has offered a 
esmen’s kit containing product 
strips, records and other book- 
2 on its line, including the Cor- 
Vette. 


the roominess in the Corvair front 
end. 

In view of the University of 
Chicago survey, showing as it did 
that salesmen were less than 
unanimous in voicing product 
enthusiasm to shoppers, the new 
tidal wave of literature may have 
the impact of a pure-jet airplane 
without a navigator. 


There remains the ever-present 
fear that the use of rock ’em- 
sock ’em tirades could boomerang 
on the assailants. Certainly, it is 
safe to predict that comparison 
literature will increase to a level 
never imagined by advocates of the 
sell-product-only school. 

The simple sell is not dead yet, 
though. Witness the “old-fashion- 
ed” radio pitch used by a leading 
compact import: 

“Drive Volvo—You’ll Buy Volvo.” 


FIRE 


sohmmell N E W, ES [ ! aon 


REVOLUTIONARY NEW AC 
SPARK PLUG DESIGN! 


How Auto Salesmen Handle Shoppers 


{As Reported in Chicago U. Survey) 


FORD DEALERS 


Soft 
Ap- 


Medi- 
um Ap- 
QUESTION 


Did the salesman offer a 

demonstration ride? 14 9 
Did the salesman offer 

any literature? .................. 10 8 
Did the salesman try to 

sell you additional ac- 

cessories? 14 
Did the salesman men- 

tion any reasons for 

buying his make of car? 
Did the salesman men- 

tion any reasons for 

buying the car from the 

dealer he represented? .. 10 13 
Did the salesman take 

your address and/or 

phone number? 25 18 
Did the salesman contact 

you after you left the 

showroom ?+ 13 
Do you feel the salesman 

tried to take advantage 

IE cslol oth pensivasnhvadadaters 4 4 
* Based on 90 Ford contacts and 84 Chevrolet contacts. 


Hard 
Ap- 


1 
3 


2 


proach proach proach Total 


24 
21 


31 


23 


24 


10 


CHEVROLET DEALERS 

Soft Medi- Hard 

Ap- umAp- Ap- 

proach proach proach 


Per- 
cent- 
age* Total 
26.7 18 


23.3 14 


26.7 12 14.3 


11.1 4 3 2 9 10.7 


+ All interviewers kept a record of all follow-up telephone calls and mail received. No salesman later contacted an interviewer in 


person. 











ANNOUNCING 
NEW CO EXTENDED SHELL 


RING SPARK PLUGS 


BEST! 


ASSURES CONTINUED SUPERIOR 
ENGINE PERFORMANCE! 


ADDS EXTRA MILES TO 
SPARK PLUG LIFE! 


THOROUGHLY TESTED 
AND PERFORMANCE 


PROVED! 


* * * 


'y |NLIKE the competition, though, 
'™ Chevrolet has not yet issued 
binted comparisons naming its 
“ivals by name or series. Recent 
eShevy TV commercials have com- 
/Pared the make’s width favorably 
that of “another low-priced car” 
Without naming the competitor. 
_ Stung by criticism of Corvair’s 
t nk capacity, Chevrolet also has 
@evoted video plugs to a defense of 


Read the complete story of the new and 
revolutionary AC Extended Shell Fire- 
Ring Spark Plug. AC Ignition Engineered 
to better the performance of the cars 
you own, drive, sell and service! 


AC SPARK PLUG $e THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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Strong on Price, Snob A 


Confidence Marks Import Dealers 


By Robert M. Lienert 
Associate Editor 


ee may not come out of it 

unscratched, but they show 
every sign of being able to survive 
the sales battle shaping up for 1960 
in the U. S. market. 


Much of the imports’ sales 
strength lies in their lower price. 
They reign virtually supreme in 
the under-$1,900 class. 


But they have also strengthened 
their position by unwrapping tasty 
new models (which show an Ameri- 
can influence in style and horse- 
power), upgrading dealer ranks, 
improving service, increasing pro- 
motional efforts and overhauling 
sales organizations. 

* +” * 


aun handling imports have 
been particularly confident in 
their ability to continue to prosper. 
Their optimism has been born out 
by first reports showing that im- 
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ports thrived on introduction of the 
new compact cars, 


Buyers have proved the long- 
held contention of dealers that 
Detroit-built compacts would con- 
stitute an endorsement of the 
imported economy car. 

As one dealer said, “The new 
American compacts showed pros- 
pects what a good bargain our im- 
ports really are.” 

Despite the new twists calculated 
to aid imports’ stay-ability in the 
market, two old advantages carry 
as much weight as ever—high qual- 
ity and snob appeal. 

+ * * 


gp es appeal, one dealer explains, 
does not necessarily hinge on 
the imports’ foreign origin, but can 
be a matter of exclusiveness. 

“How much originality can an 
owner show with an American 
car turned out at the rate of 
10,000 a week?” he asks, “That’s 


more than our importer brings 
into the U. S. in 12 months.” 


Quality continues to be a strong 
talking point. Import dealers find 
that it pays off in the showroom to 
stress interior trim and _ detail, 
parallel seams in metal work, doors 
that don’t sag, screws that fit in 
their intended seat and chrome that 
looks like it would last through the 
first wash job. 


“If American makers try to 
match our quality,” says one deal- 


out of the market.” 
+ + ok 


able fuel injection, four-speed 


N HIGHER-PRICED import 
lines, dealers can point to quality| S°@*boxes and so on, 
items—even luxury items—such as 


Plush-lined tool kits, adjustable vantage of low price. 
steering columns and other niceties. 


New(% Extended Shell Fire-Ring Spark Plugs 


SELECTED AS ORIGINAL EQUIPMENT 
ON ALL 


1960 BUICK cars: 





BRILLIANT BUICK PERFORMANCE 
starts with new AC Extended Shell Fire-Ring 
Spark Plugs. . . installed as original equipment 
on all 1960 models. Developed by AC Ignition 
Engineers, the new AC Spark Plug combines 
the outstanding features of AC’s famed Ex- 
tended Tip design with the revolutionary AC 
exclusives of an Extended Shell and new 
Knurled Center Electrode. These significant AC 
engineering achievements assure Buick owners 
of many thousands of miles of continued top 
engine performance. 


THE NEW AC EXTENDED SHELL 


DESIGN is revolutionizing the entire spark 
plug industry. The new AC design assures 
better combustion at the spark plug gap for 
smoother performance at all speeds by position- 
ing the gap deep in the combustion chamber. 
This location automatically provides more tur- 
bulence which increases the scouring and scrub- 
bing action on the insulator tip to keep it free 
of fouling deposits. And the new AC Knurled 
Center Electrode multiplies the sharp points at 
the gap to provide faster, surer starts under all 
conditions. 


AC SPARK PLUG 4 THE 
ELECTRONICS DIVISION OF GENERAL MOTORS 







ALL AC EXTEND HELL FIRE-RING 


SPARK PLUGS have been thoroughly tested 
and performance proved in AC’s Testing Labo- 
ratories, on the General Motors Proving 
Grounds, and in exhaustive road tests covering 
hundreds of thousands of miles and all driving 
conditions. 


COMPARISON PROVES 
AC DESIGN SUPERIORITY! 


a oo 


Note how the ordinary extended tip plug’s 
excessively long ground electrode burns away. 
This causes power-robbing flash-over and poor 
spark plug performance due to gap growth. 
Insulator protection, too, soon breaks away. 


The new AC Extended Shell Fire-Ring Spark 
Plug’s shorter ground electrode reduces burn- 
ing and break-off during extreme tempera- 
tures, The insulator tip is shielded during starts 
and protected against drowning after false 
starts. Insulator protection remains intact .. . 
continued superior performance is assured! 


Recommend and install new AC Extended Shell 
Fire-Ring Spark Plugs to give owners faster, 
surer starting, maximum available horsepower, 
with less fouling. 








“Oh, it’s not your tradein—I 
er, “they'll price themselves right| just read your credit rating .. .” 





In merchandising cars with the 
. 5 above-named items, however, 
polished wood and leather interiors, import dealer must forego the ad- 





Import dealers in nearly every 
For the mechanical buff, im- (case say they intend to stay in 


ports offer such goodies as dual- | business and are backing up their 
overhead cams, disc brakes, reli- | statements by expanding, moving to 


better locations and adding sales- 
men. 

Some dealers who in the past 
have dualled an import with a 
domestic in the same salesroom 
have found their U. S. factories un- 
happy with such arrangements. 
Rather than throw out the import, 
most have moved it to a separate 
location, This, of course, jacks up 
the overhead but dealers are will- 
ing to take on the added load in 
order to keep their import fran- 
chise. 

* ok + 
— have been persistent re- 
ports that some dealers with a 
domestic-import dual have been 
“asked” to cancel the import. 

Distributors and foreign fac- 
tories seem resigned to a certain 
amount of this, even among their 
bigger and better dealers, but 
they expect to wind up with a 
stronger though smaller dealer 


Some distributors say this will 
help, since it will increase the num- 
ber of sales per dealer and 
strengthen those outlets which con- 
tinue in business. 

In some import quarters, the pre- 
diction is that only 15 to 20 of the 
60-odd import makes now sold in 
the U. S. will be able to survive 
1960. Some prognosticators say that 
the total will be whittled down to 
about a dozen makes within two 
years’ time. 

The foreign makers are not run- 
ning scared, however, with several 
firms not now represented in the 
U. S. planning to penetrate the 
American market sometime in 1960, 

a . * 
OST dealers are resigned to 
seeing per-unit profits on im- 
ports reduced a bit as a result of 
competition. Discounting has ap- 
peared in many areas and in some 
lines is reported rather steep. 
Among makes sold in volume, 
only Volkswagen dealers seem to 
be standing firm against the past 
year’s trend toward lower profits 
per unit sold. In fact, most VW 
dealers say the only thing that 
prevents them from selling even 
greater numbers at full gross is 
limited availability. 

Some import dealers say they 
have been pushed into price cutting 
by foreign factories who are shoot- 
ing for volume, 

Money-making deals are still the 
rule, of course, but the average deal 
is not quite so lush as it has been 
in the past. It may get even slim- 
mer as the year rolls along. 

+ * * 
ppestane are just about unani- 
mous in agreeing that there are 
few problems remaining in parts 
and service. : 

In the past two years, parts de- 
pots have begun carrying larger 
stocks and have been located more 
strategically about the country. 

Factories have provided more 
technical assistance and are hold- 
ing more frequent and complete 
service schools for dealership me- 
chanics, 

In some cases, imported-car dis- 
tributors have gone overboard to 
wipe out the stigma of poor parts 
and service that has been attached 
to imports in the past. 

One dealer with an import-do- 
mestic dual says he finds it easier 
to get parts for his import line than 
for his domestic car. 

In the meantime, imports are 
going ahead as though every day, 
in every way, their market will get 
better and better. 


Fort Worth Assn. 
Keeps Sunday Ban 


FORT WORTH.—What appeared 
to be a crumbling of the policy of 
the Fort Worth New Car Dealers 
Assn, to remain closed on Sundays 
was shored up when the group 
voted to continue the ban on Sun- 
day selling. j 

The matter was brought to 4 
head when a nonmember of the 
group who had been a party to the 
original agreement notified Sam 
Fleming, association president, that 
his firm was to begin selling cars 
on Sunday, Nov. 1. This action re 
leased all 26 new-car dealers from 
the agreement, 

A special meeting was called by 
the association and it was voted 
to continue to close Sundays. Both 
the new-car and independent deal- 
ers have been closed Sundays since 
May. 
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stops, The gas tank pick-up and 
the gas gauge sending unit, for- 
merly separate units, have been 
combined to lessen the chance of 
a leak and to provide easier serv- 
icing. 

Slimmer and slanted front posts 
increase the front-door entrance 
room by up to 3% inches and re- 
duce wind resistance. Full seat, leg 
and luggage room have been main- 
tained, although the overall length 
has been reduced up to four inches 
by the design of new bumpers and 
bumper guards. 

A new instrument panel was de- 
signed to provide added safety, 
convenience and readability of con- 
trols. Additional leg room was 
achieved by moving the panel clos- 
er to the windshield. There are no 
dangerous projections. 

- * * 


Studebaker 


MONG the new features on the 

’60 Lark are improved butyl en- 
gine mounts, a_ better-performing 
carburetor on six-cylinder engines, 
a redesigned gas tank, a wider 
rear-view mirror and improved 
shock absorbers. 

The new carburetor has _ rede- 
signed fuel passages and anti-per- 
colating characteristics. Any tend- 
ency of the carburetor to percolate 
will be further reduced by the ac- 
celerating pump which has a ball 


Romney Proposes 
Foundation in 
Cooperation Field 


BOCA RATON, Fia.—George 
Romney has proposed an “Ameri- 
can Foundation for Voluntary Co- 
operation,” 

The American Motors executive 
made the proposal in a speech be- 
fore the American Society of Assn. 
Executives here last week. He also 
was presented the ASAE “key” 
award for 1959, the first such award 
ever given by the association. 

Romney recommended that the 
proposed foundation be made up of 
a board of trustees composed of 
nationally known men and women 
recognized for their “unselfish” co- 
operative efforts in all fields. Ad- 
visory committees would recom- 
mend meritorious cooperative pro- 
grams and a small permanent staff 
would help carry out the founda- 
tion’s objectives, he advised. 

To promote the AFVC’s goals, 
Romney suggested an annual rec- 
ognition dinner for those groups or 
individuals making contributions to 
the field of voluntary cooperation, 
including the awarding of civilian 
merit medals, Other awards of 
scholarships, teaching, fellowships, 
grants and citations could also be 
made, he said. All source material, 
he added, would be made available 
free for TV and radio programs, 
newspaper stories, books and mo- 
tion pictures. 

Joseph F. Miller, managing direc- 
tor of the National Electrical Man- 
ufacturers Assn., was elected pres- 
ident of the Society. Miller suc- 
ceeded William Dalton, president, 
Tyrex Inc. 


Hawkes Heads 
B. C. Dealer Unit 


VANCOUVER, B. C.—J. C. 
Hawkes, Vancouver, has been elect- 
ed president of the Automotive Re- 
tailers Assn. of British Columbia. 
He succeeds J. O, Betts. 

First vice-president is Doug 
Darling and second vice-president 
is William Prittie, both of Vancou- 
ver. 

Secretary is J. L. Kinneard and 
the treasurer is Al Higgins. Direc- 
tors are Donn Dean, Joe Wallace, 
Sydney Morrey and Murray Martin, 
all of Vancouver; Austin Craven, 
Victoria; Robert Kemp, Nanaimo; 
Don McKinnon, Abbotsford; Doug- 
Kamloops and H. D. Harrison, Nel- 
las May, Kelowna; Robert Hare, 
son, 


Breakthro 


60 Models Studded 
With New Features 


(Continued from Page 23) 
















































and emergency warning lights. 


the first major use of an electronic 
device on a full line of cars, A : 
major advantage is that the al-| Single day’s shipment of automotive 
ternator charges the battery while| storage batteries in the battery in- 


the engine is idling. dustry’s history was made by the| Northwest. 


check design, rather than a disc 
check device, 

The synthetic Butyl mounts have 
a more enduring ability to absorb 
shock than rubber. They transmit 
less engine disturbance to the car 
and practically eliminate low-speed 
engine vibration. 

* * - 


Valiant 
. engineering features of the 


alternator, 
tion, the tilted six-cylinder engine | —— 


Valiant’s alternator replaces the 
traditional generator and markS/ Record Battery Shipment 





Printed Circuits for Mercury— 


; The two dark areas in this photo are two printed circuits that have been substituted 

Valiant, Chrysler Corp.’s COM-| jn the '60 Mercury instrument panel for the complicated maze of wires and relays 
pact car, include a revolutionary | jn most instrument panels. In addition to eliminating opportunities for many failures, 
full unitized construc-|the printed circuits simplify assembly and servicing. 


Delco Plant in Calif. Claims 


ANAHEIM, Calif.—The largest 


3 Events Added 
To Program for 
NADA Convention 


WASHINGTON.—Two special 
events and one speaker have been 
added to the program for the 43rd 
annual NADA convention which 
will be held here Jan. 30 to Feb, 3. 

A nonsectarian, layman-held wor- 
ship service will be conducted Jan. 
31 at the Sheraton-Park Hotel. 
These services have been included 
in the convention schedule the last 
five years. 

An hour-long play titled “Profit 
Is NOT a Naughty Word” will be 
presented at the dealer parley. It 
was written by William C. Ham- 
ilton, NADA membership director, 
and will be produced by Music 
Corp. of America. 

Addressing the afternoon session 
of 7 oo oe Jan. 31 will be 
R. J. Young, president of Automo- 
Delco plant here, according to a/ tive Saterprives, Birmingham, 
spokesman for Delco-Remy. Mich., a research and publishing 

He said more than 30,000 units| firm. 
were shipped via truck trailers to| Young’s topic will be “What 
Seattle for delivery to United Motor| Makes a Good Service Manager 
Service distributors in the Pacific} and How Good Is Service Sales- 
manship ?” 


New Extended Shell Fire-Ring Spark Plugs 
SELECTED AS ORIGINAL EQUIPMENT 
ON ALL 


19¢00 PONTIAC cars: 


SPARKLING PONTIAC PERFORM- 
ANCE starts with new AC Extended Shell 
Fire-Ring Spark Plugs . . . installed as original 
equipment on all 1960 models. Developed by 
AC Ignition Engineers, the new AC Spark Plug 
combines the outstanding features of AC’s 
famed Extended Tip design with the revolu- 
tionary AC exclusives of an Extended Shell 
and new Knurled Center Electrode. These sig- 
nificant AC engineering achievements assure 
Pontiac owners of many thousands of miles of 


continued top engine performance. 


THE NEW AC EXTENDED SHELL 
DESIGN is revolutionizing the entire spark 
plug industry. The new AC design assures 
better combustion at the spark plug gap for 
smoother performance at all speeds by posi- 
tioning the gap deep in the combustion chamber. 
This location automatically provides more tur- 
bulence which increases the scouring and scrub- 
bing action on the insulator tip to keep it free 
of fouling deposits. And the new AC Knurled 
Center Electrode multiplies the sharp points at 
the gap to provide faster, surer starts under 
all conditions. 


AC SPARK PLUG 2 THE 
ELECTRONICS DIVISION OF GENERAL MOTORS 





ALL AC EXTE D SHELL FIRE-RING 
SPARK PLUGS have been thoroughly tested 
and performance proved in AC’s Testing Labo- 
ratories, on the General Motors Proving 
Grounds, and in exhaustive road tests covering 
hundreds of thousands of miles and all driving 
conditions. 


COMPARISON PROVES 
AC DESIGN SUPERIORITY! 


Note how the ordinary extended tip plug's 
excessively long ground electrode burns away. 
This causes power-robbing flash-over and poor 
spark plug performance due to gap growth. 
Insulator protection, too, soon breaks away. 


The new AC Extended Shell Fire-Ring Spark 
Plug’s shorter ground electrode reduces burning 
and break-off during extreme temperatures. 
The insulator tip is shielded during starts and 
protected against drowning after false starts, 
Insulator protection remains intact . . . continued 
superior performance is assured! 


Recommend and install new AC Extended Shell 
Fire-Ring Spark Plugs to give owners faster, 
surer starting, maximum available horsepower, 
with less fouling. 
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High ways & Safety... 
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Industry Group Aims 
To Cut Holiday Toll 


A “Holiday Safe-Driving Letter” 
has been drafted by the Inter-In- 
dustry Highway Safety Committee 
in an effort to reduce the holiday 
traffic toll. 


The letter is being sent to mem- 
bers of NADA and the National 
Tire Dealers and Retreaders 
Assn. Dealers are urged to send 
the letter to their customers on 
their own letterhead. 

Automobile and tire manufactur- 
ers also have been asked to send 
copies of the letter to their dealers 
and to urge its use locally to dem- 
onstrate personal concern for the 
welfare of the motoring public. 

The Inter-Industry Highway 
Safety Committee is a nonprofit 
organization of automotive and al- 


presidént and a De-Soto-Plymouth 
dealer in Salt Lake City. 

The text of the “Holiday Safe- 
Driving Letter” follows: 

Dear Mr, —————: 

Will you join with us in helping 
to make the coming holiday sea- 
son a safe and happy one for you, 
your family and friends? The pur- 
pose of this letter is to impress 


$33 Million Apportioned 


For National Forest Roads 


Secretary of Commerce Frederick 
H. Mueller announced apportion- 
ment among the 42 eligible states 
and territories of $33 million for 
improvement of highways in and 
adjacent to national forests. 

The funds, for fiscal year 1961, 


upon as many individuals as pos- 
sible that the Christmas holidays 
are the year’s most dangerous with 
respect to highway accidents. 

We hope you will cooperate and 
bring this letter to the attention of 
your family and motoring friends. 
That’s all. If enough of us make 
this minimum but personalized ef- 
fort, we may all benefit by reducing 
the toll of traffic accidents on 
American highways. Here is the 
three part message: 

First—No one can drive his 
best under pressure of FATIGUE 
or EMOTIONAL STRESS. So 
don’t brave holiday traffic with- 
out rest, a clear head and a re- 
laxed state of mind, Here’s a re- 
minder: More than half the 
drivers involved in fatal holiday 
accidents have been drinking. 

Second—D river BEHAVIOR is 
the result of driver ATTITUDE. 

Don’t press your luck aggres- 
sively driving to beat another driv- 
er. Drive in keeping with actual 
road and weather conditions as well 
as the law. Like professional driv- 
ers, drive to avoid accident-produc- 
ing situations. Adopt the time-prov- 
en psychology of defensive driving 





wipers and defroster functioning: 
flashlight available and a safety 
warning signal device on hand for 
emergency repairs on the road. 
Thank you for your cooperation. 
Best wishes for a safe and happy 
holiday season, 
Cordially, 
(Dealer Signature) 
Prepared and distributed through 
the cooperation of (name of your 
company) and the Inter-Industry 
Highway Safety Committee. 
* * + 


N.Y. Thruway Act 
To Halt ‘Gouging’ 


In Emergencies 


The New York State Thruway 
Authority has announced it is giv- 
ing up its take from the revenue 
of off-Thruway garages that send 
aid to motorists stranded on the 
superhighway. 

At the same time, the Authority 
announced that service stations on 
most Thruway sections would an- 
swer emergency calls and make 
minor repairs beginning Jan. 1. Off- 
Thruway garages will continue to 





“He’s ready—run and get me a 
contract.” 









- 


COURTESY YOUR CODE OF THE 
ROAD. 

Third—Take steps to be sure your 
car is in SAFE DRIVING CONDI- 
TION—good tires; properly adjust- 


were authorized by the Federal-Aid 
Highway Act of 1958, 


lied industries, Its chairman is 
Charles C. Freed, former NADA 





—always alert to the unusual haz- 
ards of holiday traffic. MAKE 





New ener Shell Fire-Ring Spark Plugs 
IMPORTANT INFORMATION FOR ALL 


FORD 


DEALERS, PARTS MANAGERS, AND SERVICE PERSONNEL 





* 


REACH FOR AC EXTENDED SHELL 


FIRE-RING SPARK PLUGS and you’ve 
performed the most important first step towards 
improving your customers’ spark plug per- 
formance. Developed by AC Ignition Engineers, 
the new AC Spark Plug combines the outstand- 
ing features of AC’s famed Extended Tip 
design with the revolutionary AC exclusives of 
an Extended Shell and new Knurled Center 
Electrode. 


THE NEW AC EXTENDED SHELL 


DESIGN is revolutionizing the entire spark 
plug industry. The new AC design assures your 
customers better combustion at the spark plug 
gap for smoother performance at all speeds by 
positioning the gap deep in the Ford engine’s 
combustion chamber. This location automati- 
cally provides more turbulence which increases 
the scouring and scrubbing action on the insula- 
tor tip to keep it free of fouling deposits. And 
the new AC Knurled Center Electrode multi- 
plies the sharp points at the gap to provide 
faster, surer Ford starts under all conditions. 


AC SPARK PLUG # THE 
ELECTRONICS DIVISION OF GENERAL MOTORS 


AC's 


new and 
revolutionary extended 
shell fire-ring spark plug 


s specifically engineered 


ae 


to improve spark 


plug performance 





5 have been thoroughly tested 
and performance proved in AC’s Testing 
Laboratories, on the General Motors Proving 
Grounds, and in exhaustive road tests covering 
hundreds of thousands of miles and under all 
driving conditions. 


COMPARISON PROVES 
AC DESIGN SUPERIORITY! 


Note how the ordinary extended tip plug's 
excessively long ground electrode burns away. 
This causes power-robbing flash-over and poor 
spark plug performance due to gap growth. 
Insulator protection, too, soon breaks away. 


The new AC Extended Shell Fire-Ring Spark 
Plug's shorter ground electrode reduces burning 
and break-off during extreme temperatures. 
The insulator tip is shielded during starts and 
protected against drowning after false starts. 
Insulator protection remains intact .. . continued 
superior performance is assured! 


Correct your customers’ ignition problems by 
installing AC Extended Shell Fire-Ring Spark 
Plugs to give your owners faster, surer starting, 
maximum available horsepower, with less fouling. 





ed brakes; battery strong; all lights 
in perfect working order; windshield 






handle towing and major repairs. 

The Authority, however, set max- 
imum charges for service calls and 
for towing. It did not put any ceil- 
ing on charges for repairs. 

The plan is the Authority’s an- 
swer to motorists’ complaints of 
price-gouging for repairs and gas- 
oline on the Thruway. 

Contract garages off the Thru- 
way have been paying the Author- 
ity from 3 to 15 percent of their 
gross income from emergency serv- 
ice. In the first nine months of this 
year, the Authority collected $38,- 
000, a spokesman said. 

In addition to surrendering that 
income, the Authority has decided 
that personnel of the Authority, 
State Police and service stations on 
the Thruway will carry emergency 
supplies of gas and water, plus 
tools for minor service to stranded 
motorists. 


U.S. Law Urged 
To Set Standards 
For Auto Safety 


A Federal law setting minimum 
safety standard for cars is “an 
absolute necessity,” Prof. James H. 
Ryan of the University of Minne- 
sota, said in a discussion of “Safety 
on the Highway.” 

Ryan, who participated in a one- 
day symposium on auto accident 
injuries, has been conducting tests 
at the university with specially 
built cars which have seat belts, a 
reinforced frame and hydraulic 
bumpers to absorb shock, 

“If cars are properly designed we 
can cut auto injuries and deaths in 
half,” Ryan said. “Cars must be 
made stronger.” 

He said auto manufacturers will 
not change their design to include 
all safety features unless they were 
required to do so. 

“That is why the Federal Gov- 
ernment must act,” Ryan declared. 

Another speaker, J. E. P. Dar- 
rell, traffic and planning engineer 
of the Minnesota Highway Depart- 
ment, said highway design plays 
an important part in accident con- 
trol. However, a good driver can 
compensate for imperfect condi- 
tions on the highway, Darrell said. 

oJ a * 


Rise and Fall 


Utah Finds Speeds Drop 


As Limits Go Up 


The State Highway Department 
said it has statistical proof to sup- 
port its contention that raising speed 
limits to “common-sense” levels ac- 
tually reduces the speed of the 
fastest-moving traffic. 

J. Edward Johnson, chief traffic 
research engineer of the depart- 
ment, said that during recent ex- 
pressway tests the number of ve- 
hicles travelling faster than 45 
miles per hour dropped, those trav- 
elling at varying speeds under 40 
increased and the number going 
faster than 50 dropped. 

The speed limit on the route had 
been increased from 30 to 40 m.p.h. 

The department contends that 
upping the speed limits tends to 
reduce the number of vehicles trav- 
elling at excess speeds, and cuts 
down. the number of vehicles travel- 
ling at very low speeds while mov- 
ing all traffic at a more uniform 
rate. 
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How They're Pushing Sales... 


Dealer Ad Ideas 





10 Hints on Good Ads 
wes Pennsylvania Automotive 

Trade Assn. got a 10-point pro- 

gram for improving dealer adver- 
tising from Edward M. Hyde, ad- 
vertising director of the Sharon 
(Pa.) Herald. His pointers were: 

1. Use dominant illustrations. 
Your ads will attract more atten- 
tion. 

2, Get the main benefits of 
what you are trying to sell to the 
reader in a prominent headline. 
In that headline give the reader 
the reason why he should be buy- 
ing what you have advertised. 

3. Make copy complete. Give the 
reader specific information. Tell 
everything essential about what you 
are advertising and don’t give un- 
necessary details. 


4. Make your ads easily recogniz- 
able, For each of your ads try to 
make the layout the same or simi- 
lar in style to help build identity 
for your advertising even before 
it is read. 

5. Capitalize whenever you can 
on the national advertising of your 
manufacturer by using such things 
as the manufacturer’s slogans, logo- 
types and emblems. 

6. Don’t forget store name, ad- 
dress, phone number and business 
hours. Even if you’ve been doing 
business in the same location for 
75 years, some readers may not 
know where it is. 

7. Don’t be too clever, Factual, 
straight-forward headlines and 
copy are generally more effective 
and they run much less risk of 
being misunderstood. 

8. Don’t use unusual or difficult 
words. Everybody understands sim- 
ple language. They like it and no- 
body ever resented it. 

9. Don’t generalize and assume 
that the reader knows what you 

have in mind. Why not spell out 
heater and radio, it only takes a 
few letters. We can’t assume that 
readers know what H and R means. 
Customers want all the facts. 

10. Don’t make excessive claims. 
If you claim your prices are unbe- 
lievable, your reader is very likely 
to agree with you. 

* aa * 


A New Slant on U. C. Ads 


OMETHING new in used-car ad- 

vertising is being tried by 30 
used-car dealers in the Youngs- 
town area, with more emphasis on 
the car and model than on the 
dealer. 

The dealers are using a top half- 
page spread in the Youngstown 
Vindicator listing 60 top used-car 
buys. The ad lists the year of the 
car model, the car, the price and 
finally the dealer’s name. 

Most of the dealers have two or 
more offerings in the ad, while 
Several have only one car listed. 

6 + * 


Yule Gifts for Buyers 


A DECORATED 40-foot Christ- 

mas tree, Denver’s first of 
the season, was placed in the 
showrooms of Quality Motors, 
Inc, (Renault-Peugeot), 

A huge Christmas stocking has 
been filled with gifts for all pur- 
chasers of cars between now and 
Christmas, according to Jerry 
Nolan, owner. Gifts range from a 





Russell Heads Committee 


On Highway Economies 


DETROIT.—George Russell, ex- 
ecutive vice-president of General 
Motors, has been 
elected chairman 
of the highway 
economics com- 
mittee of the Au- 
tomobile Manu- 
facturers Assn. 

Other commit- 
tee members are 
F. W. Misch, fi- 
nance vice-presi- 
dent, Chrysler 
Corp.; A. J. Por- 
ta, executive vice- 
president, Studebaker-Packard; 
Richard T. Purdy, American Mo- 
tors treasurer, and T. O. Yntema, 
finance vice-president, Ford. 


George Russell 


minimum of $25 to a portable TV 
set, he said. 


* * * 


Buying Should Be Fun 


“— MUCH pressure... not 
enough pleasure in car buying 
these days,” proclaimed an ad by 


Licensee in Montreal 


Purchased by Hertz 


CHICAGO.—Hertz American Ex- 
press International has purchased 
the assets of its Montreal licensee 
for “more than $1 million in cash,” 
Donald A, Petrie, Hertz executive 
vice-president, announces. 

The purchase involved more than 
500 cars and trucks, including about 
400 automobiles in lease and rent 
a car service. It marks the first 
acquisition by Hertz International 


Doenges-Long (Ford), Colorado 
Springs. 


“Used to be that a man looked 
forward to a quiet, friendly visit 


with his dealer when it came time 
for a new or used-car purchase,” 
the ad continued. “Now he has to 
contend with banners and bands, 
price-shouting, searchlights, bel1l- 
ringing . . . all types of bargain 
basement hoopla.” 


The firm said it tries to make 


car buying a “genuine pleasure” by 
a relaxed method of selling. “We 
aren’t frantic to sell 100 cars a day, 
so we have plenty of time to see 
that you get the particular car that 
suits your needs and. budget,” the 
dealership declared, “The world is 
full of pressure and we don’t want 


to add to it.” 
ee 


Second Car Free 


URCHASERS of MG or Morris 

autos can win a second car free 
in a promotion staged by Frank 
Millard, Los Angeles. 

Millard holds a drawing for a 
free MG every time he sells 25 of 
the cars. The 25 buyers are the par- 
ticipants in the drawing, and the 
winner can have a second car or 
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Bs ” ‘~*., 
One in 15,000— 
Mrs, Ernest E. Wolfe jr. happily holds the paper plate for the 1960 Mercury 
Monterey she will receive from Beverly Lincoln-Mercury, Beverly Hills, Calif., as a 
result of having received one of 15,000 keys the dealership distributed in its sales 


area. Mrs. Wolfe won the Mercury in a drawing when the recipient of the one key 
that would fit the prize Mercury failed to return it. From left are W. H. Allen, M-E-L 





Los Angeles district sales manager; Mr. and Mrs. Wolfe, and Boone Gross, Beverly 
vice-president. 


cash. The same setup applies after 
25 Morris sales. 


New @& Extended Shell Fire-Ring Spark Plugs 
IMPORTANT INFORMATION FOR ALL 


CHRYSLER 
DEALERS, PARTS MANAGERS, AND SERVICE PERSONNEL 


AC's new and 
revolutionary extended 
shell fire-ring spark plug 
is specifically engineered 
to improve spark 

plug performance. 


of an operation that includes a 
truck fleet. 




















REACH FOR AC EXTENDED 
FIRE-RING SPARK PLUGS and you’ve 
performed the important first. step towards 
improving customers’ spark plug performance. 
Developed by AC Ignition Engineers, the new 
AC Spark Plug combines the outstanding fea- 
tures of AC’s famed Extended Tip design with 
the revolutionary AC exclusives of an Extended 
Shell and new Knurled Center Electrode. 


1D SHELL FIRE-RING 


ve been thoroughly tested 
ce proved in AC’s Testing 
ry on the General Motors Proving 
d in exhaustive road tests covering 
hundreds of thousands of miles and under all 
driving conditions. 


SHELL 


COMPARISON PROVES 
AC DESIGN SUPERIORITY! 


a 


Note how the ordinary extended tip plug's 
excessively long ground electrode burns away. 


THE NEW AC EXTENDED SHELL 


DESIGN is revolutionizing the entire spark 
plug industry. The new AC design assures your 
customers of better combustion at the spark 
plug gap for smoother performance at all speeds 
by positioning the gap deep in the Chrysler 
engine’s combustion chamber. This location 
automatically provides more turbulence which 
increases the scouring and scrubbing action on 
the insulator tip to keep it free of fouling 
deposits. And the new AC Knurled Center 
Electrode multiplies the sharp points at the gap 
to provide faster, surer Chrysler starts under 
all conditions. 


This causes power-robbing flash-over and poor 
spark plug performance due to gap growth. 
Insulator protection, too, soon breaks away. 
The new AC Extended Shell Fire-Ring Spark 
Plug’s shorter ground electrode reduces burning 
and break-off during extreme temperatures. 
The insulator tip is shielded during starts and 
protected against drowning after false starts. 
Insulator protection remains intact . . . continued 
superior performance is assured! 

Correct your customers’ ignition problems by 
installing AC Extended Shell Fire-Ring Spark 
Plugs to give ‘your Chrysler owners faster, surer 
starting, maximum available horsepower, with 
less fouling. 


AC SPARK PLUG #% THE 
ELECTRONICS DIVISION OF GENERAL MOTORS 
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Business End of a Four-Wheel Bomb— 


Most exciting of commercially produced karts are those mounting twin engines. 
This 500 Panther, built by 500 Industries, Fremont, Neb., has two Clinton E-65 engines 
to give it plenty of urge. Standard equipment includes chrome moly construction, dual 
brakes, racing-type slick tires, chrome steering wheel and foam rubber upholstery. 
New-cor dealers handling karts as a sideline operate on a discount of 15 to 30 


percent. 





Added Line for Dealers... 


Karts Are Tiny, Fast 
And Profitable, Too 


By Robert M. Lienert 
Associate Editor 


ETROIT.— The new-car dealer 

who wishes to add to his profit 
potential and have a little fun and 
excitement at the same time could 
do worse than take a second look 
at karts. 

So what’s a kart? 

Karts are perhaps the most 
minimum automotive vehicle ever 
developed and in recent months 
have touched off a new national 
sporting craze. 

Essentially, a kart consists of a 
simple frame, a small two-cycle en- 
gine, four wheels, a seat, a steering 
wheel and a simple but effective 
brake system. Refinements, of 
course, are unlimited. 

* * * 
AT makes a kart interesting 
from a dealer standpoint? 

The kart field is expanding by 


\leaps and bounds, a franchise for 
| one of the dozens of brands is rela- 
tively easy to obtain and a line of 
|karts can be added with virtually 
no capital outlay. Potential is good 
on parts and service. 

| What makes a kart exciting from 
|the customer’s view? 

Karts are relatively cheap, un- 


Pennsylvania Rubber Opens 


|Tread Plant in Paris, Tex. 


| PARIS, Tex.—Major construction 
completed, Pennsylvania Tire Co.’s 
new tread rubber manufacturing 
plant here, is now in full produc- 
tion. 

Phillip B. Field, service-sales 
| manager of Pennsylvania’s western 
division, has been named to be in 
charge of customer service while 
Wallace Maddox is the plant pro- 
' duction manager. 








New (9 Extended Shell Fire-Ring Spark Plugs 


CHEVROLET-APPROVED 


AS IMPORTANT SERVICE OPTION FOR CUSTOMERS 
REQUIRING SPECIAL DUTY SPARK PLUG PERFORMANCE! 





YOUR BEST ANSWER to customers requir- 
ing special duty spark plug performance is the 
new and revolutionary AC Extended Shell 
Fire-Ring Spark Plug. Developed by AC Igni- 
tion Engineers, the new AC Spark Plug com- 
bines the outstanding features of AC’s famed 
Extended Tip design with the AC exclusives of 
an Extended Shell and new Knurled Center 
Electrode. 


THE NEW AC EXTENDED SHELL 


DESIGN assures your customers top engine 
performance in extreme driving conditions. The 
new AC design positions the spark plug deep in 
the Chevrolet engine’s combustion chamber. 
This location automatically provides more tur- 
bulence which increases the scouring and scrub- 
bing action on the insulator tip to keep it free 
of fouling deposits. The new AC Knurled 
Center Electrode multiplies the sharp points at 
the gap to provide faster, surer Chevrolet starts 
under extreme conditions. 


AC SPARK PLUG # THE 
ELECTRONICS DIVISION OF GENERAL MOTORS 








SPARK PLU 





D SHELL FIRE-RING 
ave been thoroughly tested 


and performance proved in AC’s Testing Labo- 
ratories, on the General Motors Proving 
Grounds, and in exhaustive road tests covering 


hundreds of thousands of 


miles, and under all 


extreme driving conditions. 


COMPARISON PROVES ADVANTAGES! 


Note how the ordinary plug’s excessively long 
ground electrode burns away. This causes 
power-robbing flash-over and poor spark plug 
performance due to gap growth. Insulator pro- 
tection, too, soon breaks away. 


The new AC Extended Shell Fire-Ring Spark 
Plug's shorter ground electrode reduces burn- 
ing and break-off during extreme tempera- 
tures. The insulator tip is shielded during starts 
and protected against drowning after false 
starts. Insulator protection remains intact . . . 
continued superior performance is assured! 


Recommend and install 


new AC Extended Shell 


Fire-Ring Spark Plugs to give your Chevrolet 
owners faster, surer starting, maximum avail- 
able horsepower, with less fouling. 





deniably fun, decidedly noisy and, 

perhaps most important of all, 

they go like hell. 

Put the three together—karts, 
dealer and buyer—and the arrange- 
ment can be most satisfactory to 
all parties. 

* * * 

ARTS have ridden to their in- 

tense popularity on the strength 

of their racing abilities. Auto rac- 
ing has always demanded that its 
participants have plenty of skill, 
courage and money. 

Since guys with skill and cour- 
age but no money have always 
vastly outnumbered those with 
the cash but smaller dashes of 
the other qualities, the door to 
auto racing has been opened to 
only a few persons in the past. 
With the debut of the karts, it 

became possible to get a thorough- 
bred race car into competition for 
a couple of hundred dollars. 


Thousands of Americans who had 
always had a yen to get out and 
dice a little on the track flocked 
to the pioneer kart manufacturers, 
money clenched in their hot fists. 

The kart business was off and 
roaring. 

* * * 

Gs the early karts were based 

on chain-saw engines, most of 
the early retailers were chain-saw 
dealers. Lawn mower and hobby 
shops also started handling karts. 

New-car dealers have been edg- 
ing into the field, but in relatively 
small numbers. Most kart makers 
consider new-car dealers desir- 

able for franchising, although a 

few oppose the idea. 

Says Francis C. DeRocco, of Cad 
Cart, Los Angeles, “I now have one 
of the largest auto dealers in 
Southern California contemplating 
a dealership for Cad Cart, plus a 
few of the better foreign-car deal- 
ers. 

“I believe there definitely is a 
place with the auto dealers for 
quality karts.” 

om * * 

“WE HAVE many new-car deal- 

ers who are Go-Boy deal- 
ers,” says Paul Delwiche, sales 
manager of Fox Go-Boy Carts, Inc., 
Janesville, Wis. “We feel the best 
kart dealer is the person who is 
interested enough in karts to race 
them and promote karting in his 
area.” 

Paul Treen, president of Sim- 

plex Mfg. Corp., New Orleans, 

(Continued on Page 33, Col. 1) 





Magazine Offers 
Readers Advice 
On Car Buying 


NEW YORK.—American Home 
Magazine, a consumer publication, 
is advising its readers on how to 
buy a new car in its December 
issue, 

The article emphasizes selecting 
a quality dealer and explains new- 
car prices, tradein values and fi- 
nancing. 

The magazine says quality deal- 
ers are those who operate used-car 
lots, have adequate service facili- 
ties and abstain from blitz tech- 
niques. 

Recommended methods for 
checking on service facilities in- 
clude taking the present car in for 
routine service to see what hap- 
pens and checking on the number 
of trucks in the service depart- 
ment, Truckers are businessmen 
and pick the best spots for their 
service, the magazine says. 


The article explains the price 
sticker and shows how the dealer 
is likely to discount from this price. 
Readers are warned to beware of 
excessive price-cutting claims. 


Other hints to readers include: 
Tradein values are determined by 
the wholesale market and there is 
no point in sprucing up the car to 
be traded, Finance companies will 
take thinner deals but charge more 
for the service. On better paper, 
bank and finance company charges 
are about the same. 

Insurance may be required on fi- 
nanced deals but the customer can 
probably get it cheaper from his 
agent than from the dealer or fi- 
nancing source, Many accessories— 
automatic transmissions and V-8 
engines, for instance—return most 
of their extra cost at tradein time. 
Some others—power windows and 
seats—don’t impress used-car buy- 
ers. 
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The Story of Karts... 


Tiny, Fast and Profitable, Too 


(Continued from Page 32) 






















required and no service facilities 
are needed at all.” 
* * + 

oe, are of course, problems 

in retailing karts. Major one is 
probably selection of the line to 
handle. With explosive growth of 
karting, many firms have rushed 


says simply, “New-car dealers are 
a natural for this business.” 

A note of caution, however, is 
sounded by Lynn H. Rosenstiel, 
Spinster Corp., Farmington, Mich. 
He says, “We have observed that 
karts in an auto showroom are 
great crowd-getters but they get a 
little too much attention to suit 
most salesmen who are primarily 
interested in a $2,500 sale rather 
than a $250 one. 

“We believe the kart offers great 
possibilities as a sales-promotion 
item in the salesroom by tying a 
giveaway kart to sales in some way. 

“Such use of karts releases the 
auto dealer from virtually all of the 
problems arising from a direct kart 
dealership .. . yet it brings in the 
prospect, stimulates the $2,500 sale 
and occupies the youngsters with- 
out antagonizing the wife. Only 
meager details about the kart are 





Walton Motors Retains 
All-Chrysler Laurels 


CHICAGO —For the seventh con- 
secutive year, Walton Motors has 
been named the world’s largest 
dealer of Chrysler-built automo- 
biles, In an informal presentation 
made by E. M. Braden, general sales 
manager of Chrysler-Imperial, Wal- 
ton president Joe Levy sr., was 
cited for his company’s sales record. 

A car dealer for Chrysler-built 
automobiles since 1935, Walton 
Motors now occupies 17 floors in 
six buildings. It sells all of the ve- 
hicles built by the Chrysler Corp., 
including Dodge Dart and Valiant. 








into the field without adequate 
planning, engineering, organization 
or, in some cases, capitalization. 
The new-car dealer who wants 
to retail karts should take time 
enough to do some thorough in- 
vestigating to make sure he 
aligns himself with a strong firm 
which offers a quality product. 

The wise dealer makes certain 
his factory is a member of the 
American Kart Manufacturers 
Assn. 

In most cases, all it takes to get 
a kart franchise is for the dealer 
to state his intentions to the fac- 
tory and place an order for more 
than one kart. 

+. * * 
OME factories are more selec- 
tive, Earl N. Bailor, general 
manager of 500 Industries, Inc., 
Fremont, Neb., says, “Our require- 
ments for the establishment of a 
dealership are relatively simple. 

“Fundamentally, of course, he 

must be an established business 





Vehicles on Road 
Seen Reaching 
100 Million by ’70 


CHICAGO.—Rising standards of 
living and increased purchasing 
power will put 100 million motor 
vehicles on the highways by 1970, 
a General Motors executive’ pre- 
dicted here. 

William F. Hufstader, distribu- 
tion staff vice- 
president, told 
members of the 
National Fleet 
Safety Contest 
victory luncheon, 
increased traffic 
necessitated 
greater safety 
vigilance on 
America’s hig h- 
ways. 

: “Our ever- 

W. F. Hufstader changing way of 
life is stimulating a growing de- 
pendency on personal automotive 
transportation,” Hufstader declar- 
ed. “Greater safety, convenience 
and economy of our new roads will 
obviously do much to encourage 
increased use of motor vehicles.” 


He declared that the declining 
death rate per mile travelled has 
been a notable achievement on the 
part of safety experts but added 
that new highways will create more 
exposure of vehicles and result in 
More accidents. 


“Lower accident rates are not 
enough,” Hufstader said, insisting 
that in the next decade of antici- 
pated increased travel only lower 
total number of accidents should 
be considered as the organization’s 
objective. 

“With the 1970 prospect of three 
cars for every two on the road, we 
are indeed confronted with a for- 
midable challenge,” the GM vice- 
president told the meeting. “The 
basic elements of an effective traf- 
fic safety program are well known 
and well tested. The chief problem 
continues to be how to achieve 
fuller application. It appears the 
job ahead will differ chiefly in 
Magnitude and urgency, rather 
than in basic character.” 


L-M Dealers See 
60 as ‘Big Year’ 


NEW YORK.—Speaking for the 
151 members of the New York 
District Lincoln Mercury Dealers 
Assn., Nathan A. Dretzin, associa- 
tion president, said that the 1960 
model year “could be the biggest in 
the history of the association.” 


Dretzin, quoting from October 
Sales reports, said: “We far exceed- 
ed our district sales objectives with 
114 percent of our quota for the 
month, This represents our biggest 
Period since Oct., 1957, We feel 
that a potentially great year lies 
ahead and you can be sure that 
the dealers will pull out all stops 
to make it come true.” 



























Bishop Buys into Deal 


HARVEY, N. D.—Frank Bishop 
has purchased an interest in Dahl- 
Miller Motor Co. (Ford) here. He is 
& vice-president of the firm. 


AC) SELLING 





geta 


larger 


slice 
of the fuel pump 


market! 


SELLING AC FUEL PUMPS 


Right now, during this AC Fuel Pump Promotion, you 
have an opportunity to gain the extra profit of this 
outstanding, highest quality AC Carve ’n’ Serve Set! 
Ideal for the girl in your life who will appreciate the 
sturdy 12-by-18 inch Lasboual Carve-Serve Board with 
adjustable chrome holder, chrome carrying handles, and 
rust-proof aluminum spikelets for anchoring meats. 


Racing on Shoestring— 


Karts have zoomed to popularity for 
amateur racing because of their low price, 
simplicity and high entertainment for both 
drivers and spectators. Karts are termed 
a “natural” for new-car dealers, either for 
direct retailing or as a sales-promotion 
device for regular passenger cars. This 
Challenger, one of the models offered by 
Simplex Mfg. Co., New Orleans, is typical 
of single-engine karts. 

+ * * 
concern, He should be rated in 
Dun & Bradstreet, Inc., or will- 
ing to provide financial informa- 
tion. 

“He must do a nominal volume 
of business during a calendar year 
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and he must expect full cooperation 


_|from us and give full cooperation 


in return.” 
* * + 
. profit on karts varies ac- 
cording to the line handled, the 


'| discount ranging from 15 to 30 per- 


cent. Some manufacturers prepay 
freight; others charge the dealer. 


Prices on karts range from 
below $100, for karts in kit form 
less engine, on up to nearly $1,000 
for allout competition models 
decked out in goodies. 

Since engines take a beating in 
racing (karts cannot be licensed 
for road use), the replacement busi- 
ness is good, Most popular engines 
are various models of Clinton, West 
Bend, McCulloch, Power Products 
and Homelite. 

The dealer can also expect to do 
a thriving business in tires, brake 
sets, clutches, bearings, seat guards, 
nerfing bars, wheel discs, sprock- 
ets, chain, special fuel tanks, spe- 
cial fuels and lubricants and such 
“custom” engine equipment as rac- 
ing carburetors, tuned exhaust 
stacks, pressurized fuel systems, 
pressure releases for crankcase and 
gear box, aluminum oil pans, veloc- 
ity stacks and hig h-compression 
kits. 





SLANT OF THE MONTH! 








FUEL PUMPS 





® Include $8.70 with your order of any 6 AC Fuel 
Pumps and the FPM-58 promotion and you will 
receive: The AC Carve 'n’ Serve Set and an extra AC 
Fuel Pump. 

© Sell the extra AC Fuel Pump and you will avtomati- 
cally recover your $8.70. Your profit on the extra 
fuel pump pays for the promotion package. The AC 
Carve ‘n’ Serve Set becomes yours—at no charge! 


IS PROFITABLE BUSINESS! 


The Slicer Fork and Boning Knife included in the set 
are of the highest quality, hollow-ground stainless steel 
and Superwood. Both feature scalloped blades that will 
not chip or scratch. 

Actually, the dressing for your holiday turkey will cost 
ou more than your cost for this tremendous Carve ’n’ 
ies Set value. The figures prove it! 


ORDER FPM-58 DURING THIS HOLIDAY AC FUEL PUMP PROMOTION! 
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anyone, including the bank which} 


cashed the forged check. , 
Last month, however, a higher MACKERAL MOTORS 


court rendered a very important 

decision to the effect that a bank | 
is not liable if it cashes a forged | 
bank check, and it can prove that 
the money was received by the 
party who would have received 
it if the signature had been au- 


rendered a very important deci- causing his finger to be amputated.| thentic. 

sion involving an employer whose| Cruikshank sued Sherman for} For illustration, in Commercial 
employe was negligent and injured| heavy damages, but since no testi-| Credit Corp. v. Empire Trust Co., 
@ person. This court held that|mony was given proving that Sher-|260 Fed. Rep. (2d) 132, the testi- 
the injured per-| man had authorized the employe to| mony showed facts, as follows: A 
son can recover|help unload the engine block, the|man, named Beach, and his wife 
no damages for|higher court refused to awardjentered into negotiations with 
his injury from| Cruikshank any damages, and said: | Commercial Credit Corp. to obtain 
the employer, if} “There is no direct evidence that| loan for $12,000, which was to be 
he fails to prove|/the laborer dressed in working| USed as capital in the operation of 
that he, the negli-| clothes charged with negligence|#n auto dealership. 

gent employe,|was authorized to assist plaintiff} Beach had bought the agency) 














Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T. Parker man, While unloading it, the buy- 
Attorney at Law er’s employe negligently jerked 


FEW weeks ago a higher court| Such block on Cruikshank’s finger 





PON«EY. 


“I don’t object to you shopping 
other dealers around the state, 
but not with my phone!” 








was a peat Py | (Cruikshank).” |from the prior owner, and he 

_ whe ~ he| * * * needed money to finance the deal.| Beach by Commercial Credit Corp. 
was doing which| 7 - sal alike A loan agreement was entered into| On the back of the check in pen 
caused the injury. orged-Check Liability | between Beach and his wife and|and ink, appeared: 

L, T. Parker For example, in GENERALLY speaking, a bank| Commercial Credit Corp. “Pay to the order of 
Cruikshank v. Sherman, 153 N. E. which cashes a forged check} On the same day, a note was Howard Motors 
(2d) 525, it was disclosed that a| must suffer loss of the amount of| executed purportedly signed by ua = —" 

ea 


seller, named Cruikshank, delivered| the check. In other words, a de-| Howard A, Beach and Mary L. 
an auto engine block, weighing 700| positor whose signature is forged| Beach. This agreement and a bank| After the check was cleared, it 


pounds, to a buyer, named Sher-!on a bank check is not liable to| check for $12,000 was given to| was sent to Empire Trust Co., 














NEW Parish 2-Inch Radius Sections 
Provide More Cube, Greater Strength 


Truck bodies built by your Parish body builder 
give you more value for your dollar because of — 
% All Steel Construction—for rough-and- 
tumble action 

High Tensile Steel Members—at points of 
greatest stress 

Replaceable Frame Units—for faster, lower- 
cost repairs 

Greater cube—for bigger, more profitable 
payloads 

Extra Strength and Rigidity—far stronger 
than bodies made from lighter metals. 


The next time you order truck bodies, specify 
Parish steel sections . . . for more strength, for 
greater durability, at lower cost. Your Parish 


ee ee 





body builder will install doors, panels and floor For the name of your nearest Parish body 
to your specifications, and for your particular builder, write Parish Pressed Steel Division, 
requirements. Dana Corporation, Reading, Pennsylvania. 


©1959 Dana Corporation 


SER TE oem aR ee: PROCTER NS RE ROR RR REN RR AO — 


@ DANA PRODUCTS: Transmissions « Universal ; 
Joints * Propeller Shafts « Axles *¢ Torque J 4 : 
Converters « Gear Boxes *¢ Power Take-Offs i ‘ . PRESS ED STEEL 


Power Take-off Joints ¢ Rail Car Drives © Rail- 


way Generator Drives ¢ Stampings ¢ Spicer 
and Auburn Clutches « Parish Frames « Forgings Division of Dana Corporation Reading, Penns, 














which debited the account of 
Beach. 
* oa + 

Wife’s Signature Forged 
_ Howard Motors, operated 

by Beach, became insolvent and 
he could not repay the $12,000 loan 
to Commercial Credit Corp, Then it 
was discovered that Beach’s wife, 
Mary L. Beach, did not sign the 
loan agreement, the promissory 
note or endorse the check. Her 
signature on these instruments had 
been forged by her husband, How- 
ard A, Beach. 

Commercial Credit Corp. sued 
Empire Trust Co. to recover the 
$12,000 loss on the contention that 
Empire Trust Co. wrongfully paid 
the amount of the check upon the 
forged endorsement of Mary L. 
Beach. 

The higher court held that Com- 
mercial Credit Corp.’s loss resulted 
from the forged endorsement upon 
the contract and note, and not be- 
cause of the cashing of the check 
and the higher court refused to 
hold Empire Trust Co, liable to 
Commercial Credit Corp. This court 
said: 

“Inasmuch as the proceeds of the 
check went to and were received 
by Howard A. Beach, the only per- 
son entitled thereto, it follows that 
plaintiff (Commercial Credit Corp.) 
suffered no loss by reason of the 


forged endorsement.” 
* * * 


Engineless Auto Body 
Only a Part, Court Rules 


RALEIGH, N, C. — The North 
Carolina Supreme Court has ruled 
in effect that an auto body without 
an engine is not a motor vehicle 
but merely an auto part. 

The ruling was made as the court 
reversed a Gaston County Superior 
Court decision in a damage suit 
brought against Jim Murphy by 
George M. Rick. It upheld the dam- 
age suit against Murphy’s co-de- 
fendant, Wesley Pete Froneberger, 
who owned the engine that was 
under the auto body he bought 
from Murphy. 

According to the evidence, Frone- 
berger took a 1947 car to Mur- 
phy’s used-car lot after a wreck. 
Murphy placed another body atop 
the Froneberger car’s chassis. 
Froneberger, still owing Murphy 
money for the repair job, drove the 
vehicle away and collided with 
Rick’s car. Rick sued Froneberger 
as the driver and Murphy as the 
owner of the car. 

In upholding the suit against 
Froneberger, the Supreme Court 
ruled that the “the article , . . sold 
by Murphy to Froneberger had no 
means of propulsion” and was not 
a motor vehicle without Froneber- 


ger’s engine. 
* oe + 


Accident Victims Lose 
$7,580 Suit Against Ford 


SPOKAN E.—Superior Court 
Judge Hugh H. Evans has ruled in 
favor of Ford Motor Co. in a suit 
brought by two Warden (Wash.) 
families for persona] injuries and 
auto damages in a 1954 accident. 
They sought $7,580. 

Mrs, Gerald Webster contended 
that the car she was driving over- 
turned on a gravel rural road after 
the right front ball-joint suspension 
assembly collapsed. 

Attorneys for the company claim- 
ed the car was going too fast for 
conditions of the gravel road, skid- 


ded and overturned. 
7” oe * 


Mother Sues Dealer 


In Son’s Accident 


GREENSBORO, N. C—G. L 
Rice, trading as Rice Auto Sales, 
has been named defendant in 4 
$5,000 damage suit filed in Guilford 
County Superior Court by a woman 
who claims negligence on the part 
of one of its employes resulted in 
the serious burning of her young 
son, 

Plaintiff in the action, Margie 
Bates, alleges that the employe 
poured gasoline into the carburetor 
of her husband’s car May 8 and set 
the can of gasoline on the ground 
beside the car. She says that the 
employe gave instructions for the 
motor to be started without replac- 
ing the cap to the carburetor, and 
that when the engine started, it 
caused sparks to fly into the car- 
buretor setting fire to the gasoline. 

The fire then spread to the can, 
exploding it and setting fire to her 
son's clothing, burning him severe- 
ly, it is alleged. 
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advertised 


in 
Saturday Evening Post!”’ 


Congratulations, America’s automobile manufacturers, on the 
most spectacular array of new cars ever offered. And we’ve got 
just the people to fill them for you— Post-Influentials, fully 
equipped with bankbooks and drivers’ licenses. Your ad page in 
the Post will get 10,227,000 exposures to readers living in house- 
holds which will buy one or more cars in the next 12 months 
— 29 million exposures in all. Wanna start a traffic jam at 
dealers’ showrooms? Take the Post road to automobile profits! 
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delivery-and-handling charges. 
cluded are variable items 
the retail buyer, such as State 
taxes, transportation charges a 
tional equipment. 

(Copyright, 1959, by Automotive News) 

BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991; 
9-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
9-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invicta—4-dr. sed., $3,357; 
s-dr. hardtop, $3,515; 2-dr, hardtop, $3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3, 841; 4-dr. 3-seat stat. wag., $3,948. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3, 818, Electra 225 

_4-dr. hardtop (flat roof or sloping roof), 
$4, 300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(fiat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
$5,498; Coupe de Ville 2-dr, hardtop, 


roof), 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 


Sixty Special—4- -dr. hardtop, $6, 233. Seven- 


Port-of-Entry Prices on Imported Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Giulietta — Spider, $3,- 
469; Super Spider, $3,882; Sprint cpe., $3,- 
401; Veloce, cpe., $4,292. 2000 Series—4- 
dr, sed., $5,028: Spider roadster conv., 
$4,998. 

ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN — DB4—cpe., $9,870. 
Mark I1Il—cpe., $7,550; conv., $8,190. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—*‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. hardtop cpe., $2,300.99; 2-dr. 
sport cpe., $3,924.68. (Heater standard on 


all models.) 
BENTLEY—Series S 2 — Standard Steel 
Saloon, $14,595. (Automatic transmission, 


power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
der), $1,595; 492-c.c, roadster (3-cylinder), 
$1,745. 

BMW—Model 501/2.6 4-dr. sed., $5, 000; 
Model 502/Deluxe/2.6 4-dr, sed., $5,600 
Model 502/3.2 4-dr. sed., $6,000; Model 
5.02/Super/3.2 4-dr. sed., $6,600: Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 
and 507.) 

BMW 600—5-pass. sed., $1,398; 
sed., $1,487. BMW 700 — Cpe., 
(Heater standard on all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN — 2CV — 4-dr. sunroof sed. 
(centrifugal clutch), $1,195. ID Luxe — 
4-dr. sed. (heater standard), $2,545. ID-19 
—4-dr. sed. (air suspension), $2,695. DS-19 
—4-dr, sed. (air suspension, power brakes, 
power steering, automatic clutch), $3,245. 

DAIMLER—SP-250 conv. (V-8), $3,702. 

DATSUN—4-dr. sed., $1,616; half-ton 
— truck, $1,588; 2-dr, stat. wag., $1,- 
18. 


DKW—4-dr. sed., $2,283.43; 2-dr. sed., 
$1,995; deluxe 2-dr. sed., $2,157.63; 2-dr. 
stat. wag., $2,321.07. (Heater standard on 
all models.) 

FACEL VEGA—H. K.-500 cpe., $8/550; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1, ; 2-dr,. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat. 
Wag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr. sed., $1,743; 4-dr, deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Series—4-dr. sed., $1,998; roadster (Far- 
ina), $2,812. 2100 Series—4-dr. sed., $3,- 
192; 4-dr. stat. wee. $3,498. 750 Abarth 


sunroof 
$1,898. 


—2-dr. sed., $2,2 (Heater standard on 
all models.) 

FORD (England)—Anglia—105-E 2-dr. 
Sed., $1,583. Prefect—Deluxe 4-dr. sed., 
$1,661, Escort—2-dr. stat. wag., $1,651. 
Consul—4-dr. sed., $2,034; conv., $2,373. 
Zephyr—4-dr. sed., $2,215; conv., $2,574; 
Zodiac—4-dr. sed., $2,387; conv., $2,865. 


GOGGOMOBIL—T-400—2-dr. sed., $995; 
Florida Sunroof Deluxe 2-dr. sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint cpe., $1,695. 

GOLIATH—1100 Series — Hansa 2-dr. 
$1,949; Hansa conv., $2,126; Hansa 
2-dr. stat. wag., $2,095; Empress 2-dr. 
Sport Sedan, $2,275; Tiger Sport Coupe, 
$2,568. (Heater standard on all models.) 

HILLMAN — 4-dr. Special sed., $1,735; 
4-dr., Deluxe sed., $1,875; conv., $2,149; 
2-dr.! stat. wag. (Husky), $1,639; 4-dr. 
Stat. wag. (Minx), $2,299. 

HUMBER—Super -dr, sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
Standard.) 

JAGUAR—Mark IX—4-dr. sed, (auto- 
Matic transmission and power steering), 
$6,020. 3.4 Litre Sedan—(overdrive), $4,- 
567; (automatic transmission), $4,667. 
XK-150—Roadster, $4,520; roadster (over- 
drive), $4,685; roadster (automatic trans- 
mission, ‘34, 770; cpe., $4,500; cpe. 
(overdrive), $4,665; cpe. (automatic trans- 
Mission), $4,750; conv., $4,620; conv. 
(overdrive), $4,785; conv, (automatic 
transmission), $4,870. XKK-150-S—roadster 
(overdrive), $5,120; cpe. (overdrive), $5,- 
075; conv. 


(overdrive), $5,195. 
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$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr, 2-seat stat. wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 







* 

Current Prices on U Matted soba comes 's8e862, Loe aoa 

e © a rs hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
ty-Five — 8-pass. sed., $9,533; limousine, ; $3,279; conv., $3,623; 4-dr, 2-seat stat. | $2,695. Dart Pioneer—4-dr. sed., $2,459; oe, | 1 988,962. Clty aandesd an Series 98.) 
$9,748. Eldorado -dr. hardtop, | wag., $3,733; 4-dr. 3-seat stat, wag.,|2-dr. sed., $2,410; 2-dr. hardtop, $2,488; PLYM YMOUTH — (On six-cylinder models, 
$13,075. (Hydra-Matic, power steering, | $3,814. -dr. sed., $3,929; 4-dr. | 4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat | add $119 for a V-8 engine.) Fleet Special 
power brakes standard on all models.) hardtop, $4,067; 2-dr, hardtop, $3,989.|stat. wag., $2,892. Dart Phoenix—4-dr. | six—4-dr. sed. $2,277; 2-dr. sed., $2,227. 
CHECKER—Superba — 4-dr. sed., §2,- New Yorker — 4-dr. sed., $4,409; 4-dr.|sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. | Savoy Six—4-dr. sed.,. $2 310: 2-ar. sed., 
542.42. (Price does not include dealer prep-| hardtop, $4,518; 2-dr. hardtop, $4,461;| hardtop, $2,618; conv., $2,868. Dodge| $2,260. Belvedere Six—4-dr. sed., $2,439: 
aration charge.) conv., $4,874.50; 4-dr, 2-seat stat, wag.,|Matador V-8—4-dr. sed., $2,930; 4-dr.|9-dr. sed. $2,389; 2-dr. hardtop, $2,461. 
$5,022; 4-dr. 3-seat stat, wag., $5,130. 50.| hardtop, $3,075; 2-dr. hardtop, $2,996; Fury Six——4-dr. sed., $2,575; 4-dr. be 


CHEVROLET—(Prices are for six-cylin- 
Biscayne 


For V-8s, add $107). 
sed., $2,284; 2-dr, sed., 


der models. 
Fleetmaster—4-dr. 
$2,230. Biscayne—4-dr. sed., 


$2,316; 2-dr. 







top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr, 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761, 


300-F-_2- dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 


4-dr, 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 


~_ aa teuer oan” oat Jaa. itr | .,CORVAIR—500 Series—4-dr. sed., $2,-|stat. wag., $3,506; 4-dr, 3-seat stat, wag.,| Plymouth V-8 (On the following models, & 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 038; cpe., $1,984. 700 Series—4-dr. sed., | $3,621. V-8 engine is standard and a six-cylinder 
“ar. sed., $2,590; 4-dr. hardtop, $2,- | °2;103; epe., $2,049. EDSEL—(Prices are for V-8s. For six-| engine is not available.—Fury V-: v., 

» $2,590; . » 94, DeSOTO—Fireflite — 4-dr. sed., $3,017; | cylinder models, deduct $83.70, Convertible | $2,967. Station Wagon WV-8—4-dr, 3-seat 


$2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 


662; 2-dr. hardtop, 


LANCIA— A p p ia —4-dr. sed., $2,892; 
conv., (Vignale), $4,490; cpe. (Farina), 
$4,438; cpe. (Zagato ‘‘S’’ modified), $4,- 
708. Aurelia—conv. (Farina), $5,830; cpe., 
$5,830. Flaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
G, T. Touring, $6,485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat, wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—-2-dr. sed., $1,845. (Heater sterdard 
on both models.) 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) —4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300—4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. (Heater standard 
on all models. Power brakes standard on 


180-D, 190 and 

METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3.069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette nI—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—-Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. 

MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS — ‘'1000’’ Standard 4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. **1000" Deluxe— 
4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat. wag., $1,825. Oxford 
—4-dr. sed., $2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr. sed., $1,498, (All are 
5-passenger models.) NSU Sport Prinz— 
cpe., $2,198. (Heater standard on all 
models. ) 

OPEL—Rekorad — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr, sed., $1,725. 

PEERLESS—G. T. 2-litre cpe., $3,995. 

PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 

PORSCHE—1600 Series —conv., $3,581; 
Super conv.. $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 


all models except 180, 


190-D.) 
hardtop, 


$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 


PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
sed., $1,345; 4- 


RENAULT—40V 4-dr. 





4-dr. hardtop, $3,167; 2-dr. hardtop, $3,-|is not offered with six-cylinder.) Ranger— | Custom Suburban, $2,990; 4-dr, 2-seat 












102, Adventurer—4-dr. sed., $3,579; 4-dr.| 4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. : 4- - 
hardtop, $3,727; 2-dr. hardtop, $3,663.| hardtop, $2,770; 2-dr, hardtop, $2,704.50; aha Pg oe ee 
(TorqueFlite standard on Adventurer.) conv., $3,000. Station Wagon—4-dr. 2-seat| PONTIAC—Catalina—4-dr. sed., $2,702; 
DODGE—Dart—(Dart prices are for six-| Villager, $2,988.50. 2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
cylinder models. For V-8s, add $119). Dart FALCON—4-dr. sed., $1,974; 2-dr. sed.,|2-dar. hardtop, $2,766; conv., $3,078; 4-dr. 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., | $1,912. 2-seat stat. wag., $3,099; 4-dr. 3-seat stat. 
$2,245. Dart 4-dr. sed., $2,330; FORD—(Prices are for six-cylinder mod- wag., $3,207. Ventura—4-dr. hardtop, $3,- 
2-dr. sed., $2,278; 4-dr. 2-seat stat, wag.,|els. For V-8s, add $113.) Custom 300 047; 2-dr. hardtop, $2,971. Star Chief— 
(Fleet)—4-dr. sed., $2,284; 2-dr.  sed., 4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr. | hardtop, $3,136. Bonneville—4- dr. hardtop, 
sed., $2,257; business 2-dr., $2,170. Fair-| $3,331; 2-dr. hardtop, $3,255; conv., $3,- 
lane 500—4-dr. sed., $2,388; 2-dr. sed.,|476; 4-dr, 2-seat stat. wag., $3,530. 
$2,334. Galaxie—4-dr. sed.,, $2,603: 2-dr. RAMBLER — American Deluxe — 4-dr, 
dr. Sunroof sed., $1,400. 4-dr, | sed., $2,549; 4-dr. hardtop, $2,675. Star-| sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
sed., $1,645; 4-dr. Sunroof sed., $1,700, | limer—2-dr. hardtop, $2,610. Sunliner —| stat. wag., $2,020. American 'Super—4-dr. 
Caravelle—conv., $2,395; hardtop, $2,445;|conv., $2,800. Station Wagons—2-dr. 2-|sed., $1, 929; 2-dr, sed., $1,880; 2-dr. 
hardtop-conv., $2,525. (Heater standard on| Seat Ranch Wagon, $2,586; 4-dr. 2-seat|2-seat stat. wag., $2,105. Deluxe Six—4-dr. 


$2,098; 4-dr. 2-seat stat. wag., $2,- 


Ranch Wagon, $2,656; 4-dr. 2-seat Country 
sed., $2,268; 4-dr. 


Sedan, $2,752; 4-dr. 3-seat Country Sedan, 


sed., 
427. Super Six—4-dr. 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 


all models.) 


RILEY—1.5 4-dr. sed., $2,319. (Heater 


standard.) = 837; 4-dr. 3-seat Country Squire, $2,967. 
ROVER—90—4-dr. Deluxe sedan, $3,395. Thunderbird—(V-8 standard)—2-dr. nard- wag., $2,687. Custom Six—4-dr, sed., $2,- 
ee ie - $3, 625 oe top, $3,755; conv., $4,222. 383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
Heater standard on models) IMPERIAL—Custom—4-dr. sed., ,029; stat. wag., $2,677; 4-dr. 3-seat -— wag., 
ROLLS-ROYCE—Silver Cloud—Standard | 4-ar. hardtop, $5,029; 2-dr, chin $4,- | $2,802. Rebel Super V-8—4-dr. $2. 
Steel Saloon, $14,895. (Automatic trans-| 922.50. Crown —4-dr. sed., $5,647; 4-dr.| 387; 4-dr. 2-seat stat. wag., $2, si; * ar 
mission, power steering, power brakes | hardtop, $5,647; 2-dr. hardtop, $5,403; 3-seat stat. wag., $2,806. ‘Rebel Custom 
standard.) Other models are custom-built | conv., $5,773.50. LeBaron—4-dr. sed., $6,-| V-8 —4-dr. sed., $2,502; 4-dr, hardtop, 
and vary considerably in price 318; 4-dr. hardtop, $6,318. (TorqueFlite, | $2,577; 4-dr. 2-seat stat, wag., $2,796; 
SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. power steering, power brakes standard on 4-dr. 3-seat stat. wag., $2,921. Ambassa- 
sed. (automatic clutch), $1, 995; 2-dr. sun-/| all models.) dor Super V-8—4-dr. sed., $2,587; 4-dr. 
roof sed., $2,019; 2-dr. sunroof sed. (auto- LINCOLN—Lincoln—4-dr. sed., $5,441;|sed., $2,587; 4-dr. 2-seat stat. wag., §2,- 
matic clutch), $2, 119. Granturismo 750— | 4-ar. hardtop, $5,441; 2-dr, hardtop, $5.-| 881; 4-dr. 3-seat stat. wag., $3,006. Am- 
a” $2,568. (Heater standard on all| 953. Premiere—4-dr. | sed., $5,945; |4-dr.| bassador Custom V 8—4-dr. sed., $2,732; 
hardtop, $5,945; 2-dr, hardtop, '$5,698.|4-dr. hardtop, $2,822; 4-dr, 2-seat stat. 
aa doe htc 4-dr. sed., $1,-| Continental -4-as, ced, $6,845°80;° sear, |Wag., $3,026; 4-dr, 3-seat hardtop stat. 
Sek ee me eee 4-dr, sed., $1,798; hardtop, $6,845.30; 2-dr. hardtop, $6,-| wag., $3,116; 4-dr. 3-seat stat. wag., $3,- 

$1,898; M sed., $1,798; Elysee 4-dr, sed., 598.30; conv., $7,056.20; town car, $9,208; | 151. 

ontihery 4-dr. ‘sed., $1,971; Chat- limousine, $10,230. (Automatic transmis-| STUDEBAKER—Lark Deluxe Six—4-dr. 


sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr, sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat, wag.. $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr, hardtop, $2,296; conv., $2, 621; 4-dr. 
2-seat stat. wag., $2, 591. Lark Regal v-8 
—4-dr. sed., $2, 331; 2-dr, hardtop, $2,431; 
conv., $2, 756; 4- dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200-—4- dr. sed., $2,- 
130; 4-dr, 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 


elaine 2-dr. stat. wag., $1, 963; Grand 
Large 2-dr, hardtop, $2,071; Monaco 2-dr. 
hardtop, $2,146; Plein Ceil hardtop sport 
cpe., $2, 947; Oceane conv., $3,167, Ariane 
(4- cylinder) = 40 dr. sed., ” $1,998. Ariane 
(V-8)—4-dr, sed., $2,098. Vedette (V-8)— 
Beaulieu 4-dr, sed., $2,298. (Heater stand- 
ard on Aronde models.) 

SINGER — Gazelle — 4-dr, sed., ge eess 
conv., $2,349; 4-dr. stat. wag., $2,4 

SKODA—S-440 2-dr. sed., $1 75; e445 
2-dr. sed., $1,675; S-450 conv., 1,995. 

SUNB EAM—Rapier—2- dr, hardtop, $2,- 
499; conv., $2,649. Alpine—Roadster, $2,- 


595. 
TAUNUS — Standard — 4-dr. $2,- 
(Continued on Page 40, Col, 


sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2, 781, conv., $3,- 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O0-Matic, power 
— power brakes standard on Park 

ne.) 

OLDSMOBILE—Series 88 .—4-dr. sed. 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 


sed., 
5) 





New Commercial-Car Registrations, 
15 States for October, 1959-1958 














Truck istrations by states are 
released here weekly as onotee Brock-| Chev- Dia- S 
estan, representatives way | rolet | 9" |Dodge| Fora | '- 
Eight States Previously ‘59 2 Hon 17 524 351 837 86 47 73 355 265| 5393 
Reported for October ‘58 al | 32 ool toat 4041 752; —s14 | gal 2777| 214, 4395 
Nevada ‘59 4 % 12 22 2 | 15 17 134 
'58 | 3 | 10 34 2| 32| | i | i 34) 239 
New Jers *59| 32 404 21 109 622 133 246 él 13 54) 80 139 1914 
= ‘58| 31 369 27 eo] 334 142 178 7 | 55| 123 SI 1555 
North Dakot ‘5? 120 30; «148 | 3 3) | 16 7 
. 7 ‘58 | | 20) «7|_‘33| 15) en. [a ae 
Rhode Island ‘59 33 2! 4 10 36| 2 9) 7 27 175 
‘58 | 151 | m= | 8} |___AS | 5| | —8|_—25 
South Caroli *59| 210 21 333 34 71 4 3) 10 it | vat 
=a a ‘58 | 130 | 10 126 37 4\ 12 4| 14 6 Hl 397 
South Dakota ‘5? 176 2 71 1 | 5) it: at. te 
“ ‘58 103 | wea a 3} 2| 2\ 28| HH} 419 
Utah ‘59 a | % 5 > 
‘58 | _ or 63 8! s| H Fi 
15 States Reported to Date ‘5? 34 662 1504 158 78) 148) Sat 513| 10032 
__ For October ‘58 33 zt ae 1941| __751|__*1336|__—s227|__—s35|__—dt70|__—«s487|_—s«477|_ 8102 
Year *59| | a 2178| 41584| 221648! 55766) 80450/ 10622| 4928| 11808/ 20886| 31741| 735243 
To Date 58) 679| 191370] 2224) 28224) 155281) 41691] 67486] 3312 8976| 14848| 24037) 547187 


“'The information in this report has been compiled from official state documents. Eve 
accuracy to the extent of the registrations eqgeves Pa - time the report Is published. 
reason of inaccuracles or omissions."—R. L. Pi 


reasonable precaution has been exercised to insure 
R. L. Polk & Co. cannot assume any liability by 


New Passenger-Car Registrations, 14 States for October, 1959-1958 
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Ger ations by) AMC | Chrys. | 1 D Plym- |CHRYS Mer- | FORD Cadil-| Chev-| Olds-| Pon- | G.M.|_S-P_ [Miscel- 
states as compiled Ram- eee e- | Dodge! ‘sn a Ford | Edsel |Lincoln Buick 5 : ae ao Stude-| lan- |TOTA 
by R. L. Polk & Co. em ler rial Soto outh TOTA cury |TOTAL lac rolet |mobile| tiac | TOTAL Saker | dane 
Four States Previously '59| 464 84 25 37 187 517 ry "i a 194) 1757 297; + 205| 1608) «481 529| 3120 i 956| 7332 
Reported for Oct. ‘58 | 423 67 14] 50} 213 548 892 30 37 135} 1189 245 108} 1036 239} 211) +~—«1839 826| 5217 
Delaware "59| 4 21 5 17 55 154) 252 “: "i 4] 48 a ss 55 491 110 138) «879 35| 235) «1935 
‘58, 6 8| 18 36) ‘145 223 5 4 4] «297 50 22 262 48 55; 437 6 155} 1163 
Montana i 59| 2 I 18 is 85 120 a 428 3| | 74) +518 87 I 439 110 133 820 65 126) 1893 
‘58 | ‘122 24 8 17 86 114 249| 298 12 54 372 91 39% 82 62| 667 36 114) 1560. 
North Carolina 59| 287 108 ig] ry 314) «+578 ra 2443 24 a 2791 = im 2622 56! 649) «4498 i" 1177| 10047 
BO ed hs 58] 200 am 44 229 571 920| 1558 26| 2! 125| 1730 388 95; 1298} 260) ~—255| 22% 571| 5755 
North Dakota "59| 91 30 4) 16| 80 161 291; 491 18 3) | «576 98) “| «522 119|—«145—ts«928 32 63) 1981 
eae _'58) % 2B | 12 60 175} 277|_~—_—«3%8 13] 5| 34{ 428) 59 Bi 4a S71] 3], 65] 180 
South Carolina 59| a 39 ‘| 17 127 231 420; «921 23] é| 107) 1057 185 59 926 196 229; -*1595|~=SCO«S7| = 486) = S712 
BE a ice LR, een) 14 59| 176] ~— 265] — 477] So] 72| 562! 189 39} 436] =] ~—S92|_—«8S2 17| 309] 2073 
Tennessee 59| ~ 284 68 18 $| 258 443 832, 1813 75 | 24) —«165|—=«(2077 331 177) 1936 500; 580| 3524) x 655| 7516 
ot re _*58| 256] —sSi|_~—s10 ‘178 415 704| 1148 39| 17 90| 1294 342 66} 1212 236 163| 2019 287; 4598 
Virginia ‘59 375 107 7) 72| +273 695| «1174)—«2146 42 31 296| 2515) «399 173; 2318} 510 629) 4029 162; 1474) «49729 
'58 236 74 9 él 264 628} 1036] 1441 50 34 200! 1725 326! 93| 1291 246| 277| 2233 41; 92t| 6192 
West Virginia 59 164 a 5 | 146 231 473| 768 17 14 116 915) 185 a wi 264,254) «(1679 60| «2223513 
'58 97 37 7 30 102} 200) +~—-376| ~—— 590 30] 12 84) 716 157 2) — i 1] 109 941] 38! ‘| 2394 
Wisconsin "59 1007 106 29 ni 441 531; 1179; 2519 57 4 249| (2859 si 251 al 900; —«932/—=—«Sé08 162 565| 11380 
*. "58 991 | 78 13 74| 301 531 997| 1762 28 34 174, 1998 573 128} 1727] 473) +» 359] 3260 sel 390} 7692 
Wyoming ‘59 71 T 8 12 28 74, (133) 235 10 10 41) 29% 59 32) 337 90; 94) 612 34) 208) 1354 
'58 48 i 8 | 50 93/ fai | BR 3| 16 184 24! 13; «148 3 33 256 73 662 
14 States Reported ‘59 3004) «648 170 = 1994 3735|  6969| 13651/ 373) 190) 1615) 15829) 2047| i294) 14998 seal 4312| 27292) —«1i31| 667) 60392 
To Date for October ‘58 wae Fred as| 378} 1550] 3553) 6032} 9052 245 180! 1018} 10495} 2444) io] cl 1680 4 339| 3937) 38756 
Year "59 92| 48674, 12822) 34814) 112217) 301525) 510052/1118425| 34182 117233| 1290498| 190562) .108583|1/460880) ae 305471 | 2052443| 100406| 465045| 4495738 
To Date '58 126084 47123| 11511] 37752) 102145} 304566] 503097) 746877) 29093 ores| 106801} 903515} 192771|° 96728] 978580) 233654) 172124 1873887 30897 yest se) iene 
registrations 
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Discuss Chevrolet Owners— 


Chevrolet's new owner relations department reported further progress with a con- 
ference of the Forward Development Board. Comprised of four dealers and 10 whole- 
sale men from the field, the group discussed various phases of merchandising and 
customer contact. From left are R. G. Romer, Norwood (O.) plant distribution man- 
ager; M. W. Worden, manager, Owner Relations Department; A, M. Costley, East 
Point, Ga.; J. G. Lacey, Mideast regional sales promotion manager; R. M. Shank, 
Benton Harbor, Mich.; W. H. Baucom, Charlotte district manager; A. W. Strang, man- 
ager Midwest region; K, E. Staley, general sales manager; T. L. Swope, Cleveland 
district manager; E. G. Usem, Austin, Minn. (front); N. N. Shammas, Los Angeles; 
C. R. Carlson, Houston District manager; H. W. Brown, Portland (Me.) district man- 
ager; W. K. McKenzie, Newark zone manager; R. P. Sullivan, Baltimore city manager, 
and W. J. Nisbett jr., Chicago distribution manager. 





NEW YORK.—The best way for 
American industry to meet the 
challenge of foreign competition is 
to go back to work, R. Harvey 
Whidden, marketing vice-president 
of Bulova Watch Co., told the 15th 
annual conference of the American 
Society of Industria] Designers. 

Whidden suggested that per- 
haps the American manufacturer 
“is not quite as good as he thinks 
he is.” 

“There’s too much fiddling around 
and what might be called narcis- 
sism on the part of the manufac- 
turer,” Whidden contended, “What 
has happened to the urge to com- 
pete and the willingness to get 
down to work? It does appear to be 
the age of the ‘goof-off.’” 

The conference was attended by 
350 executives, designers and stu- 
dents. The sessions were built about 
the theme “Planning by Design—in 
a World of Product Change.” 

In another address, Lee S. Bick- 
more, executive vice-president, Na- 
tional Biscuit Co., deplored the 


To Meet F. oreign Competition see 


‘Back-to-Work’ Challenge 
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sameness found in many of today’s 
corporate identity programs. 

“As competition becomes more 
competitive,” he said, “companies 
that do not know where they are 
going or how to get there just 
won’t be going anywhere, except 
broke.” 

Henry C. Bonfig, vice-president, 
Columbia Broadcasting System, 
Inc., expressed the opinion that 
“good salable products can be 
evolved only through a smal] group 
working together in harmony.” 

He warned that sound and dis- 
criminating judgment must be used 
in evaluating surveys and other 
methods by which companies have 
attempted to gain the proper “feel” 
of public desire. 

Alfred C. Neal, president of the 
Committee for Economic Develop- 
ment, declared that “there is little 
evidence that most Americans are 
even aware that they are in a war 
of civilizations” with the Soviet 
Union. 

He urged the nation to do some 





CLIMB ABOARD 
BOVE... 


WERE GOING PLACES! 








SKODA got off to a flying start . . . and it’s picking up speed 
as it goes along! Dealers report faster, full-markup sales . . . 
owners rave about this new motoring concept. Good looks? 


This car won 


Ist in Beauty 


at the International Auto Show held at 
Wiesbaden, Germany in September, 1959 


Yes, it has the kind of sleek good looks that bespeak its 
sports car performance, its family-car comfort. How about 


performance? Skoda was 


Ist in Performance 


in its class at the “Little LeMans” 
endurance race at Lime Rock, Conn. 


Skoda has everything . .. plus a Franchise deal that com- 
mands your immediate investigation. Mail the coupon 


NOW! 








soul-searching and develop a sense 
of purpose to increase America’s 
rate of growth. 

Dr. B. D. Thomas, president of 
Battelle Memorial Institute, dis- 
cussed “The Impact of Signifi- 
cant Technological Advances on 
Future Products.” 

He predicted that the availability 
of improved materials will result in 
smaller, more compact, more re- 
liable and more ingenious products, 
He said the new branch of the de- 
sign profession, “reliability engi- 
neering,” would have important ef- 
fects on future design methods. 


Ford Trims Down 
Too-Wide Cars for 


Ontario Police 


TORONTO.—Ford of Canada is 
installing smaller bumpers on six 
cars sent back by Ontario Provin- 
cial Police because the cars were 
wider than Ontario law permits, a 
Government spokesman said. 

The cars, which measure 81% 
inches across the rear bumper, will 
be put in use by the police again 
when they have been brought with- 
in the 80-inch limit by removal of 
the bumper wraparounds. 

Meanwhile, Transport Minister 
John Yaremko indicated that over- 
ly wide cars now owned by private 
citizens will be permitted to stay 
on the highways without special 
safety lights. 

Yaremko predicted that the law 
will be changed to ensure that new 
cars in the future will be within 
the width limit. 

Yaremko said he igs not planning 
to send back cars from his depart- 
ment. 

He expected that the change in 
the law would shift the focus of re- 
sponsibility in this matter from the 
Owner to the manufacturer, apply- 
ing to cars made after a certain 
date in the future. 


He noted that the present law 
was passed when both roads and 
cars were generally narrower than 
they are today. But, he said, he did 
not see why roads should be built 
wider and wider simply to take 
care of wider cars. 

“I shudder to think what the 
(automobile) engineers might come 
up with if there were no limit,” he 
said. 


Imported Car 


Prices 











Director of Dealer Organization 
Amsko Distributors 
5069 Broadway, N.Y. 34, N.Y. 


Dear Sir: Will you please provide me with more complete 
information about the SKODA Franchise? | understand 
that | om under no obligation and my inquiry will be held 
in the strictest nce. 

NAME 
ADDRESS 


CITY. 








ZONE —— STATE 
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SKODA IS THE PROFIT LINE! 


FASTER SELLING ... it falls easily within the income of 


most American families . . . and it’s a great buy for the money. 


BIGGER MARKUP... Even at low Skoda prices, your 


profit-per-sale is as high or higher than on most other cars. 


“COME-BACK”’ CUSTOMERS .. . Skoda owners take a 


special delight in recommending others... and in making 


Skoda their lifetime car. 


© Twin Carburetors 
© Speedsto90 MPH e 
© 4-Speed Gear Box °® 
@ Swing Rear Axle 






5069 Broadway, New 


_ 


A Fabulous Value at only 


‘1575 


for the Sedan. The flashing 
Sports Convertible is only $1995 


@ Aluminum Engine 


40.36 Miles per Gallon 
Coil Spring Suspension 


@ Extra Equipment Included 


AMSKO DISTRIBUTORS 


York 34, N.Y. 





(Continued from Page 39) 


120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe — 4-dr. sed., $2,266.50; 2- 
dr. sed., $2,174.50; Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6é-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag:, $2,482.75; 6-passenger stat, wag., 
$2,514.65: 9-passenger stat. wag., $2, 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr. sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 


sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 


695. (Heater standard on all models.) 


VOLVO—122-S—4-dr. sed., $2,807. PV- 
544—2-dr. sed., $2,342; 2-dr. stat, waég., 
$2,490. (Heater standard on all models.) 


WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr, sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


Boston Harbor Tunnel 


Has First Plane Customer 

BOSTON.—The tunnel under 
Boston harbor has had its first air- 
plane customer. 

Moulton Taylor, Longview 
(Wash.) inventor drove his 
combination airplane-automobile 
through the tunnel on the way to 
a sports car show. With its flying 
equipment in place, the plane can 
fly at 110 miles per hour, Tay/or 
said. 
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Used-Car Notes 


LITTLE ROCK, Ark. — R. F. 
Whiddon, former president of Reb- 
samen Motors, has purchased the 
Pulaski Motors used-car lot at 
Ninth and Center Sts. 

The lot will be known as Whid- 
don Motors. Whiddon has been in 
the auto business for 30 years. 

Ea + * 


U. C. Dealers Ordered 


To Observe Setbacks 


DECATUR, Ill—Three more De- 
ecatur used-car dealers have been 
notified they must observe setback 
regulations. 

The dealers, who had been dis- 
playing cars up to the lot lines, 
were told they must keep cars be- 
hind the foundation lines of homes 
in their neighborhoods. 


* * * 


O’Daniel Moves 


LOUISVILLE. — O’Daniel Used 
Cars has moved to Second and 
Chestnut. Earl Morris is wholesale 
manager and buyer, and Pat Ham- 
mond is used-car manager. 

+” ok * 


Battista Wins Battle 


On License Renewal 


HUNTINGTON, W. Va.—Andrew 
Battista, Huntington, has won his 
fight with Robert A. Kelly, State 
motor vehicles commissioner, to 
gain renewal of his used-car deal- 
er’s license. 

Battista, operator of Cabell Auto 


New $350,000 Lab 
Widens Research 
At Sealed Power 


MUSKEGON, Mich.—One of the 
most complete automotive parts re- 
search facilities in the country will 
be in operation when Sealed Power 
completes its $350,000 research cen- 
ter here. 

Eventually, when specially de- 
signed equipment becomes avail- 
able, total cost of the project may 
exceed half a million dollars, the 
company said. 

Although it is designed primarily 

for the development and testing of 
engine parts manufactured by Seal- 
ed Power, such as pistons, piston 
rings and pins, cylinder liners and 
water pumps, the center also will 
be capable of handling many other 
types of automotive research pro- 
jects, according to Donald Hesling, 
vice-president in charge of research 
and engineering. 
: Actually, the research center pro- 
ject is larger than the expenditure 
figures indicate, Hesling explains, 
because these amounts do not in- 
clude cost of a building. The center 
will be housed in a former ware- 
house structure that became avail- 
able when some of the company’s 
supply and shipping operations 
were relocated in LaGrange, Ind. 

About 40,000 square feet of space 
in the building will be used by 
Sealed Power’s research division, 
according to Hesling. This includes 
about 6,500 square feet in an area 
50 feet wide by 130 feet long for a 
garage in which to house and work 
on about 25 road test vehicles. 

Heart of the center will be nine 
dynamometer test cells. Eight of 
these will accommodate large en- 
gines, with one being used for en- 
gines of more than 300 horsepower. 
The ninth will be for testing small 
engines such as those used on 
motor scooters, power mowers and 
the like. ; 

Each of the test cells will be 20 
by 30 feet in size and will have fa- 
cilities not only for running nor- 
ma] driving pattern tests but also 
for setting up unusual conditions 
under which engines normally 
would not be expected to perform. 


55s Must Pass Check 


To Stay on N. Y. Roads 


BUF FALO—New York State 
dealers have been reminded that 
1955 vehicles require an inspection 
certificate before they can be oper- 
ated on the public highways after 
Jan. 1, 1960. 

December has been set aside for 
inspection of 1955 models, and deal- 
ers have been urged to call this to 
the attention of customers owning 
1955 model cars. 








Parts, has asked the State Supreme 
Court to rule on whether Kelly 
could refuse renewal of the license 
without first holding a hearing. The 
court dismissed the Battista suit 





Sales to Farmers 


Seen Good in ’60 


ST, PAUL.—Vehicle sales to farm 
families in Minnesota, North and 
South Dakota in 1960 should be as 
good or better than in 1959, ac- 
cording to 74.1 percent of auto deal- 
ers replying to a poll by The Farm- 
er, Midwest rural publication. 

Only 25.9 percent of the 434 re- 
tailers responding to the query 
thought that sales in ’60 would be 
below the ’59 figure, according to 
W. E. Boberg, vice-president of the 
publication. 

The sixth annual business poll 
covered 3,806 dealers in eight major 
lines of business in all Upper Mid- 
west areas outside of Minneapolis, 
St. Paul and Duluth, Boberg said. 


after Kelly agreed to renew the 
license and grant four dealer 
plates. Originally, Kelly turned 
down Battista’s request on the 
grounds he operated a used-parts 
business and did not meet require- 
ments for a dealership. 

* af * 


Sisk-Van Eaton Opens Lot 


HOUSTON.—A used-car lot on 
Griggs Rd. in the Palms Center 
shopping area has been opened by 
Sisk-Van Eaton Motor Co. The 
firm is owned by Wally Sisk and 


Howard Van Eaton. 
* * 


= 
Pettit Made President 


Of Tennessee Assn. 

NASHVILLE, Tenn.—The Ten- 
nessee Independent Automobile 
Dealers Assn. has elected Cliff 
Pettit, Knoxville, president of the 
association. 

Other officers elected were J. M. 
Smith sr., Nashville, vice-president; 
Lyman Weaver, Knoxville, secre- 
tary, and Robert McBride, Nash- 
ville, treasurer. 

* 


Wisconsin U. C. Dealers 


Headed by Schwartsburg 


MILWAUKEE. — Robert A. 
Schwartzburg, Schwartzburg Mo- 








In the early days of motoring, 
one company sold sponge-rubber 
fillers to replace tubes. 





tors, has been elected president of 
the Badger State Automobile Deal- 
ers Assn., an organization of used- 
car dealers. 

Other new officers are: Robert 
Pollock, Ruby Chevrolet, vice-pres- 
ident; Richard Carey, Metropolitan 
Cadillac Co., secretary; Joseph 
Steinberg, Mid-City Motors, treas- 
urer, and Ernie Seifert, Seifert Mo- 
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tor Mart, sergeant-at-arms, All are 
Milwaukee residents. 
* * 


Deaton Opens New Lot 


LOWELL, N. C.—Lot No. 3 in 
First St. has been opened by R. L. 
Deaton Autos. It is managed by 
Wilson Perkins. 

+ 


New Reeder Lot 


KNOXVILLE, Tenn.—Reeder 
Chevrolet Company has opened 4 
new used-car lot at 320 S. Central. 


Pair Get 8 Years 
In Dixie Thefts 


ASHEVILLE, N. C.—Two Brook- 
lyn men were convicted in U, 8. 
District Court here of stealing Cad- 
illacs and Lincolns and attempting 
to dispose of two of them at a 
Shelby, N. C., auction. They were 
sentenced to eight years in prison 
each, 

Sentence was passed by Judge 
Wilson Warlick on Anthony Joseph 
D’Urso and Peter John Mirasola 
after they were convicted of steal- 
ing a Lincoln Continental Mark IV 
valued at $6,200, a Cadillac valued 
at $6,500 and a Lincoln valued at 
$7,200, all ’59 models. 








General Motors Reliability in Action... 
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HARRISON Heaters Undergo Biting 
Below-Zero Tests in Cold Tunnel! 


There’s no place like Nome . . 


(ARRISON 





- the Harrison cold tunnel. 








on turntable to expose 


to frigid wind blasts. 
| 





. Alaska that is . . . for testing car heaters— 
except the Harrison cold tunnel! Here is where bone-chilling blasts of arctic air 
put Harrison heaters and defrosters through their paces. The cold tunnel 

is utilized to test and prove the reliability and efficiency of Harrison heating 
and defrosting systems under all types of cold-weather driving conditions— 
from normal to the extremes of wind and cold. Harrison engineering and 
testing facilities are the most modern and complete in the automotive heat 
transfer industry. This is one important reason why Harrison is the leader in 
product value and dependability! If you are plagued by problems of 
temperature control . . . passenger comfort or vehicle efficiency . . . look 

to the leader. Look to Harrison for the answer! 


AUTOMOTIVE RADIATORS © OIL COOLERS « THERMOSTATS « AIR CONDITIONERS + HEATERS ¢ DEFROSTERS 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
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Makers’ Advertisi 


‘Economy’ Is 


By Martin L. Whitmyer 
Staff Writer 

ORE American car makers are 

talking economy in their ad- 
vertising this year with the intro- 
duction of the “compacts” and 
lower-horsepower engines in sev- 
eral other es. 

Chevrolet with its Corvair; 
Ford with its Falcon, and Chrys- 
ler Corp. with its Valiant join 
Rambler and Studebaker Lark 
in a push for better economy of 
operations, while horsepower cuts 
also have been invoked in Chev- 
rolet and Ford “big cars,” the 
Oldsmobile Dynamic 88 series; 
the Buick LeSabre series, Mer- 
cury and Lincoln. 

Price cuts also are the big talk 
at Mercury this year, though Ram- 
bler with its American series and 
some other makers have reduced 
prices on some 1960 models. 

oe * * 

ISION and newspapers 
will play the biggest part in 
bringing the car sales promotions 
before the public this year, but 
Magazines, radio, outdoor advertis- 
ing, etc. will be used extensively 

by all makers. 

In addition to the economy of 
operations and price reduction 
play, advertising by U. S. car 
makers in 1960 will stress engi- 

features, styling, ease of 
entry and exit, 
fort, handling ease and other 
ts. 

Following is a make-by-make 
breakdown of advertising plans for 
1960: 

* * + 
Buick 
ar hopes of increasing sales 
20 percent, Buick is increasing 
its advertising expenditures ac- 
cordingly in 1960. 

Newspapers again will get the 
biggest share of the GM unit’s 

ional expenditures, but 





















Several special sales promotion 
campaigns, including the “Take a 
Turn in a Turbine-Drive Buick” 
campaign coming up in January, 


dealer advertising kits will supple- 
ment promotional plans at the local 
level. 
Featured in Buick advertising 
this year will be the car’s finned 
aluminum brakes, turbine trans- 
mission, torque tube driveshaft, 
K-frame construction, ride, quiet- 
ness, handling ease, the Twi-Light 
sentinels, economy in the LeSabre 
engine, and quality and reliability 
at the factory level. 

“Buick’s Alltime Best—the Tur- 
bine Drive” is the primary slogan 
nl used to promote the car in 


* * * 


Cadillac 


g AmeLLAC advertising plans for 
the 1960 model year call for an 
expenditure approximating the 1959 
budget, with newspapers again re- 
ceiving a major portion. 

Apart from the line used dur- 
ing the announcement period — 
“Cadillac Introduces a New Era 
of Elegance”—no particular slo- 
gan is contemplated. As in pre- 
vious years, advertising will un- 


“Standard of the World” in all 
phases of automotive design, con- 
struction and performance. 

As a visual interpretation of Ca- 
dillac quality, magazine advertising 
will utilize a variation of the fa- 
mous jewel campaign of a few years 
ago, with the Cadillac V and crest 
interpreted in precious gems by the 
world’s leading jewelers. Advertis- 
ing in women’s magazines will fea- 
ture special “mother and daughter” 
gowns designed by outstanding 
couturiers. 

Special promotions will be pro- 
vided, as required for particular 
local markets. 

a ” *” 
Chrysler-Imperial 
A® HAS been the case among 


Imperial advertising plans have 
been altered by the steel situation 
and as J. C. Cowhey, director of ad- 
vertising and sales promotion, said, 
“it ig extremely difficult to project 


Plans 
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too far into the future under the 
present conditions.” 

division’s advertising 
budget for 1960, however, will 
exceed that of 1959, and maga- 
zines and newspapers will get the 

— share of its advertising 

Main slogan for Chrysler will be 
“The Car of Your Life For the 
Time of Your Life,” and for Im- 
perial, “America’s Most Carefully 
Built Car.” 

As to features, Chrysler will 
stress styling, the AstraDome in- 
strument panel, unibody construc- 
tion, roominess, luxurious interiors, 
ease of entry and exit and perform- 
ance, 

For the Imperial, emphasis will 
be placed on styling, luxury, Tor- 
sion-Aire suspension, rich interiors, 
ease of entry and exit, Panelescent 
lighting and the Auto Pilot. 

Special promotions in 1960 will 
include the Imperial collection of 
Nina Ricci dresses and a television 
special scheduled for March, Addi- 


Watchword for 60 


tional promotions are in the plan- 
ning stage but have not been re- 
leased yet. he oe 


Chevrolet 


XCEPT for the Corvair story, 

which will get separate treat- 
ment, Chevrolet’s advertising pro- 
gram in 1960 will differ little from 
last year. 

Operating on a somewhat larg- 
er budget than in 1959, Chevrolet 
advertising again will cover all 
media. Television with the “Dinah 
Shore” and “Pat Boone” shows, 
and newspapers will get the big- 
gest portion of the Chevrolet ex- 

t billboards, spot 


and weekly newspapers will be 
used extensively. 

The division plans to backstop its 
national advertising by urging deal- 
ers to follow up with local promo- 
tions such as newspapers, radio, 
television and other media to get 
the customers into their showrooms. 

Chevrolet does not have a main 








overriding slogan, but will change 
its theme throughout the year. 
Likewise, it does not plan to single 
out any specific feature or features 
for particular emphasis at the ex- 
pense of others. It will, however, 
continue to stress styling, engineer- 
ing, general utility and dollar value, 
as it has in the past. 

In general, Chevrolet plans to 
continue pretty much the same for- 
mat it has been using in previous 





years. The only really new element 
is that it has the Corvair, which 
will get similar but separate treat- 
ment in Chevrolet advertising. 

* 


DeSoto 
D® SOTO is going big in maga- 
zines in 1960, but its advertising 
budget is comparable with that of 
a year ago. Newspapers, radio, out- 
door and indoor displays, however, 
will get a big play in 1960. 

A distinctive, offbeat touch is 
to be used in some ads, complete- 
ly devoid of copy except for a 
single line head—“Nothing says 
quality like the 1960 DeSoto.” 
DeSoto’s biggest promotion of the 
1960 selling season will be the spon- 
sorship of the DeSoto Invitational 
Golf Tournament in March at De- 
Soto Lakes, Fla. The tourney is 
being held as a part of the annual 
Hernando DeSoto celebration, with 
which the auto firm has tied in for 
the past two years at Bradenton, 
Fila, 

ad * 
Dodge 
| be. getting into the economy 
field with its new Dart series, 
got off to a fast start in the new 
selling season with a new-model an- 
(Continued on Page 43, Col, 3) 


The American Automotive Industry—the world's 


Tire valves to match 
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Air 


SCHRADER’S HISTORY of good valve design goes 
back more than a century. The valve core known 
throughout the world as the Ace of Standardization 

is an industry design triumph. 
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in 1960, but chances are that its 
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ich Price Gets Play . . . advertising budget will increase in 

~at~ kits e accordance with increases in sales. 

| 9 = Heavy sponsorship of the Ford 

ee ver. tiSsth ans Startime Show and the Tennessee 

Ernie Ford Show will give tele- 

ga vision top billing with the divi- 

oa sion, but magazines, newspapers 

" Accent Economy aor te wit 'Be saad 
of through the selling season, 

om (Continued from Page 42) Advertising with a theme of 

, “Built for People,” Ford promotions 
: nouncement program that cost close| as of press time. In the 30 metro-| jy 1960 will point up the car’s “like- 
7 to $1.5 million alone for newspaper | politan major market areas, Dodge| ness to the Thunderbird,” its engi- 
a promotions. has established dealer associations| neering features, an improved cool- 

7 Newspapers appear to be get- | Called RSA—Retail Selling Associ-| ing system and three engines in 
" ting the biggest share of Dodge’s | “tions. Member dealers pool their) which regular grade gasoline can 
th advertising expenditures in 1960, | Tesources to provide greater local) pe used. 

. but the car manufacturer’s budg- | #4vertising impact and efficiency. Getting special backing in the 
nal et also calls for extensive use of | Although its budget has not been! economy field this year will be 
5 magazines, radio, television and | firmed as yet, it is expected this| Ford's new Falcon series, 

rf outdoor posters. More than 3,000 a Py gr won't on * * «& 

daily weekl pape 1 ’s. Plans for the year were af- ‘i 

uss splieash ainquadaen, 489 ag fected by the steel strike, a spokes- Lincoln 
ith tions, and 6,880 outdoor posters | ™an said, and “until conditions 5 cceet, promoting its car with 
we were used in the announcement | SUCh as this are rectified, programs the theme of “The Finest Lin- 
on, : program alone. for the balance of the model year/coln in Forty Years,” will put its 
4 Lawrence Welk again is carrying| “#!! be of an uncertain nature.” | main emphasis on magazine pro- 
Dealers Elect— & ¥ 2-5 motions in 1960, although it has 
geeanmegpdemgne Se Heaps Scans ewNge over the Ford scheduled time on television and 

my M. R. MacKaig, from left, Los Angeles; George Karl, Pasadena, Calif.; C. D. bg ve ae each Satur- — or , _| Space in newspapers. 
~ Colley, Los Angeles; Bob Clapp, West Los Angeles, and C. L. McCann, Long Beach,| day over “nV. F° division, one of the mos Lincoln also is embarking upon 
ow have been elected to the DeSoto Dealers of los Angeles and Orange Counties’ Several tentative plans for pro- extensive advertisers among the @ direct mail campaign to own- 






Advertising Committee. Colley was named chairman of the group. Other members| motions are in the works, but/ car manufacturers, plans no great 


ers of the luxury cars this year. 
include Tom Dalbey, Huntington Park, and Monte Peters, Santa Ana, nothing concrete had been revealed! change in its promotional approach y 


The maker will promote the Lin- 
coln Continental on a theme of “A 
New Peak of Perfection in Amer- 
ica’s Finest Motorcar.” 

> ” + 


Mercury 


ysRcor:y will place most of its 
advertising expenditures in tel- 
evision this year since it is a co- 
sponsor of the Ford Motor Co. 
“Startime” and “Wagon Train” 
shows. But. radio, newspapers and 
magazines will get a sizable portion 
of the budget. 

Special promotion plans for 
1960 have not been finalized, but 
the Mercury price story will re- 
ceive particular attention during 
the coming year. Mercury adver- 
tising will feature the price re- 
ductions in all models, its new 
styling and “superior quality.” 
Mercury’s theme for 1960 is “Best 

Built Car in America.” The size of 
its advertising budget will be basic- 
ally the same as in 1959. 

+ a * 


Oldsmobile 
LDSMOBILE emphasizes an- 
other step toward better econ- 

omy of operation with a stepdown 
in horsepower in its Dynamic 88 
Series, but also is pushing styling, 
quality, and engineering, particu- 
larly in the quietness of its ride, 
in its 1960 advertising. 

Although no special promotions 
have been unveiled at the present 
time, Oldsmobile again will put 
the biggest share of its advertis- 
ing budget into newspapers. Tele- 
vision, magazines, outdoor bill- 

(Continued on Page 46, Col, 1) 


Ternstedt Plans 
Central Office, 
Lab Building 
DETROIT.— Plans to construct 
a new divisional central office and 
engineering building adjacent to 
the General Motors Technical Cen- 
ter in Warren, Mich., were an- 


nounced by L. R. Schreiner, general 
manager of GM's Ternstedt divi- 


in- 














greatest enterprise—depends on tire accomplishments 


tomorrow's tires are 
being designed today 
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BEHIND GOOD DESIGN must be good facilities. MACHINING IN MINIATURE is a Schrader engineering 
Schrader’s modern machines and trained personnel specialty. Containment of air involves extremely close 
produce quality valves to meet industry schedules. tolerances in every mass-produced part. 
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SCHRADER VALVE CORES of 1898 fit valve housings of MUTUAL BENEFITS ACCRUE not only to the Automotive, Ground will be broken for the 
today with equal facility! This is the only example of Tire and Tire Valve Industries when they cooperate project ‘early in 1960, Schreiner 
world-wide standardization. but to every person who rides on tires anywhere. said. It is expected that the build- 
















ing will be ready for use by approx- 
imately 1,700 employes in the 
spring of 1962. 

The new facility will consist of a 
three-story office building in the 
front section and a one-story en- _ 
gineering shop and laboratory at 
the rear. Tentative plans call for a 
total of more than 500,000 square 
feet of floor space to he occupied. 
This more than doubles the floor 
space presently used by the division 
in two separate locations for func- 
tions which will be housed in the 
new building. 

“It is expected that approximate- 
ly 600 additional employes will be 
needed when we move into our 
new headquarters,” Schreiner an- 
nounced. 

He added that “the building will 
provide for complete coordination 
of all central office and engineering 
functions to better develop, engi- 
neer and test products for the au- 
tomotive industry.” 






It just didn’t happen that dependable tire and air service are taken for granted 
throughout the world. Many decades of cooperative design time on the part of the 
Automotive, Tire and Tire Valve Industries were necessary to reach our present 
standard ... years in advance. 

The basic fact is that nothing is too small or too large to claim the experienced at- 
tention of engineers designing all the component parts. Schrader design experts, for 













example, are already studying valve requirements with tire and vehicle designers 
and are at work on valves that will be equipment on tomorrow’s vehicles. 

Depend on Schrader design, production and distribution to match tire and vehi- 
cle performance anywhere throughout the world. 

















A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Inc. 













FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
















oe division of SCOVILLE 






















PR EP ince ta)" ie it a eR RR Sa 


3) BRR Sere 


Egret So? AO IT eee Or 


Sy PR NT TE SN Ie ey 


I OE ae 


a meee a e 


AND OF COURSE -— 


DE 


c. 7% | 
ent? LS 


> &, 7 
oN | 
hale ae ss 


° ae, 7 ¢ 
J Li 





SE ee 











LOOK 
WHAT'S 
GOING 

ON America’s 


newest 
compact 


CATS 











TIRES MADE WITH TYREX VISCOSE CORD! 


No surprise really. Tires made with TYREX* are stronger, 
longer wearing than any other cord tire. Cooler running, 
smoother riding, quieter, too. These aren’t just words, 
but FACTS—proved in test after test. 


Obviously America’s auto makers are convinced. 


For the second year in a row... tires made with TYREX 
viscose cord are original equipment on ALL the new cars. 
And that’s the long and short of it! 


Your customers want to know what they’re getting in the 
new cars they buy. That’s your cue to tell about TYREX 
viscose tire cord. Cite its superiority as proven by test. 
Stress its acceptance by all the car makers. Your cars will 
move faster with this big advantage to sell! 


\TVALA 


TYREX INC., EMPIRE STATE BLDG., NEW YORK 1, 


*TYREX is a collective trademark of Tyrex Inc. for viscose tire yarn and cord. TYREX viscose tire 
yarn and cord is also produced and available in Canada. 
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Plans... 





‘Economy’ Is Watchword for 60 


(Continued from Page 43) 


boards and other media, however, 
again will get a sizable share of 
the promotional expenditures. 

Oldsmobile will use “Mighty Sat- 
isfying” as its main promotional 
slogan in a year that is expected to 
see the GM division spend about 
the same amount of money on ad- 
vertising as it did in 1959, 

* * 


x 
Plymouth 

SING themes of “Built a New 

Solid Way for Solid Satisfac- 
tion” and “Solid for 1960,” Plymouth 
is counting heavily on its engineer- 
ing features and Unibody construc- 
tion to sell its car this year. 

Newspapers will get the biggest 
portion of Plymouth’s advertising 
budget, but television is getting 
top attention with the “Steve 
Allen Plymouth Show.” Selected 
national consumer magazines, 
fleet and trade publications and 
radio also will play an important 
part in carrying Plymouth adver- 
tising es. 


messag. 
Plymouth advertising copy 










stresses the Dura-Quiet Unibody 
construction and Chrysler Corp. en- 
gineering. Further, it emphasizes 
craftsmanship and points how 
Plymouth is “not new in frills, but 
in fundamentals.” 

In addition, Plymouth ads stress 
its new 30-D Economy 6, which is 
inclined 30 degrees for easier main- 
tenance and better handling and is 
“Capable of delivering better gas 
mileage.” Further, ads point out the 
advantages of an aerodynamic 
styled automobile and Plymouth’s 
past engineering achievements, Tor- 
sion-Aire suspension and total con- 
tact brakes. 

Plymouth plans to keep its adver- 


Romney to Talk in Phila. 


PHILADELPHIA.—George Rom- 
ney, president of American Motors, 
will be principal speaker at the an- 
nual dinner climaxing the 13th an- 
nual forecasting conference of the 
Chamber of Commerce of Greater 
Philadelphia on Jan. 7 at the Sher- 
aton Hotel. 


DUMP 





WORLD’S LEADING LINE 


tising flexible and special promo- 
tional activities will be planned as 
market conditions dictate, 

* ” +. 


Rambler 


HOOTING for 500,000 Rambler 
sales in 1960, American Motors 
Corp. has launched the largest ad- 
vertising campaign in its history, 
with a central theme based on “The \\ 
New Standard of Basic Excellence.” i 
Emphasis will continue to be on 
newspaper advertising but maga- 
zines, Sunday supplements, net- 
work radio, television and college 
newspapers will also be used, ac- 
cording to Fred W. Adams, di- 
rector of automotive advertising 
and merchandising. 

And in the theatre field, AMC is 
planning widespread distribution of 
a new company movie produced by| above the last quarter of the re- 
Metro-Goldwyn-Mayer. Dealers also| cently completed fiscal year 
are being offered movie playlets for - + a : 
screening in local theatres on a co- 
operative cost basis. Studebaker 

Features that will be emphasized Me JP per gpwor nang relying on its 
in 1960 Rambler advertising are Lark series to give it a sizable 
comfort, ease of entry and exit,! share of the compact-car market, 





“You know darn well... .if you 
can sell my wife I’m automatic- 
ally sold.” 





price, quality and “owner-proved 
economy.” Rambler advertising ex- 
penditures for the first quarter are 
expected to be about 60 percent 





OF QUALITY 
AND TRAILER BODIES 


Extra legal payload with 
' Anthony Frameless Dump Trailers! 


Here’s your answer to moving more material 
faster and at lower cost! Anthony’s Frameless 


Dump Trucks 


eliminate conventional trailer 


frame. Exclusive high-speed Teleramic Hoist 
weighs less than conventional lifts — weight is 
better distributed. Low initial cost — low trailer 
weight — up to 4,000 Ib. more legal payload than 
conventional tandem axle dump truck. No heavy 


cables, winches or lift arms. Built to Anthony’s 
highest-of-all quality standards. Two and four 
wheel dump trailers available. Capacities from 
8 yds. up to any greater size required. See your 
Anthony distributor for the best size Anthony 
unit . . . engineered to your state transportation 
laws as well as your truck and hauling require- 
ments. Anthony Company, Streator, Illinois. 


Another example of Anthony leadership: Worlds largest honing machine, 
specially built for Anthony, produces highest quality precision cylinders. 
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OUMP BODIES AND HOISTS TRUCK-CRANE 


OumP TRANERS UiFT GATE 









will have a “substantially larger” 
advertising budget in 1960. 

Newspapers from coast to coast 

will get the biggest share of the 
advertising budget, but consumer 
magazines and television also will 
get a large share of factory ad- 
vertising expenditures, according 
to J. W. Orr, Studebaker-Pack- 
ard Corp. advertising manager. 

“The Jack Parr Show,” “It Could 
Be You,” and similar programs) 
currently are carrying Lark pro- 
motions via television and the 
company plans to take advantage 
of other promotion opportunities a 
they develop, Orr said. 

S-P’s principal slogan for this 
model year will be: “Love: That 
Lark by Studebaker.” q 

In general, Studebaker is stress 
ing the fact that the Lark offe 
“a practical, functional car, with 
consistency of design to maintain) 
high resale value.” Also bei 
stressed is economy and Stud 
baker’s “tradition of craftsman= 
ship,” Orr said. 


Plymouth Lineup 
Of 4 Police Cars 
Includes Wagon 


DETROIT.—Plymouth announce¢ 
its ’60 line of police cars, comp 
ing four models said to be the 
widest range of specially built la 
enforcement vehicles offered by an 
auto manufacturer. 

Offered for the first time is 
police station wagon designed for 
all types of law enforcement and 
emergency work, It is equipped 
with two cots and emergency ap 
paratus for conversion into an am 
bulance, It also is designed for fi 
assistance work. ; 

The models also include the 
Plymouth Pursuit Special 8, recom 
mended for patrol service on @ 
pressways and turnpikes where 
maximum performance is required 
It is equipped with a Golden Com 
mando 395 V-8 engine and a com 
plete line of special heavy-duty 
equipment. d 

The patroller Special 8 is speci ly 
built as an all-purpose police wo 
vehicle. It is equipped with a 
V-800 engine. 

Designed for city patrol use, thé 
Plymouth Patroller 5 is equipped 
with Plymouth’s new six-cylinder 
engine, the 30-D Economy Six, an 
has a full range of heavy-duty 
equipment. 


2 Zone Managers 


Named by Olds 


LANSING.—The appointment of 
James W. Knowles as Detroit zoné@ 
manager and Kermit R. Hummel ag) 








Ss 
K. R. Hummel 





J. W. Knowles 
Chicago zone manager has been an 
nounced by Oldsmobile. 

Knowles, formerly Chicago zoné 
manager, joined Oldsmobile 
Minneapolis district manager 
1948, Hummel, formerly Indianape 
lis zone manager, has been with th 
company since 1943. 


Crawford Is Appointed a 
Plymouth Plant Manager | 


DETROIT. — Kenneth S. Craw-" 
ford has been named manager” 
of the Plymouth 
Detroit assembly 
plant succeeding 
William O, Caw- 
thon, recently 
named_ general 
purchasing agent | 
for Chrysler Cor- | 
poration. 

Crawford, p ro 
duction manager” 
at the plant since 
Oct, 1, has more 

K. 8S. Crawford than 35 years ex- 
perience in the automotive indus-— 
try. Prior to October he had bee” 
at the company’s Evansville (Ind) 
plants as manager of manufactur 
ing engineering and plant manageh 
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MIDLAND EMERGENCY RELAY VALVE 
- Guardian of the Safety of a Nation 


Midland products include: 


Air brakes for the truck and trailer industry 
Vacuunt power brakes for the automotive industry 
Equipment for the Transit industry 

Control devices for the construction industry 
Midland Welding Nuts for assembling metal parts 


Write for detailed information 


@ MIDLAND-ROSS gs 
CORPORATION 


Owosso Division « Owosso, Michigan 
ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 
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‘Economy’ Trend Affects °59 Cars... 


Sixes, Sticks Edge Up 


By Martin L. Whitmyer 
Staff Writer 


|. --peeewe the hig h-powered| 
Vv 


-8 engine is still being put into 
more than 70 percent of cars built 
in the U. S., it is slipping in suprem- 
acy over the six-cylinder power- 
plant. 

In line with an “economy” 
trend, the American car buyer 
is putting fewer frills on the car 
he is driving from the dealer’s 
showroom, 

In 1959, only power steering, pow- 
er brakes and power windows 
showed a percentage increase in 
customer preference, and most of 
the increase was in the medium- 
price field. 

The use of automatic transmis- 
sions, power seats and power-oper- 
ated antennas all showed percent- 
of-industry declines in cars rolled 





from U. S. assembly lines during 
the 1959 model run. Stick trans- 


missions were on nearly one-fourth 
of ’59 cars. 

+ f 
| agetnherene STEERING was up in 

every price class and rose 2.56 
percentage points for the entire 
industry; power brakes were instal- 
led in a higher percentage of cars 
in each class and was up 0.57 per- 
centage points on an industrywide 
basis, and power windows, up the 
most in the low-price field, climbed 
0.21 percentage points. 

Losers in percentage ground 
among the power options were 
seats, off 0.98 points, and anten- 
nas, off 0.42 points. 

The automatic transmission, off 
in both the low and medium-price 
range, declined 1.80 percentage 
points over the industry this year. 

Its biggest decline was in the 
low-price field where the “straight 
stick” increased 1.65 percentage 
points. The use of the automatic 


Sixes Gain on V-8s, Automatics Down 


New-Car Options—'59 vs. ‘58 


(Industry Breakdown) 


Pet. of 
Total 

Units on Output 
"59 Mod. 


EQUIPMENT: No. of 


"59 Mod. 
Automatic Trans. ....4,216,591 
Power Steering 2,410,261 
Power Brakes 


75.75 
43.30 
29.79 
6.33 
6.95 
4.83 
71.82 
28.18 


Power Windows 
Power Antennas 
8-Cyl. Engines 
6-Cyl. Engines 


Pet. Pt. 
Change 
Over 9 
Years, 
"50-'59 
+50.90 
+42.93* 
+29.00** 
+ 5.94 
+ 641 
+ 4.17*** 
+28.61 
— 28.61 


Pct. Pt. 
Change 
Between 
"59-58 
Models 
—1.80 
+ 2.56 
+0.57 
—0.98 
+0.21 
—0.42 
—443 
+443 


Pct. of 

No, of Total 
Units on Output 
’58 Mod. ’58 Mod. 


77.55 
40.74 
29.22 
7.31 
6.74 
5.25 
76.25 
23.75 


3,275,035 
1,720,363 
1,234,040 
308,507 
284,712 
221,737 
3,219,621 
1,003,144 


*Percentage-point change for power steering dates from 1951, the first year it was 


offered. 


**Percentage-point change for power brakes dates from 1952, the first year it was 


offered. 


***Percentage-point change for power antennas dates from 1952, the first year the 


electrically-operated type was offered. 


Low-Priced Lines 


Pet. of Pct. of 


Power Seats 
Power Windows .... 
Power Antennas 
41.87 
27.72 


Pet. Pt. 
Change 
Between 


Pet. Pt. 
Change 
Between 
"69 & ’58 
Industry 
Output 
+0.29 
+1.59 
+0.40 
+0.34 
+0.58 
—0.06 
—2.03 


+4.16 


Pet. of 
Industry 

Output, 
"58 Mod, 


45.76 
17.10 
7.92 
0.72 
0.72 
0.06 
43.90 
23.56 


Low-priced lines include Chevrolet, Ford, Plymouth, Rambler and Studebaker. 


‘Medium-Priced 


Pct. of 
Class 
Output, 
°59 Mod. 


97.35 
78.55 
66.96 
9.74 
10.22 
5.68 
98.30 
1.70 


Pet. of 
Industry 
Output, 
"59 Mod. 


Automatic Trans. ..26.35 
Power Steering 21.26 
Power Brakes 18.12 


EQUIPMENT: 


wees 2096 
1.54 


Power Windows 
Power Antennas .... 


8-Cyl. Engines 
6-Cyl. Engines 


Lines 


Pet. Pt. 
Change 
Between 
"69 & 58 
Industry 
Output 
—147 
+1.59 
+0.79 
—0.77 
— 0.06 
—0.40 
—1.78 


+0.27 


Pet. Pt. 


Pet. of 
Class 
Output, 
*58 Mod. 
97.41 
68.87 
60.66 
11.90 
9.99 
6.79 
99.34 
0.66 


Pet. of 
Industry 


Output, 
*58 Mod. 


27.82 
19.67 
17.33 
3.40 
2.85 
1.94 
28.38 
0.19 


Medium-priced lines include Buick, Pontiac, Oldsmobile, Dodge, DeSoto, Chrysler, 


Mercury and Edsel. 


Gone from the '59 lineup is Packard. 


High-Priced Class 


Pet. of 
Class 
Output 
*59 Mod, 


100.00 \ 
100.00 
100.00 


Pet. of 
Industry 
Output, 
°59 Mod, 
Automatic Trans. .. 3.35 


Power Steering 


EQUIPMENT: 


Power Windows .... 
Power Antennas .... 3.29 


Pet. Pt. 
Change 
Between 
"59 & 58 
Industry 
Output 
— 0.62 
—0.62 
— 0.62 
—0.55 
—0.29 


+ 0.04 


Pet. of Pct. of 
Industry Olass 
Output, Output 
*58 Mod. ’58 Mod, 


3.97 100.00 
3.97 100.00 
3.97 100.00 
3.19 80.27 
3.17 79.87 

81.97 


High-priced lines include Cadillac, Imperial and Lincoln. 











transmission declined 0.06 points in 
the medium-price class, but was 
still standard on cars in the high- 
price field. 


* * * 


V-8 Falls to 71 Pet. 


oo V-8 engine was installed in 
71.82 percent of the 5,566,596 
cars rolled off U. S. assembly lines 
during the 1959 model run, com- 
pared with 76.25 percent of the 4,- 
222,765 cars built in 1958. 

Actual installation of V-8s in 
1959 models amounted to 3,997,740 
units, compared with 3,219,621 
installations in 1958. 

In contrast, the six-cylinder 
powerplant shot upward for the 
second consecutive year, both in 
the low and medium-price fields. 

The six-cylinder engine was in- 

stalled on 28.18 percent of all cars 
built during the 1959 model run, 
compared with 23.75 percent in 1958 
—a 4.43 percentage-point increase 
over the 12-month period, 

” * * 


HE six-cylinder engine was put 

into 1,568,846 cars during 1959, 
compared with 1,003,144 units in 
1958. 

In the low-price field, which in- 
cludes Chevrolet, Ford, Plymouth, 
Rambler and Studebaker, instal- 
lation of the six-cylinder engine 
increased from 34.93 percent in 
1958 to 39.84 percent in 1959, 
while use of the V-8 declined 
from 65.07 percent last year to 
60.16 percent this year. 

With Edsel joining Dodge in 
producing six-cylinder engines in 
the medium-price class, installation 
of the smaller powerplant rose from 
0.66 percent in 1958 to 1.70 percent 
in 1959. At the same time, the V-8 
declined from 99.34 percent last 
year to 98.30 percent this year in 
the medium-price field. 

There was no change within the 
high-price class since the V-8 ap- 
peared in all cars in that price 
range in both years. 

* * + 

ARS in the low-price field with 

V-8 engines accounted for 41.87 
percent of all automobiles produced 
in 1959, compared with 43.90 percent 

a year earlier. 

In the medium-price field, the 
V-8 accounted for 26.60 percent of 
total industry installations in 
1959, compared with 28.38 percent 
during the previous year. 
High-price-class V-8s accounted 
for 3.35 percent of overall produc- 
tion in 1959, compared with 3.97 

percent in 1958. 

Installation of six-cylinder en- 
gines in the low-price field account- 
ed for 27.72 percent of total indus- 
try production in 1959, compared 
with 23.56 percent in 1958, while 
sixes in the medium-price field in- 
creased from 0.19 percent in 1958 
to 0.46 percent this year. 

x + a 


precner gain of any power op- 
tion was scored by power steer- 
ing, which appeared on 43.30 per- 
cent, or 2,410,261 cars in 1959, 
compared with 40.74 percent, or 
1,720,363 autos during the previous 
year. 

On an industrywide basis, the 
medium-price class accounted for 
21.26 percent of total power steer- 
ing installations in 1959, com- 
pared with 19.67 percent in 1958; 
the low-price class upped its 
share from 17.10 percent last year 
to 18.69 percent this year, and 
the high-price class declined from 
3.97 percent to 3.35 percent be- 
cause of a drop in assemblies. 
Within the classes, the sharpest 

increase was in the medium-price 
field, where power steering appeared 
on 78.55 percent of the cars pro- 
duced in that class in 1959, com- 
pared with 68.87 percent last year— 
a gain of 9.68 points over 1958. 

Power steering also showed ad- 
vances in the low-price field, where 
it appeared on 26.86 percent of the 
cars built by Ford, Chevrolet, Plym- 
outh, Rambler and Studebaker in 
1959, compared with 25.34 percent 
last year. 

Power steering was standard on 
all cars built in the high-price 
class during both years. 

* + 


Almost One of Three 


powm BRAKES were put on 
29.79 percent of all cars pro- 
(Continued on Page 122, Col. 1) 
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GREY IRON: GASTINGS 


ONE OF THE NATION'S 
LARGEST7AND MOST MODERN 
PRODUCTION FOUNDRIES 


1 ae ESTARLISHET iv 
THE WHELAND COMPANY — 
FOUNDRY DIVISION. 
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This name 
on the ball 
works for you! 


It pays to sell 


Draw-Tite 


ONLY THE BALL SHOWS 
REGULAR 


One-piece, ready to in- 
stall. Up to 2000 G.W. 
Ibs. Cadmium or chrome. 


HEAVY-DUTY 


Large boats, horse and 

traveling house trailers 

up to 5000 G.W. Ibs. No 

assembling — ready to in- 
stall. 


DRAW-TITE’S “Look on the Ball” national 
advertising is steering prospects straight to 
you —the automobile dealer! Car owners 
are told that Custom Built DRAW-TITE 
HITCHES are made for the car. as well as 
the trailer, guaranteeing the finest in boat 
and utility trailer performance and safety. 


This profitable business can be yours at low 
investment. We ship hitches — custom built 
for any car make, model or year — within 
24 hours of receipt of an order. Keeps your 
inventory costs down, keeps profits up. 


igelLlme ele tee LAE lL 2) 
DRAW-TITE MANUFACTURING CO. EY 


Factory: Belleville Mict Branch F 


WRITE for NEW Dealer Literature! 


automobiles 
since 1891 


| PANHARD 
6 40 85 $1797 


passenger m.p.g. m.p.h. 
True ECONOMY—..;; parts, easily serviced. 
True COMFORT—101.4 whibse. 180 length. 
True LONG LIFE—ciuminum air cooled engine. 
True PERFORMANCE— over 750 Sports Car Victories. 
*4-door sedan, convertible, 4-door wagon, sports cars. 
A pleasure to sell—enjoy the profits. 
Franchises available in OHIO, MICHIGAN, INDIANA, ILLINOIS, 
MISSOURI, IOWA, WISCONSIN, MINNESOTA, 
N. DAKOTA, S. DAKOTA. 
Phone or write for franchise information. 
HOOSIER INTERNATIONAL MOTORS — 
MIDWEST DISTRIBUTOR 


226 South Lafayette Bivd., South Bend Indiana—Telephone CE 4-1118. 
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CUSTOM BUILT TRAILER HITCHES . 
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‘ommerecial Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Panorama of '60 Trucks 


os 
Yeas 


Dedge . . . Tradesman offered in Six or V 


- +» T-950 among 480 model choices 


Buses, Commercial Vehicles and Equipment 


Truck Choices Widened; 


Million 1960 Sales Seen 


By Jack Weed 
Truck Editor 


sae Sage a million- 
plus truck year in 1960, 


practically every truck maker 
has either brought out new designs 
to fill gaps in its line or has en- 
tirely redesigned to make its deal- 
ers more competitive. 

Chevrolet and GMC have en- 
tered the 1960 market with all- 
new designs from bumper to tail 
light and from the ground up. 
They have changed the frame 

and suspension characteristics of 
their trucks completely, and GMC 
has brought out a line of engines 
entirely new in concept to the truck 
industry. 

Heavy-duty makers especially are 
entering what may be the biggest 
truck sales year since 1950, when 
1,142,307 units were sold, by intro- 
ducing many new weight-saving 
features, 

Others, extremely conscious of 
cost operation and maintenance, 
have brought out new power and 
new approaches to the elimination 
of waste time by making it easier 
to get at the engine compartment. 

* * * 


ly MANY cases, attempts to re- 
duce weight and achieve greater 
maintenance access are incorporat- 
ed in the same new features. 

In line with the thinking that 
the trend toward heavier trucks 
will continue, Dodge has come 
out with diesel power offerings, 
and it is likely that Ford will 
introduce diesel power some time 
in the not too distant future. 
Other makers have introduced 
new diesel engines for the com- 
ing year. 

The spread of the tilt-cab has 
been quite general across the in- 
dustry, especially in the C-O-E 
models. Dodge has countered this 
with a novel and effective swing- 


“| fender that enables approximately 


the same access to the engine com- 
partment. 

Bodies designed to eliminate a 
great deal of manual handling in 
loading and unloading are begin- 


: ning to make their appearance. A 


notable example is seen in the body 
on the new White beverage truck, 
which is designed to take pallets 
of beverages instead of cases. The 


Private Truckers 


Meet Jan. 28-29 


WASHINGTON, — “Company 
Trucks Deliver the Nation’s Goods” 
will be the theme of the 2i1st an- 
nual convention of the Private 
Truck Council of America at the 
Roosevelt Hotel in New York City 
Jan. 28-29, according to James D. 
Mann, managing director. 

Bertram D. Tallamy, Federal 
highway administrator, will speak | 
on “Transportation and Progress| 
in America” at the opening lunch- 
eon, The first business session on 


'| Jan, 28 will open with a panel dis- 


cussion on “Delivering Our Goods 
under ICC Hours of Service Reg- 
ulations.” This will be followed by 
a “Diesel Roundup” panel. 


A feature of the afternoon ses- 
sion Jan. 28 will be a panel on “De- 
livering Our Goods under the New 
Labor Law.” A highlight of the 
second day’s business sessions will 
be a panel on “The Shape of Things 
to Come: Containers, Piggy, Fishy 
and Birdie Back.” 


pallets are loaded onto the truck 
from the loading-dock trucks. 
New styling, of course, is fea- 


spring stiffness as the load in- 
creases. 


Frames also have been rede- 


tured in pickup models, following signed and strengthened. The new 


the trends set by the passenger 
cars. The light four-wheel-drive 
trucks seem to have become a part 
of the line with those who have 
brought them out. A make rundown 
of ’60 trucks follows: 

+ * + 


Chevrolet 


Se has redesigned and 
restyled its entire truck line, 
bringing into the industry inno- 
vations aimed at greater driver 
comfort and ease of handling. 
Chevrolet has replaced the I- 
beam axle with independent 
front-wheel suspension with ball 
joints and torsion-bar springs in 
all but two models. Rear suspen- 
sions have been changed, with 
coil springs on some light-duty 
models, The heavier series use a 
new softer riding leaf spring, 
with automatic adjustment of 


GMC ...7 


Mack ... New “aluminum-light" 


design, in addition to increased 
beam strength, enables the lowering 
of cab heights. Some are up to 
seven inches lower. On light-duty 
models seat level is at step-in 
height from the ground. 

Other improvements for 1960 in- 
clude more durable cab structures 
with rubber mounting, larger and 
cooler running brakes, hydraulic 
clutch control, functional air inlets 
for better under-hood ventilation, 
relay type steering and suspended 
pedals, full-width hood opening 
and numerous engine refinements. 

* + + 


Diamond T 


IAMOND T, like many heavy- 
duty builders, doesn’t make a 
practice of bringing out yearly 
models, but this year that pattern 
is broken. Two new tilt-cab diesel 
(Continued on Page 56, Col, 1) 
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New Suspension— 


Bottom view of completely redesigned 
front suspension of '60 Chevrolet medium 
and heavy-duty trucks shows individual 
torsion rod springing of front wheels. Low- 
er control arms are durable forgings, 
mounted to heavy cross member. New 
steering design is relay type with for- 
ward mounted gear and equal length tie 
rods. Torsion rods attach to upper control 
arm and to fixed anchors attached to 


Truckin’ 


Truck Makers War on Weight... 





Diesels in Spotlight 


ESPITE a somewhat 
gloomy truck production 


outlook for the first quarter 
of 1960, due to the steel strike, in- 
dustry leaders still look for next 
year to be the biggest since 1950 
when 1,142,307 units were sold. 

A million-and-a-quarter year is 
seen by many, if the shortage of 
steel does not hit the industry 
nor the national economy too 
hard. 

At present, with the exception of 
Chevrolet, Dodge and Studebaker, 
most companies feel certain that 
they will be able to produce, with 
a few on a limited schedule, 
through December. The only criti- 
cal shortage that has been reported 
by several makers is in tube stock 


-.. by Jack Weed 





—— past year has shown a re- 
newed interest among both 
truck dealers and truck manufac- 
turers in getting behind programs 
that will have both a sales promo- 
tion and educational value. 

In addition to the two auto- 
mobile shows, Chicago and De- 
troit, where the factories cooper- 
ate directly in making the truck 
exhibits quite complete and out- 
standing, dealers in various parts 
of the country put trucks on dis- 
play at local shows and fairs. 
There was a renewed interest 

displayed, too, in the type of truck 
show where the dealers in a dis- 
trict get together with the body and 
equipment distributors and put on 
a show. 

Two notable examples of this 
were the shows put on early this 
spring in Minneapolis, both of 
which were considered to be very 
worthwhile although both were hit 
by bad weather. 


* * * 


Area Favorites Featured 


r THESE shows, one sponsored 
by Chevrolet dealers and the 
other sponsored by Ford dealers, 
the dealers attempted to show not 
only the full lines of each make 
with the proper bodies and equip- 
ment but also emphasized the pre- 
dominate vocations of the area in 
the trucks that were displayed. 


These shows act not only as 
interest arousers for the truck 
operators but also as sound edu- 
cational exhibits to point out to 
salesmen the various modern bod- 
ies and equipment available to 
make the chassis and cab an 
efficient hauling unit. 


The dealers brought their sales- 
Men and prospects to the show 
from a radius of many miles. Many 
dealers scheduled bus trips to the 
shows from as far away as 100 
miles. 


Two Dodge truck centers put on 
showings of their own for the bene- 
fit of the users and dealers in their 
areas, 

+” +” + 

DWARDS MOTOR CoO., Milwau- 

kee, staged a show consisting 
of 23 different units completely 
equipped and held the show open 
for approximately a week, inviting 
the users in their area as well as 
the other Dodge dealers. 

This show was well attended, ac- 
cording to an Edwards official, and 
Paid off in direct truck sales within 
a few weeks after the show was 
held. 

The Pennsylvania Truck Cen- 
ter, operated by Ephraim Bren- 
ner of Harrisburg, set up a 
“Parade of Power Giants” of 13 
trucks that visited a dozen differ- 
ent dealers located in large dis- 
tribution points in the area. 

The caravan put on a working 
Show for each of these dealers and 
enabled both salesmen and pros- 





pects to view the trucks equipped 
for various jobs. 
* og * 


Caravans Continued 


ARVESTER, as usual, did simi- 

lar caravan deals in various 
districts but usually with but one 
or two trucks in the demonstration. 
This has been a continuing practice 
of Harvester district managers over 
the years. 

Jerry Tobin, Graham Motor 
Sales Co., Bloomington, Ind, a 
Ford heavy-duty dealer, organ- 
ized an “equipped for the job” 
truck show early in January. He 
and the 10 Ford dealers in his 
area staged a very successful 
show featuring the types of 
trucks most commonly in demand 
in that area. 

With the truck business looking 
forward to one of its best years 
this coming year, it is expected that 
many more dealer groups and fac- 
tories will get back into the type 

(Continued on Page 54, Col. 1) 


but late reports seem to indicate 
that even this essential may be pro- 
duced in sufficient quantity to keep 
the industry producing. 


Heavy-duty builders seem to be 
in accord as to the trend of the 
industry toward a greater use of 
diesel power in the coming year. 
This was emphasized by Phillip J. 
Monaghan, former general manager 
of GMC, who stated that, while 
8,751 diesel-powered units were pro- 
duced in 1954, approximately 31,000 
units were turned out in 1959 and 
production is expected to reach or 
exceed 36,000 units in 1960, 


* * * 


i THE meantime, at least one 
additional truck maker added 
diesel engines in the heavy-duty 
lines when Dodge brought out sev- 
eral diesel units. Ford may or may 
not be in diesel production by the 
end of next year. 


International Harvester has 
brought out two new diesel engines, 
the first to be built by that com- 
pany, and White introduced a city 
delivery unit of smaller tonnage 
than any it had used diesel power 
in formerly. 

Then to increase the diesel 
pressure, General Motors Diesel 
introduced a complete new line 
of V-6 and V-12 engines for truck 
and other uses, Hercules intro- 
duced a complete new line of 
diesel engines with several for 
use in lighter trucks than are 
normally diesel-powered. 

Caterpillar Tractor Co, has an- 

nounced it will begin production on 
a 220-h.p. diesel engine for trucks 
early next year. 

* * + 

HE new line announcements for 

1960 also have indicated a 
strong movement toward producing 
trucks of stronger design and long- 
er life expectancy but of lighter 
construction to give operators max- 
imum hauling with minimum op- 
erating costs. 

Notable in developing this trend 
were the new Chevrolet and GMC 
lines, the White tractor model with 


TRUCK NEW PRODUCTS 
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Reo ... C-510 features four-wheel drive 


Studebaker .. . 2-ton heavy-duty stake 


extensive use of aluminum and a 
fiber glass cab, new light-weight 
designs from Mack and a general 
trend toward increasing power and 
carrying ability without increasing 
weight in the medium and heavy- 
duty trucks. 

Greater driver comfort and 
ease of handling have been 
stressed by several companies. 
Along that line, the swing to in- 
dependent suspension by GMC 
and Chevrolet seemingly has set 
a new trend in that they have 
improved both “ride” and ease of 
steering to the maximum in their 
1960 offerings. 


They also may have set a new 





Swing & Service— 

Swinging out the left front fender of 
a '60 Dodge truck exposes a number of 
engine components for convenient servic- 
ing. Among components checked from this 
side are steering column and linkage; air 
compressor drive belts; radiator and hoses; 
wiring and electrical items, and air brake 
lines and controls. 


trend in obtaining steering easeg 


with the use of phenolic discs on 
the lower steering balls and in the 
pivot shafts. 
* * * 
—_— trucks 
a new power steering system 
produced by Saginaw Power Steer- 
ing that is claimed to be twice as 
responsive and to lower the steer- 
ing effort required to less than one 


sixth that needed in former power-| is _8¢ 


steering units, 

Dodge has introduced an in- 
novation that is designed to give 
operators the advantages from 
an ease-of-maintenance stan d- 
point that is obtained in the tilt- 
type cab at a considerable saving 
in cost, 

However, tilt cabs are increasing 
in availability on medium and 
heavy-duty trucks, indicating the 
desire of manufacturers to elimin- 
ate as much maintenance cost as 
possible. 

Greater engine life and lower 
torques are being emphasized by 
all companies who have brought 
out new power plants for medium 
and heavy-duty trucks. The entire 
GMC line of new V engines and 
the Ford Super-Duty engines em- 
phasize the longer operating life 
without need of “tear-down” that 
is being built into the power plants. 

* - * 

LTHOUGH GMC came out with 
an entirely new rear suspension 
using graduated leaf springs, it has 
kept its original air-suspension unit 
in the line and this year was joined 
by White which introduced one 

(Continued on Page 52, Col, 1) 


October Show Set 


are equipped with On Fleet Problems 


At N. Y. Coliseum 


A SHOW built around the needs 
of the fleet owner and operator 
heduled for the New York 
Coliseum Oct. 24-27, 1960. 

To be known as the “first fleet 
maintenance exposition,” it will 
combine 150 industrial exhibits with 
a full program of five workshop 
sessions, All will be tailored to the 
special problems of maintaining 
fleets of private and for-hire car- 
riers. 

Advance studies among the 12,400 
fleet operating firms in the seven- 
state area around New York City 
forecast an attendance of more 
than 18,000, representing more than 
6,000 companies. 

Among the products to be ex- 
hibited with application informa- 
tion and demonstration are: Trucks, 
cars, bodies, tires, batteries, trans- 
missions, brakes, petroleum prod- 
ucts, insurance, shop tools, lifts 
and special equipment. 


Kenworth Gets Alaska Order 


SEATTLE. — Kenworth Motor. 
Truck Co. has announced that 
Weaver Bros., Inc., with wide- 
spread common carrier operations 
throughout Alaska, has ordered 10 
Model 923 Kenworth highway 
transports. 
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Willys . . . Forward-contro! FC-170 is newest Jeep 
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Truck Industry Sees 
Banner Year in 1960 


(Continued from Page 50) 
model with air-springing on the| those nearest to this market do not 


rear. 
While the outlook for an in- 
creased sale of medium and 
heavy-duty trucks seems to be 
almost universal, no maker has 
put too much. emphasis on the 
outlook for the light jobs where 
much of the total increase will 
have to come if the industry is 
to hit the estimated one and a 
quarter million units in sales, 
Although- the outlook for the 
farm market may be depressed 
somewhat by an anticipated decline 
in some important food products, 





Ford Truck Center Opens 


KANSAS CITY, Kans.—Williams 
Motor Co., Inc., has opened a Ford 
truck center at 613-23 Southwest 
Blvd. here with 24-hour service. 





anticipate any reduction in sales of 
trucks to farmers and those who 
serve the farmer. 

They see nothing in the crystal 
ball that should prevent sales to 
these users remaining at least as 
high as in 1959, There is, however, 
a big, latent market in the light 
trucks that is waiting for the in- 
dustry to tap with a little more 
agressive selling than has been ex- 
perienced in the last few years. 

+. oe * 


wis the greater emphasis that 
being placed on better and 
more aggressive selling by the fac- 
tories and the truck committee of 
NADA, it is expected that more 
outmoded and uneconomic light 
trucks will be taken off the road 
in 1960. 

Style factors will do much to 





Boyertown's New Milk Delivery Body— 


A new “step-in" 


insulated body design for refrigerated delivery of dairy products 


has been introduced by Boyertown Auto Body Works. The load-space dimensions are 
80 inches long, 66 inches wide and 58% inches high. The unit can handle 90 cases 
of milk. The unit, designed Model IDS8-L, can be installed on all standard makes of 
one-ton and 1'-ton truck chassis with flat-back cowl assembly. 


increase sales in this area as will 
the greater emphasis on “eco- 
nomic trucks” that will be fea- 
tured by most producers of the 
“under 10,000 GVW” units. We 
might even see several lighter 


“high economy” trucks introduc- 
ed during the year by makers of 
the compact cars, Studebaker in- 
dicated such a trend in the 
Scotsman series. 

This year will see much more 


They May Look Alike... but they’re Not! 





Replacement Ring-Gear 
Made by Eaton—Axle Division 


vue 


Replacement Ring-Gear 
Not Made by Eaton 


Only Genuine Eaton Axle Service Parts are Identical 
to the Original Production Components 


Even Eaton Axle parts may wear out and require 


MORE THAN 


- replacement. When this happens it is important that 


repairs be made with Genuine Eaton Axle Service 
Parts. They are identical to the original production 
components in design, metallurgy, heat treatment, 
gnd quality of finish—made to run together with the 
other axle parts. Eaton replacement parts are held 
to the rigid quality standards established for axle 
components and will deliver the same dependable, 
low-cost kind of service. So when, after thousands 
of miles of trouble-free operation, it may become 
necessary to replace worn parts in an Eaton Axle, 


it’s most economical to make these replacements 
with Genuine Eaton Axle Service Parts. 


E ato 








TWO MILLION 





IN TRUCKS TODAY 


CLEVELAND, 


AXLE DIVISION 
MANUFACTURING 





COMPANY 


PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters » Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 


& and Trailer Axles 
Fastening Devices * 


Cold Drawn Steel + 


¢ Truck Transmissions’ * 
Stampings ° 


Permanent Mold Iron Castings °* 
Forgings ° 


Leaf and Coil Springs ° 


Automotive Heaters and Air Conditioners 
Dynamatic Drives and Brakes 


Powdered Metal Parts * Gears * Variable Speed Drives * Speed Reducers * Differentials * Centralized Lubrication Systems 








attention being given to modes of 
loading and unloading heavy-duty 
trucks to save manual labor and 
dock time. Some of this may come 
through the use of containers 
which will be placed on or in the 
truck already packed for delivery, 

Other trends may show up along 
the line of the new White beverage 
truck which is designed to take 
pallets of cases instead of just the 
individual cases, thus eliminating 
much handling in loading. 

* ok +. 

NOTHER trend is indicated in 

the tests of big, Western-type 
trucks on the New York Thruway. 
This may lead to wider use of these 
units in the East for hauling big- 
ger loads in double bottoms. 

Another reason for the belief that 
the truck industry is entering a 

banner sales year is an expected 
upturn in scrappage. 

Trucks are usually scrapped 
somewhere between 7% and 13% 
years and the average age of the 
11,200,000 trucks on the road is 
7.2 years, according to Monaghan. 

“It was not until 1954 that any 
postwar model trucks came into 
this scrappage age, and it is next 

year, 1960, that will be the first 
year when we have a full seven- 
year spread of postwar trucks in 
the maximum scrappage age cate- 
gory,” he said. 

Industry observers look for at 
least 528,000 trucks to be scrapped 
in 1960, a gain of about 143,000 
from this year’s scrappage total. 

—JacK WEED 


Truck Shipments 
Of Steers Cut 


Packers’ Costs 


VANCOUVER, B. C.—Complain- 
ing that prairie packers can ship 
dressed meat cheaper than local 
firms can take delivery of live cat- 
tle by rail, two local packers—Pa- 
cific Meat and Burns & Co.—are 
experimenting with shipments of 
cattle by truck from Alberta to 
Vancouver. 

To date, the program has been 
successful. The firms say they are 
slicing $12 per carload from their 
freight costs by trucking the cattle 
from Calgary. They add that the 
steers are arriving fatter than ever 
before. 

Both companies said they have 
been unable to compete with the 
prairie packers because of the high 
freight rates charged by Canada’s 
two major railroads. 

The trucks are operated by Coast 
Line Motor Freight, Ltd. Loaded 
with 30,000 pounds of cattle, they 
make the Calgary-Vancouver run 
in 24 hours. Jack Diamond, Pacific 
Meat president, said the journey 
takes at least 36 hours by rail and 
has taken as long as 48 hours. 

He said every hour of travelling 
time means a drop of about one 
percent in the weight of a steer, 
thus the faster truck shipments 
mean dollar savings to the Van- 
couver packers. 


S. L. Gates, of Burns & Co., noted 
that a much larger truck fleet will 
be needed to expand the program. 
A truck can carry 30,000 pounds of 
cattle, while a train can haul up to 
60 boxcars, each with 30,000 pounds. 


Kansas City Gets 
New IH Center 


KANSAS CITY, Kan.—Interna- 
tional Harvester has begun con- 
struction of a new truck branch at 
3250 Harvester Rd, A parts depot 
adjoins the site. 

The building will replace the 
present branch office which has 
been operating at 334 Minnesota 
Ave. for 20 years. 

The building will cover 14,100 
square feet, and will include new 
and used-truck display areas, sales 
and accounting offices, a 3,200- 
square-foot parts department and 
a 17,700-square-foot service station. 
The service station will be multi- 
ple-door with 16 work stalls. 


Martin Buys Ballard Olds 

RESEDA, Calif—Guy Martin has 
purchased Tom Ballard Oldsmobile 
at 18425 Vanowen St. here. He has 
been with Century Oldsmobile in 
Van Nuys, Calif., for the last nine 
years. 
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TODAY—GMC DEALERS HAVE 
THE MOST POWERFUL TRUCK SELLING 


ADVANTAGES IN 20 YEARS! 





First and only V-6 and Twin-Six truck engines 
built! Outlast all others up to 3 times longer 
—proved by actual tests! 


EXCLUSIVE 

New design, high-strength frames — up to 400 Ibs. 
lighter, 100% stronger and 28 times more rigid! 
EXCLUSIVE 

Double-life cabs! Complete range of BBC dimensions! 
EXCLUSIVE 

Up to 2000 pounds extra payload every trip! 
EXCLUSIVE 

Industry's most rigid quality-control standards! 
EXCLUSIVE 

Most comprehensive free training programs! 
Plus—New wide-track independent front suspen- 
sion! New rear suspension! New Power-Mated 
transmissions and axles. And, the greatest adver- 
tising and sales promotion programs in GMC history! 





- 
v 


No other trucks have all the modern, advanced features of new 
GMC “Cost-Busters”! Here are money-making, money-saving 
features that today’s truck prospects demand. The big GMC 
breakthrough in truck engineering has resulted in the most 
advanced trucks in 20 years—the most powerful selling oppor- 
tunities in 20 years! 

All of which adds up to the fact—there never was a better time 
than right now to be a GMC Truck Dealer. GMC Truck & Coach 
—a General Motors Division—Pontiac, Michigan. 


From 4-ton to 60-ton . .. General Motors leads the way! 


ALS 





34 distinctively styled pickup combinations! 


New Conventional Ninety-Inchers—up to 120,000 ibs. GCW 


SN EAST NCA 


Truckin . 
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(Continued from Page 51) 


of shows and caravans that marked 
the business shortly following the 
war. 

We all know that, due to the un- 
settled economic climate we have 
had during the last two years and 
the lack of “cold prospecting” by 
truck salesmen, the industry badly 
needs some of these activities to 
bring thousands of prospects who 
need new vehicles out into the open 
where they can be worked on, 

* * 

—_— is giving the truck indus- 

try a real chance to do some 
worthwhile work at the upcoming 
convention. Not only have they 
set aside the Monday afternoon of 
the convention for trucks but they 
have also obtained commitments 
from four vehicle sales managers to 
appear on a panel discussion on 
what to expect truckwise during 
1960. 

Manning this panel will be 
Herman Sattler, assistant general 
sales manager for trucks, Chev- 





rolet; William Hanway, truck 

sales manager, Dodge; Wilbur 
| Chase, truck marketing manager, 
| Ford, and Duanne F. Kuntz, as- 

sistant sales manager in charge 
of dealer development, Interna- 
| tional Harvester. 
| The session will be closed by 
Harold D. Draper, Chevrolet dealer 
from Saginaw, Mich., who ig one 
| of the most asute business manage- 
|ment dealers in the industry. He 
| will tell his bréther dealers what 
they are missing in profits by not 
giving their truck line the amount 
of time and effort it should get. 


* * * 


' Dealers Lose a Friend 


HE truck dealers of this indus- 

try lost one of their most 
staunch champions Nov. 15 when 
Allen G, Cosgrove, former assistant 
| truck sales manager at Chevrolet 
land an authority on bodies and 
truck equipment, passed away in 
his apartment in the Manatee River 


Hotel, Bradenton, Fila. 

Perhaps no other one man in the 
industry did so much over the years 
to safeguard dealer profits on bod- 
ies and truck equipment as my old 
and valued friend, Al Cosgrove. 

Now that he is where he can’t 
reach for a telephone and take 
me to task for saying certain 
things about him, I want to put 
in the record some of the gigantic 
things this little “bantam rooster” 
did for truck dealers. 

Al was one of those guys you 
couldn’t say was a small man ex- 
cept to his face, and you'd better 
be a darn good friend if you did 
it then. He was explosive and didn’t 
care where the chips fell when he 
was taking up the cudgel for the 
truck dealer and especially the 
Chevrolet dealers. 

a * * 

L, SURROUNDED himself with 

far-sighted truck men who 
were dedicated to the same ideals 
that he held and who played their 
cards above board at all times in 
their dealings with truck dealers. 

He had a thorough grounding in 
the truck business before he ever 
joined Chevrolet, having been as- 
sistant to the president of the old 
Atlas Truck Co. and then assistant 
to the president and general man- 


“SQUEEZE... 


..and its on! 


Packard “‘SPRING-RING” Battery Cable Saves Time 


Packard “SPRING-RING” battery cables require 


no special tools for installation. A pair of pliers 


. « » @ Squeeze on the tangs . . . and they are on, 
providing a high-pressure contact. e Available 


for both positive and negative battery posts, 


“SPRING-RINGS” are 


tional terminals so there is less chance of inter- 








GMC Uses Crankshafts 


From Central Foundry 


SAGINAW, Mich. — ArmaSteel 
crankshafts cast by Central 
Foundry division of General 
Motors are incorporated in a new 
V-6 engine developed by GMC 
Truck & Coach for its 1960 
trucks. 

James H. Smith, general man- 
ager of Central Foundry, said 
that Central Foundry’s Danville 
(Il.) plant is supplying Truck & 
Coach with its 100 percent crank- 
shaft requirements for the new 
305 model V-6 truck engines. 

GMC is the second GM divi- 
sion to adopt cast ArmaSteel 
crankshafts since the new-type 
cranks were developed by Cen- 
tral Foundry in 1955. Pontiac 
began using such crankshafts in 
its ’56 cars. 





ager of the Martin Parry Corp., 
which made truck bodies and was a 
Chevrolet supplier. 

And, now that both “Pop” 
Knudsen and Al have gone “over 
the top,” the story can be told 
about how Al came with Chevro- 
let. 

This story starts with Henry 


smaller than conven- 





ference with battery filler caps and hold-downs. 


e@ Because they offer 


so many advantages, 


Packard “SPRING-RING” terminals are original 


equipment on many 1960 General Motors cars. 


For full details contact Packard Electric today. 


Branch offices in Detroit 


Packard 


Warren, Ohio 


and Chicago. 


Electric 


Ea 


“Live Wire’ division of General Motors 








Ford’s need for a top foundry man. 
In looking over the industry, Ford 
decided that Knudsen was the man 
he wanted but Knudsen wasn’t too 
interested, so the story goes. So 
Ford bought Knudsen’s foundry in 
Buffalo to get Knudsen. 


* * * 


Chevrolet Needs Men 


| Figg tree: Knudsen left Ford and 
joined Chevrolet as its general 
manager. He and Sidney Corbitt, 
then truck sales manager, felt that 
Chevrolet wasn’t moving ahead in 
the truck business as fast as they 
wanted it to because they didn’t 
have enough experienced manpower 
who knew the truck business. 


So Knudsen, remembering how 
Ford got him, decided to get the 
truck men he needed in the same 
way, Al was one of several men 
at Martin Parry that had put 
that company over the top and so 
Chevrolet bought Martin Parry. 

Besides Al Cosgrove, Chevrolet 
got Red Evans, Herman Sattler, 
Herman King, Ted Metzger, Harry 
Blankenship, Tom Chancelor and 
others. 

They say that the proof of the 
pudding is in the eating and this 
pudding must have tasted pretty 
good to Chevrolet because today 
Herman Sattler is assistant general 
sales manager for trucks, Harry 
Blankenship is in charge of special 
equipment and Ted Metzger is a 
regional truck manager for Chevro- 
let. 

+ + * 

ERMAN KING resigned from 

the post of Chevrolet assistant 

truck sales manager about a year 
ago. Red Evans did not stay 
through but left the “big house” be- 
fore he passed on. Tom Chancelor 
passed on while still with the com- 
pany. 

Red Evans had become sales 
manager for one of the nation’s 
largest body and equipment distri- 
butors, Platt, Inc., Chicago. 

Those with a mathematical 
mind will wonder how GM, with 
its strict policy of retiring its 
men at 65, allowed Cosgrove to 
stay beyond that age. 

The corporation did not know Al 
was over the age limit. 

And here is another story that 
has been locked in my mind for 
approximately a quarter of a cen- 
tury. Red Evans told me years ago 
that, when Cosgrove brought the 
records of Martin Parry to Chevro- 
let, he had taken 10 years off his 
age. 

x cg oe 


Records Were Changed 


aaa he was actually 82 or 
83 — and there is considerable 
doubt as to which age is right, he 
retired 10 years ago and he did 
falsify the records by at least seven 
or eight years. 

But, judging from the state of 
his health and mind at the time 
of his retirement, no one could 
possibly have guessed it. 

Cosgrove was the focal point of 
all body and truck equipment 
builders who had something they 
wanted to sell on Chevrolet trucks. 
Al would advise them to first make 
their product right and then sell it 
through the dealers, giving the 
dealers a discount so they in turn 
could move the product at a fair 
profit. 

If the manufacturer would do 
both of these, Al would back him 
to the limit and, in many cases, 
even help the manufacturer intro- 
duce and merchandise his product. 

+ ae + 


OMETIMES, it is claimed, in 

order to give Chevrolet dealers 
something he knew they needed to 
make them competitive, he would 
even go to a manufacturer and sell 
him on developing the product at 
the manufacturer’s expense. But, it 
is claimed, he never let such & 
maker down. 

Al also fought the dealer’s battle 
with the biggest fleet accounts 
pointing out to them the advisabil- 
ity of keeping the dealer in the 
picture if for no other reason than 
the standpoint of service in the 
field. 

This continuing fight of his has 
pretty well set the standard of 
body and equipment maker-ve- 
hicle maker policy in the truck 
industry as it exists today. 

Al Cosgrove’s name will go down 
in automotive history as the cham- 
pion of the truck dealer and the 
body and equipment maker and as 
one of the most active promoters of 
labor and cost-saving body types 
than anyone else I know of. 
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New engines, new 
innovations deliver economy 
without sacrificing 
performance. Even the 
“sculptured by the wind” 
styling contributes to the 
performance of the best- 
handling cars on the road. 


New Unibody Construction 
with twice the torsional 
strength of previous models, 
plus 40% more beam 
strength. Add to this, real 
breakthroughs in rust 
prevention, with methods 
not used by other car makers. 


The silent strength of 
Unibody—made possible by 
electronic engineering — 
delivers what earlier forms 
of unitized construction 
never could: a ride so 

quiet you think you’re going 
ten miles an hour slower 
than you actually are. 


PURE AUTOMOBILE . . . You deal from strength with the 1960 cars 


from CHRYSLER CORPORATION 


VALIANT - PLYMOUTH - DODGE DART - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
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Another Million Market Seen... 





Truck Choices Widened for ’60 


(Continued from Page 50) 
models are in production, and the 
entire line has new engines, cabs 
and sheet metal, with the exception 
of one model. 

In addition to the two new tilt- 
cab diesels, buyers have a choice 
of five diesel engines ranging 
from 180 to 262 horsepower. A 
liberal use of aluminum and 
light-weight construction reduces 
weight. 

A new conventional series, pow- 
ered by Diamond T’s super-service 
wet-sleeve engines, is being offered 
in sizes ranging from 21,000 pounds 
GVW to 30,000 GVW in single-axle 
jobs and from 41,000 GVW to 46,000 
GVW in six-wheel models. 

Also new to the line is a series 
powered by two new V-8s rated 
at 207 and 235 h.p. This series fea- 
tures models ratéd from 41,000 
GVW to 55,000 GVW and rated 
from 70,000 pounds GCW to 78,000 
GCW. 


Diamond T also offers a new fiber 
glass tilt cab with many operational 


TBEA distributors 
represent nationally- 
known manufacturers 
of such specialized y 
truck equipment as: 


¢ TRUCK BODY & EQUIPMENT ASSOCIATION, 


And special 
equipment including: 


advantages as well as minimum 
weight, 
ok * * 
Dodge 
i offers a complete new 
line of trucks ranging from 
half-ton pickups to heavy-duty 
models with GVW rating of 53,000 


FCC Asked to Reaffirm 


Truck Microwave Decision 


WASHINGTON, — The trucking 
industry has asked the Federal 
Communications Commission to re- 
affirm its policy decision that it 
would be in the public interest to 
permit trucking companies to op- 
erate private point-to-point micro- 
wave radio systems, 

The FCC also was asked to deny 
a plea from American Telephone & 
Telegraph Co, Western Union, 
General Telephone Service Corp., 
and the U. S. Independent Tele- 
phone Assn, for reconsideration of 
the microwave decision. 





pounds and a GCW rating to 76,800 
pounds including an entirely new 
series of medium and heavy-duty 
diesel models. 

Also new are a cab-forward de- 
sign for 18 medium and high-ton- 
nage models, increased gross ve- 
hicle and combination weights, 
five new gasoline and four diesel 
engines for the medium and high- 
tonnage trucks. Complementing 
the wide engine line is a line of 
transmissions, including an auto- 
matic that permits a wide selec- 
tion of gear reductions. 

Dodge also is incorporating a 
radical new design to permit maxi- 
mum access to the engine compart- 
ment of cab-over models, Swing 
fenders fold forward, giving com- 
plete access to either side of the 
engine. A new hood rises a full 90 
degrees. 


* * * 


Ford 


| pm offers a full line of light- 
medium, heavy-duty and super- 





Chevy's New Rear Spring— 








View of two-stage variable rate rear spring new to ‘60 Chevrolet medium- and 
heavy-duty trucks. Leaf-type control arms absorb driving and braking torque, leaving 
two-stage spring pile free to absorb vertical ride motion only. Second leaf hooks 
over pin in hanger as safety measure in case of control arm failure. Unique feature 


is canted U-bolts to give greater effective spring length. 
* 


heavy trucks ranging in ratings 
from 4,600 pounds GVW to 51,000 
pounds GVW and in the heavy and 
super heavy lines, trucks with 
GCW ratings up to 75,000 pounds. 
Improved driver comfort which 
includes a larger heater and new 
seat trims incorporating sag-re- 
sistant foam seat padding and 
vinyl saran and viscose incorpor- 
ating greater resistance to wear, 
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This is the emblem of the Truck Body & Equipment Association. Their 
distributors (one is near you) help you meet your customers’ require- 
ments for special trucks and equipment. Your TBEA distributor figures 
the technical details, recommends the proper equipment, and makes 
certain the job comes out right. Call him—it costs you nothing. 
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DUMP BODY 





STAKE BODY 
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SERVICE BODY 


VAN & REEFER BODIES 


UTILITY BODY 
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GAS TANKS 
HYDRAULIC AND 
MANUAL DERRICKS AERIAL 
HYDRAULIC LIFTS LAROERS 
Your TBEA distributor gives truck sales a boost whenever he’s con- 
sulted. Write now for the name of your nearest TBEA distributor. 2 
Dept. H-12 


INC. 


BOARD OF TRADE BUILDING ¢ 1616 K STREET N.W. ¢ WASHINGTON 6G, D. C. 


* * 


is featured in the light and me- 
dium truck lines. 

Seven improved enginés are of- 
fered in the heavy and super-heavy 
line, including new options in sev- 
eral models looking to greater econ- 
omy or increased power to enable 
even wider customizing of these 
lines to meet buyer needs. 

Maximum GVW ratings have 
been increased from 2,000 to 3,000 
pounds over comparable 1959 mod- 
els. New tilt-cab tandem models 
also are being made available on 
special order with GVW’s from 
37,000 to 51,000 pounds. 

Other outstanding features on 
the heavy and extra-heavy-duty 
trucks include new and more dur- 


able two-speed axle-shift mechan- 
= * * 





Diesel Addition— 


Newly introduced International diesel 
engine designed for city pickup and de- 
livery service is this model D-301. It is 
six-cylinder 110-horsepower engine op- 
tionally available in B-160 and B-180 ser- 
ies Internationals. These trucks are rated 
at from 16,000 to 22,000 pounds gross 


vehicle weight. 
.: « -@ 


isms, new and improved fuel 
pumps, and vacuum or air-actuated, 
thermostatically controlled radia- 
tor shutters on all Super-Duty 


models. 


’ * 


* 
GMC 

HE GMC line for 1960 culmin- 

ates a four-year engineering- 
development program, The trucks 
feature V-6 and V-12 engines, new 
independent suspension and new 
frame and cab designs. 

The new engines, featuring an 
entirely new 60-degree V design 
and producing a claimed higher 
torque plus longer-life potential, 
also incorporate an important 
economic factor in that all V-6 
and V-12 engines have many 
parts in common, This allows 
minimum engine-parts stocks for 
service and maintenance. 

The GMC line is all new from 
the half-ton pickup to a highway 
tractor rated at 120,000 GCW. The 
latter is a new top rating for GMC 
vehicles. The 61 basic GMC models 
are powered by three gasoline and 
one diesel V-6, one gasoline and 
one diesel straight six and one 
gasoline V-12., 

Many light, medium and heavy- 
duty GMCs have independent sus- 
pensions, with torsion-bar springs. 

Light-duty models combine in- 
dependent front suspension with 
rear coil springs. Another version 
of the independent front-wheel sus- 
pension teams up with air suspen- 
sion in diesel models DLR-8,000 and 
DFR-8,000. 

Vari-rated rear springs cushion 
the loads for most medium and 
heavy-duty single rear-axle mod- 
els. Frames are said to be 35 
percent stronger and able to 
withstand four times more twist- 
ing stress. 

Light-duty models have welded 
X-member and drop-center frames 
with five cross members, while two 
versions of box-type side-rail 
frames with “K” and extended “K” 
reinforcements supporting medium- 
duty chassis. Full depth channel 

(Continued on Page 58, Col. 1) 














New Yorkers do everything other people do. Only more so. For 


example, they buy more cars than the peop/e in any other market. 





| And you can sell them more cars by using more space more often 


in The New York Times... first in New York in automotive advertising 
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Another Million Market Seen . . . 


Truck Choices Widened for 60 


(Continued from Page 56) 
rails, frequently reinforced with 
“Tl” type members serve the heavy- 
duty models. 

Four cab styles are available in 
105-inch and 90-inch BBC conven- 
tional models and in 72-inch steel 
and 48-inch aluminum tilt-cab mod- 
els. All have increased glass area 
and roomier interiors. 

+ * * 


International 


Pe ATIONAL HARVESTER, 
in addition to producing two 
new Harvester-built diesel engines, 
has made V-8 gasoline engines 
standard equipment in all B and 
BC series models. The International 
V-266 V-8 engine powers the light 
and medium-duty models, the V304 
engine is in medium and heavy- 
duty models and the V345 engine 
is in heavy-duty trucks, 

Six-cylinder BD engines still 
are optional equipment in the 
chassis series named. 

Diesel engines designated as D-301 
and DT-817 are the first ever built 



















EST. 1883 


WYN AWN — 


Aluminum 


HARVEY ILLINOIS 


DETROIT 


by the company for its trucks. The 
D-301 is offered for cost-saving em- 
ployment in city delivery. The 
DT-817, a turbocharged 375-h.p. 
unit, is offered optionally with toll- 
road-designed tractors for use in 
double-bottom truck-train opera- 
tions. 

A new series of off-highway 
heavy-duty trucks, with choice of 
gasoline, LPG or diesel engines, 
also has been introduced. 

The new series, which includes 


Bostrom to Continue Study 


Of Vibration on Army Grant 


MILWAUKEEW—tThe surgeon 
general’s office of the U. S. Army 
has boosted to $70,000 the total of 
contracts awarded to the Bostrom 
Research Laboratories for vibration 
research. 

The latest award was $15,000 for 
continuation to Jan. 31, 1960, of the 
nearly three-year program design- 
ed to determine the effects of ver- 
tical vibration on operators of 
mobile vehicles. 


FOR 


Magnesium Steel Titanium 


six basic models in both four and 
six-wheel design, offers gross ve- 
hicle weight ratings from 46,000 to 
73,000 pounds, These new trucks are 
designed and built specifically for 
severe off-highway service and in- 
corporate such unusual] features as 
diamond-plate steel fenders, heavy- 
duty brush guard, double-channel 
heat-treated frame, two new rear 
axles and a broad selection of 
heavy-duty options. 
* * * 


Mack 

MAE another heavy-duty 
maker which doesn’t bring out 
yearly models, has introduced sev- 
eral new models this fall. Newest 
models include a “G” model re- 
duced-weight diesel truck and trac- 
tor series powered to pull the 
heaviest freight loads at legal 
speeds, and a new member of the 
“H” series in a cab-over version. 
This newest heavy-duty high- 
way freighter is designed to haul 
high volume 35-foot trailers with 
a 45-foot overall length limit, It 
has restyled cab features, flat 


Crankshafts 


substitute fora 





Reo has introduced flywheel power take- 
off for its Gold Comet OH engines, The 
unit is located at the rear of the engine, 
but ahead of the transmission and clutch 
assembly. 


* * * 


front fenders, a new wide grille 
and introduces a new heater ar- 
rangement located on the left 
side for maximum driver benefit. 
It is available in either gasoline 
or diesel-powered models, 

Mack also has introduced a ver- 
sion of its B773LST lightweight 
tractor for double-bottom hauling 
over the New York Thruway, This 
vehicle has a GVW capacity of 


A Bearing’s 
Best Friend 


have been made 


successfully by other methods of 
fabrication and have proven good 
enough for certain non-critical 
applications — but for maximum 
dependability of the modern, 
compact, high-compression, high- 
torque, heavy-duty engine a 
forged crankshaft is essential. 

In a crankshaft there is no 


forging, and in 


a forging there is no substitute 


for Wyman-Gordon quality 


and experience. 


Molybdenum 


Beryllium 


WORCESTER MASSACHUSETTS 


MICHIGAN 


GRAFTON MASSACHUSETTS 
FORT WORTH TEXAS 


FRANKLIN PARK 





GORD Oni 


Columbium 


ILLINOIS 


LOS ANGELES CALIFORNIA 








130,000 pounds and is powered by a 
335-h.p. diesel engine. 
* + 


Reo 


EO will not introduce its 196) 

line of new trucks and engines 
until late January or early Feb- 
ruary. In the meantime, it is of- 
fering vehicles ranging from 18,500 
GVW to 76,000 GCW in straight 
truck and tractor models, Reo re- 
cently introduced a pusher-type 
school bus, the first in the industry 
to cover sizes from 35 to 71 pupil 
capacity. 


* 


* * 


Studebaker 


TUDEBAKER offers trucks in 

two series for 1960. The “Haul 
of Fame” truck line includes the 
Scotsman series in the half-ton 
field and the DeLuxe series that 
runs from half-ton to two-ton mod- 
els. 

Half and three-quarter-ton 
units are available with a choice 
of four engines, two six-cylinders 
and two V-8s. Additional power 
options include four transmis- 
sions, three and four-speed, over- 
drive, and automatic, 

The two-ton models are made in 
five wheelbases and the heavy-duty 
engine develops 225 h.p, A four- 
speed heavy-duty transmission is 


standard in this model and a five- 
speed direct and overdrive trans- 
mission is optional. 
The DeLuxe line also is made in 
(Centiaes oe mwas SS, Col, 2) 





Truck Steering Aid— 

The new Saginaw Steeritg Gear power 
steering system for trucks consists of a 
rotary valve steering gear, a linkage 
booster cylinder and piston, a vane-type 
hydraulic pump and connecting hoses. The 
new steering is available on all GMC 
models of two-ton capacity and over. _ 


Off-Highway Unit 
Built for Army 
By LeTourneau 


PEORIA, Ill—Top Army brass 
saw a demonstration of a new type 
of off-highway vehicle designed by 
LeTourneau - Westinghouse Co, to 
supplement normal military trucks. 

The vehicle, dubbed the “Goer” 
because of its go-anywhere ability, 
is basically an adaptation of Let- 
WesCo’s Tournapull. The Peoria 
firm built up the machine under a 
development contract awarded fol- 
lowing earlier conferences with 
Army Research and Development 
Corps officers dating back to 1956. 

The Goer can be adapted as a 
carrier for cargo, personnel, tanked 
fuel, missiles, artillery pieces and 
tanks, Another version is a mobile 
kitchen, electronics and radar 
shack or maintenance shop, Let- 
WesCo officials were pleased to dis- 
cover that the Goer could even 
swim because of the treads on its 
six-foot-high tires. 

The Goer was put through dozens 
of tests to prove its ability to slog 
through 30 inches of mud (which 
bogs down almost every other ve- 
hicle available in the Army), cross 
a lake, climb steep hills with a full 
load and negotiate extremely rough 
ground, 

Power unit for the Goer is basic- 
ally the V-8 diesel used in the 
Model C Tournapull, Steering and 
individual rear-wheel motors are 
driven electrically from a generator 
at the power plant. 

The company has supplied 
Army with four Goer prototypes— 
three cargo carriers and one fuel 
carrier—for exhaustive testing 
which is expected to last unti] after 
the first of the year. 


Stinnett Honored 


SARASOTA, Fila.—c. D. Stinneit, 
Sarasota Pontiac dealer and di- 


the 


rector of YMCA, has been named 
the American Legion “citizen of 
the year” here. 
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' This is the theme of General Motors institutional advertising. But more important, it’s 
a direct reflection of how the average American motorist feels. There’s nothing like a 
new car—nothing in the world for the same money means so much to the whole family. 
And GM has gone all out in 1960 to keep this feeling alive and growing with fabulously 
new cars. All are distinctively styled for a new look —all feature improved brakes for 
new safety—all have redesigned Fisher Bodies for new comfort—all boast Magic-Mirror 
finish which offers new colors. These and numerous individual improvements are sure 
to keep prospective buyers saying, ‘“There’s nothing like a new car—especially those 
wonderful GM cars!” GENERAL MOTORS 
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V-6 Introduced— 


Basic components of the new GMC 401 
V-6 engine are shown in this cutaway 
drawing. The 60-degree “V" design is 
* ¢€ommon to GMC's entire V-6 and Twin 
Six engine family. High torque at low en- 
gine speeds is claimed by GMC. 


Renault Signs Orbach 

A. J. Orbach Co., Plainfield, 
N. J., has been appointed a 
Renault-Peugeot dealer. 
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Another Million Market Seen... 





1960 Truck Buyers 
Have Wider Choices 


(Continued from Page 58) 


four-wheel drive models in the 
half-ton, three-quarter-ton and one- 
ton sizes, 

A new line of pickup trucks will 
be introduced early in 1960, 


* * * 


White 
ITE is another company that 
does not make it a practice of 
announcing yearly models. But it 
recently made several additions to 
its extensive line. 

Two of these include a tractor 
which combines air suspension 
and fiber glass cab design for 
highway transport, and the first 
White city pickup and delivery 
truck to be equipped with a diesel 
instead of a gasoline engine. A 
130-h.p. diesel built especially for 
in-city operations is the power 


plant for the new 3016D tilt-cab 
truck. 

White is introducing the new air 
suspension on its 5400TD series 
highway tractors, the first in the 
industry to utilize fiber glass cabs. 
The air-spring system will be on 
the single rear-drive axle of the 
tractors. 

Also new are three off-highway 
trucks which give White a complete 
line of single and tandem trucks 
for off-highway work. 

One of the new units is diesel 
powered and has a single rear axle. 
The other two, a single-axle model 
and a tandem-axle model, are pow- 
ered by gasoline engines, All have 
double-channel frames of heat- 
treated chrome manganese steel 
with bolt and nut construction, All 
are built under the “unit-option” 
plan which permits tailoring the 





Self-Explanatory— 


Highlights of Ford's 1960 Super Duty 
truck engines are given in this skeleton 
view. The Ford line ranges from 4,600 
to 51,000 g.v.w., with gross combination 
weights up to 75,000. 

ee 


jobs to exactly meet the buyers’ 
requirements, 
& * * 


Willys 
NEW forward-control truck 
with a GVW rating of 7,000 
pounds is the newest member of 
the Willys line of four-wheel drive 
trucks and Jeeps. This model is 
powered with a six-cylinder engine 
that delivers 105 h.p. at 3,600 r.p.m. 
with 190 pounds foot torque at 1,400 
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TUNG-SOL 
CARTRIDGE LAMPS 


These new miniature automotive lamps are already seeing service 
in leading 1960 trucks and passenger vehicles. And judging from 
their versatility in application, they are expected shortly to become 
an important staple in almost all modern car and truck design. 


Of European origin, the cartridge lamps are being domestically 
manufactured solely by Tung-Sol, And it takes Tung-Sol, the fore- 
most automotive lamp manufacturer with its consistently high 
production standards, to make these economical miniature lamps 
and meet the high-efficiency lighting demands of today’s vehicles. 
For more information write to Tung-Sol Electric Inc., Newark 4, N. J. 
TWX: NKI93 


(s) TUNG-SOL 


SALES OFFICES: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; Dallas, Texas; Denver, Colo.; Detroit, Mich.; Irvington, N. J.; Melrose Park, lil.; 
Newark, N. J.; Philadelphia, Pa.; Seattle, Wash. Canada: Montreal, PQ. 








r.p.m. and is built in pickup or 
stake body types. 

Like its companion model that 
is powered with the feur-cylin- 
der engine that delivers 72 h.p. 
at 4,000 r.p.m., this job is de- 
signed for maximum pulling ef- 
fort and riding comfort under 
rugged hauling conditions, The 
four-cylinder model is rated at 
5,000 pounds GVW. 

The six-cylinder model also comes 
with dual rear wheels and an 8,000 
pound GVW rating as an option. 
An optional 9,000 pound GVW rated 
model also is available with a four- 
speed transmission. 


Mass. Lists Rules 
For Operating 


Tandem Trailers 


BOSTON. — The Massachusetts 
Turnpike Authority has outlined 
to the trucking industry its require- 
ments for operation of tandem 
trailers on its 123-mile roadway. 
The authority approved tandem- 
trailer operation after a study of 
limited tandem trucking conducted 
during the winter months. 

Although tandem-trailer trucking 
is relatively common on the free 
highways of the Midwest and West, 
the practice has made its entry into 
the East only on the New York 
Thruway and the Massachusetts 
Turnpike. Most Eastern roadways 
do not allow tandem trailers. 

The Massachusetts requirements 
are: 

Tractors, trailers and dollies must 
be approved by the authority. Driv- 
ers must be registered by the au- 
thority. Tandem-trailer combina- 
tions must not exceed 98 feet in 
length or 27,440 pounds in gross 
weight. Gross weight of tractor and 
first trailer must not exceed 69,000 
pounds; gross weight of dolly and 
second trailer must not exceed 58,- 
400 pounds. 

Tandem-trailer combinations 
must have not less than five axles 
and not more than nine. Tractor 
must be capable of hauling maxi- 
mum gross load at a speed of not 
less than 20 miles an hour, except 
where creeper lane is provided. 

Tandem trailer may not operate 
faster than 50 miles an hour. Own- 
ers must carry special public lia- 
bility and property damage insur- 
ance covering operation on the 
turnpike. Permits for tandem- 
trailer operation are issued for one 
year and may be extended or re- 
duced by the authority. 

Toll charge for a tandem trailer 
is twice that for a Class 7 (four 
or more axles) trucks. Tandem 
trailers bound into the Greater 
Boston area must’ be disassembled 
at the Weston plaza of the turn- 
pike, and combinations outbound 
from Boston must be assembled at 
the Weston gateway. 


Assessors Fight 


Nev. Vehicle Tax 


CARSON CITY, Nev.—County as- 
Sessors are up in arms over a new 
4 percent motor-vehicle tax. They 
think it is unconstitutional and say 
Gov. Grant Sawyer has urged them 
to initiate a court test. 

The rate, which becomes effective 
in January, is on the assessed val- 
uation of vehicles and was called 
an attempt to equalize the levies in 
all of the state’s 17 counties. But, 
the assessors point out, other prop- 
erty taxes still are imposed on the 
combined rates set by each county. 

The law also directed the State 
Motor Vehicle Department to col- 
lect the tax when it issues license 
plates each year. In the past this 
job has been handled by the county 
assessors. 


Truck Tips 


Truck salesmen this month 
should begin to work on bottlers, 
makers of concrete products, co- 
operative associations, dairy 
products, manufacturers, fur ni- 
ture stores, and wholesale grocers 
looking forward to sales in late 
January and February. 

This is the month when most 
petroleum product men and pro- 
duce merchants buy new equip- 
ment. Intensive sales work also 
should be made on institutions 
and municipal, county and state 
agencies that use trucks. 
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An exciting new decade is about to begin for America—a 
decade filled with promise and hope and great expectations. 


The Cadillac motor car is created with an eye to these years 
ahead—and for the man who hopes to make the most of them. 


Cadillac’s new styling will set the pace in automotive design 
for years to come. Majestic and:elegant, it has already won the 
fullest measure of acclaim from motorists everywhere. 


Its performance represents a rewarding departure from the 
past .. . so smooth, so quiet, so effortless and level in ride that 


CADILLAC MOTOR CAR DIVISION 


GENERAL MOTORS CORPORATION 





Nonderful Way to | aunch a | )ecade! 


it should be experienced to be understood and appreciated. 


All this points to a bright and wonderful future for the 
Cadillac motor car. And, it predicts a continued opportunity 
for the men who derive their livelihood from the sale and 
distribution of this great car. 


It will come as no surprise, then, to learn that Cadillac 
dealers.and salesmen are looking forward with confidence to 
the wonderful decade just around the corner. Like the Cadillac 
car itself, they have a future all their own. 
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SPORTS ILLUSTRATED 


ADVERTISING MEDIUM 


SPORTS ILLUS- 
TRATED is the 


magazine of to- 








day’s young, suc- 
cessful families. They 
have the venturesome 
spirit and the means to 
buy new cars. (Ask Dave 
McCoubrey, SPORTS 
ILLUSTRATED’s Re- 
search Manager, for re- 
ports on readership, car- 
ownership, rate of new 
car purchase. And the 
most favorable low-age, 
high-income combina- 
tion of any national 


magazine.) 


SPORTS ILLUS- 
TRATED’s circu- 


lation is concenhn- 





tratedinsuburban 
areas—wheresports come 
naturally, where driving 
is away of life,and where 
twocars are close to being 
a family necessity. (Ask 
Pete Ross, SPORTS IL- 
LUSTRATED’s Detroit 
Manager, for maps show- 
ing circulation concen- 
tration of various na- 
tional magazines in cen- 
tral cities and suburbs 
of major metropolitan 


areas.) 





RIGHT 


SPORTS ILLUS- 
TRATED sub- 
scribers are “early 
product adopters’: 
Evidence that SI reaches 
the kind of people who 
buy new things comes 
from Opinion Research 
Corp. In a pilot study in 
Ridgewood, N.J. they 
found that SPORTS IL- 
LUSTRATED families 
have the mobility, the 
values, and the income to 
be among the first to 
adopt new products of 
every kind. (Ask either 
McCoubrey or Ross.) 














| REASONS WHY 
IS YOUR MOST EFFECTIVE 


| FOR SELLING NEW CARS 





SPORTS ILLUS- 
TRATED, Amer- 


ica’s most con- 





temporary maga- 
zine, is old-fashioned 
enough to believe that 
the most important thing 
it can do for you Is to sell 
new cars. For how SI has 
helped the dealer organi- 
zations of Dodge, Lin- 
coln, Mercury, Buick, 
Plymouth, Oldsmobile, 
others, see our adin Auto- 
motive News, Sept. 28. 
(For how SI can help 
you, see Pete Ross or call 
GeorgeTrescher,SI’sMer- 
chandising Manager.) 





SPORTS ILLUS- 

TRATED sub- 

scribers are the 

people you picture 
in your own advertise- 
ments. The images your 
art directors create of the 
people who own your 
cars are virtually por- 
traits of the SI family. 
That’s why automotive 
advertising looks right, 
feels right, js right in 
SPORTS ILLUSTRA- 
TED. (Ask your agency 
for tear sheets of almost 
any current automotive 


campaign.) 


And for a demonstration 
of new car sales effec- 
tiveness, we suggest that 
you call on 900,000 active, 
sports-minded American 
families in the pages of 


their favorite magazine... 





> 


The First 
Market 
to Buy 
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Major Specifications for 1960 U.S. Makes 


(Copyright, 1959, by Automotive News] 
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75 Fleetwood | 149.8 | 5475 | 36.3 
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Make Es lsu > a| Sa ‘ . ~ = & 
~¢s \8 & a : ai°¢ ° g =. zg >is 8 a & 2 3 
and 3 23 Sst] 2] 2] é 32s; €/ & 3 E. ag.| ¢ 2 4/8 =| 23 g | # : 
2 $27 22 Beet) 5 se | sf a z Be Se zS=m oe g . 2 a we & 
Model Sz | 922 |68- gees) f2 | £3 | #2 eee <3] oF ag Ene $2 | S225 | £2 | esi] 42!) & | Ss¢] = | wt Bee 
ds | 255/882 \G66°| FS | FE | fs |g85/ EE | gE] og fa | gee | $2 | S25" | 32 | e828] 23) © | Fee | £ | EE EES 
2 ele” is or 6” | 8" |8° |& e 5 z a~ 2 ge | gS- | ze z a= £ | 2” |Eo” 
BUICK | = | | | ‘| | ma = | | | | | | | | | | | 
Le Sabre | 123.0 | 4232 | 34.7 | 44.2 | 217.9 | 80.0 | 57.3 | 7.7 | 62.2 | 60.0 | 90° V8 | 10.257] 250 @ 4400%| 364 | 384 @ 24007| 20 | 17.5 | 3.07t |7.60x15| 160.1 | O | O [44.0 
Invicta | 123.0 | 4336 | 34.7 | 44.0 | 217.9 | 80.0 | 57.3 | 7.7 | 62.2 | 60.0| 90° V8 “7 ‘10.25 | 325 @ 4400 | 401 | 445 @ 2800 | 20 | 17.5 | 3.23 |7.60x15| 160.1 | O | O (44.0 
Electra | 126.3 | 4554 | 34.2 | 43.8 | 221.2 | 80.0 | 57.4 | 7.9 | 62.2|600|90°V8 ___| 10.25 | 325 @ 4400 | 401 | 445 @ 2800 | 20 | 17.5 | 3.23 |8.00x15| 1601 | S | S (45.7 
Electra 225 | 126.3 | 4663 | 34.2 | 43.8 | 225.9 | 80.0 | 57.4 | 7.9 | 62.2 | 60.0 | 10.25 | 325 @ 4400 | 401 | 445 @ 2800 | 20 | 17.5 s s 
CADILLAC | | | | | | | | | | | | | | | s | | | | | 
62 Sedan | 130 | 4805 | 34.7 | 45.8 | 225 | 79.9| 562/59 | 61 | 61 | 90°V | 10.5 | 325 @ 4800 | 390 | 430 @ 3100 | 21 | 185 | 2.94 |8.00x15| 21032 | S | S |47 _ 
60 Fleetwood | 130 | 4880 | 33.9 | 45.8 | 225 | 79.1 | 562/59 |61 |61 |90°V — | 105 | 325 @4800| 390 | 430@3100 | 21 | 18.5 | 2.94 |8.00x 15) 210.32 | S| 8 (47 _ 
| 44.2 | 244.8 | 79.9 | 59.3 | 7.0 | | 61 | 90° V | 10.5 | 325 @ 4800 | 390 | 430@3100 | 21 | 2 3 s 
| 
| 







































61.2 | 60.0 | V-8 ohv 






New Yorker 





| 46.2 | 219.6 | 79.4 | 55.6 | 7.1 








4145 | 34.6 





| 126 



















| 108 | 2375 | 33.4 | 80@4400| 140 | 125@ 





| 230 @ 4800 | 283 


CORVETTE | 102.0 | 2840 | 35.1 





| | | 
Bis., B-A, Imp.6 | 119.0 | 3710 | 36.1 | 44.5 | 210.8 | 80.8 | 56.0 | 7.1 | 60.3 | 59.3 | 6ohv’ | 8.25 | 135 @ 4000 | 235.5| 217 @ 2400 | 20 | 17.0 | 3.55 |7.50x14/ 1856 | O | O (40.8 
Bis., B-A, Imp. 8* | 119.0 | 3740 | 36.1 | 44.5 | 210.8 | 80.8 | 56.0 | 7.1 | 60.3 | 59.3 | V-80hv | 85 | 170 @ 4200 | 283, | 275 @ 2200 | 20 | 17.5 | 3.36 7.50x14| 1856 | O | O (436 
| 119.0 | 3880 | 36.1 | 44.5 | 210.8 | 80.8 | 56.0 | 7.1 | 60.3 | 59.3 | V-80hv | 95 | 250 @ 4400 | 348 | 355 @ 2800 | 20 | 21.0 O | O {436 
CHRYSLER | | | | | | | | | | | | | | | | | | | | y 
Windsor | 122 | 3815 | 34.6 | 46.2 | 215.4 | 79.4 | 54.9 | 7.1 | 61.0 | 59.7 | V-8ohv | 10.1 | 305 @ 4600 | 383 | 410@2400 | 23 | 16 | 3.54 |8.00x14/ 230 | O | O [43.7 
Saratoga | 126 | 4010 | 34.6 | 46.2 | 219.4 | 79.4 | 55.2 | 7.1 | 61.0 | 59.7 | V-8ohv | 10.1 | 325 @ 4600 | 383 | 425@2800| 23 | 16 | 2.93 |850x14| 251 | S | S |466 
| | | 350 @ 4600 | 413 | 470@2800| 23 | 16 | 2.93 |9.00x14| 251 | S | S (466 
| 
| 
| 


| | | | 


DeSOTO | | | | | | | | | | | a 
61.0 | 59.7 | V-8 ohv | 10.0 | 295 @ 4600 | 361 | 390 @ 2400 | 2 


| | | | 
| 295 @ 4600 | 361 | 390 @ 2400 | 20 








Fireflite 
DODGE 


[ 122 | 3865 | 34.6 


| | | | | | | 


































































































8.9 | 235 @ 4400 | 352 | 350 @ 2400 | | | 3.56 | | 


| 
| _| — 9.6 | 300 @ 4600 | 352 _| 381 @ 2800 | | 3.56 | | | 
| | | | | 


| 





dE i es | 
' : | 
. | 
| 
| 
—— hi | | | | 
Matador | 122” | 3725 | 34.6 | 46.3 | 2126 | 78 oe | 61.0 | 60.2 | V-8 ohv j 10.0 0 G {1 | Oo 
Polara | 1 | 3735 | | 46.3 | 212.6 | 78 61.0 | 59. | 10.0 | 325 @ 4600 | 383 | 425 @ 2800 | 20 | 1 | Oo 
DODGE DART | | | | | | | | | | | | | am ae a 2 | | | | 3 
Sen., Pion. | | | | i. | | | | | | | | | | | 
Phoen. 6 | 118 | 3420 | 34.6 | 46.3 | 2086 | 78 | 54.8 | 5.0 | 61.5 | 60.1 | Inl.6ohv 8.5 | 145 @ 4000 | 225 | 215 @2800| 20 | 13 | 3.54 |7.50x14| 184 =| O | O /422 
Seneca 8 | 118 | 3600 | 34.6 | 46.3 | 208.6 | 78 | 54.8 | 5.0 | 61.5 | 60.2 | V-80hv 9.0 | 230 @ 4400 | 318 | 340@2400| 20 | 20 | 3.54 |7.50x14) 184 =| O | O (422 
Pioneer 8 | 118 | 3610 | 34.6 | 46.3 | 2086 | 78 | 54.8 | 5.0 | 61.5 | = | V-8ohv eee @ 4400 | 318 | 340@ 2400 | 20 | 20 | 3.54 |7.50x14| 184 | O | O |422 
Phoenix 8 | yt | 46.3 | 208.6 | 78 | 54.8 | 5.0 | 61.5 | 60. 9.0 | 345 @ 2800 | 20 | 2 | \7.50x14/ 184 | O 
EDSEL | | | | | | | | | | | nan | | | | | | | | | 
Ranger | 120.0 | 3758 | 34.0 | 43.3 | 216.4 | 81.5 | 55.0 | 7.1 | 61.0 | 60.0 | 90° V-8ohv | 88 | 185 @4200 | 292 | 292@2200| 20 | 19 | 3.56 |7.50x14| 190.76 | O | O (|43.22 
| | | | | | | | | | ‘| Inl. 6ohv 8.4 | 145 @ 4000 | — } | 206 @ 2000 | 20 | 15 | 3.56 |7.50x 14) 190.76 | O | O /43.22 
| | | | | 96 | 
| | 4 | | ‘ , 8.7 a | 
FORD | | | | | | | | | | | | | | | | | | | | 
FL., FL. 500-6 | 119 | 3456 | 34.0 | 43.3 | 213.6 | 81.5 | 55.0 | 7.1 | 61.0 | 60.0 | Inl. 6ohv 84 | 145 @ 4000 | 223 | 206@2000| 20 | 15 | 3.56 |7.50x14| 2256 | O | O (|432 
Galaxie-6 | 119 | 3519 | 34.0 | 43.3 | 213.6 | 81.5 | 54.5 | 7.1 | 61.0 | 60.0 | Inl. 6 ohv 84 | 145 @ 4000 | 223 | 206 @2000| 20 | 15 | 3.56 |7.50x14/ 2256 | O | O (432 
FL., FL, 500-8 =| 119 | 3556 | 34.0 | 43.3 | 213.6 | 81.5 | 55.0 | 7.1 | 61.0 | 60.0 | V-8 ohv 8.8 | 185 @ 4200 | 292 | 292 @2200| 20 | 19 | 3.56 |7.50x14| 2256 | O | O (432 
Galaxie 8 | 119 | 3619 | 34.0 | 43.3 | 213.6 | 81.5 | 54.5 | 7.1 | 61.0 | 60.0 | V-8 ohv 8.8 | 185 @ 4200 | 292 | 292 @2200| 20 | 19 | 3.56 |7.50x14/ 2256 | O | O [43.2 
| | ce 
| 








| 
| 
| 
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| | | 
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' 
| | | 
IMPERIAL | | | | | | | | | 
Custom | 129 | 4700 | 34.5 | 46.3 | 226.3 | 80.5 | 56.7 | 82 | 61.8 | 62.2 | V-8o0hv 10.1 | 350 @ 4600 | 413 | 470 @ 2800 | 23 | 16 | 2.93 |8.20x15|/ 251 | S | S (482 
Crown | 129 | 4770 | 34.5 | 46.3 | 226.3 | 80.5 | 56.7 | 82 | 61.8 | 62.2 | V-8o0hv 10.1 | 350 @ 4600 | 413 | 470@ 2800 | 23 | 16 | 2.93 |8.20x15| 251 | S | S |482 
Le Baron | 129 | 4860 | 34.5 | 46.3 | 226.3 | 80.5 | 56.7 | 82 | 61.8 | 62.2 | V-8ohv 10.1 | 350 @ 4600 | 413 | 470 @ 2800 | 23 | 16 | 2.93 |820x15| 251 | S | S (482 
LINCOLN | | | | | | | | | , LF | , Ul | | | | | 
Lincoln | 131 | 5012 | 34.9 | 44.0 | 227.2 | 80.3 | 56.7| 7.8 | 61.0 | 61.0 | V-8o0hv 10.1 | 315 @ 4100 | 430 | 465 @ 2200 | 25 | 23 | 2.89 |9.50x14| 262 | S S |45 
Premier | 131 | 5068 | 34.9 | 44.0 | 227.2 | 80.3 | 56.7 | 7.8 | 61.0 | 61.0 | V-80hv 10.1 | 315 @ 4100 | 430 | 465@2200|25 | 23 | 2.89 |950x14| 262 | S [45 
Continental | 131 | 5153 | 34.9 | 44.0 | 227.2 | 80.3 | 56.7 | 7.8 | 61.0 | 61.0 | V-8ohv 10.1 | 315@ 4100 | 430 | 465 @ 2200 | 25 | 23 | 2.89 |9.50x14| 262 | S [45 
MERCURY | | | | | | | | | | = | | | | | 
Monterey* | 126 | 4239 | 33.2 | 46.2 | 219.2 | 81.5 | 55.7 | 7.3 | 60.0 | 60.0 | 90° V-8ohv | 89 | 205 @4000| 312 | 328@2100| 20 | 20 | 3.56 \8.00x14| 204 oO] O [439 
| | | | | | | | | | | 8.5 | 280@4200| 383 | 405 @ 2200 | | 3.10 | | | 
Montclair | 126 | 4463 | 33.2 | 46.2 | 219.2 | 81.5 | 56.0 | 7.6 | 60.0 | 60.0 | 90° V-8ohv | 10.0 | 310@4100| 430 | 460@2200| 20 | 21 | 2.71 |8.50x14| 204 Oo | O [43.9 
Park Lane | 4586 | 33.3 | 46.2 | 219.2 | 81.5 | 56.1 | 7.6 | 60.0 | 60.0 V 10.0 | 310 @ 4100 | 430 | 460@ 2200 | 20 | 21 ; 2.71 |8.50x14| 204 s S [43.2 
| | 
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| 
| 
| 
| 
| 
| 
| 
| | | 
| | | 
OLDSMOBILE | | | | | | | | | _ it | dt | ‘ 
Dynamic 88* | 123.0 | 4109 | 34.7 | 45.0 | 217.6 | 80.6 | 561|71 | 61 | 61 | V-80hv 8.75 | 240 @ 4400 | 371 | 375 @2400| 20 | 2 | 3.42 |850x14| 1568 | O O [43.1 
“Super 88* | 123.0 | 4128 | 34.7 | 44.6 | 217.6 | 806 | 561/71 | 61 | 61 | V-8o0hv 9.75 | 315 @ 4600 | = | 435 @ 2800 | 20 | 20 | 3.42 |8.50x14/ 1568 | O oO = 
98* | 126.3 | 4353 | 34.2 | 44.3 | 220.9 | 80.6 | 561] 7.1 | 61 | 61 | V-8o0hv 9.75 | 315 @ 4600 | | 435 @ 2800 | 20 | 20 | 3.23 |9.00x14/ 1568 | S 
PLYMOUTH | | | | | | | | | | | | | | | | | | | | | 
Sav., Bel. Fury 6 | 118 | 3375 | 34.8 | 45.4 | 209.4 | 78.6 | 548] 7.2 | 60.9 | 59.6 | Inl. 6 ohv 85 | 145 @ 4000 | 225 | 215@2800| 20 | 14 | 3.54 |750x14| 184 | O O |423 
Sav., Bel., Fury 8*| 118 | 3520 | 34.8 | 45.4 | 209.4 | 78.6 | 54.6 | 6.9 | 60.9 | 59.7 | V-8 ohv 9.0 | 230 @ 4400 | 318 | 340 @ 2400 | 20 | 2 3.54 |7.50x14| 184 | O O (42.3 
PONTIAC _ | | | | | | | | _ | | | | | | | |. 3 
Catalina* | 122 | 3935 | 34.8 | 45.2 | 213.7 | 80.7 | 566 |66 | 64 | 64 | 90° V-8 8.6 | 215 @ 3600 | 389 | 390 @ 2000 | 23 | 21.2 | 3.23 |8.00x14| 173.7 | O O [42.7 
Ventura* | 122° | 3990 | 32.9 | 45.3 | 213.7 | 80.7 [548/66 | 64 | 64 | 90° V-8 8.6 | 215 @ 3600 | 389 | 390 @ 2000 | 23 | 21.2 | 3.23 |8.00x14| 173.7 | O O [42.7 
“Star Chief* _—_—*(|'124”—*|-3995 | 34.8 | 45.2 | 220.7 | 80.7 | 566/66 | 64 | 64 | 90° V-8 8.6 | 215 @ 3600 | 389 | 390 @ 2000 | 23 | 21.2 | 3.23 |8.00x14| 173.7 | Oo O (43.8 
| | | | | | | | | | | 10.25 | 283 @ 3600 | 389 | | | | 3.08 | | 
Bonneville* | 124 | 4065 | 32.9 | 45.2 | 220.7 | 80.7 | 548 |66 | 64 | 64 | 90° V-8 8.6 | 281 @ 4400 | S | 407 @ 2800 | 23° | 21.2 | 3.23 |8.00x 14| 173.7 oO | O (433 
| | | | | | | | | 10.25 | 303 @ 4400 | | | | | 3.08 | | 
RAMBLER | | | | | ae We ee ee I | =F. 4a | | | | | | : a 
American 6 | 100 | 2469 | 35.2 | 44 | 1783 | 73 | 573| 7.7 | 546 | 55 | Ink éL 8.0 | 90 @ 3800 | 195.6| 150@ 1600 | 22 | 10 | 3.31 |5.90x15| 1395 | NA | O |36 _ 
Rambler 6 | 108 | 2948 | 35 | 43 | 189.5 | 72.2 | 57.3|7.5 | 57.7 | 58 | Inl.6ohv | 8.7 | 127 @ 4200 | 195.6] 180@1600 | 22 [10 | 3.78 |640x15| 153.7 | O | O [37.2 
Rambler 8 | 108 | 3282 | 35 | 43 | 189.5 | 72.2 | 57.1 | 7.3 | 58.7 | 59.1 | 90° V-8 ohv 8.7 | 200 @ 4900 | 250 | 245 @ 2500 | 22 [20 | 410 |7.50x14| 1674 | O | O [37.6 
Ambassador 8 | 117 | 3414 | 35 | 43 | 198.5 | 72.2 | 56.9 | 7.1 | 57.7 | 59.1 | 90° V-8ohv | 87 | 250 @ 4700 | 327 | 340 @ 2600 | 22 | 19 | 3.54 |8.00x14/ 1674 | O | O (39.6 
STUDEBAKER _ | | foe ee. Poe ee {| | SU i nn | op | mt | 
Lark 6 | 108.5 | 2605 | 36 | 44 | 175 | 71.3 | 57.5 | 61 | 57.3 | 56.9 | In. 6L 8.3 | 90@4000| 169.6| 145@ 2000/18 | 11 | 3.73 |5.90x15| 1464 | O | NA (37.6 
“Lark 8 | 108.5 | 2924 | KE 3 | 575 | 61 | 57.3/569|V-80hv | 8. 8 |1 180 @ 4500 | 259.2| 260 @ 2800 | 18 | 17 | 3.31 |640x15| 1728 | O | O (37.6 
“Hawk 8 ‘| 120.5 | 3207 | 35.5 | 44 | 204 | 71.3 | 55.5 | 6.87 | 57.3 | 569|V-80hv | 88 | 180 @ 4500 | 259.2) 260@2800|18 |17 | 331 |670x15| 1728 | O | O (41 
THUNDERBIRD | 113.0 | 3799 | 34.5 | 43.4 | 205.3 | 76.9 | 52.4 | 7.2 | 60.0 | 57.0 | 90° V-8ohv | 9.6 | 300 @ 4600| 352 | 381@2800| 20 | 19 | 3.70 |8.00x14| 175.3 O | O {40.3 
170 | 155@2400/13 | 13 | 3.55 (650x13/ 1291 | O | O [87.i 








| 106.5 | @635 | 83.6 | 44.4 | 163.7 | 704 | 53.3 | 62 | 56.0 | 55.5 | 30 Incéohv| 8&5 | 101 @ 4400 | 





NOTE: Under power beakes and power steering, ‘‘O" wefers to mptional and “S" to-standard equipment. NA means Not Available. *Other V-8.engine options evailable. {When turbine drive equipped. 
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That’s the effect of In-Person-sound—the excitingly alive sound built into your Chevrolet radio by Delco Radio. Listen... at all car speeds and under all 
traffic conditions. You'll agree that In-Person sound has greater fidelity, sensitivity, and tonal range. Delco has the greatest undistorted output of any car 
radio and is the only car radio with Straight Line Tuning! It’s tailored to fit the acoustical needs of General Motors cars, and its performance is matched by 
its dependability and reliability wherever you drive. When you order your new Chevrolet be sure to specify —and get — 
the radio that belongs in your car. Look for the Chevrolet emblem on the dial. And remember—the radio that is factory LLCO 
approved for all General Motors cars is the transistor-powered Delco. 

DIO 


E PENDABILITY 


Division of General Motors « Kokomo, Indiana + World Leader in Auto Radio 


as advertised in The Saturday Evening Post 
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AUTOMOTIVE NEWS, DECEMBER 7, 1959 


1960 Models Bring New Dimension to Market... 


Compacts, ‘Big Cars Lure Buyers 


By John K. Teahen Jr. 


Staff Writer 
oo the new compact cars 
to the stately limousines, 
U. S. auto makers have pulled 
out all the stops to make 1960 a 
banner year. There are family 
sedans and rakish hardtops, 
sporty convertibles and more sta- 

tion wagons than ever before. 

There is a car for every 
purse and for every purpose, 
while some of the new offer- 
ings represent the Big Three's 
initial foray into what could 
become a new era of automo- 

bile merchandising. 
It’s the era of the full-line 
dealership. With the arrival of 

* + * 


1960 Rambler Six Four-Door Sedan—Restyled fins and side trim . . 
. . New instrument panel . . . Three-seat station wagon, rear door . . 
. . . Power steering available on American . 


door openings . 
Ss daer soe 
* + 
Corvair, Falcon and Valiant, 
more than 15,000 dealers have 
found that they can again serve 
a market that rising prices and 
larger cars had taken away from 

them. 


* 


ie 
ane Big Three compacts give 
these dealers a car to meet 
the needs of almost every buyer. 
Ford dealers, for instance, now 
carry everything from the under- 
$2,000 Falcon to the over-$4,000 
Thunderbird. 
And there will be medium- 
iced Big Three compacts be- 
ore long. Lincoln-Mercury 
division bas announced that 
its Comet will appear next 
spring, while Buick Oldsmo- 
bile, Pontiac and Dodge are 
said to have similar cars in the 
works. 

American Motors, leader of the 
compact-car field, already builds 
a medium-priced unit, the Ambas- 
sador V-8. 

There is a good bit of specula- 
tion in the industry about wheth- 
er the compacts will complement 





or supplant the standard-sized 
cars. The answer belongs to the 
future, but the reception accorded 
the ’60s shows that the full-sized 
autos still are tremendously pop- 
ular. 
22> = 

ae 60 models are designed 

to turn lookers into buyers, 
and early sales reports indicate 
that they are doing just that. The 
new offerings are a pleasant com- 
bination of styling, comfort, 
economy and performance, and 
the customers are impressed. 

Ford and Mercury are all- 
new for ’60, and so are Chrys- 
ler, Plymouth, Dodge and 
DeSoto. The four Chrysler 

a * * 


* * + 
makes have adopted Unibod 
construction, and Dodge deal- 
ers are featuring the new Dart, 
which sells in the Chevrolet- 
Ford-Plymouth range. 

Restyled grilles, hoods, quar- 
ter panels and side trim have 
given other makes a fresh look 
for the new season. 

Each of the Big Three com- 
pacts has a new six-cylinder en- 
gine, and Corvair’s rear unit 
ranks as the most-discussed en- 
gineering feature of the year. 
Valiant’s engine is inclined at a 
30-degree angle, while Plymouth 
and Dart also have a slanted six. 

. +s 

UICK and Oldsmobile have 

adopted more-economical 
V-8s for their lowest-priced ser- 
ies, while Plymouth, Dodge and 
DeSoto have a new high-perform- 
ance engine option which utilizes 
what Chrysler Corp. calls a ‘‘ram- 
induction” principle. 

Ford has eliminated the 
windshield dogleg, and many 
makers have improved their 
mufflers, brakes and suspen- 
sion systems. Horsepower is 
generally lower. 

Chrysler and Imperial instru- 
ment panels are using a new elec- 


| | troluminescent light source, while 


the Buick panel may be adjusted 


_|to the best viewing angle. Pon- 


tiac offers an airliner- spot- 
beam reading light. pb se 
for station wagon windows. 

The two independents have 
added new body styles—Lark a 
convertible and four-door wagon; 
Rambler a four-door sedan in the 


. . Ambassador restyled. 





American series and rear-door 
wagons in other lines. 
2. 2 
To industry held the price 
line for ’60. There were in- 
creases and decreases, but an Au- 
tomotive News’ analysis of 191 
comparable ’60 and ’59 models 
shows that the new price struc- 
ture is only three-tenths of one 
percent above last year’s. 

Nearly all the increases were 
the result of optional rT 
| being made standard. In addition, 
several makers reduced the prices 
of radios, heaters, automatic 
transmissions and other extras. 

Aided by the new compacts, 
| U. S. manufacturers are offer- 
* * * 








. Slimmer roof pillars, wider 
. American 


* 
ing 246 models this year, com- 
pared with 242 at the end of 
the ’59 run. 

Station wagons head the list 
with 59 selections, followed by 
four-door sedans with 57. There 
are 41 four-door hardtops, 37 
two-door hardtops, 27 two-door 
sedans and 25 convertibles. 

A roundup of the ’60 models 
and a discussion of their selling 
points appears below: 

* + * 


Rambler 
7 leader in the compact-car 
field isn’t planning to relin- 





1960 Lark Convertible—Only convertible in compact lines .. . Four-door station wagon .. . 





quish its crown just because com- 
petition has increased. Far from 
it. President George Romney 
wants 8 percent of the market for 
his ’60 Rambler, and he’s men- 
tioned a sales goal of 500,000 
units. 

Rambler's st ylin g changes 
for ’60 are minor, since Amer- 
ican Motors is reluctant to 
tamper with a design that has 
lifted Rambler from nowbere 
to sixth place in new-car regis- 
trations. 

Once again Rambler offers the 
lowest-priced U. S.-built car. 
That’s the American Deluxe two- 
door sedan, which wears a $1,795 
sticker—$40 less than last year. 

The 100-inch wheelbase Ameri- 
can has a new four-door sedan 
this year, and there’s also a two- 
door station wagon in this line. 
At 178.3 inches, the American is 
the shortest of the U. S. compacts. 
It draws 90 horsepower from a 
195.6-cubic-inch engine. 

AMC’s 108-inch-wheelbase 
models—the Rambler Six and 
Rebel V-8 — have a new rear- 
quarter treatment with modified 
and canted fins. Roof pillars are 
slimmer, and this has increased 

lass area 7 percent. Horsepower 
is 127 for the six and 200 for the 
V-8, down from 215 in ’59. 

The Super and Custom series, 
in the 108-inch line, have a new 
three-seat station wagon. This 
model has no tailgate. Instead, a 
back door swings open to pro- 
vide access to the rear-facing 
third seat. 

American prices dropped $40 
per model, and Rebel V-8s were 
reduced $11. The Rambler Six 
and Ambassador V-8 series are 
priced the same as last year. 

Ss = 


Lark 

OMFORT, convenience and 
economy—plus a full range 
of body styles—are big reasons 
for switching to Lark in ’60, says 
Studebaker-Packard. The ’59 
Lark pulled S-P well into the 
black, and the company expects 
even greater success in the com- 

ing year. 

Lark’s wide selection of body 
styles is a strong selling point. 
Last year, there were two-door 
and four-door sedans, a two- 








Inside the Lark 


* 
door hardtop and a two-door 
wagon. A convertible and a 
four-door wagon have been 
added for ’60. Lark has the 
only convertible in its field. 

In addition, Lark is the only 
one of the smaller U. S. cars 
which offers a full range of V-8s. 
Every model is available with a 
choice of engines. There are eight 
Larks for ’60—four in the Deluxe 
and four in the Regal series. | 

The showroom visitor won't 
find any styling changes, but ! 
that’s said to be part of the con- 
cept behind the car. 

S-P President Harold E. 
Churchill calls it “consistency of 
design to deliver high resale val- 
ues to our owners, rather than 
deliberately planned obsolescence 
of their purchase.” 

Six-cylinder models have a new 
carburetor, and the starter, air 
cleaner, torque converter and cyl- 
inder-head combustion design 
have been modified. The com- 
pany claims that these improve- 
ments mean livelier response, 
ismoother operation and easier 
starting under all conditions. 


* * 


o-~ 








Churchill is shooting for a k 
33 percent sales increase in 1 
1960. His goal is 3 percent of a 
the domestic-car market, a slice . 
that would give Studebaker 
180,000 sales in a six-million- ( 
car year. 
Lark prices (six-cylinder mod- t 
els) range from $1,976 for the 
Deluxe two-door sedan to $2,621 E 
for the Regal convertible. Deluxe a 
Six sedans are $51 more than last e 
year, and the Regal Six four-door A 
sedan and two-door hardtop are . 
up $21. a ae . 
Corvair . 
eo engine is in the trunk, and 
it has made Corvair one of 
the most-discussed cars ever to , 
come off a U. S. assembly line. 
Mechanically - minded prospects 
will find it difficult to walk away 5 
from Chevrolet’s new compact, if se 
the salesman knows his product. al 
Engineering writers are still w 
(Continued on Page 67, Col. 1) 5 
al 
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De- 


luxe V-8 series . . . New carburetor for sixes . . . Restyled instrument cluster . . . Butyl engine mounts 
. . . Larger engine and finned brake drums for Hawk. 
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awed, They’ve delved into every 
facet of the Corvair power plant, 
and they’re still finding new fea- 
tures to write about. 

The Corvair engine is air 
cooled, and it’s made mostly of 
aluminum. It’s a “pancake” six 
with two banks of cylinders, 
and it develops 80 horsepower 
at 4,000 r.p.m. Piston displace- 
ment is 140 cubic inches, and 
compression ratio is 8 to I. 

Corvair is a stylish little auto, 
and its boxy lines remind the 
viewer of General Motors’ flat- 
roof four-door hardtops. Wheel- 


* * * 





Corvair's Rear Engine 
* * on 
base is 108 inches, and the car is 
180 inches long, 51.3 inches high 
and 66.9 inches wide. Shipping 
weight is 2,340 pounds. 

Almost every feature of the 
Corvair is the result of the loca- 
tion and makeup of the engine. 

For example, the floor of the 
passenger compartment is virtu- 
ally flat because the rear engine 
eliminates the drive-shaft tunnel. 
And no water or antifreeze are 
needed because the engine is air- 
cooled. The deck is vented for 
engine air. 

Air cooling also has led to 
the adoption of an airplane- 
type gasoline heater, which is 
said to give almost instant heat. 

The Corvair is offered in the 
500 (standard) and 700 (deluxe) 
series. Four-door sedans are avail- 
able now, and a pair of coupes 
will be added after Jan. 1. The 
500 four-door is priced at $2,038, 
and the 700 is $2,103. The coupes 
will be $1,984 and $2,049. 

ae: 2S 


Falcon 
RD’s Falcon is the lowest- 
priced of the Big Three com- 
pacts, but price is only a small 
part of this car’s appeal. It is 
sedately styled, but its concave 
grille, single headlights and sculp- 


* + * 





=a | word in automotive design, 


tured body panels add up to 
a pleasing auto. 

A two-door sedan at $1,912 
and a four-door sedan at $1,974 
are available now, and Ford di- 
vision says a station wagon will 
be ready by spring. Unlike the 
other compacts, Falcon is offered 
in only one series. 

While the regular Falcon is 
a classy looking unit, its ap- 
pearance is enhanced consider- 
ably by the addition of a 
deluxe trim package, which re- 
tails for $65.80. 

The package includes bright 
window frames, taillight frames, 
rear-seat arm rests and ash tray, 
custom interior, deluxe steering 
wheel, cigaret lighter and cour- 
tesy lights. With this equipment, 
Falcon is priced within a few dol- 
lars of a stripped Corvair 500. 

Since Falcon is an all-new ve- 
hicle, none of its parts are inter- 
changeable with those of stand- 
ard Fords. The decision against 
interchangeability dictated new 
tooling, new facilities and plant 
rearrangements. 

Simplicity of design has been 
stressed. The Falcon body con- 
tains 200 fewer parts than that 
of the standard Ford, and the en- 
gine has 120 fewer parts than the 
Ford six. 

The Falcon engine is a six-cyl- 
inder, overhead-valve, water-cool- 
ed unit that displaces 144 cubic 
inches. Bore a stroke are 31, 
by 21, inches, and the engine de- 
velops 90 horsepower. 

Ford says this Pte P -yos is 
capable tied ing half again 
as much mileage as other Ford 
engines. 


The Falcon weighs 2,366|--- 





pounds, and it has a wheelbase 
of 109.5 inches, longest of the 
Big Three compacts. The car 
measures 181.1 inches from 
bumper to bum an and it is 54.5 
inches _ and 70 oe wide. 


Velens 
SPORTY model which 
Chrysler Corp. calls ‘‘the last 
” Val- 


A 


SS \iant is longer, heavier and more 





Big Falcon Trunk 


powerful than its Ford and Chev- 
rolet rivals. 

Overall length of the Vali- 
ant is 184 Bae three to four 
inches greater than that of 
Corvair and Falcon, and its 
2,635-pound shipping weight 
makes it about 300 pounds 


heavier than the other Big |1960 Chrysler Valiant Four-Door Sedan—Unitized body . 
en engine in front, inclined at 30 degrees . 


Three entries. 


Valiant horsepower is 101,| generator .. . 


compared with 80 for Corvair 
}and 90 for Falcon. 


The car has dual headlights and 
a recessed aluminum grille shap- 
ed like that of the Chrysler 300. 
Body panels have a minimum of 
metal trim, and there are no fins. 
The canted taillights flank a slop- 
ing deck lid which has a simulat- 
ed wheel-cover stamping, an ap- 
pearance item popularized by 
Imperial. 


Two series are offered, the 
V-100 (standard) and V-200 (de- 
luxe). Each consists of a four- 
door sedan and a pair of four- 
door station wagons—six passen- 


get and nine passenger. 


The 








V-100 sedan is priced at $2,053, 
and the V-200 is $2,130. 
The car has fully unitized con- 


struction. Unlike other Chrysler) @ 


Corp. makes which employ the 
“Unibody” system, Valiant has 
no stub frame in front. 

The Valiant engine is an over- 
head-valve, in-line, water-cooled 
six which displaces 170 cubic 
inches and has a compression 
ratio of 8.5 to 1. Fuel economy of 
30 miles per gallon in highway 
driving is claimed. 

Horsepower is 101 at 4,400 
r.p.m., and torque is 155 
pounds-foot at 2,400 r.p.m. 
The engine is inclined at a 30- 
degree a ap: just as is the six 
used by the ’60 Plymouth and 
Dart. Aluminum is used exten- 
sively for engine components. 

Valiant has no generator. In- 
stead, it utilizes an alternator 





Sport Deck for Valiant 
ok * 


* 


which, the company says, pro- 

duces more electrical energy at 

low engine speeds and charges the 

battery while the engine is idling. 
e202 


Buick 
|S year stylists and engineers 


have brought forth a number 
(Continued S Page 70, Col. 1) 





1960 Chevrolet Corvair Four-Door Sedan—Air-cooled, six-cylinder rear engine . . 
- 80 horsepower, 108-inch wheelbase, 180 inches long, weight 2,340 pounds... 
Standard and deluxe four-door sedans. 


13-inch wheels . . . 


weight 2,635 pounds . 
Dual headlights . 


. Electric windshield wipers. 


. Unitized body 
Dual headlights 


1960 Ford Falcon Two-Door 
Sedan — Water-cooled, six-cylin- 
der engine in front . . . 90 horse- 
power, 109.5-inch wheelbase, 181 
inches long, weight 2,366 pounds 
. . . 24.5 cubic feet of luggage 
space in rear. 





. 101 cen 184 inches long, 


. Alternator instead of 


+ 








Nobodys kid brother, this one standsjc 


and challenges every car made here or}: 





pound for pound, dollar for dollar !) 


has the last word... ‘ y | 











sion its own four tires 
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tlabroad to match it — 


Chrysler Corporation 














25 ways you'll 


10. 


11. 


12. 


13. 


14. 


15. 


16. 


17. 


18. 


19. 


20. 


21. 


22. 


23. 


24. 


25. 


like Valiant best... 


It looks great. 


It’s easier to get into than most 
big cars. 


The doors close with a big-car “thunk!” 


There’s room for a well-fed 
family of six. 


Even basketball players can sit 
up straight. 


The hood is low so you can 
see better. 


You can stow more in the trunk than 
in many big-car trunks. 


The inclined engine (up front) is 
so quiet you can hear back-seat 
whispers. 


You can stretch gasoline (regular, if you 
please) like rubber bands. 


You can cruise at top turnpike 
speeds with plenty in reserve. 


You can climb hills as if they 
weren’t there. 


The Torsion-Aire ride is so 
smooth you could pour coffee. 


The unitized body is probably the 
safest on the road today. 


The body is rust-proof, leak- 
proof and rattle-proof. 


Even when the engine’s idling, the 
battery is charging. 


You can pull into parking spaces 
you passed up before. 


Your garage is suddenly over two 
feet longer. 


Everything under the hood is 
easy to get at. 


Valiant’s finish stays shiny; you never 
have to polish. 


The smart interiors can be 
cleaned with a damp cloth. 


You can have power steering and 
power brakes. 


You can have stick-shift or push- 
button automatic transmission. 


You can have a 4-door sedan or a 
station wagon (two or three seats). 


Your maintenance costs are very, 
very low. 


The price is right. 


Aa a Rae 
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of appearance, comfort and me- 
chanical changes to stem the sales 
slump that afflicted the division 
last year. General Manager Ed- 
ward D. Rollert calls the new 
models “the most reliable Buicks 
ever built.” 

The LeSabre series accents 
economy, with an engine that op- 
erates on regular-grade gasoline. 
It’s a 364-cubic-inch unit that has 
a compression ratio of 9 to 1. 

The ’60 models have a new 
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concave grille, and the dual 
headlights are set side by side. 
Headlight brows are slanted; 
body panels are sculptured, and 
Buick’s “Ventiports” have re- 
turned. Front-seat legroom has 
been increased by means of a 
lower floor. 





Drivers will be intrigued by 
Buick’s ‘“‘mirromagic” instrument 
panel. The speedometer and other 
dials are read through a mirror, 
which is tilted by a small wheel 
to obtain the exact angle for best 
visibility. 

A transverse muffler is a major 





1960 Buick Electra Four-Door Sedan—New grille with headlights side by side . . . Economy engine 


for LeSabre . . 


. Lower floor and transmission tunnel . . . Two nine-passenger wagons . . 


. “Venti- 


ports” return . . . Rear-seat heat control . . . Improved brakes . . . Adjustable instrument panel. 





1960 Cadillac 62 Four-Door Hardtop—Modified fins, redesigned grille and wheel disks . . . 
New taillight system . . . Restyled steering wheel ... Narrower and lower transmission tunnel . . . Self- 


adjusting brakes and larger rear cylinders . . . Vacuum parking brake. 


1960 Chevrolet Station Wagon—Oval grille, restyled side trim, more subdued fins . 
transmission tunnel . . . Circular taillights . . 
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. Improved brakes . . 


| 1068 


. . Lower 
. More economical V-8 engine 


. .. Bel Air two-door hardtop added . . . Rubber-insulated body mounts. 





Panelescent lighting . . . 





1960 Chrysler New Yorker Four-Door Sedan—Unibody construction, redesigned grille and body 
. . . Flite-Sweep deck lid . . . Hardtop station wagons . . . 


High-backed 


driver’s seat . . . Lower floor, more leg room . . . Emergency warning lights. 





feature of the redesigned exhaust 
system. Placed crosswise of the 
frame, the single muffler serves 
both single and dual exhaust sys- 
tems. 

The heater system now has a 
separate control for regulating 
the flow of heat to the rear 
seat. 

Prices of Invicta, Electra and 
Electra 225 models are unchanged 
from ’59. The LeSabre two-door 


sedan and convertible rose $16, 
a” * + 


Buick's Mirromagic Panel 
* 


* + 
while other LeSabres went up 
$61. Padded instrument panel 
now is standard equipment on all 
LeSabres, and custom trim is 
standard on all models in this 
series except the two-door sedan. 

+ * * 


Cadillac 


eens flamboyant °59 


models have been succeeded 


, | by less-ostentatious ’60s that are 


tastefully designed and elegantly 
appointed. 

The car has been restyled 
front and rear, and the result 
is a simpler automobile. The 
tail fins are subdued, and the 
— bas shed its bisecting 
umper bar. 

The absence of that bar makes 
the jewel-like grille appear lower 
and wider. Side trim in the Sixty- 
Two series again is limited to a 
'slim chrome molding that ex- 
tends from front to rear. The 
splashy side trim on the Sixty 
Special has been removed. 

Taillights are located in the 
V-shaped curve of the fins, and 
the “rear grille” has been replac- 
* ++ * 








* Subdued Fins on Cadillac 


* * + 
ed by a ribbed metal section on 
all models, except the Sixty Spe- 
cial and the Eldorado Biarritz 
and Seville. 

Cadillac’s major engineering 
advancement for ’60 involves 
the brakes. Increased rear-brake 
cooling, provided by new 
finned and extended rear 
drums, makes possible the use 
of larger rear-wheel brake cyl- 
inders. 

Cadillac said this reduces front 
brake loads and gives better cool- 
ing at all four wheels. 

A new rear lighting system fea- 














tures two concave lenses set in a 
chrome housing below the fins, 
The upper lamp is a backup light. 
The lower one works in unison 
with the lamp in the fin. It is a 
taillight, stoplight and turn sig- 
nal. 

Cadillac prices are unchanged 
from ’59., 


+ t * 
Chevrolet 

ENERAL MANAGER §Ed- 

ward N. Cole declares that 
the *60 Chevrolet represents the 
most substantial second-year styl- 
ing change the division ever has 
made. He expects to sell 1.5 mil- 
lion of the full-sized units to keep 
Chevrolet in first place in regis- 
trations. 

“The only things which re- 
main unaltered in the Chevro- 
let body are the roof and the 
upper portion of the car above 
the belt line,’ Cole said. That 
means new fender lines, a new 
grille, new side trim and a soft- 
er rear-end treatment. 

The grille is oval-shaped, and 
the dual headlights are set into it. 


: The air scoops of ’59 have been 


scuttled, and the parking lamps 
are below the bumper. 

At the rear, Chevrolet’s wings 
have been clipped. The fins are 
more subdued, and the deep “V” 
at the midpoint of the deck is 
gone. Circular taillights have re- 
placed last year’s huge teardrops. 

Standard on all models, except 
the Corvette, is a 135-horsepower 
six-cylinder engine which dis- 
places 235 cubic inches. Chevrolet 

* * * 





Chevrolet's Taillights 
* 


claims increased economy for its 
283-cubic-inch V-8. Horsepower 
of this unit is 170, compared with 
185 last year. 

Pricewise, Biscayne sedans and 
Brookwood wagons rose $15 be- 
cause arm rests, visors and other 
items were made standard equip- 
ment. Other models dropped $2 
each. Radio, heater, automatic 
transmission and the V-8 engine 
cost less than in ’59. 

2-8 


Chrysler 

—— styling, “Unibody” 

construction and a host of 
com f or t-designed interior fea- 
tures add up to “the car of your 
life for the time of your life,” 
says Chrysler Division of its '60 
models. 

Designers turned to the spirit- 
ed 300 series in styling the new 
Chrysler. The grille resembles 
that of the 300, and the sculptur- 
ed side panels have little orna- 
mentation. 

Quarter panels and tail fins 
(Continued = Page eo Col, 1) 


Optional Lid for Chrysler 
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Outdoor sells cars hard 
when and where the selling is good 


Auto makers take a back seat to no one when it 
comes to moving products. That’s why Outdoor 
advertising shows up so big in their media mix. 


Auto makers know Outdoor delivers more prospects 
at a lower cost per exposure than any other medium, 
Outdoor hits prospects wherever they drive... when 
they’re most receptive...in big full color. 


There’s no more flexible medium. Outdoor blankets 
the nation at new car introduction time. Then settles 
down for the long hard pull of year-round selling. 
And it’s quick on its feet... quick to change with the 
market situation. 





OU TDOO 


Selective, hard-selling, big. These are the words for 
Outdoor. Ask anOAI man to show you how Outdoor 
posters, painted bulletins and spectaculars can sell 
hard for you...whether you sell cars, packaged 
products or soft goods. 


He'll put at your disposal all the research, planning, 
creative and merchandising services of-Outdoor 


Advertising Incorporated—the national sales repre- ° 


sentative of the Outdoor advertising medium. 


Sales offices in: Atlanta, Chicago, Dallas, Detroit, Los Angeles, 
New York, Philadelphia, St. Louis, San Francisco, Seattle. 


ADVERTISING 
INCORPORATED 





BUYERS REPORT PERFORMANCE OF THESE NEW 
TIRES EXCEEDS ALL EXPECTATIONS 


Today, thousands of passenger car own- 
ers are finding that tires made of Enjay 
Butyl bring new comfort, silence and 
safety to their driving. 


Here’s what they say: “makes an unbe- 
lievable difference,” “give you a feeling 
you re riding on a cloud.” “. . . are abso- 
lutely quiet ... over bumpy dividers you 
don’t feel a thing,” “have much more 
stopping power on wet roads than any 
other tire I’ve used.” 


Proof of the Butyl tire’s popular ac- 
ceptance is the fact that 82% of those 
sold are sold in sets of four. 


Revolutionary tire hugs the road so well you can’t make it screech! 


BIGGEST TIRE NEWS IN 25 YEARS...TIRES OF BUTYL RUBBER 


ONLY TIRES OF BUTYL RUBBER OFFER 
ALL THESE ADVANTAGES 


Quieter Ride — Buty] tires will not screech 
in cornering at any speed. Running noise 
and vibration are measurably reduced. 


Safer Ride — Butyl tires stop up to 30% 
faster than ordinary tires . . . stop faster 
on wet pavements than others do on dry. 


Smoother Ride — Tires of Butyl tend to 
flow over road irregularities. Their shock- 
absorbent ride practically eliminates 
road-seam thumping. 


Revolutionary Tread Design — Grooves are 
minimized, putting more rubber on the 
road for greater stability and traction. 


Tires made of Butyl rubber provide 
extra sales points for new cars. Each out- 
standing advantage of this miracle tire 
is easily and factually demonstrated for 
quick customer acceptance. 


The Enjay Company does not make 
tires. It supplies Butyl rubber to manu- 
facturers of tires, tubes and hundreds of 
other products. 


EXCITING 
NEW 
PRODUCTS 
THROUGH 
PETRO- 
CHEMISTRY 


ENJAY COMPANY, INC., 15 West 51st St., New York 19, N.Y. Akron + Boston Charlotte « Chicago + Detroit « Los Angeles » New Orleans + Tulsa 
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are new, and the V-shaped tail- 
lights are housed in the fins. 

The new Astra-Dome instru- 
ment panel features an electro- 
luminescent light source, which 
Chrysler calls Panelescent light- 
ing. Seven wafer-thin panels and 
eight pointers emit a soft, green- 
ish glow which is said to produce 
far less glare than incandescent 
lamps. 

Exhaust systems have been 
rerouted through the propel- 
ler-shaft tunnel to protect 
against road damage and to 
allow the floor to be dropped. 

Windsor sedans and hardtops 
are priced $10 below ’59 models; 
Saratoga models eo $37, 
and New Yorkers are down $15. 
Prices range from $3,194 for the 
Windsor four-door sedan to 
$5,748.50 for the 300-F convert- 
ible. 

* * * 
Dart 

oo Plymouth in 

Dodge showrooms this year 
is the new Dart, a 12-model line 
that is available in three series— 
Seneca, Pioneer and Phoenix. A 
full selection of body styles is of- 
fered. 

Dart wheelbase is 118 inches, 
the same as Plymouth, and the 





Dart Station Wagon 
* 


® * 

new models are in the Chevro- 

let-Ford-Plymouth price range. 

A six-cylinder engine is stand- 

ard on Dart models, while a 

V-8 is optional at extra cost. 

The Dart grille features verti- 
cal bars that curve down and out- 
ward from the hood. Dual head- 
lamps and a massive bumper are 
other front-end highlights. 

Low fins crown the rear fend- 
ers, and the gas-filler door and 
backup lights are housed in the 
bumper. The car has “Unibody” 
construction, in which the body 
and frame are integrated into a 
single unified structure. 

Dart’s power plant is Chrysler 
Corp.’s new Economy Slant 6, 
which is set at a 30-degree angle 
in the engine compartment. 

The six develops 145 horse- 
power. It displaces 225 cubic 


inches, and compression ratio is}. 


8.5 to 1. A new automatic trans- 
mission, the TorqueFlite Six, is 
offered on these units. It is a 
three-speed, torque-converter 


unit. 
e 2° * 


DeSoto 

ESOTO has trimmed its 

model lineup, restyled its car 
and revamped its price structure 
for ’60. Six models are offered— 
a four-door sedan, a four-door 
hardtop and a two-door hardtop 
in the Fireflite and Adventurer 
series. There were 18 models last 
year. 

The new grille consists of 


horizontal metal strips accented 
by slim vertical bars. The dual 
headlights are hooded, and the 


headlight brows sweep back ~ 


along the sculptured body pan- 
els. 


Rear quarters and tail fins have 
7. * om 





Inside the DeSoto 
+ * ae 


been redesigned, and a larger 
windshield provides a 10 percent 
increase in the forward viewing 
area. 

The ’60 offerings have “Uni- 
body” construction, and DeSoto 
declares that this produces a 
roomier, more rugged car. Strong- 
er joints and heavier metal 
gauges are said to result in a 
more rigid and durable body. 

DeSoto bodies are dipped 
and rinsed in a seven-stage 
apy and sprayed six times. 

be company said the new 
rustproofing system was per- 
fected after four years of lab- 
oratory testing and 250,000 
miles of driving on water- 
splashed, chloride-treated high- 
ways. 

Prices range from $3,017 to 
$3,727. Fireflites are priced be- 
tween 59 Firesweeps and Fire- 
domes, and Adventurers are 
priced between last year’s Fire- 
domes and Fireflites. Torque- 
Flite transmission is standard on 
Adventurer models. 

* * * 


Dodge 
ODGE’S “big cars” (122-inch 
wheelbase) sport new series 
names for ’60. The Matador has 
succeeded last year’s Royal, and 
* * 








Canted Fins on Dodge 
* a * 


the Polara is the top-of-the-line 
series. It replaces the Custom 
Royal. 

The cars have fresh styling and 
“Unibody” construction. Dodge 
claims that this type of construc- 
tion is four times as strong as 
conventional bod y-frame meth- 
ods. 

Matador and Polara models 


-| construction, new styling . . . Vacuum door locks . 


| are housed in the fenders. 

































1960 Dodge Dart Four-Door Hardtop—tThree series (Seneca, Pioneer, Phoenix) in low-price field 
. . . Unibody construction, new styling . . . Six cylinder engine set at 30-degree angle . . . Foot-operated 
parking brake . . . Warning-light system . . . TorqueFlite Six transmission. 
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1960 DeSoto Two-Door Hardtop—New grille, redesigned body and fins . . . Unibody construc- 
tion . . . Lower floor, larger door openings . . . Seven-stage rustproofing process . . . More glass area 
. . . automatic swivel seats . .. Emergency flasher system. 







































1960 Dodge Polara Four-Door Hardtop—Eleven models in Matador and Polara series . .. Unibody 
. - “Ram Induction” .. . More room inside car 
. . . Larger rear window on hardtop models. 





have a flaring front bumper with 
wraparound parking lights and a 
horizontal grille. Canted tail fins 
extend from new jet-tube fen- 
ders, and large circular taillights 


760s vs. °59s ... 


High, Low and Median 


16 


The Matador engine is a 361- 
cubic-inch V-8, while the Polara 
utilizes a 383-cubic-inch power 
plant. Compression ratio is 10 to 
1 for each. Horsepower is 295 for 
the Matador and 325 for the 
Polara. 

An engine option is the D-500 
Ram Induction unit which “har- 
nesses onrushing air to provide 
increased power and safer high- 
way passing.” Dodge calls this 
principle “intake tuning.” 

There are 11 Matador and 
Polara models, and prices range 

(Continued on Page 74, Col. 2) 


No, of Models. 
Lowest Price 


242 


$1,835 
Deluxe 2-dr.) 


(Dodge Matador 2-dr. Hardtop) (Dodge Sierra Wagon) 
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‘60 Price Ladder 


No. of Models 
In Price Class 


1 
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1960 Ford Galaxie Four-Door Hardtop—New body and frame . . 
Wider front and rear tread . . . Windshield “dogleg” eliminated . . . Starliner “fastback” hardtop 


- - - Increased leg, hip and shoulder room . 
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New Dimension in Auto Market... 


60s of All Sizes Tempt Buyers 


(Continued from Page 73) 


from $2,930 to $3,621. Sedan and 

hardtop prices are much the same 

as last year’s comparable models, 
eee 


Ford 
co has its first completely 
new body since ’57—and ’57 
was the year Ford defeated Chev- 
rolet in the new-car registration 
race. : 

The ’60 Ford is an advanced 
model that has been brought to 
the market ahead of schedule, ac- 
cording to James O. Wright, di- 
vision general manager. It’s near- 


ly six inches lon 


No Front Fenders 


. Redesigned suspension . . . 


. . Six inches longer, five inches wider. 


er and five|represents a radical styling de- 
inches wider than the ’59, and it| parture from the Fords of recent 
* oe * 


years. 
The hood is extra-wide, and 
the car appears to have no 
front fenders. Dual headlights 
are housed in the grille. The 
recessed trunk lid lies between 
horizontal wings, and the tail- 
lights are set in a metal band 
between trunk and bumper. 

An engineering advancement is 
the elimination of the “dogleg”’ 
in the windshield, which has been 
accomplished by the use of new 
swept-back windshield pillars. 

A 145-horsepower six is the 
standard engine on all models, 
and the regular V-8 is a 185- 
horsepower unit which displaces 
292 cubic inches. Another V-8 
(352 cubic inches) is rated at 235 
and 300 horsepower. 

Series names have been jug- 
led. A new Starliner “fast- 
ack” hardtop occupies a spe- 

cial niche at the top of the line. 

Fairlanes are priced $38 above 
last year’s bottom series; Fairlane 
500s are $23 less than the 59 
middle series, and Galaxies are 
up $21. The Thunderbird hard- 
top rose $59, while the convert- 
ible jumped $243. Part of the 
Fairlane increase is due to the 
fact that certain optional items 
have become standard equipment. 

x * * 


Imperial 

HRYSLER CORP.’S top line 

has undergone its most ex- 
tensive styling change since 1957, 
yet it retains the “Imperial look,” 
says Clare E. Briggs, general man- 
ager. It’s a distinctive automobile 
in every way. 

Imperial’s new grille con- 
sists of horizontal chrome strips 
that stretch the width of the 
car. Parking lights are set in 
the massive V-shaped bumper. 
Side trim consists of a single 
slim line of metal, and the fins 
end in gunsight taillights. 

The LeBaron four-door sedan 


"|and hardtop have a small rear 
window which imparts a “town- 


car” look. Power-vent windows, 


| another new feature, are standard 


ret santsocet simian 


1960 imperial Four-Door Hardtop—Non-glare instrument panel with electroluminescent lighting 


. - » Redesigned roof and quarter panels . 
. Emergency flasher system. 


Power vent windows. . 


_ 1960 Lincoln Continental Two-Door Hardtop—Radio, heater, whitewall tires standard . . . Horse- 
wer and torque reduced . . . Two-barrel carburetor . ‘ 


led bumpers, side trim, taillights . . . New rear suspension. 


. . More comfortable seats . . . Automatic swivel seat... 


. . New roof and more rear glass area . . 


What They're 


4-dr. 2-dr. 
Make 


AMERICAN MOTORS 


CHRYSLER CORP. 
Chrysler 


GENERAL MOTORS 
Buick 
Cadillac ..................4 
Chevrolet . 
Corvair 
Oldsmobile 
Pontiac 


STUDEBAKER- 
PACKARD 
Studebaker 


(end of model run) 49 





on LeBarons and optional on” 
other models. 

As usual, Imperial accents in- 
terior design and features which | 
contribute to passenger comfort. 
An innovation for ’60 is elec- 
troluminescent lighting for the 
instrument panel. This is a new 
light source which is designed to | 
reduce eye fatigue in night driv- 
ing. 

An electroluminescent lamp is © 
a piece of metal coated with phos- 
phor. It is covered with letter 
and numeral overlays appropriate 
to its function. Current from. the 
car’s battery is sent through the 
metal, illuminating it with a ~ 

* * * 


, i 
Imperial s New Grille 


pleasant, easy-to-read greenish 
glow. 

Imperial prices range from 
$4,922.50 for the Custom two- 
door hardtop to $6,318 for the 
LeBaron four-door sedan and 
hardtop. Custom models are $13 
more than last year; Crown fig- 
ures are unchanged, and LeBar- 


ons are up $215. 
* * * 


Lincoln 
UXURY is the keynote of the 
60 Lincoln. The graceful 
lines of the ’59 model are un- 
changed, but bumpers, side trim 
and taillights have been modified, 
A new roof design has added 177 
square inches of glass area at the 
rear. 

Radio, heater and white side- 
wall tires are standard equip- 
ment on Lincoln and Premiere 
models this year. They became 
standard on Continentals in 
‘77. 

Lincoln is the only U. S. cat 
which has made these items 
standard on every model. 

Lincoln again uses a 430-cubic- 
inch engine, but horsepower has 

(Continued on Page 79, Col, 1) 


Selling for ‘60 


4-dr. 2 dr. Station 


Sedans Sedans HardtopsHardtops Convs. Wagons Total 


2 0 0 12 23 


17 
6 
25 
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‘“‘Design it better - make it better’ 





, 


. FHE BASIC BORG-WARNER IDEA 


In the great majority of cars on the road today, you see impres- 


sive evidence of Borg-Warner’s “design it better—make it better” 


tradition. 


Working together with the automotive industry’s designers 


and engineers, Borg-Warner applies this basic idea to every auto- 


motive product it makes 


* converters, radiators, universal joints, timing chains, dif- 


ferentials, oil coolers and other essential parts. The result 


transmissions, clutches, torque 


is precision-engineered, quality-built components that add to 


the comfort, performance and safety of today’s automobiles. 


In furtherance of this tradition . . . in its planning for the future 





BORG-WARNER 


... Borg-Warner is currently at work on research, development 
and testing of new and improved automotive products . . . toward 
the common goal of the entire industry — still better cars for 
the American public. BORG-WARNER CORPORATION, 


200 S. Michigan Avenue, Chicago 4, Illinois. 


It's a better product when Borg-Warner makes it 


Typical Borg-Warner Contributions to Automotive Progress 


1900—MARVEL carburetors replaced the old-time mixing valve. 


1903—WARNER GEAR introduced the spur type differential. LONG 
introduced radiators made of copper tubing with attached cooling 
fins. 


1913—BORG & BECK developed the single plate clutch. MORSE 
introduced silent timing chains. 


1916—MECHANICS developed universal joints. 
1921—WARNER GEAR introduced the first standard transmissions. 


1922—LONG introduced double plate clutches. 
1923—ROCKFORD developed multiple spring clutches. 


1924—BORG & BECK introduced vibration dampening, flexible 
center clutches. 





1930—WARNER GEAR began production of transmission synchro- 
nizer units. 


1931—MECHANICS introduced roller bearing universal joints. 
WARNER GEAR offered ‘‘ Free Wheeling” to the industry. INGER- 
SOLL developed tapered steel discs for truck wheels. 
1934—WARNER GEAR introduced Overdrive. 


1938—BORG & BECK, LONG and ROCKFORD introduced Borglite 
and Torbend clutch plates. 


1939—MARBON developed Ty-Ply rubber-to-metal bonding 
material. 


1949—WARNER GEAR introduced improved automatic transmissions. 
1952—MARVEL-SCHEBLER introduced power chambers and 


hydraulic power units for trucks and trailers, and LPG carburetion. 
systems for trucks, tractors, buses, taxicabs and stationary engines . 
1953—WARNER GEAR began production of automatic transmissions 
for trucks. 

1955—ROCKFORD introduced Morlife clutches for heavy duty 
vehicles. 


1957—ROCKFORD introduced full power shifting transmissions for 
heavy duty earthmoving and construction equipment. MARVEL- 
SCHEBLER brought out fuel injection systems. 

1958—WARNER AUTOMOTIVE introduced pre-loaded, spin-resistant 
differentials. 





FORD FAMILY OF FINE GARS 


... aS timely as tea al four / Al 
| 


It couldn’t happen! 

Lions simply do not take tea at four—unless, of 
course, they are extremely high bred . . . or British. 
For the British (and certainly this is common knowl- 
edge) excel in being smartly different, traditionally 
distinctive. They know quality craftsmanship, value, 
economy and have a ripping good sense of fashion. 
That’s why they’re so taken with the daringly designed, 
dashing new car affectionately known as Anglia— 
that’s one of the English Ford line, you know. (14 
models from which to choose.) 


Of course, this compact, economy-minded Anglia is 
really much too fine to be left solely to the Isles. That’s 
why we’re importing this splendid auto to the States. 
And Americans are taking to the Anglia like the British 
take to tea. 

Wonderfully easy to demonstrate and sell, this small 
and refreshing English beauty is priced ridiculously 
low—$350.00* less than the lowest-priced American 
compact car. Anglia potential—a lion’s share of profits. 


Not only is the Anglia new all over—but it gives 
tremendous petrol economy. Up to 40 miles per 





| 
| 









INGLEA for L960 


| 


| 


——~S._a 


gallon. No need to stock special tool kits; nuts and 
bolts are U.S. standard. Has a new 4-speed gearbox, 
too. Offers positively high-stepping performance. Just 
imagine the sales possibilities here. 

And, oh yes, you know that the Ford Family of Fine 
Cars (including the Anglia, naturally) offers com- 
pletely exciting and different kinds of automobiles— 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD * MERCURY * LINCOLN « 
LINCOLN CONTINENTAL * ENGLISH FORD LINE « 
TAUNUS © FORD TRUCKS ®* INDUSTRIAL ENGINES * 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS e« 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE + 


FORD MOTOR CREDIT COMPANY 


Fords, Falcons, Thunderbirds, Mercurys, Lincolns 
and Lincoln Continentals— priced for individual tastes 
. .. and pocketbooks! 


Conclusion: Whatever your customers may desire in 
an automobile, they’re most likely to find among the 
Ford Family of Fine Cars. 


*Based on manufacturer's suggested list prices. 


THE 





ROAD DEARBORN, MICHIGAN 
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1960 CHRYSLER 


This is it! The car that’s already got 
Chrysler dealers talking about the 
best sales year in history. How come? 
Consider... 


News! One look and you know that Chrysler is 
1960’s newest car. 
AstraDome! A new kind of instrument panel that 


clusters pushbutton controls fingertip close. 


Panelescent! A completely new concept in lighting. 


Za, Chrysler’s really got it.. 


Bathes instruments in a soft, glare-free glow. Can’t 
burn out for years. 


Roominess! Other cars still skimp on space. Chrysler 
boasts even more than before. Seats are higher, 


door openings are wider, too! 


High-Tower Seat! Cradles and cushions the driver 
with shoulder-high support. 


Unibody! A whole new way of building cars. Body 
and frame are constructed as a single piece that’s 


stronger, quieter, far roomier. 


Rust-Proof! Seven different dips during construc- 


tion prevent rust inside and out for years. 


Pushbuttons! For driving ease, Chrysler offers a 
pushbutton automatic transmission, radio, heater and 
air conditioner, and pushbutton power windows and 
power seats. 


If you sell Chryslers, we don’t have to tell you how 
excited the public is about this new car. 


If you'd like to sell Chryslers, write M. J. Harris, 
Chrysler Motors Corporation, Box 1658, Detroit 31, 
Michigan. Ask him about the new Dealer Franchise 
Plan that makes a Chrysler dealership more profitable 
than ever. 


. Product, Promotion, Plan, Profit! 
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(Continued from Page 74) 


been reduced from 350 to 315. 

Ride and handling character- 
istics have been improved by the 
adoption of a new Hotchkiss type 


rear suspension which has eight 
* * * 


Continental Series’ Rear 
* . * 


leaf springs. Each spring is 21/4 
inches wide. 

A quieter ride results from 
the use of thick rubber insulat- 
ing pads over and under the 
leaf springs in the U-bolt at- 
tachment to the axle. In addi- 
tion, the rear axle has been 
moved forward on the spring 
to reduce spring windup and 
rear squat on acceleration. 
Continental prices are unchang- 
ed from °59. Lincoln and Pre- 
miere models are up about $350, 
reflecting the price of radio, 
heater and whitewalls which now 
' ate standard equipment. 

a —- © 


: Mercury 
= has a styling and 
price story to tell this year, 
and both are important factors in 
its 1960 merchandising campaign. 
| The new models have softer 
| lines than last year, and there is 
less side trim. The dual head- 
lights are farther apart and are 
set in a deep concave grille. Body 
trim extends from the front to 
the tip of the rear fender, and 
_ the door handles are part of the 
molding. 

The low taillights are canted 
and are housed in large, bright- 
finished bumper extensions. 
Hardtops have a “fastback” 
roof which blends into the 
sloping back» window. 

ercury slashed _— on every 

model, and the reductions in the 
best-selling Monterey series were 
large enough to put these models 
in the Pontiac Catalina price 
class. Last year, Monterey prices 
were pretty much on a par with 
those of the Buick LeSabre. 
Price cuts ranged from $72.50 
to $136.50 on Montereys, $25.50 
to $43 on Montclairs, and $160.50 
to $188 on Park Lanes. In addi- 
tion, carpets and custom uphol- 
* * * 


Mercury's Control Center 


stery were made standard equip- 
ment on Montereys. 

Horsepower has been reduced, 
and all éngines have a two-barrel 
carburetor. Montereys and Com- 
muter wagons utilize a 205-horse- 
power, 312-cubic-inch engine, and 
Montclairs, Park Lanes and the 
Colony Park wagon have a 430- 
cubic-inch engine that develops 
310 horsepower. 

Another new feature is a spot 
defrosting system, which shoots 
high-velocity hot air from two 
instrument-panel outlets directly 
to the upper area of the wind- 


shield. 
* *« «& 


Oldsmobile 

CONOMY and “balanced de- 

sign” are Oldsmobile’s 
watchwords for ’60. The high- 
selling Dynamic 88 series now 
uses regular-grade gasoline, and 
the division claims that the rede- 
signed engine provides a ‘15 per- 
cent improvement in miles per 
dollar.” 

The Dynamic 88 power plant 
was adapted for use with reg- 
ular gas by design changes in 
combustion - chamber contour, 
pistons and camshaft and by 
cutting compression ratio to 
8.75 to 1, compared with 9.75 
to 1 in’59. 

It has a new two-barrel “Econ- 
O-Way” carburetor. Displacement 


New Grille for Olds 
* * * 
is 371 cubic inches, but horse- 
power has been reduced to 240. 
It was 270 last year. 

This engine is termed the 
“Regular Rocket.” Powering the 
Super 88 and 98 models is the 
“Premium Rocket,” which is 
rated at 315 horsepower. Com- 
pression ratio is 9.75 to 1, and 
displacement is 394 cubic inches. 
These figures are the same as last 
year’s. 

Oldsmobile’s “balanced de- 
sign” starts with a new curved 
grille that consists of bright, 
chrome-plated bars in groups of 
three. The dual headlights are 


staggered — the outboard lights| 1969 Plymouth Belvedere Four-Door Sedan—Unibody construction . . . New six . . . “Ram induc- 
are set slightly farther back than| tion” V-8 . . . New rustproofing process . . 
. . Higher seats . 


the inboard lights. 
The parking lights are housed | 
in the massive wraparound bump-| 


er. Side trim has been redesigned; | 
#| taillights are molded into the| 


rear fender, and the deck appears | 


1960 Mercury Montclair Four-Door Hardtop—New grille, hood, doors, fenders, quarter panels, 4 


deck . . . “Fastback” hardtop . . . . . Stronger body, improved suspension 


“Spot” defrosting system . 


. . . Horsepower lowered . . . Printed electrical system. 


1960 Oldsmobile 98 Holiday Sport Sedan—Regular 
red” headlights . . . 
rs and body mounts. . 


wagons .. . “Sta 


New shock abso 


Automatic door locks . 


standard equipment; radio and 
heater prices have been cut, and a 
lower-priced manual heater is of- 
fered for the first time. 


flatter than in ’59. | a ea me 


| Plymouth 
| EATURING “Unibody” con- 
struction, new styling and a 
new six-cylinder engine, P| y m- 
|outh calls its "60 model the 
“strongest, quietest, fastest-accel- 
erating, most-economical-operat- 
ing car in Plymouth’s history.” 
The grille and hood have been 
redesigned, and the dual head- 


Standard rear-axle ratios 
have been lowered, which is 
said to result in reduced engine 


speed, quieter engine opera- | 


tion, improved economy, less 
wear and greater durability. 
Oldsmobile held the price line 
on every model, but sticker fig- 
ures dropped $2 to $4 per unit 
because of a change in the dealer 
discount. Super 88s have more 


_ oS 
4 "SPT Re. Cree, 
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New grille, side trim . . 


. . Record player offered. 


lights are browed, with the brow 
molding angling along the fen- 
der to the back of the front-wheel 
cutout. Another strip of molding 
runs the length of the car and 
outlines the restyled tail fins. 
Windshields curve into the 
roof as well as around the 
sides, and a new Sky-Hi win- 
dow on hardtops carries the 
rear glass nine to 11 inches 
higher than last year. 
Unibody construction inte- 
grates body and frame into a sin- 


gle structure, locked together by 
(Continued on Page 80, Col, 1) 


-gtade gasoline for 88 . . . Nine- 
. Flatter deck, new taillights .. . 
. Lower transmission tunnel. 


. Grille and front end redesigned . . . Restyled fins . .. 


Plymouth's New Front 














1960 Pontiac Bonneville Four-Door Hardtop—New grille, redesigned rear end . . . Twin taillights 


... Transmission tunnel lowered . 


. . Two-model Ventura series . . 


. Screens for wagon windows .. . 


New steering wheel and instrument panel . . . “Magic-Cruise” throttle control. 


1960 Rambler Ambassador Four-Door H 


. . - More glass area . . .Com 
instrument panel . . . Bond 





| 1960 Studebaker Lark Station Wagon—Deluxe V-8 series . . . New carburetor for sixes . . 
. Finned brake drums and larger engine for 


styled instrument cluster . . 


. Butyl engine mounts. . 





—New grille and side trim . . . Redesigned fins 


d-curved windshield . . . Three-seat wagon with rear door . . . New 


brake linings. 


ne 
el 
. ; ‘ “a 


Hawk; also heavy-duty transmission and radiator. 





. Re- 





| New Dimension in Auto Market... 





60s of All Sizes Tempt Buyers 


' (Continued from Page 79) 
more than 5,000 welds. In a new 
fustproofing process, protective 
coatings are applied in seven sep- 
arate dipping operations, supple- 
mented by six spray applications. 
Plymouth’s new six-cylinder 
engine is inclined at a 30-degree 
angle. It’s a 225-cubic-inch unit 
that develops 145 horsepower and 
‘has a compression ratio of 8.5 to 
1. A new TorqueFlite Six auto- 


matic transmission is offered this 
year. 

The six is the standard engine 
on all models, except the Fury 
convertible and the three top sta- 
tion wagons, which utilize a 318- 
cubic-inch, 230-horsepower V-8. 

Four other V-8 packages are 
available, beaded by two new 
Sonoramic Commandos, bigh- 
performance engines that use 
Chrysler Corp.’s ram-induction 


principle. Displacement is 361 
and 383 cubic inches, and 
horsepower is 310 and 330. 

Savoy sedans and Deluxe sta- 
tion wagons are priced $27-$28 
more than last year; Belvederes 
and Custom wagons are within a 
few cents of the ’59 figures, and 
Fury V-8s and Sport Suburban 
V-8s are up about $3.50. The in- 
creases are due to certain equip- 
ment being made standard. 
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Pontiac 


, STYLING, engineering and 
" 


w ide-track” wheels helped 


Pontiac leap to the head of the 


class in the medium-priced field 
last year, General Manager S. E. 
Knudsen hopes to hang onto that 
spot by selling 425,000 cars in 
1960 


Pontiac has 16 models this 
year, including a new Ventura 
series which is priced between 
the Catalina and Star Chief 
lines. The Ventura offers a two- 
door hardtop and a four-door 
hardtop. 

For ’60, Pontiac has a V-shaped 
grille which consists of seven nar- 
tow, chromed bars. The dual 
headlamps and parking lights are 
set in the grille. 

Side trim is highlighted by two 
strips of brightwork, one stretch- 
ing the length of the car and the 
other bordering the rear-fender 
wing. Last year’s V-shaped fins 
have been replaced by twin na- 
celles which house the dual tail- 
lights. 

Pontiac’s engine, called the 
Tempest 425, displaces 389 cubic 

* 


* * 








Ambassador Deep-Coil Ride 
* * 


moved forward 31/ inches, mak- 
ing the car easier to enter. 

Like Rambler’s 108-inch mod- 
els, Ambassador is offering a 
three-seat station wagon, which 
has a full-fledged rear door in- 

stead of a tailgate. The wagon’s 
third seat faces the rear. 

This year’s radio is smaller 
and lighter and has three tran- 
sistors and a larger speaker. 
The windshield wiper has a 
more-powerful motor, and 
bonded brake linings have re- 
placed riveted linings. 

The Ambassador engine is a 
250-horsepower V-8 with a two- 
barrel carburetor. It displaces 327 
cubic inches, has a compression 


=) | ratio of 8.7 to 1 and operates on 





Interior of Pontiac 


* * * 
inches. Horsepower ranges from 
215 to 318, depending upon 
transmission and carburetor 
choices. 

Available on all models 
equipped with Hydra-Matic is 
the Tempest 425-E, an economy 
engine which has a new two-bar- 
rel carburetor, a high-efficiency 
camshaft and lower axle ratios. 
The 425-E uses regular gasoline. 

New accessories include Magi- 
Cruise throttle control, which can 
be set to maintain constant accel- 
erator pressure; an airliner-type 
spot-beam dome reading light 
and rear-window and side screens 
for wagons. 

Pontiac held its prices at ’59 
levels, but a change in the dealer 
discount resulted in a $2 reduc- 
tion in the sticker price of each 
model. 

e359 

Rambler Ambassador 

HE Ambassador V-8, Ram- 

bler’s largest and most ex- 

pensive series, has undergone a 
greater styling change than its 
stablemates. The 117-inch-wheel- 
base models have a new grille, 
compound-curved windshield, 
new backlight and redesigned tail 
fins. 

The grille is a two-piece die- 
cast unit with a finely textured 
rectangular pattern. Atop the 
grille is a heavy chrome bar, 
while below it is a new split-type 
bumper. Parking and directional 
lights are positioned below the 

um per. 

The windshield extends into 
the roof and has an area of 
1,372 square inches, a 24 per- 
cent increase over last year. 
Backlight area has been in- 
creased 14 percent. 

Side trim has been restyled; 
tail fins are smaller, and the 
front corner posts have been 


changed from ’59. 
ere 


regular gasoline. 
Ambassador prices are un- 
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Studebaker Hawk 

OINING Lark in Studebaker 

dealer showrooms is the 

Hawk, a five-passenger sport 
coupe which is the company’s 
lone holdover from the pre-com- 
pact era. 

The ’60 Hawk boasts a 289- 
cubic-inch V-8, compared with 
a 259-cubic-incher last year. 
The new unit is the one used in 
the Silver Hawk and Golden 
Hawk two years ago. 

The larger engine develops 210 
horsepower at 4,500 r.p.m. and 
has a torque rating of 300 
pounds-foot at 2,800 r.p.m. Com- 
pression ratio is 8.8 to 1. A four- 
barrel carburetor boosts h or se- 
power to 225 and hikes torque to 
305. 

Other improvements this year 
are a heavy-duty transmission and 
radiator, a larger clutch, finned 
brake drums and heavier padding 
on the instrument panel. 

A full range of optional equip- 
ment is offered, including a tach- 
ometer and a radio antenna 
mounted on the deck lid. 

The Hawk has a wheelbase 
of 120.5 inches. It is 55.5 
inches high and measures 204 
inches from bumper to bumper. 

The sport model was called the 
Silver Hawk last year and was 
available as either a six or a V-8. 
For ’60, it’s known simply as the 
Hawk and is offered only as a 
V-8. The Hawk is priced at 
$2,650, which is $155 more than 
last year’s Silver Hawk V-8. 

* * * 





Larger Engine for Hawk 








. 





| All the new color 









ine very latest colors in acrylics . . . super 
w» enamels. . . lacquers—including many new high- 
' metallic colors used on 1960 cars—are now in 
Ditzler jobbers’ stocks everywhere. 


@ These are the same colors used as original 
finishes by car manufacturers—accurately match- 
ing them in high gloss, depth of color and durability. 
® Ditzier also offers you more than 4,000 colors, 
ready-mixed and factory-packaged, as well as 
formulas which can be speedily prepared with 
|  Ditzler’s Exact-Weight Color Mixing Service. 
These include colors for imported cars, interiors 


and commercial vehicles. 





® Your Ditzier jobber also carries a complete line 
of clean-up items, sealers, primer-surfacers, 
thinners, putties, and rubbing compounds, ena- 
bling you to do the entire refinishing job from 

beginning to end with uniformly balanced mate- z 
rials designed to assure most satisfactory results. pot geile | renal ot 









DITZ-LAC®—for repair 


bs DITZLER COLOR DIVISION of enamel and touch- 

] PITTSBURGH PLATE GLASS COMPANY, DETROIT 4, MICHIGAN up of older cars fin- 
= ed in nitrocellulose 
acquers. 


OOE 71003 ¥ 
TOREADOR WINTERBERRY 

PLUM RED POLY 
ne 







DITZLER 


G PAINTS @ GLASS @ CHEMICALS e BRUSHES e PLASTICS e FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 

IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED DURACRYL®—for 

repair of Magic Mir- 
ror* acrylic finishes 
and repair of super 


*Magic- Mirror is General Motors trade mark for acrylic lacquers. enamels. 
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There's nothing like a new car—and no new car 
like a ’60 Chevrolet. The Bel Air 2-Door Sedan. 


MANY SHOWS (like the Chevrolet troupe) PERFORM BEST ON THE ROAD! 


Chevrolet plays the big circuit with every 
Chevy dealer as emcee at his own auto 
show. And it’s a real classy array of per- 
formers that shares the billing—a whole 
lineup of superlative new '60 Chevrolets. 
There's the stunning Impala and the smart 
and thrifty Biscayne. In all, 18 coin-bright 
models. Here's the show that introduces 
the revolutionary Corvair, a star with more 
astonishing facets than America has seen 
in 49 years. The “strong man" roles are 
held down by Chevy's brawny truck 
fleet, worth more be- 


THE REVOLUTIONARY 
* cause they work more. 
Vail There's excitement for 





BY CHEVROLET the sports minded too— 





America’s only true sports car, the 1960 
Chevrolet Corvette. The show, with a 
model in every series, is attracting crowds 
everywhere. (And where else could you 
see a more impressive cast of modern 
wonders like Chevrolet's power seats,* 
power steering, * power windows, Posi- 
traction’ and 24 different engine-trans- 
mission* hookups, the widest assortment 
in the industry?) But the biggest crowd 
pleaser of all at these shows, as you might 
guess, is the low price tag on the top flight 
performers... . Chevrolet 

Division of General Mo- 

tors, Detroit 2, Michigan. J CHEVROLET | 
*OPTIONAL AT EXTRA COST. 





Everything a compact car should be . . . this is the de luxe Corvair 700. 
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Comparison: Advertised-Delivered Prices 


Of 1960 Automobiles 


(Copyright, 1959, by Automotive News) 


(This table is based on prices in effect Nov. 20, 1959, and rounded off to the nearest dollar. Each price includes the retail list price 
suggested by the factory, provision for Federal excise tax and suggested dealer-preparation charges. These prices do not include 
transportation costs, state and local taxes, optional neem or any other charges that — be passed on to the retail buyer.) 



































fer ther APRS, SIR com, imate fewer, omer Pobyton Fgh Additonal Model 
BUICK 
Pn Cteescdsdeses ee $2,870 $2,756 $2,991 $2,915 $3,145 $220 $108 $ 43 $99 $99 LeSabre—4-dr. 2-seat stat. wag., $3,386; 4-dr. 3-seat stat. wag., $3,493. 
Linseesevedivnsds 3,357 .... 3515 3,447 3,620 Std. 108 43 99 99  Invicta—4-dr, 2-seat stat. wag., $3,841; 4-dr. 3-seat stat. wag., $3,948. 
SE 5S 2st 0 sd 60400 800 3,856 26s 3,963 3,818 sven Std. Std. Std. 99 99 
NE MED 6 6600secsceees ove 660% 4,300 sues 4,192 Std. Std. Std. 99 99 Electra 225—4-dr. hardtop (sloping roof), $4,300. 
CADILLAC 
Sixty-TWO ..--e ee seeeeee sees cove 5,080 4,892 5,455 Std. Std. Std. 165 129 Sixty-Two—4-dr. hardtop (sloping roof), $5,080; Sedan de Ville 4-dr. hard- 
Eldorado ............... sees sees 13,075 = 7,401 7,401 Std. Std. Std. Std. Std. top (flat roof or sloping roof), $5,498; Coupe de Ville 2-dr. hardtop, 
Sinty Special ......ccece vee eee 6,233 dees aes Std. Std. Std. 165 129 $5,252. 
Seventy-Five ............ 9,533 re Ltée cass re Std. Std. Std. 247 179 Seventy-Five—limousine, $9,748. 
CHEVROLET Prices are for six-cylinder models. For V-8s, add $107. 
Biscayne—business sed., $2,175. 
Biscayne Fleetmaster 6 ... 2,284 2,230 eee AOo rEe8 188 75 43 70 74 Station Wagons—2-dr. 2-seat Brookwood, $2,586; 4-dr. 2-seat Brookwood, 
EOD. 6644 6660be eee 2,316 2,262 eee sane eewe 188 75 43 70 74 $2,653; 4-dr. 2-seat Parkwood, $2,747; 4-dr. 3-seat Kingswood, $2,850; 
PT 1 seesvsescesecs 2,438 2,384 2,554 2A89 bxee 188 75 43 70 74 4-dr. 2-seat Nomad, $2,889. 
Impala 6 ......se.eeeee 2,590 sees 2,662 2,597 2,847 188 75 43 70 74 Powerglide transmission for V-8—$199. Turboglide transmission (V-8 only}— 
Not Not $210. 
Corvette (V-8 Std.) ...... eves esve vous twee 3,872 199 Offered Offered 138 102 
CHRYSLER 
LGA be cechtveees 3,194 aoe 3,343 3,279 3,623 227 108 44 100 102 Windsor—4-dr. 2-seat stat. wag., $3,733; 4-dr. 3-seat stat. wag., $3,814. 
EE SNe 6-4 0-0:60060 000 3,929 ous 4,067 3,989 rr Std. Std. Std. 100 102 
MT cccvocsevees 4,409 wens 4,518 4,461 4,875 Std. Std. Std. 100 102 New Yorker—4-dr. 2-seat stat. wag., $5,022; 4-dr. 3-seat stat. wag., $5,131. 
BS eve see $00 5,411 5,841 Std. Std. Std. 100 102 
CORVAIR Not Not Not Not 
146 Offered Offered Offered Offered Manual-tune radio is $54. Gasoline heater is $74. 
SPE cccvoscosecss 2,038 1,984 sews teen rer Not Not Not Not 
TEND 6 6scScccrveses 2,103 2,049 hao bees eens 146 Offered Offered Offered Offered 
DeSOTO 
TD 66.6 6 cers eeeseee 3,017 sees 3,167 3,102 vests 189 106 43 89 98 TorqueFlite transmission is $227 on Fireflite. 
Ce eee 3,579 bse 3,727 3,663 $60 Std. 106 43 89 98 
DODGE 
Dart Fleet Special 6...... 2,296 2,245 ews —e5 cass 192 77 43 59 74 Dart prices are for six-cylinder models. For V-8s, add $119. 
Dart Seneca 6........... 2,330 2,278 Sues uae ieee 192 77 43 59 74 Dart Seneco—4-dr. 2-seat stat. wag., $2,695. 
Dart Pioneer 6........... 2,459 2,410 ee 2,488 ees 192 77 43 59 74 Dart Pioneer—4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat stat. wag., $2,892. 
Dart Phoenix 6.......... 2,595 ee 2,677 2,618 2,868 192 77 43 59 74 Matador V-8—4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat stat. wag., $3,354. 
Matador V-8 ............ 2,930 ites 3,075 2,996 er 189 77 43 59 74 Polara V-8—4-dr. 2-seat stat. wag., $3,506; 4-dr. 3-seat stat. wag., $3,621. 
ee ee 3,141 esse 3,275 3,196 3,416 211 77 43 59 74 PowerFlite transmission on Dart V-8 is $189. TorqueFlite transmission on Dart 
V-8 and Matador V-8 is $211. 
apeet For six-cylinder models, deduct $84. Six-cylinder engine not offered on 


Ranger V-8 ............. 2,697 2,643 2,770 2,705 3,000 190 82 43 65 74 convertible. 
Station Wagon—4-dr. 2-seat Villager, $2,989. 


Dual-Power transmission, $231 (available only with 352-cubic-inch engine). 


























Not Not Not 
SEE ilk6 0600 6654066600 1,974 1,912 cose woes abies 159 Offered Offered Offered 68 Manual-tune radio is $54. 
FORD Prices are for six-cylinder models. For V-8s, add $113. 
Custom 300 6 .......... 2,284 2,230 sas eee oees 180 77 43 59 75 Fairlane—business sed., $2,170. 
Fairlane 6 ............. 2,311 2,257 eee anae bet 180 77 43 59 75 Station Wagons—2-dr. 2-seat Ranch Wagon, $2,586; 4-dr. 2-seat Ranch 
Fairlane 500 6 .......... 2,388 2,334 err nee ons 180 77 43 59 75 Wagon, $2,656; 4-dr. 2-seat Country Sedan, $2,752; 4-dr. 3-seat Country 
Galaxie 6 ............6. 2,603 2,549 2,675 2,610 2,860 180 77 43 59 75 Sedan, $2,837; 4-dr. 3-seat Country Squire, $2,967. nad 
(Starliner) (Sunliner) Fordomatic transmission for V-8 is $190. Cruise-O-Matic transmission (V-8 
Thunderbird (V-8 Std.) . er 90:0: St’ 3,755 4,222 242 75 43 113 83 only) is $211. 
IMPERIAL 
SE 0 a.8'h:6'9-9 64.4 0046-006 5,029 oe 5,029 4,923 ae Std. Std. Std. 169 136 
CE V5 64-046 960-00 0:0.0 5,647 weave 5,647 5,403 5,774 Std. Std. Std. 169 136 
LeBaron ............2002- 6,318 see 6,318 sees eas Std. Std. Std. 169 136 
LINCOLN 
BEE. 5ek 60 0:9 0000 dees @ 5,441 ones 5,441 5,253 Sees Std. Std. Std. Std. Std. 
Premiere ..... ee ere 5,945 sees 5,945 5,698 er Std. Std. Std. Std. Std. 
Continental ............. 6,845 ene 6,845 6,598 7,056 Std. Std. Std. Std. Std. Continental—Town Car, $9,208; limousine, $10,230. 
MERCURY Station Wagons—4-dr. .2-seat Commuter, $3,127; 4-dr. 2-seat Colony Park, 
Monterey ............-. 2,730 2,631 2,845 2,781 3,077 231 106 43 86 79 $3,837. (Merc-O-Matic transmission standard on Colony Park.) : 
Montclair ............-.- 3,280 ase 3,394 3,331 tae Std. 106 43 86 79 Multi-Drive transmission standard on Park Lane; $26 extra on Montclair and 
Park Lane ............-- ieee oon 3,858 3,794 4,018 Std. Std. Std. 86 79 Colony Park; $257 extra on Monterey. 
OLDSMOBILE 
Series 88 .............. 2,900 2,835 3,034 2,956 3,284 231 108 43 89 75 Series 88—4-dr. 2-seat stat. wag., $3,363; 4-dr. 3-seat stat. wag., $3,471. 
BETTE, viccvcecesecce 3,176 saee 3,402 3,325 3,592 231 108 43 89 75 Super 88—4-dr. 2-seat stat. wag., $3,665; 4-dr. 3-seat stat. wag., $3,773. 
Series 98 .............. 3,887 606s 4,159 4,083 4,362 Std. Std. Std. 89 75 Dual-Range heater is $97. 
PLYMOUTH Prices are for six-cylinder models. For V-8s, add $119. 
Fleet Special 6 ......... 2,277 2,227 esas wees see 192 77 43 59 74 Station Wagons (six-cylinder}—2-dr. 2-seat Deluxe, $2,602; 4-dr. 2-seat De- 
BETS gc sccccccccces 2,310 2,260 ieee er ae 192 77 43 59 74 luxe, $2,668; 4-dr. 2-seat Custom, $2,761. 
Belvedere 6 ............ 2,439 2,389 Sean 2,461 ‘or8 192 77 43 59 74 Station Wagons (V-8 standard)}—4-dr. 3-seat Custom, $2,990; 4-dr. 2-seat 
TNT gs cccccssceceesee 2,575 . 2,656 2,599 2,967 192 77 43 59 74 Sport, $3,024; 4-dr. 3-seat Sport, $3,134. 
(V-8 Std.) PowerFlite transmission (V-8 only) is $189. TorqueFlite transmission for v-8 
is $211. 
PONTIAC 
Catalina ............06- 2,702 2,631 2,842 2,766 3,078 231 108 43 89 75 Catalina—4-dr. 2-seat stat. wag., $3,099; 4-dr. 3-seat stat. wag., $3,207. 
i eee oe exes 3,047 2,971 css. 231 108 43 89 75 
de |. 3,003 2,932 3,136 W606 re 231 108 43 89 75 Bonneville—4-dr. 2-seat stat. wag., $3,530. 
Bonneville ............+. er aees 3,331 3,255 3,476 231 108 43 89 75 Pushbutton heater is $94. 
RAMBLER Not Not 
American Deluxe ........ 1,844 1,795 aces esas ee 179 70 Offered Offered 72 Station Wagons: American—2-dr. 2-seat Deluxe, $2,020; 2- dr. 2-seat Super, 
Not Not $2,105. Deluxe Six—4-dr. 2-seat, $2,427. Super Six—4-dr. 2-seat, $2,562; 
American Super ......... 1,929 1,880 re ea 179 70 Offered Offered 72 4-dr. 3-seat, $2,687. Custom Six—4-dr. 2-seat, $2,677; 4-dr. 3-seat, $2,802. 
Deluxe Six ............. 2,098 hes re t's seas 200 70 38 76 76 Rebel Super V-8—4-dr. 2-seat, $2,681; 4-dr. 3-seat, $2,806. Rebel Custom 
Super Six ............-. 2,268 Tr ieee sear eens 200 70 38 76 76 V-8—4-dr. 2-seat, $2,796; 4-dr. 3-seat, $2,921. Ambassador Super—4-dr. 
ST MEN. oc ccccecccece 2,383 need 2,458 ee a 200 70 38 76 76 2-seat, $2,881; 4-dr. 3-seat, $3,006. Ambassador Custom—4-dr. 2-seat, 
Rebel Super V-8 ........ 2,387 paca wales eee oeae 220 80 38 76 76 $3,026; 4-dr. 2-seat (hardtop), $3,116; 4-dr. 3-seat, $3,151. 
Rebel Custom V-8 ....... 2,502 eee 2,577 Saat cane 220 80 38 76 76 American radio (manual tune) is $58. 
Ambassador Super ....... 2,587 ses vente sees eee 230 90 40 92 83 
Ambassador Custom...... 2,732 inte 2,822 coos ‘cee 230 90 40 92 83 
STUDEBAKER Prices are for six-cylinder models. For V-8s, add $135. 
Lark Deluxe 6 .......... 2,046 1,976 ake see wee 200 75 38 70 71 Lark Deluxe—2-dr. 2-seat stat. wag., $2,366; 4-dr. 2-seat stat. wag., $2,441. 
Lark Regal 6 ............ 2,196 Cees sae 2,296 2,621 200 75 38 70 71 Lark Regal—4-dr. 2-seat stat. wag., $2,591. 
Hawk V-8—Sport coupe, $2,650. - 
VAUANT 
CD ase e wg ate 00a ae 2,053 inne eae seie-a ion 172 73 41 59 74 V-100—4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat stat. wag., $2,488. 
RS orcas tne b Oeea 2,130 aes eee ere eer 172 73 41 59 74 V-200—4-dr. 2-seat stat. wag., $2,443; 4-dr. 3-seat stat. wag., $2,566. 
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"Stainless Steel is the best thing that ever happened 


to auto trim...and the parking lot industry,” 


says Jackie Roller, Parking Attendant, Eppy’s, Pittsburgh, Pa. 


. Mr. Roller, do you feel qualified 


to comment on Stainless Steel auto 
trim? 


. Well, I've been knocking around in this 


business for eight years now and | pretty 
well know all the wrinkles. 


. And what do you think about Stain- 


less Steel? 


. Stainless Steel is the best thing that ever 


happened to auto trim. 


. How would you compare it to other 


trim materials? 


. It's stronger. 


You mean Stainless Steel trim isn’t 
a decoration that’s going along for 
the ride . . . it adds to the structural 
strength of the car because Stainless 
is so strong? 


. yes. 


. And what about the much greater 


hardness of Stainless Steel? 


. Much harder. 


. Doesn’t the extreme hardness of 


Stainless Steel trim make it more 
resistant to dents and scratches that 
would mar other trim materials? 


- Yes. It’s the best thing that ever happened 


to us parking attendants. You should hear 
how... 


. What about the overall appearance 


of Stainless Steel trim? 


. Very nice. 


. We mean, doesn’t the hardness and 


corrosion resistance of Stainless Steel 
keep it bright and clean for years? 


. Yes. 


. Doesn’t Stainless Steel have a deep, 


jewelry-like luster that far out- 
classes any other trim material? 


. Yes... far. 


. Don’t you feel that the luster of 


Stainless Steel bespeaks taste instead 
of gaudiness? 


. Yes. 


. Now, do you feel that even though 


Stainless is a little more expensive 
than other trim materials, it will 
often actually save money for car 
manufacturers? 


. Yes... Well, no, | never felt that. 


Q. Well, don’t you feel that because of 


its greater strength and hardness, 
manufacturers don’t have to over- 
design with Stainless Steel? Won’t 
a little bit of Stainless Steel look 
better, work harder, and cost less 
than a lot of weaker metals? And 
because Stainless is easy to fabricate, 
won’t it save money in production— 
for example, replace more expensive 
die castings with Stainless Steel 
stampings? 


. Yes. 


. Would you say that these advantages 


—strength, hardness, appearance, 
formability, and economy—are rea- 
sons why manufacturers use more 
and more Stainless Steel trim every 
year... and why dealers and buyers 
are glad they use more? 


. Yes. 


. Thank you, Mr. Roller. 


USS is a registered trademark 


United States Steel Corporation — Pittsburgh 
American Steel & Wire— Cleveland 

National Tube — Pittsburgh 

Columbia-Geneva Steel — San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Steel Supply — Stee! Service Centers 
United States Steel Export Company 


United States Steel 











In_ Automotive Upholstery... 
Nylon Solidly Entrenched 


crease in cost,” Blackhurst said. 
“Of course, 100 percent nylon 
fabrics are possible but nylon 
isn’t a cheap fiber, and 100 per- 
cent nylon fabrics would price 
themselves out of the market.” 

Having a superior product doesn’t 
guarantee top position forever, it 
must keep abreast of the market, 
said Blackhurst. The fabric in 
which nylon is used—its design, 
texture, and cojoration—is more 
important in upholstery, he contin- 
ued, than any other area of textiles, 
for it is the fabric that must sell 
itself. 

“In dresswear the fabric is often 
secondary to the cutting, draping 
of the dress and its important 
trim,” he said. “In draperies, again 


Julius Estate Tops $300,000 

BUFFALO—Albert W. Julius, 
South Buffalo auto dealer, left a 
net estate of $303,755, according to 
a State tax appraisal. 


WILMINGTON, Del.— Annual, 
synthetic fiber consumption by the 
automotive upholstery industry has 
exceeded more than 20 million 
pounds for several years, accord- 
ing to Laurence R. Blackhurst jr., 
upholstery merchandising manager 
for duPont Co.’s textile fibers de- 
partment. 

While this market is not as 
large as the home-upholstery 
market, he said, it differs con- 
siderably in that relatively few 
concerns and a relatively small 
number of fabrics are involved. 

In 1949, when nylon made its first 
appearance in automotive fabrics, 
Blackhurst said duPont supplied 
this fiber to the automotive indus- 


try. 
“Nylon is the most practical fiber 
yet introduced for upholstery ap- 
plication,” he said. “This is not an 
idle assertion, but the result of not 
only duPont tests but actual use in 
the market for severa] years. 


“Nylon is the strongest and most 
abrasion-resistant of all textile 
fibers. It absorbs very little mois- 
ture, making it readily cleanable. 
It can be dyed any color and shade 
with almost complete resistance to 
fading. The most versatile of all 
man-made fibers, it is available to 
the upholstery trade in many vari- 
ations.” 

Nylon’s success as an auto up- 
holstery fabric was due to prod- 

uct superiority, Blackhurst con- 
tinued, After World War II, pas- 
tel shades and color combinations 
were introduced, he said, and it 
was necessary to have upholstery 
fabrics which could be dyed com- 
plementary bright pastel colors 
with excellent resistance to fad- 
ing and fabrics which would pass 
the stringent abrasion tests for 
automotive fabrics. 

“Detroit evaluated all fibers and 
nylon was the only fiber that met 
the specifications,” Blackhurst said. 
“There were problems, of course, at 
the beginning but the automotive 
industry solved them rapidly with 
the cooperation of fabric mills, De- 
troit stylists and duPont. 

“Since 1952 the use of nylon in 
automotive fabrics has grown tre- 
mendously. Approximately three of 
every four 1960 cars using woven 
upholstery will be trimmed in 
nylon fabrics,” said Blackhurst. 

Nylon fabrics are not 100 percent 
nylon, he explained. From a fabric 
construction standpoint, the most 
performance for the fabric dollar 
can be obtained through the use 
of nylon as a warp component 
where the major percentage of the 
fabric face is nylon. 

In other words, he continued, 
that part of the fabric that is sat 
upon and which receives the major 
wear and tear is nylon. 

“Filling yarns are generally 
spun rayon or cotton to give the 

fabric bulk without major in- 


42 Pct. of Readers 
Have Two Cars, 


Holiday Reports 


PHILADELPHIA.—More than 
90 percent of all Holiday subscriber 
households own an auto and 42 
percent of them own two or more 
cars, it was revealed in a study of 
the magazine’s subscribers. Eight 
percent have a third car, the sur- 
vey showed. 

The survey, which charts the 
characteristics and activities of 
Holiday subscribers and their fam- 
ilies, was made by the Opinion Re- 
search Corp., Princeton, N. J., in 
consultation with the Advertising 
Research Foundation, Inc. 

The study also casts some light 
on the ownership of foreign cars. 
One or more imported cars is own- 
ed by 9 percent of Holiday house- 
holds; one percent owns two or 
more imports. These high levels of 
car ownership are made possible by 
a median income of $9,500, the sur- 
vey revealed. 

Tables on auto usage indicate 
that the average for all car-owning 
households is 15,971 miles. One-car 
households average 10,500 miles; 
two-car households, 20,200 miles, 
and three-car households, 31,600 
miles. 
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the fabric can be treated to impart 
style through cutting, sewing or 
draping.” 

New nylon-styling concepts in 
home upholstery can be proved out 
since automotive styling draws on 
this industry for ideas, Blackhurst 
said. 

Through regular contacts with 
various styling studios, duPont sees 
automotive styling through the 
eyes of a fiber producer and can 
plan ahead to have the right prod- 
uct at the right time, he continued. 

An important part of duPont’s 
work is production of prototype 
fabrics demonstrating styling 
ideas, according to Blackhurst. 
This work is carried out by the 
fabric development group, a part 
of the technical service organiza- 
tion, he added. 

Another duPont contribution is 
assistance in solving fabric manu- 
facture problems, working between 
the auto manufacturer and du- 
Pont’s direct customer, the fabric 
mill, he said. 

An example, he added, is current 
interest in broadening the styling 
possibilities of piece-dyed fabrics 
so they will more nearly approach 
yarn dyes. If this can be accom- 
plished, it will greatly simplify the 
inventory situation and lead time 
required, Blackhurst said. 
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‘60 Cars Using These Fabrics— 

Sample fabrics from duPont fibers being used in 1960 cars include top, left to right, 
double woven nylon fabric for Plymouth by J. P. Stevens; bright and dull blue nylon 
by Collins & Aikman for Chevrolet; a beige nylon warp with filling of Dacron poly- 
ester fiber and metallized Mylar polyester film by Tioga for Lincoln, and Burlington's 
double woven nylon cloth (giving pleated effect) in charcoal gray for Pontiac. Below 
is red and white hound's tooth pattern in newly developed fabric of Taslan textured 
yarns by Sidney Blumenthal division, Burlington Industries, Inc. 
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Auto Sales Effect Uncertain... 


Credit Money to Get Tighter 


By Kenneth C. Kelley dr. 
Staff Writer 

ES and uncertain are 
/ the words which sum up credit 
conditions as they apply to auto 

sales in the 1960 model year. 
Right now, things are fine with 
plenty of credit available to deal- 
ers and customers with no hint of 
increased rates in the near future. 
Before the model year is out, 
credit conditions could be a lot 


worse. 

Those are the results of a survey 
of finance company officials and 
bankers, who should know what’s 
ahead in the money market. 

A check on credit conditions in 
the present and near-term future 
turns up these points: 

The supply of loanable funds 
right now might be considered a 
surplus. Businesses repaid many 
loans as they used up their inven- 
tories during the steel strike. Auto 
dealers’ stocks of new cars are 
depleted, meaning that a less-than- 


were needed. 


usual amount of money is out on 
floor-plan loans. 
af * * 
ITH stocks and sales tempor- 
arily off and the cost of money 
steady, competition for business will 
tend to postpone any possible in- 
creases in interest rates. 

Looking a bit further ahead, 
the money market is bound to get 
tighter. Just how tight is any- 
body’s guess. 

Businesses are certain to increase 
their borrowing as steel supplies 

start moving up again. Dealers’ auto 
stocks will increase, too. Govern- 





White-Autocar Branch 
Opens in Jacksonville, Fla. 


JACKSONVILLE.—W hite has 
opened a branch at 5175 W. Beaver 
St. for sales, parts and service for 
White and Autocar trucks. 

The branch will be managed by 
H. C. Godden, who has been with 
White since 1923. He has been a 
White truck division territory man- 
ager in Florida and nearby states. 


ment borrowing is certain to be 
fairly heavy. 

On the other hand, some demands 
for credit will slack off as 1960 
gets started. Christmas borrowing 
by the retail trade will be repaid. 
There are some indications that 
the demand for mortgage money 
will taper off from the 1959 level. 

* +. e 

N THE end, the Federal Reserve 

Board will decide just how tight 
the money market will get. As one 
finance company official said, “After 
all, this is a managed situation.” 

As long as the FRB feels that the 
demand for credit is reasonable, it 
will act to allow the money market 
to meet the demand. If the FRB 
should feel that the demand for 
credit is getting out of hand, it 
will act to tighten the market. 

There are many observers who 
believe that the pressures which 
tend to push up interest rates 
will be offset by pressures on the 
downward side, that interest 
rates are on a plateau and will 


TRANSMISSIONS PASS 
ILE TEST! 


T. J. Carter, Vice President of Fleet, and Chas. 
S. Willis, Superintendent of Maintenance, ex- 
amine the pilot model Spicer 12-Speed Transmis- 
sion. This unit now has over 250,000 miles of 
perfect performance behind it. Interstate Motor 
Lines disassembled the pilot model at 71,000 
miles for inspection of bearings and synchroniz- 
ing units. Only minor adjustments to air controls 


Interstate Motor Lines, highway transportation pioneer headquartered in Salt Lake 
City, has logged well over 4,000,000 maintenance-free miles on 53 Spicer 12-Speed 
Transmissions, Mode] 8125. 

IML is routed in the West—and blazes highway haulage trails over and through 
the Rockies, the Sierra Nevadas and the Wasatch Mountains. High-altitude wintry 
blasts and the fierce heat of salt-flat deserts have taken turns proving that Spicer 
12-Speeds will operate trouble-free under the worst conditions. 


T. J. Carter, IML Vice President of Fleet, says, ““We specify Spicer 12-Speed 
Transmissions because of their light weight, short overall length, high torque capacity 
and low maintenance cost.” 


Write to Dana Corporation for complete information on Spicer 
12-Speed Transmissions. Ask for the booklet that tells how to 
shorten your wheelbase by a foot, increase payload by 200 pounds, 
eliminate the auxiliary transmission and two-speed axle. 


SERVING TRANSPORTATION — Transmissions e 





Auxiliaries 


e Universal Joints e 
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CORPORATION 
Toledo 1, Ohio 
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DO NOT DRIVE 
IN WHEN DOORS 





Sign seen on a garage in Seat- 
tle, Wash. 


stay there for some time to come. 
There is little likelihood that 
consumers will be charged more for 
auto loans during the 1960 model 
year. In many areas, rates are 
already at their legal maximum. 
In just about all areas, the keen 















Propeller Shafts 


Power Take-Offs ¢ Torque Converters e Axles e Powr-Lok Differentials ¢ Gear Boxes e Frames 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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competition for auto paper bars 
any thought of higher rates. 
* * ok 

|. interest rates charged on 

wholesale financing are tied 
pretty closely to the cost of short- 
term borrowings, These rates have 
been steady of late and no change 
in wholesale rates appears likely 
in the near future. 

A renewed upswing in short-term 
rates in 1960 will bring higher 
wholesale rates, if the upswing 
goes far enough. 

Auto loan terms will probably 
be about the same in 1960 as they 
have been this year. 

Most lending institutions have ac- 
cepted 36 months as the maximum 
length of an auto loan, A few will 
go beyond 36 months and some still 
hold out for shorter maturities. 

cl * ok 
Witt 36 months as the accepted 
maturity, ever greater numbers 
of buyers are signing contracts for 
that period. This will continue to 
increase the length of the average 
auto contract, 

Lending institutions, on the av- 
erage, will be about the same in 
accepting auto paper. There will 
be some who feel that more cus- 
tomers are good credit risks in 
good times, tending to make these 
institutions a bit less selective in 
buying paper. 

On the other hand, some of the 
institutions which got burned with 
bad paper in the last recession 
are apt to continue to be more 
selective. 

Downpayment requirements will 
be little changed. Really tight 
money conditions could lead to re- 
quests for a boost in the average 
downpayment. 

* 





* 


ne if the money market 
grows considerably tighter, it 
is pretty generally agreed that the 
dealer, rather than the customer, 
will be the first to be affected, 

The next step in boosting the 
return on auto paper is almost 
sure to be a reduction in dealer 
reserve, the dealer’s participat- 
ion in the finance income, 
Nothing defirfite is planned in this 
area yet. 

Most financial observers expect 
1960 to be a good auto year. The 
steel strike may have pushed enough 
1959 sales in 1960 to make the year 
just a shade under 1955 for the auto 
industry. 

But, they warn, 1960 won’t be 
marked by some of the credit ex- 
cesses seen in 1955. “We don’t want 
another 1955,” said one banker. 

+ cd 


T= 1959 model year was a good 
one for the credit side of the 
business. The recession decline in 
credit outstanding was halted and 
then the credit total climbed to a 
new record. 

The credit total had declined to 
$14,066 million by the time that 
1959 models began selling in large 
numbers. The next 10 months saw 
the total soar to $16,259 million, 
well above the previous peak of 
$15,505 million reached in October 
of 1957. 

In addition to this increased vol- 
ume, the financing world was 
pleased by sharp declines in repos- 
sessions and loan delinquencies from 
the recession levels of 1958, 


P-D-V Appoints 
Dealer Aide 


DETROIT. — Dale Throckmorton 
has béen named national dealer 
Placement man- 
ager on the staff 
of Edward P. 
Letscher, general 
sales manager of 
Plymouth-DeSoto- 
Valiant. 

With Chrysler 
Corp. since 1952, 
Throckmor- 
ton was dealer 
Placement man- 
ager in the cor- RS ee 
poration’s Mid- D. Throckmorton 
west sales area before assuming his 
new position. Throckmorton’s de- 
partment works to cover all mar- 
kets with Plymouth, DeSoto, and 
Valiant dealers in accordance with 
the corporation’s market provisions. 





10 Years at the Top 


BROWNSVILLE, O.—John and 
Lee Sheckherd, Ford dealers here, 
have received Ford Motor Co.’s 
Four-Letter Award for the 10th 
consecutive year. 


R 
MOST TALKED 
OUT ADVERTISING 


IN THE FIELD 






PERT ’N’ PRACTICAL, SO SATISFACTUAL 
TRAVELS IN STYLE AT LESS COST PER MILE 


LOVE THA VARK* STUDEBAKER 


>> Freedom, fun and flair is yours in all your family chores—with the beautiful, practical, 
loveable, driveable, turnable, parkable Lark = You'll take pride in the quality-built detail in 
this finest-car-of-its-kind. Luxurious, thrifty, stylish, zippy— everything combined => Trim-tailored 
interiors; smart, lush, relaxing. Rich sapphire enamel finish; never needs waxing > Snuggles 
easily into parking places, sprints through traffic like a doe. Big in power (economical 180 h.p. 
V-8 or spirited 90 h.p. Six), small in price, keeps your gas bill low = Glowing fashion colors, 
six stunning styles, widest choice of models among all new dimension cars to meet your needs > 
See, drive, and you'll Jovethat Lark by Studebaker. PROVEN BY 750 MILLION MILES OF OWNER USE. 


The LARK for’60—world’s first and only full line of new dimension cars—available in 2 and 4-door sedans; 2 and 4-door station wagons; sporty hardtop and exclusive convertible. 
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CAN BE 
YOUR SUCCESS IN 1960 


DEALER PROFITS —net operating profit 17% higher than the industry.* 
DEALER CAPITAL —working capital nearly doubled in 1959.* 

DEALER NET WORTH -inceasea 80% in 1959." 

1959 PRODUCTION - increased 375%, in first 9 months.* 

MARKET PENETRATION —aimost triptea. 

CONQUEST SALES - over 70% of trade-ins were competitive makes. 

PROVEN SUCCESS - over 750 mittion owner-driven miles. 

PROVEN RESALE VALUE ~ recognized sources show that Lark wholesale values are 


running higher than other cars in its price class. 


LOW ESI-PRICE V- 8 LINE in the industry (only $61 over the Six, to dealers) 
ONLY FULL LINE of New Dimension cars—6 different body types—DeLuxe or Regal trim 


—Six or V-8 in 3 power ranges—3 transmissions—a complete range of options and accessories. 


OPERATING ECONOMY -v-: topped all other V-8’s in latest Mobilgas Economy 


Run. The Six scored even higher mileage. 


FLYING START FOR 1960_since introduction, retail deliveries are running 42.3% 


ahead of corresponding period of last year. 


HOW ABOUT YOUR PROFITS AND PROSPECTS? 


Mail this coupon today! 


* Figures for first 9 months of 1959 
| TELL ME ABOUT THE LARK FRANCHISE — in strictest confidence, and without 
: - obligation. 
: DEALER DEVELOPMENT DEPARTMENT 
: STUDEBAKER-PACKARD CORP., South Bend 27, indiana 
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Into America’s hearts... 


the SUP E RB 
60s 

all once again usin 

National Oil Seals 


Corvair, Dart, Falcon, Valiant—new names added to the 
gleaming galaxy of American motordom. Added, too, to the 
industry-wide roster of motor vehicles rolling smoothly, 
safely, dependably with National Oil Seals. 


National, proud of its 38 years of service to “The Industry”, 
salutes the Superb 60’s. Detroit, as expected, 
has done it again! 





NATIONAL SEAL 


Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California 
Plants: Van Wert, Ohio, Redwood City and Downey, California 
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al V-461 and V-549 gasoline-fueled | 
V-8 engines, includes an additional 
distributor, a second set of spark 
plugs, a second coil and high ten- 
sion wiring. A special switch per- 
mits use of both ignition systems 
simultaneously, or either one in- 
dependently, the firm said. 


* * * 


Floor-Repair Material 

Monroe Co., Inc., Dept. SF, Cleve- 
land 6, O., has announced an im- 
proved “Swift Floor” repair mate- 
rial. A newly developed ionization 
process gives almost complete 
resistance to abrasion and shock, 
the firm said. 


































ENGINE HEATER—Thermo-Temp Indus- 
tries, Inc., 7712 Second, Detroit 2, Mich., 
has announced an engine heater that 
automatically maintains operating temper- 
ature of the coolant in gasoline, diesel 
and propane fueled engines even when 
engines are not running. It also eliminates 
low temperature starting problems and 
cold engine wear, the manufacturer says. 
The Thermo-Temp engine heater is an 
automatic and _ independently-operating 
unit easily installed on all vehicles pow- 
ered by liquid-cooled engines. When in- 
stalled, it becomes an integral part of the 
cooling system and does not interfere with 
the normal engine function. It operates on 
the engine's fuel supply and is thermo- 
statically controlled to maintain engine 
temperature at proper operating level, it 
is said. 





VALVE PUMP—Universal Valve Co., 409 
South St., Elizabeth, N. J., manufacturer 
of the aboveground valve idea for gaso- 
line pump installations, has announced an 
improvement which will enable these 
valves to withstand the ill-effects of high 
test additive gasoline. The above-ground 
valve idea was conceived for use on new 
or existing installations to prevent loss 
of prime when inaccessible underground 
check valves leak. Installed at base of 
pump, Universal has now made them even 
more serviceable by employing a new 
disc composition material which is un- 
affected by gasoline additives thus adding 
to the life of the unit, it is said. 

a, 


AC Offers Plugs, Filters 

“Fire-Ring” spark plugs and 
“Triple Trapper” oil filters, design- 
ed to provide increased engine per- 
formance and protection, have been 
announced by AC Spark Plug Divi- 
sion, General Motors Corp., Flint, 
Mich. The spark plugs feature a 
new insulator material and a new 
“knurled” tip center electrode. The 
oil filter features resin-impregnated 
filter paper that traps particles as 
small as 1/100,000th of an inch. 

+ * * 


Auto-Wash Car Counter 


A “fool-proof” car counter has 
been introduced by California Car 
Wash Systems, Inc., North Holly- 
wood, Calif. The basic unit includes 
treadle, pressure switch, latching 
relay, transformer, four-digit reset 
electric counter and electric clock 
in locking case. 


* * * 


Oil, Rust Solvent 


A penetrating oil and rust solv- 
ent, Smash, has been announced by 
the Panef Mfg. Co., Inc., 116 E. 
Walnut St., Milwaukee, Wis. It is 
specially formulated to penetrate 
frozen, rust-encrusted nuts, bolts 
and pipe joints for easy loosening 
or removal, the firm said. 

. * * 


Autolite Spark Plug 

A standard %-inch reach spark 
plug with power tip has been an- 
nounced by Electric Autolite Co., 
Toledo, O. The plug, AG42, is origi- 
nal equipment in the 1960 Chrysler 
line for all six-cylinder engines, the 
firm said. 


POWER TAKE-OFF—Dana Corp., Toledo, 
O., has announced a top-mounted power 
take-off unit which features forced feed 
lubrication and operates under heavy 
work loads at low speeds without causing 
damage to bearings and gears. Tapered 
roller bearings insure positive lubrication 
and a separate oil pump is provided to 
keep the bearings lubricated at all 
speeds, it is said. It is easily installed 
on any Dana auxiliary transmission by 
removing the shifter housing cover and 


bolting the unit in place. 
o- ore 


Black Automotive Paint 


A hard-drying, deeper black auto- 
motive finish—No. 75 Diamond 
Black—has been introduced by the 
Acme Automotive Finishes Divi- 
sion, Acme Quality Paints, Inc., 
8250 St. Aubin Ave., Detroit 11, 
Mich. It sprays on easily and offers 
greater depth, gloss retention and 
outdoor durability, the firm said. 

* * * 
Dual Ignition System 
Introduced by International 


A dual ignition system for V-8 
powered International fire truck 
chassis has been announced by In-| Jr., including spray guns, material contain- 
ternational Harvester. lers and control equipment. An air chuck 

The system, which is offered a8| and 15 feet of Y%-inch air hose are stand- 
optional equipment on Internation-| ard equipment. 





AIR COMPRESSOR—A mobile air-power 
outfit has been announced by Campbell- 
Hausfeld Co., Harrison, O. Known as the 
“Tankmobile Jr.,"" the unit features a 
heavy-duty Pressure Princess single-cyl- 
inder air compressor on a welded steel 
7%-gallon tank. Models are available with 
a % horsepower capacitor motor, or a 
1/3 horsepower split phase motor, The 
capacitor motor unit has an automatic 
pressure switch to control tank pressure | 
60/80 p.s.i. by running the motor oer 
when needed it is said. A selection of ac- | 


cessories is available for the Tankmobile, | 











TRUCK NEW PRODUCTS 


Mfg. Co., Alliance, O., division of| ‘ 





BUMPER — A heavy-duty trailer-mounted 
bumper for absorbing shocks between trail- 
ers and loading docks has been announced 


by Schwitzer Corp., 1155 Massachusetts 
Ave., Indianapolis 7, Ind. Known as the 
Hy-Duty Dock Bumper, the unit is normally 
mounted on the rear of a trailer, one on 
each side, to protect the vehicle, dock, and 
load. It consists of two 1%-inch thick discs 
of a resilient compound, 514 inches in 
diameter, sandwiched between three steel 
plates. The compound is fused to the plates 
—a round armored facing plate, round 
inner plate, and 5%-inch square mounting 
plate. When mounted, the bumper extends 
out only about 4 inches. 


38-Piece Socket Set 


A 38-piece socket set in half-inch 
square drive has been announced 
by Wright Tool & Forge Co., E. 
State and Wright Aves., Barber- 
ton, O. The set includes 14 standard 
sockets; nine deep sockets; eight 


ten-point sockets; two, five and 10- 
inch extensions; flex handle; uni- 
versal joint; reversible ratchet and 


steel hip-roof box. 
* + * 





STOP-TAIL LIGHT—The Trailite, a stop- 
tail light featuring its own battery enclosed 
in a case, has been announced by C. L. B. 
Co., Box 6031, Houston 6, Tex. Designed 
for use on trailers, inertia of the trailer 
slowing down activates a switch to turn 
on the stop light, it is said. There are three 
models of this self-contained trailer light 
for almost any requirement. Each one has 
a license plate bracket and a clamp for 
no-tool fastening to the trailer rear. 


om | 
: L 


BATTERY-BOOSTER KiT—Borroughs Tool 
and Equipment Corp., 2429 N. Burdick St., 
Kalamazoo, Mich., has announced a bat- 
tery-booster kit. The kit consists of a metal 
tote cart, equipped with two 7-inch 
wheels; a metal box an 11 by 14 by 74- 
inch metal box for carrying the battery; 
battery tongs; terminal and battery clamps, 
and cables. 





+ * 


Washer Antifreeze 


Delco Special 15 windshield 
washer antifreeze permits washer 
operation down to zero, according 
to United Motors Service division, 
General Motors Corp., Detroit 2, 
Mich. The product prevents freez- 
ing in jars, hoses and nozzles, 
and freezing on the windshield 
when the washer is operated at 
below-freezing temperatures, 
UMS said. 

+ + 


. 
Oil-Leak Spotter 
Detecto, a premixed oil dye to 

color the oil or fluid of auto or 
truck engines or automatic trans- 
mission in detecting leaks, is being 
marketed by H & H Distributing 
Co., Box 694, Fort Worth, Tex. 

* 7 + 


Operator Is Introduced 


For Overhead Doors 


An operator of heavy-duty auto- 
matic overhead doors has been de- 
signed especially for garage and 
warehousing needs of the automo- 
tive industry, according to Alliance 








Consolidated Electronic Industries 
Corp. 

Called the “Genie Model 410,” the 
unit provides a lifting force of 250 
pounds, sufficient to operate over- 
size garage doors up to 10 feet 
high and 20 feet wide, the firm 
said. It automatically unlocks and 
opens or closes and locks the door 
at the push of a button, while at 
the same time turning garage lights 
on or off. 

+ * * 
License-Plate Frame 


A chrome-plated universal license 
plate frame, the Pathfinder, is being 
manufactured by Auto Lamp Mfg. 
Co., 2909 S. Indiana Ave., Chicago. 
The frame is of die-cast and 
formed steel construction, in a deep 
three-dimensional modern design. 

* * 





GIFT-WRAPPED PLIERS—Kraeuvter & Co., 
Newark 3, N. J., has gift wrapped sets and 
individual precision pliers in gay, ready 
to give, holiday coverings. The bright, 
cheerful wiapping picturing a smiling 
Santa makes an attractive, eye-catching 
display, it is said. . 

* 


Lubriplate Introduces 


Fluid for Transmission 


An automatic transmission fluid, 
Type A, Suffix A, withstands all 
high and low temperature extremes 
encountered in the U. S., according 
to the Lubriplate division, Fiske 
Brothers Refining Co., 129 Lock- 
wood St., Newark 5, N. J. 

The fluid is formulated for all 
types of passenger-car automatic 
transmissions and is qualified by 
the Armour Research Foundation, 
Lubriplate said. 

* ” 


Nozzle Repair Kit 

A “do-it-yourself” automatic-noz- 
zle repair kit has been introduced 
by Automatic Nozzle Exchange, 990 
Eighty-seventh Ave., Oakland 21, 
Calif. The kit includes all parts 
needed for a nozzle overhaul, the 
firm said. 


+ * * 
Boat, Trailer Hitches 

Draw-Tite Mfg. Co., Belleville, 
has introduced its 1960 series of 
boat and utility trailer hitches in 
regular and heavy-duty sizes, and 
they are guaranteed for gross 
weights up to 2,000 and 5,000 
pounds, respectively, the company 
said. 





STOP-TAIL LAMP —A one-piece acrylic 
plastic reflector-type lens, said to provide 
up to 50 percent more illumination than 
conventional lenses, is a feature of the 200 
series stop and tail lamps offered by J. W. 
Speaker Corp., 3059 N. Weil St., Milwau- 
kee 12, Wis. The lamp lens is secured to 
the steel body with two screws. No special 
lamp doors are required. Bulb change time 
is cut to a minimum by this assembly, it 
is said. The lamps are furnished with a 
clear license illuminating lens, and are 
available in several mounting styles to fit 
any commercial vehicle application. They 
Gre furnished with or without license plate 
mounting brackets, it is said. 
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STEERING AXLES—A dual wheel front 
steering axle has been announced by Boll- 
ing Wheel & Axle Division, Grand Haven, 
Mich. The dual wheel and axle assembly 
gives independent rotation of each of the 
four tires as well as braking on all tires 
from conventional type braking equipment, 
it is said. The axle is offered in two capac- 
ities—18,000 pounds for maximum pay- 
load, flotation and safety on over-the-road 
equipment and 30,000 pounds capacity for 
heavy front end loading on off-the-road 
equipment. The 18,000-pound axle has 
been designed to fit standard trucks and 
adhere to all highway restrictions. The full 
96-inch permissible width dimension is 
used to obtain maximum turning angles 
without changing standard frame and 
spring dimensions and locations. Versatility 
of axle lengths allow for turning angles 
between 28 degrees and 36 degrees, de- 
pending on tire sizes used between 10:00 
and 8:25 dual tires. Both the 18,000-pound 
and 30,000-pound axles have been de- 
signed to fit all truck manufacturing speci- 
fications. - + » 


Electric Tachometer 


A line of electric tachometers, 
with a chromium-plated brass bezel 
3-5/16 inches in diameter, is being 
marketed by Thomas G. Faria Co., 
13 Joyce Court, Niantic, Conn, The 
self-contained units can be con- 
nected in less than three minutes 
by connecting two wires to the 
ignition switch, the firm said. 


Auto Cleaners 


Two products for cleaning car in- 
teriors, a shampoo and special ap- 
plicator, have been introduced by 
Bissell, Inc., Grand Rapids, Mich. 
They are called Bissell Car Master 
Shampoo and Applicator, and foam- 
clean mohair, fiber, acetate, plastic 
and leather upholstery, head liners, 
floor coverings, seats and seat cov- 
ers and convertible tops, Bissell 
said. 





WARNING LAMP—Grote Mfg. Co., 
Bellevue, Ky., has announced the D-257 
dual-faced emergency warning lamp. The 
unit has two 7-inch shatterproof, fadeproof 
acrylic plastic lenses, mounted to provide 
warning signals in two directions. Its body 
is one-piece heavy gauge steel, with baked 
black enamel finish. The heavy steel mount- 
ing pedestal is also finished in baked 
black enamel and has 7/16-inch hollow 
threaded mecunting stud and rubber mount- 
ing pad. This lamp is available with red, 
amber or bive lenses. 

4. 


Wheel Aligner 


The Hunter Group 903-BTC Lite- 
A-Line wheel aligner, with 16-inch’ 
stands, has been introduced by 
Hunter Engineering Co., Hunter 
Ave, and Ladue Rd., St. Louis 24, 
Miss. The group features the 
Hunter toe-mirror system, the firm 
said. 

on . * 


Valve-Stem Seal Boosts 
| Oil Mileage, Firm Says 
Renniks Co., P. O. Box 56, Bir- 
mingham, Mich., has introduced a 
| valve-stem oil seal which it claims 
| has increased oi! mileage up to five 
| times and more on Chevrolet 265, 
| 283 V-8s and sixes. 
| The seals require no special tools, 
no machining, and do not require 
removal of heads for installation, 
the firm said. 
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BOs: West Germany.—An 
agreement has been reached by 


wagen will be a denationalized en- 


passed. 


the interested parties, and Volks- 


7, 1959 


Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 





a higher price. The British trade 
publication, Autocar, fears that VW 
may be even more competitive 
when the firm is in private hands. 





terprise as soon as a law can be| a-~"2.-6 


| Wartburg Engine 


The Federal Government will 
retain 20 percent of the shares; 
another 20 percent will go to the 
State of Lower Saxony, where 
VW is located, and the remain- 
ing 60 percent will be sold to | 
small investors. 

Business sources have criticized 
the latter move, They contend that ae 
since the “little people” have no ex-  ;, eee ree, it is rumored 
perience with stocks, they may as- .— . — . 


sume that their shares are exempt 
More Vauxhall Wagons 


from the fluctuations of stocks. 

Volkswagen also won another; q¥7AUXHALL reports that its sta- 

battle in the fight with prewar! V ‘tion wagon aes in ‘i U Ss. 

holders of VW saving booklets.' have increased 100 percent this 

These savers have declined an offer) year, 

of a $125 price reduction on a oe 

standard VW, and now they have i. 

been turned down completely by a| English Ford Expands 

new court hearing. There may be oe OF ENGLAND has a new 

still another trial in this case. building which houses the paint, 
Volkswagen is said to be work-) trim and final assembly operations. 

ing on an addition to the line at; The two-story structure is 1,215 by 






with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Cerylic and aff present-day finishes. 





— are reports that Wart- 
burg, the East German car, may 
have to be equipped with another 
engine in countries where Auto- 
Union Corp., of West Germany, 
holds patents concerning the three- 
cylinder, valveless, two-cycle power 
plant. 







beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 
Its bright finish will make your car look better, stay in style longer 
and have a higher trade-in value. 





No other metal offers the freedom of design and fabrication, 

economy of care and the durable beauty that serves and 

sells like Stainless Steel. | 
U 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 





specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 


630 feet and is linked to the body 
plant by a conveyor bridge, 

Ford of Germany has placed 
large advertisements in German 
newspapers seeking top-notch en- 
gineers, perhaps to plan new mod- 
els for 1962. 


* * * 


Aston-Martin Shuns Track 


AVID BROWN, of Aston-Mar. 

tin, has retired from sports-car 
racing after winning the 1959 world 
championship. 

He said he would take his cars 
out of the sport because the cars 
produced by his competitors are 
no longer the same types of au- 
tomobiles offered for sale to the 
public. 

Brown said that in 1960, his cars 
will concentrate on the remaining 
Grand Prix events. The personnel 
freed by this move will be utilized 
to develop the production cars at a 
faster clip, he said. 

of * * 


Ghia Builds for Ford 


a of Italy, said it has built 
three prototype cars for Ford 
as well as doing work for Chrysler 
and other organizations. 

The Selene, which was displayed 
at the International Auto Salon, in 
Turin, Italy, was a Ghia experi- 
ment, not a Chrysler car, the Ital- 
ian firm said. 

* ok * 


Krupp Distributes Simca 
LFREID KRUPP’S truck divi- 
sion in Germany has taken over 

Simca distribution. 

Taxicab owners are being offered 
the Simca Ariane, which has the 
Aronde four-cylinder engine and 
the larger Vedette body. The price 
is about $1,750. 

+ * * 

Driver-Fatigue Tested 
RITISH MOTOR CORP. has is- 





sued a report on driver-fatigue 
tests in the new four-ton BMC 
trucks with new cabs, The tests 
were conducted by Prof. G. C. 
Drew, a psychologist from the Uni- 
versity of London. 


One test measured the energy 
used in entering and leaving 
orthodox cabs and the new type, 
while another involved the ma- 
neuverability of both types of 
trucks. BMC wanted to know how 
much the increased window area 
and lower side windows helped. 

A normal! day’s work in both 
types of trucks was recorded and 
measured in a third test. 

The first test was taken with the 
driver wearing a mask which en- 
abled scientists to chart the amount 
of air inhaled and exhaled. The 
second series of tests was timed, 
and the third series was expressed 
in the amount of wheel grip during 
a working day. 

BMC has prepared a booklet de- 
tailing the tests and the results. 


Sales Up 9 Pet., 
Sweden Reports 


NEW YORK.—Registrations of 
new autos in Sweden during the 
first nine months of 1959 were up 
9 percent over the corresponding 
period in 1958, according to Swedish 
government statistics. 

Cars registered in the nine-month 
period this year totalled 122,687 
units, an increase of 10,082 over 
last year. 

The Volvo leads sales with 27,871 
units, followed by the Volkswagen 
with 22,967 and GM cars (primarily 
Opel) with 21,512: Truck sales to- 
talled 9,583 units, an increase of 
311 over last year. 





Oregon Dealers Must Post 
Bond to Get ’60 Licenses 


SALEM, Ore.—Oregon autome- 
bile dealers will have to put up a 
$15,000 corporate surety bond 
when they apply for their 1960 
dealer licenses, under a new law. 

About 1,250 new and used-car 
dealers will have to apply by Jan. 
‘ No bond has been required be- 

ore. 


























Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 








SUN-TIMES SPECIAL CHICAGO AUTO SHOW SECTION 
Sunday, January 17, 1960 
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Chicago 
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National Carbon Co., division of| new $100,000 headquarters at 5840| for electronic instruments. It will 


Auto News in Brief 


FORT LAUDERDALE, Fla.—Six 
new-car dealerships have been 
franchised by Cars Rental System, 
rental and leasing firm. 

The newcomers are Byers-Mc- 
Phail Oldsmobile, Natchez, Miss.; 
Weaver Motor Co, (Ford), Pasca- 
goule, Miss.; Leader Chevrolet, 

est Springfield, Mass.; Bridgeport 
Lincoln Mercury, Inc., Bridgeport, 
Conn.; Downtown Chevrolet Co., 
Peoria, Ill, Briggs Motor Co. 
(Ford), Defiance, O. 


+ * * 


Dealer Finds His Keys, 


But It Proves Costly 


KANSAS CITY.—Ofiicials of 
Scott Motors, Inc. (M-E-L) have 
discovered a new way to find lost 
keys. When two sets of keys to 
@ new car displayed outside dis- 
appeared, they put a spotlight on 
the car and asked the police to 
keep watch. 

Police observed a man sitting 
in the front seat of the car under 


the spotlight at 3 am. He had 
the missing keys in his posses- 
sion, 

When officials of the car firm 
were called down, they found 
that a window had been broken 
on the north side of the building 
and someone had taken $101.50 
from the office, This money was 
not found on the suspect. But 
police were not betting that he 
didn’t have an accomplice who 
got away, ; 

* * * 
Union Carbide Establishes 


Consumers-Products Unit 


NEW YORK.— Union Carbide 
Corp. has: formed a new division 
to expand its consumer-products 
business, according to Morse G. 
Dial, chairman, The new division 
will be known as Union Carbide 
Consumer Products Co. 

Dial said the division will market 
Prestone and Eveready brand prod- 
ucts, which have been handled by 
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PORTLAND, INDIANA 
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Union Carbide, National Carbon 
will continue to manufacture and 
market electrodes, arc lighting car- 
bons, brushes for electric motors 
and other carbon and graphite spe- 
cialties. 


* * * 


Good Market Is Seen 


Today for Steam Cars 

PHILADELPHIA. — The steam 
car is sure of a big comeback the 
day the world’s oil supply is ex- 
hausted, and even now could 
find a market in special situa- 
tions, steam-car enthusiasts claim 
in the current issue of Harper’s 
Magazine. 

They say the special situations 
are taxicabs and small house-to- 
house delivery trucks, which “idle 
so much” and trucks for desert 
use, And they’re hopeful atomic 
energy will be ready for small- 
power installations when the oil 
supply runs out. 

+ * a4 


New Denver Headquarters 


Opened by Dobbs Diesel 
DENVER.— Dobbs GM Diesel, 
Inc., which distributes General Mo- 
tors Detroit Diesel engines and 
parts in Colorado, Wyoming and 
Western Nebraska, has opened its 


Colorado Blvd. 

O. L. Dobbs, president, revealed 
plans to set up a branch at Grand 
Junction, Colo., in addition to those 
already operating at Fort Morgan, 
Colo., and Casper, Wyo. 

* * 


Dunlop Plans 10 Pct. Boost 
In Tire-Producing Capacity 

BUFFALO.—Dunlop Tire & Rub- 
ber Corp. disclosed it has started 
a $1,250,000 expansion of its tire- 
producing capacity at its Town of 
Tonawanda plant. 

A spokesman said the expansion 
will increase tire-making capacity 
approximately 10 percent. A $6 mil- 
lion modernization and expansion 
project was completed recently. 

* * om 


Lewyt Mfg. and AMF Unit 


Are Purchased by Budd 


NEW YORK.—Budd Co, has 
purchased Lewyt Mfg. Corp., 
Long Island City, and the Cleve- 
land Welding division of Ameri- 
can Machine & Foundry Co. 

Cleveland Welding makes wheel 
rims for trucks and tractors. 
Lewyt produces data-processing 
systems, communications for 
electric counter-measuring equip- 
ment and environmental controls 


Producing: 


STEERING WHEELS 


MOLDED, EXTRUDED 
HARD AND SPONGE 
RUBBER AND 
VINYL PRODUCTS 


SHELLERTEX 
(POLYURETHANE) 


CHROME PLATED 
DIE CASTINGS 


METAL STAMPING AND 
SCREW MACHINE 
PRODUCTS 


CORK AND 
PLASTIC PRODUCTS 








be operated as Budd Lewyt 
Electronics, Inc. 
* * 


Truckers Pay for Study 
CHAPEL HILL, N, C.—Financed 
by a gift of $25,000 from the North 
Carolina Motor Carriers Assn., the 
University of North Carolina’s 
School of Business Administration 
has begun a five-year research pro- 

gram in motor transportation. 

* > + 


All Hertz Executive Offices 


To Be Moved to New York 


CHICAGO.—Hertz Corp. has an- 
nounced that it will move its ex- 
ecutive offices from Chicago to 
New York “within three years.” 

Walter L. Jacobs, Hertz presi- 
dent, said the move would be made 
“to permit consolidation of all divi- 
sions, general management and 
corporate staff departments under 
one roof.” Some operations of the 
company are already headquartered 


in New York. 
* * + 


Motors Acceptance Known 


Now as Pacific Finance 

LOS ANGELES. — Sales finance 
offices of Motors Acceptance Corp. 
in six Wisconsin cities now are be- 
ing operated under the name of the 
parent firm, Pacific Finance Corp., 
according to Victor L. Brown, Mo- 
tors Acceptance president and di- 
rector of Pacific Finance, 

The offices, operated in combina- 
tion with those of the Motors Ac- 
ceptance affiliate, First Credit 
Corp., are in Beloit, Fond du Lac, 
La Crosse, Madison, Milwaukee and 


Waukesha. 
+ * * 


New Chicago Home Opened 


Officially by Raybestos 

CHICAGO. — Raybestos_ division, 
Raybestos-Manhattan, Inc., has of- 
ficially opened a new Chicago 
branch at 4633 S. Knox Ave. The 
new building contains 20,000 square 
feet of warehousing and air-condi- 
tioned sales office space, making it 
twice the size of its previous quar- 
ters, the firm said. 

A company spokesman said the 
increased inventory to be stocked 
in this branch will fill the expand- 
ing needs of Midwest customers for 
Raybestos-lined brake shoes, brake 
lining and other products. 

* * * 


Every Gas-Tax Boost 


Cuts Yield, Says Oil Man 


ATLANTA.—The strong trend 
toward small cars is an indica- 
tion that those who are pressing 
for higher gasoline taxes “may 
be killing the goose that lays the 
golden egg,’ Frederick B. Huf- 
nagel jr., Sun Oil Co. marketing 
aide, told a meeting of the Pe- 
troleum Assn. of Georgia. 

Hufnagel said rising gas taxes 
has set in motion “a vicious 
cycle” in which the lowered fuel 
consumption of smaller cars 
yields reduced tax money and ul- 
timately prompts another round 
of tax increases. 

* OK * 


Fram Oil, Air Filters 


Available in 152 Nations 


PROVIDENCE, R, I.—Fram oil 
and air filters are used by more 
than 400 manufacturers as original 
equipment, according to Fram 
Corp. 

The result is that Fram filters are 
manufactured in 11 countries and 
sold in 152 nations. Fram is not 
manufactured behind the Iron Cur- 
tain, but its replacement filters are 
installed on two Russian Mosk- 
vitches registered in this country 
and some 1,200 roaming the roads 
of Free Europe, according to Fram. 

o*K ok * 


Vrooman Pontiac Building 


Destroyed in $150,000 Fire 


ADAMS, N. Y.—Six cars and all 
the firm’s repair equipment were 
lost in a fire which destroyed the 
sales and service building of Vroo- 
man Pontiac, 68 N. Main, 

Floyd Vrooman, owner, estimated 
the loss at $150,000. 

* . ok 
Inventor Claims Device 


Can Halt Smog, Save Gas 
PRESCOTT, Ariz.— Fred Rol- 
land, an 80-year-old inventor, 
claims he has developed a car- 
buretor attachment that could 
solve the Los Angeles smog prob- 

(Continued on Page 95, Col. 1) 
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Capsule Reports. . . 


Auto News in Brief 


(Continued from Page 94) 


steadily over the past several dec- 
ades. 

To continue this improvement 
and to meet the modern challenge 
of ever more-powerful engines, oil 
companies maintain large research 
staffs with elaborate facilities. Sun 
Oil Co., for example, has recently 
spent in excess of $2 million to 
expand the research and develop- 
ment laboratory at its 58-year-old 
refinery here. 

& 






























lem and double gas mileage at 
the same time. 

Rolland refused to discuss de- 
tails of the device, saying “all I 
want is for representatives of the 
car manufacturers to test-drive 
it.” He said the exhaust-gas puri- 
fier could be produced for $25 or 
less. 

* * * 


Chrysler Gets Army Grant 


To Develop Multifuel Engine 


DETROIT. —Chrysler Corp. has 
been awarded a $1,111,000 contract 
by Detroit Army Ordnance for re- 
search and development of a multi- 
fuel compression ignition V-8 en- 
gine. 

The lightweight, high-speed en- 
gine would be designed for the 
armed forces on a mass production 
basis. The contract will be per- 
formed during the next two years 
by the research section of Chry- 
sler’s engineering division. 

t * * 


Baby Corvette Offered 


By Chevrolet Dealers 

DETROIT.—A junior-sized Cor- 
vette, gasoline-powered replica of 
the Chevrolet sports car, is being 
made available to Chevrolet deal- 
ers. 

Featuring a tw o-horsepower 
gasoline engine, the baby Cor- 
vette is scaled down to about 
two-fifths the size of the senior 
car and has the same glass-fiber 
reinforced plastic body. It is 76 
inches long, 29 inches wide and 
22 inches high with a wheelbase 
of 45 inches and a tread of 23%. 

a * 


Goodyear Again Expands 
Aid-to-Education Program 


AKRON.—Goodyear Tire & Rub- 
ber Co. now is offering all employes 
with two or more years of college 
the chance to work toward job-re- 
lated college deg rees—bachelor’s 
and advanced—with Goodyear pay- 
ing the tuition. 

In 1956 the company started its 
aid-to-education program and it 
was practically limited to college 


Electric Storage Battery 


Acquires Wisconsin Firm 


PHILADELPHIA, — Electric 
Storage Battery Co. has purchased 
Wisconsin Storage Battery Co, 
Racine, Wis. 

The Wisconsin firm will be op- 
erated as part of the automotive 
division of Electric Storage Bat- 
tery. The division will consolidate 
its specialty battery manufacturing 
operations in Racine, 

Ed os * 


DC-7 Is Being Converted 


For Use as Airfreighter 


NEW YORK.—The airplane 
which six years ago was the first 
nonstop, coast-to-coast airliner, the 
DC-7, is being converted to haul 
freight. 

American Airlines has announced 
that it has taken delivery on the 
first of 10 of the airliners to be 
converted to DC-7F Airfreighters. 
Five of the Airfreighters will be 
in use by year’s end, and all 10 will 
be delivered by next August, the 
airline said. - 

cd ok ok 


Binkley Mfg. Is Sold 


WARRENTON, Mo.—W. J. Bink- 
ley has announced the sale of Bink- 
ley Mfg. Co. to a group of St, Louis 
business men headed by Aaron 
Fischer, former president of Uni- 
versal Match Corp. The new parent 
eeny will be known as Binkley 

‘0. 

” * ok 


Russell Gets SBA Loan 


McALLEN, Tex.—Russell Motors 
has been granted a $20,000 loan by 


the Small Business Administration. 
+ * mn 


(ALAMEDA AND 


Lunn Laminates Offers 


Racing Car for Children 


HUNTINGTON STATION, N. Y. 
—Lunn Laminates, Inc., is produc- 
ing children’s gas-powered racing 
Cars for Larc-Douglas Co., Inc., 
Great Neck, L, I, 

On the market for the first time, 
this fiber glass racing car, called 
the “Offyette,” is available in a “do- 
it-yourself” kit, as well as in a 
completely assembled model. 

J of * 


Sun Oil Spends $2 Million 
To Expand Research Unit 


MARCUS HOOK, Pa. — However 
much American motorists may dif- 
fer on the relative merits of the 
automobiles they buy, there seems 
little disagreement on one point: 
Fuels and lubricants have improved 


graduates who wanted to attain| black or white wall, available in 









METROPOLITAN OAKLAND AREA 


x j R ST in Motor Vehicle Registrations ! 


rs ; RST in Automotive Sales! 


* SOURCE: Sales Management Survey of Buying Power, 1959 


Covered ONLY by the... 


gripping edges to minimize wheel 
spin, side slip and skidding, the 
company added. 

* 


higher education, Early this year 
the program was altered to allow 
tecnnical and engineering employes 
with as much as two years of col- 
lege to achieve a bachelor’s degree 
at company expense. 

+ * * 


Australian Firm to Build, 


Sell Napco Crab Tractor 

MINNEAPOLIS. —Napco Indus- 
tries, Inc., has announced that it 
has granted manufacturing and 
sales rights for its four-wheel drive, 
four-wheel-steer crab tractor to 
Cranes & Shovels, Pty., Ltd., Mel- 
bourne, Australia. 

The firm will have exclusive sales armen 
rights for Australia and New Zea- 


— * * * fame 
Vanderbilt Adds New Model 


To Mud-and-Snow Tire Line 


NEW YORK.—Vanderbilt Tire 
& Rubber Corp. has announced ex- 
tension of its mud-and-snow tire 
line with the introduction of the 
“Princeton.” This tire, which has a 
12/32-inch tread depth, was design- 
ed as a lower-priced companion for 
the “Traction King,” with a 18/32- 
inch depth, introduced early in the 
summer, the firm said. 

The “Princeton” is a tubeless, in 


‘Fishyback’ Service Begins 


Between Duluth and Detroit 


DETROIT. — “Fishyback” ship- 
ment of goods between Duluth and 
Detroit was launched in September 
with the arrival here of 24 trailer 
bodies aboard the Steamer Norman 
W. Foy. 

Some of the trailers contained 
automotive hardboard for Arvey 
Corp., Detroit supplier of interior 
trim and fiber products to the auto 
industry. Shipping costs and deliv- 
ery time are reduced by this type 
of transportation, the firm re- 
ported. 






* *” * 
Motor Fuel Used on Farms 


Tops 6.9 Billion Gallons 


PHILADELPHIA.—U. S. farmers 
used 6,963,090,200 gallons of motor 
fuel in their tractors, trucks and 
automobiles in 1958, according to 
the research department of Farm 
Journal magazine. 

Tractors accounted for more than 
half of the total consumption— 
3,633,634,900 gallons. Automobiles 
consumed 2,088,673,300 gallons and 
trucks used 1,240,782,000 gallons. 


It is reported that a woman in 
Ohio may not drive a taxi, but 
she may drive a truck, Although 
the taxi law was declared uncon- 
stitutional 30 years ago, it is still 
on the books. 





14 or 15-inch sizes, Vanderbilt said. 
The 15-inch “Princeton” features 
triple-action tread, two center rid- 
ing ribs and angled slots, all de- 
signed for increased traction and 
silent, self-cleaning performance. 
The 14-inch tire features extra 
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Auto Personnel 





Appointment of Robert T. Hood 
as president and general manager 
of Gabriel division of Gabriel Co. 
is announced by Jolin H. Briggs, 
president. Hood also will continue 
to serve as corporate vice-president 
and treasurer, a position he has 
held since May 1, 1958. 

Gabriel division has responsibility 
for manufacture of automotive 
shock absorbers. 

* * * 


Seiberling’s Olling Retires 


S. G. Olling, Chicago, has retired 
after 27 years with Seiberling Rub- 
ber Co., Akron, O. Olling had been 
Midwestern representative of Seib- 
erling’s manufacturers sales de- 


Curtiss-Wright Displays Air-Car— 


Throngs crowded Rockefeller Plaza to see the Curtiss-Wright Air-Car at its first * * 
public demonstration. The Air-Car travels on a cushion of low-pressure, low-velocity 
air over land, water, swamps or mud at speeds up to 60 m.p.h. The Air-Cars are 
being manufactured by the South Bend division of Curtiss-Wright Corp., South Bend. 
The model 2500, carries four passengers and is powered by two engines producing 


partment. 


Van Norman Ups Seaman 


James A. Seaman has been 
named Southeastern sales manager 


300 horsepower. 


for officials of Van Norman Ma- 








was district manager of Weaver 
Mfg. Co. He also has been a terri- 
tory manager for Blackhawk Mfg. 


Co. 


* * * 


Simoniz Assigns Cluck 


man Industries, Inc, His headquar- To Corporate Division 


ters will be in Atlanta. Seaman 
formerly was district sales man- 
ager for the Southern states. 


* * * 


Kaydon Names Storm 


John E. Storm has been appoint- 
ed sales manager of the Frauenthal | { 
division of Kaydon Engineering 
Corp.; Muskegon, Mich. 


* * * 


Cadillac Ups Harrison 
George W. Harrison has been) 
named Cadillac sales manager in 
the Minneapolis district. He joined 





Donald E, Cluck has been ap- 
pointed specialty 
and development 
sales director for 
the corporate di- 
vision, Simoniz 
Co., Chicago, ac- 
cording to Elmer 
Rich jr., presi- 
dent, 

Cluck, who has 
been sales direc- 
tor of the prod- 
ucts division, has 
been with Simon- 


D. E. Cluck 


Cadillac this year as a business| jz since 1946. 


management representative after 


* * * 


18 years with General Motors in Badd Names Sales Chief 


financing and retail sales, 
* aa 


: For Electronic Controls 


AP Parts Appoints Miles 


To West Virginia Manager 


Sam W. Miles, Cincinnati, has 
been appointed West Virginia ter- 


ritory manager for AP Parts Corp. Co., Philadelphia 


He will headquarter in St. Clairs- 


The promotion of Budd L. Mack 


from district sales manager to sales 
manager, electronic controls sec- 


tion has been an- 
nounced by Budd 


Mack, who will 


A two-passenger model of the Curtiss-Wright “Bee” is planned 
for production at a later date, according to C-W. 


chine Co., a division of Van Nor- 


ville, O. Prior to joining AP, Miles 
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“It was criminal . . . the way my last car acted,”’ the judge said, ‘‘but my new one is serviced with Pennzoil.” 


Don’t Lose Your Case for Good Service With Thes Judge! 


People like the judge, who examine 
all the facts carefully before they buy, 
are tough to please and mighty 
finicky about new-car service. 

So the Pennzoil Program is made 
to order for them. Means more sales, 
more service and extra profit for you. 

It provides 100% Pennsylvania- 
base Pennzoil motor oils and quality 
lubricants that your new-car buyers 
want to keep using. So when you sell 
them on Pennzoil. . . 
their profitable service business — 


you sew up 


right at the time you make the sale! 
And each new customer is worth up- 
ward of $200 per year to you in 
parts and customer labor. 

And Pennzoil’s exclusive Kontax 


by Stony Jackson 


System® . . . 4 to 1 favorite over all 
others with car dealers from coast to 
coast .. . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 


In a nutshell: You’ll build greater 


service traffic to absorb overhead . .. 
get more repair orders and all needed 
items per R.O.—and have extra 
profit for making better trades and 
more money on Car sales! 

Your Pennzoil distributor can show 


you proof. Call him today. 


This is all you need to know about engine care. 


MEMGER PENN. GRADE CRUDE OW ASSN. 
PERMIT NO. 2. On CITY, PA 











be stationed in 
reiie@ger 
phia, joined the 
electronic con- 
trols section last 
May following 
one year as mar- 
keting director 
for the Holliday- 
Hathaway Co. 
and four years as regional sales 
manager of American Electronics, 
Inc. 





B. L. Mack 


+ + + 
Esso’s Goodykoontz, Warner, 


Hagaman Named Directors 


Robert O. Goodykoontz, J. Prince 
Warner and Frederick P. Hagaman 
have been elected directors of Esso 
Standard Oil Co. 

Goodykoontz is general market- 
ing manager, Warner, general man- 
ufacturing manager, and Hagaman 
is controller. 

* * * 


Hanock to Head Sales 


For Radiator Firm 


Saul N. Hanock has been ap- 
pointed national sales manager of 
Auto Radiator Mfg. Co., Chicago. 

Hanock has held various sales 
positions with the company since 
the ’30s. 

+ * aa 


Duff to Manage Sales 


Of Hess-Goldsmith Unit 


The appointment of Peter W. 
Duff as sales manager of the in- 
dustrial fabrics division of Hess, 

(Continued on Page 98, Col. 1) 


Auto-Buying Plans 
Well Above 758, 


Newsweek Says 


NEW YORK.—Auto-buying plans 
in the third quarter of 1959 were 
20 percent above the corresponding 
period a year ago, according to 
Newsweek magazine. 

Plans to purchase used autos 
were almost 10 percent higher, and 
all auto buying plans, whether for 
new or used cars, were up 15 per- 
cent, Newsweek said. 

The reports are based on contin- 
uous interviewing at the rate of 
5,000 households per month by 
Sindlinger & Co. The survey is con- 
ducted by the National Industrial 
Conference Board, and the latest 
findings are for September. 

The largest increase in auto buy- 
ing plans is reported to be in the 
Midwest. 

The Newsweek survey concluded: 
“Consumer buying plans for auto- 
mobiles through September still 
suggest a strong automobile mar- 
ket, higher than in the past, but 
not exhibiting the buoyant char- 
acteristics of this year’s sales com- 
pared with last year’s.” 

While survey reports for last 
July showed a 30 percent rise over 
July, 1958, in new-car buying plans, 
the current survey noted the in- 
crease was but 7 percent for the 
two September months. In sharp 
contrast, consumer plans to pur- 
chase used automobiles spurted in 
September to a level 20 percent 
higher than that of September, 
1958. 








WITH THE FEATURES WITH NEW SALES APPEAL 


NEW VIBRA-TUNED BODY MOUNTS 


GIVE OLDS FOR ‘60 THE QUIETEST RIDE 
A PROSPECT EVER TRIED! 





Olds Dealers Rocket Away 
to Another Flying *, 
Sales Start with a , ime 8 

New Demonstration 
“Natural” 


Silence is golden! Olds dealers are proving this every 
day, in the way their prospects react to the impressive 
quietness of the new ’60 Oldsmobile. A quiet car must be 
a quality car! And Oldsmobile is the finest the medium- 
price class has to offer! 


Oldsmobile’s new quietness stems from many important 
advances in precision and balance, plus Vibra-Tuned 
Body Mountings. Olds bodies are supported at the 
“nodal points” (where vibration is at the minimum) on 
the chassis frame. Road tremors don’t reach the interior 
of the car. Passengers ride in quiet comfort under every 
driving condition. 

What a “natural” for a demonstration! What a wonderful 
reason to be with Olds... the car that’s radiantly styled 
for the Rocketing Sixties! 


OLDSMOBILE 


DIVISION OF GENERAL MOTORS CORPORATION, LANSING, MICHIGAN 












(Continued from Page 96) 


Goldsmith & Co. was announced 
Raymond F. Clark, executive 
ce-president. 

The position is newly created, ac- 
cording to Clark, necessitated by 
an expansion of fiber glass prod- 
ucts being manufactured and in- 
dustrial trades served, Duff was 
formerly an assistant to Clark. 

* + + 


Denison Names Pelich 


William J. Pelich has been ap- 
pointed sales manager for Denison 
Engineering division, American 
Brake Shoe Co, 


Sheehan and Haldeman 


Reassigned by White 


David W. Sheehan and Harold W. 
Haldeman have been appointed ter- 
ritory. managers in the North At- 
lantic states by White truck divi- 
sion. 


Sheehan, with White since 1954,| 


takes charge of distributor loca- 
tions in metropolitan New York 
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and Northern New Jersey. Halde- 
man, who joined White in 1953, will 
head outlets in Connecticut, Maine, 
Massachusetts and Rhode Island. 


+ * * 


Bendix Names Verleye 


August A. Verleye has been ap- 
pointed to the combined post of 
sales statistician and automotive 
cost analyst for the automotive 
sales department of the Bendix 
Products civiston, Bendix Aviation 
Corp. 





* * * 


FWD Names 3 in Sales 


FWD Corp. has named three new 
district sales managers. They are 
Leonard P, Davis, Chapel Hill, 
N. C., Robert M. Wagner, Portland; 
og and Ernest J, Lindbo, Norfolk, 

eb. 


* 


* * 
Purolator Sales Official 


With Company 20 Years 


John Bury, jobber division sales 
manager for Purolator Products, 





Up here in this great big buying market of ours, we're as 
proud as we can be of the Syracuse University football feam. 
We have to admit we enjoy being best and we enjoy being 
number 1. However, for the past few weeks when we talked 
to advertisers and agency people, it was nearly all we could 
do fo a by the question, “What about that Syracuse football team?” 


Inc., Rahway, N. J., has com- 
pleted 20 years with the company. 

Bury joined Purolator in 1939 
in the production department, He 
later was a sales representative 
in New York State and Metro- 
politan New York and wag ap- 
pointed to his present position in 
1955. 


* * * 
Auto Lamp Appoints 


National Sales Manager 


Auto Lamp Mfg. Co., Chicago, 
has announced the appointment of 
Martin Fileisch- 
man as national 
sales manager of 
the company. 

A partner in 
the firm, Fleisch-| 
man has been ac-| 
tive in sales work 
for Auto Lamp 
for almost two 
decades, having} 
joined the com- 
pany in 1942, His| 
headquarters will | 
remain in the Chicago executive 
offices of the company. 

* od + 


M. Fleischman 


Willard Names Garvin 
Joseph P. Garvin has been named 
Willard merchandising manager 
for the Electric Storage Battery | 





|Haneline Takes Top Posts 





A combination powder box and 
horn button was introduced on 
the market in 1926. 





Co., Cleveland. He joined Willard 

storage battery division in 1954 as 

a district sales manager and later 

became sales promotion manager. 
es * + 


At Supreme Plating 
Drew C, Haneline, formerly pres- 















ident of Federal Industries, Detroit, 
has purchased an interest in Su- 
preme Plating Co. and become 
president and general manager. 

Supreme Plating repairs and re- 
plates damaged auto and truck 
bumpers for resale to body shops 
and auto dealers. 

o * * 


Bendix Appoints Heller 
Assistant Group Executive 


Douglas M. Heller has been ap- 
pointed assistant group executive 
in charge of the aircraft and auto- 
motive sections of Bendix Products 
division, South Bend. He formerly 
was a member of the staff of 
George E, Stoll, vice-president and 
group executive, Bendix Aviation 
Corp. 

Stoll named Wilson A. Gebhardt 
technical assistant to Heller and 
appointed Forrest L. Dunbar man- 
ufacturing adviser to Heller. C. A, 
Matthes, division comptroller, also 


will serve on Heller’s staff. 
a * + 


Lindsay and Jones Named 
Sales Reps by Arvin 


Two automotive replacement 
parts division sales representatives 
have been named by Arvin Indus- 
tries, Inc. They are Joe Lindsay, 
formerly of Chicago, and E, W. 
Jones, Peoria, IIl. 

The two will handle Arvin’s new 


|lines of after-market mufflers and 


exhaust systems. Both will make 
Columbus their headquarters. 
* * + 


P-D-V Product Planning 


Headed Up by Gale 

George O. Gale, 39, has been 
named supervisor of product plan- 
ning for Plymouth-DeSoto-Valiant. 

Prior to assuming his new posi- 
tion, Gale was manager of engi- 
neering for DeSoto. He has been 
with Chrysler Corp. for nine years, 


| starting as a writer in the central 


engineering technical data section. 
od cd * 


Pontiac Names Warner 


Alfred H. Warner has been ap- 
pointed zone service manager for 
Pontiac in San Francisco, He suc- 
ceeds George McDonald, who has 
been transferred to the Portland 
zone. 

cd * + 


Pennsylvania Tire Reveals 
6 Sales, Credit Appointments 


Six appointments in sales and 
credit posts have been announced 
by Pennsylvania Tire Co, They are: 
Elford C, Dozier, c re di t-opera- 
(Continued on Page 99, Col, 1) 


Churchill Sees 





$16 Billion Sales 


For 60 Models 


NEW YORK.— Americans wil] 
spend at least $16 billion on new 
automobiles. in 1960, and the inde- 
pendent-minded buyer will have 
greatly increased opportunity to 
select exactly what he wants, Stu- 
debaker-Packard officials told the 
Sales Executives Club of New 
York last week. 

Harold E. Churchill, S-P presi- 
dent, said, ‘We should speak in the 








After expressing ourselves vociferously on that subject we. cagily got around to our second 
favorite subject. We pointed out that being good and being first in this rich, buying-power- 
packed Upstate New York area of ours, isn’t new! We've been America’s Best Test Markel for 
a long time. We're the best—the only effective way to sell ALL this BIG markef, all 15 coun- 
ties of it that we deliver. (One third the total area of New York State.) No other combination 
of media delivers comparable coverage al comparable cost!. 


What about that Syracuse team? Ask Moloney, Regan & Schmitt. 
When you think of 


the Syracuse market— 
Think of ALL of It! 


FULL COLOR AVAILABLE — 
DAILY AND SUNDAY 


the SYRACUSE 


HERALD-JOURWAL & HERALD-AMERICAN 
Evening Sunday 


NEWSPAPERS 


THE POST-STANDARD 
Morning & Sunday 





4; CIRCULATION: Combined Daily 229, 181 Sunday Herald-American-202,737 Sunday Post-Standard 103,496 


plural of the many car markets 
that exist in the U. S. for varying 
kinds of cars, but the lasting suc- 
cess of any marketing program will 
finally rest on the quality of the 
product and the adequacy of the 
service given the customer. 

“Car buyers are becoming more 
independent and discriminating,” 
he added. “Recognition of this 
changing and expanding character 
of its reservoir of customers is the 
secret for success in the contempo- 
rary American automobile indus- 
try.” 

S. A. Skillman, sales vice-presi- 
dent, said. S-P aims. to increase its 
volume at least one-third over last 
year. “Sales since the introduction 
of the new models have been nearly 
double the similar period last year,” 
he added. 

He attributed much of the in- 
crease to the expanded dealer rep- 
resentation noting that S-P dealers 
have nearly doubled their working 
capital and increased net worth 75 
percent since the introduction of 
the Lark. 
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tions Manager in the new Mid- 
South division; Robert E. Light- 
hizer, service-sales manager in the 
new Western division; Robert S. 
Fobes, Mid-South territory sales 
manager; Francis R. Heilig, East- 
ern territory sales manager; Roy G. 
Tipton, sales manager for parts of 
Kentucky, Indiana and Tennessee, 
and Charles R. Rich, Southern ter- 
ritory sales manager. 
* * * 


Prussing assistant general sales 
manager in charge of field activi- 
ties. 

Wells formerly was manager of 
sales engineering, and Prussing 
was executive assistant to the man- 
aging director of foreign distribu- 
tors division, General Motors Over- 
seas Operations, New York. 

+ ok * 


Highway Trailer Names 


Rowitzer to Sales Post 


Ray Rowitzer has been named 
Eastern regional sales manager of 
Highway Trailer Co. 

A former Buick dealer in Ticon- 
deroga, N. Y., Rowitzer joined the 
company last April as a sales rep- 
resentative. 











Clinton Engines Names 2 


Clinton Engines Corp., Clinton, 
Mich., has appointed Vincent L. 
Benton manager of distribution, 
sales and service, and Eugene 
Streets works manager of the Ma- 
quoketa (Ia.) plant. The company 
makes small air-cooled gasoline 
engines. 


* * x 


Kiely Quits at Saco 


J. A. Kiely, vice-president and 
clerk of Saco-Lowell Shops, has re- 
signed after serving a long time as 
an official of the firm. He had also 
served as assistant general man- 
ager of the company’s automotive 


* * * 
Chrysler Appoints Cawthon 


General Purchasing Agent 


William C. Cawthon has been 
appointed general purchasing agent 
for Chrysler 





division. No reason was given for 


the resignation. 
* 


+ + 
Tobias Retires at AMC; 


32 Years in Kenosha 


Walter F. Tobias, assistant works 
manager of the Kenosha plant of 
American Motors since 1953, has 
retired after 32 years of service 
with the company. 

Tobias was succeeded by Edward 
J. Ferch, formerly superintendent 
of standards of the Automotive Di- 
vision. Succeeding Ferch was Nor- 
man C. Mielke, his former assist- 
ant. 

* os * 
Pichard, Swardson Upped 

Frederick J. Pichard has been 
appointed assistant director of 
marketing for Wheelabrator Corp., 
and Donald A. Swardson has been 
named manager of abrasive and 
“Long-Lyfe” parts sales. 


++ * * 
International Appoints Five 


To District Sales Posts 

Five appointments at district 
sales offices have been announced 
by International Harvester’s truck 
division. They are: 


(Continued on Page 100, Col. 1) 





























Corp. 

In his new po- 
sition, Cawthon 
will handle all 
corporate buying 
operations and 
the company’s 
relations with its 
12,000 suppliers. 
Prior to his new 
assignment, Caw- 
thon had been 
plant manager of 





W. P.Cawthon 
the Plymouth Detroit Assembly 
Plant. 


a + o 
Firestone Appoints 3 
In Racing Division 

Three appointments have been 
made in the racing division of Fire- 
stone Tire & Rubber Co. 

Henry S. Richard has been ap- 
pointed director of racing; William 
R. McCrary has been promoted to 
general sales manager of race tires, 
and Clark E. Stair has been named 


manager of race tire development. 
cg . *~ 


Detroit Diesel Appoints 
Wells, Prussing in Sales 


Detroit Diesel Engine division of 
General Motors has named Lauren 
H. Wells assistant general sales 
manager in charge of home office 
staff activities, and Raymond F. 


Atlanta Recalls 
First Auto Week 
Held in 1909 


ATLANTA.—Fifty years ago this 
month, four major automotive 
events took plage here which 
focused national attention on At- 
lanta, 


They were the National Auto 
Show, the National Highway Tour 
from Broadway to Whitehall, the 
“Good Roads Endurance Runs” 
from major Georgia cities to At- 
lanta, and the opening of Ford’s 
first Atlanta branch. 

Competing in the National High- 
way tour was Ty Cobb, baseball 
star, who drove a Chalmers-Detroit 
= the New York to Atlanta fea- 
ure, 


In the “Good Roads Endurance 
Run,” an auto made news by cover- 
ing the approximately 270 miles 
from Savannah to Atlanta in 12 
hours. 

To dramatize Atlanta’s first Auto 
Week, a car was hoisted by crane 
high above the Piedmont Hotel. 


J. H, Willys, president of Over- 
land Auto Co. proclaimed that 
‘women as auto drivers are safer 
than men.” 


At the Atlanta Speedway, 35,000 
fans watched cars cover a two- 
mile track to compete for $600 in 
Zold and a $10,000 Coca-Cola 
trophy. 

Of the 55 new-car dealerships in 
the city, one dared to advertise 
“the truth about automobile prices.” 

Eighty-eight different makes 
were represented among the 1,500 
cars being driven on Atlanta 
Streets, when “a gas tank could be 
filled in one minute at 12 cents a 
gallon.” 













Missouri Dealers Honor Gorman— 


James A. Gorman, center, executive vice-president of the Missouri Automobile 
Dealers Assn., was honored by association members at a luncheon in Kansas City 
T. L. Davis jr., fleet-sales man-|for his 10 years of service. He was presented a watch and other gifts by Ervin Feld, 
ager in Oakland, Calif.; H. K. Bar-|left, head of the presentation committee, and Jerry Smith, association president, 


both of Kansas City. 


Complete Service Flexibility 


that means Ly 


Ft / 


WEAVER® DELUXE TWIN POST LIFT 
WHEEL ALIGNMENT OUTFIT 


With the Weaver WJ-113 Outfit, you can offer 
profitable wheel alignment service, without inter- 
fering with other service in the same area. 

The WJ-113 includes a Weaver Twin Post Lift 
and the finest of precision alignment equipment— 
highly accurate 3-Way Gauges that give fast, sure 
readings for Camber, King-Pin Inclination, Caster 
—all measured from the spindles; plus other gauges 
that check toe and turning radius. 

Because of the “above-the-floor” Front Saddle 
with its ““‘Wide Range”’ Adjustable Front Adapter 
design, the Weaver Twin Post Lift is the only one 
on which complete alignment service can be properly 

rformed. Cars are lifted at outer ends of front 
ower control arms, which relaxes front end suspen- 
sion while the vehicle is supported at natural load 


carrying points. 





When alignment equipment is not being used, the 
same Weaver Twin Post Lift can be for a wide 
range of service jobs including lubrication and tire 
changing, muffler and tailpipe installation and other 
under-chassis work. Because there are no rails in 
your way, you can service more cars, handle them 
faster, make more profit. 


ADD WHEEL ALIGNMENT AT LOW COST 
IF YOU NOW HAVE A WEAVER TWIN POST 


You can buy wheel alignment equipment for 
use with your present Weaver Twin Post Lift 
at low cost. The WJ-127 Outfit (WJ-113 less 
the EC-102 Twin Post Lift) costs less than 
$550.00. (Current model saddles and adapters 
also required to up-date early model Twin 










(Left) The WJ-113 Outfit set up for alignment service. 
(Right) Complete WJ-113 Outfit includes: 1— Model EC-102 


Twin Post Lift; 2—WJ-55 Three-Way Ali ent Gauges; 
1—WJ-56 Tru-Way Toe Gauge; 1—Pair WJ-96 Adjustable 
Rear Wheel Chucks; 1—Pair WJ-97 Elevated Stands for 
WJ-96; 1—Pair WJ-50 Turning Radius Gauges; 1—Pair 
WJ-51 Elevated Stands for J-50; 1—W4J-40 Portable 
Wheel Alignment Tester; 1—W4J-95 Service Step; 1—WJ-54 
Alignment Equipment Display Stand. ' 

Ask your jobber for complete information about the WJ-113 Outfit, or write 
for Bulletin 486-5. 


WEAVER MANUFACTURING COMPANY, SPRINGFIELD, ILL, U.S.A. 
Division of Dura Corporation (Formerly Detroit Harvester Company) 


INE—AND NO ONE BUILDS IT BETTER THAN WEAVER 


SERVICE SHOP 
EQUIPMENT 


@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


SINCE 1910 


Post Lifts). 


Complete Weaver line includes: Twin Post* Lifts « Triple Post Lifts* e Frame Type, Roll-on and Free-Wheel 
Single Post Lifts ¢ Unit Lifts « Bumper Jacks « Car Washers « Wheel Alignment Equipment « Headlight 


Testers ¢ Brake Testers e Wheel Balancing Equipment « Jacks e Wheel Dollies ¢ and Air Compressors. 
(#Registered Trademarks) 
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ton, assistant Oakland manager; 
R, L, Tracy, fleet-sales manager in 
Los Angeles; K. E. Pitts, assistant 
manager in Portland, and E. W. 
Dodson, assistant manager in At- 
lanta. 


* * * 


IH Promotes Taylor 

H. Dennis Taylor has been named 
assistant district manager of Inter- 
national Harvester’s truck sales 
district in Salt Lake City. He suc- 
ceeds H. K. Barton, who has been 
transferred to Oakland as assistant 
district manager. 

* oa + 


Jacobs, President, Retires 


After 26 Years with Miley 

E. G. Jacobs, president and gen- 
eral manager of L. J. Miley Co., 
has retired after 26 years with the 
firm which manufactures brake 
lining and bonded brake shoes. 

Jacobs, who has been in the auto- 
motive parts industry for 52 years, 


Carlisle Tire & Rubber Co. of Illi- 
nois since 1925. 
eo * a 


Tetzlaff, Rodeman Named 
To Blackhawk Posts 


The promotion of a marketing 
manager and appointment of a new 
advertising and sales promotion 
manager has been announced by 





JA 
R. M. Tetzlaff 
automotive division, Blackhawk 
Mfg. Co., Milwaukee. 
Robert M. Tetzlaff, who was in 
has been secretary and treasurer of! charge of advertising and sales 


K. W. Rodeman 








promotion since joining Blackhawk 
in 1958, has been named collision 
damage marketing manager. Karl 
W. Rodeman is the new advertising 
and sales promotion manager. 

K * + 


Bennett Named to Staff 


Of Insurance Institute 


The Insurance Institute for High- 
way Safety, Washington, has ap- 


pointed Richard O. Bennett secre-| | / SA 


tary-treasurer. 

Bennett formerly was with the 
National Assn, of Automotive Mu- 
tual Insurance Companies., Chica- 
go. He directed the automotive 
division of the association’s acci- 
dent and fire prevention depart- 
ment. 

a4 * * 


Crim Joins Porter Division 

John W. Crim has joined the 
moldings division of H. K. Porter 
Co., Inc., as assistant to the general 
manager. He had been with De- 
Vilieg Machine Co. in engineering 
and administrative work. 

* * * 

Chicago Leasing Firm 
Names 6 to New Posts 


Six executives of Four Wheels, 
Inc., Chicago, an auto fleet leasing 
company, have been promoted, The 
men and their new posts are: Carl 








Signs Jeep Franchise— 


Thomas Pascoe, owner of Pascoe Farm 
Supply Co., Oakdale, Pa., signs a fran- 
chise to handle the Jeep line of four- 
wheel drive vehicles. From left are A. W. 
Roscoe, Willys district manager; Pascoe 
and George Summerville, general man- 
ager of the newly formed Pascoe Jeep 
division. 


Hoffman, sales vice-president; 
Sherwin Tirsky, treasurer; Hobart 
Scott, vice-president, and Dudley 









MT-405A Exhaust Gas Analyzer — Checks the 
air-fuel ratio— shows you if engine is operating 
efficiently; if carburetor is set properly. Use on 
any gasoline or liquid petroleum-type engine with 
single exhaust pipe. Flexible sampling tube and 


tail pipe adapter fits all 


cars — attaches securely 


to bumper on road tests. Completely self-powered. 
Carburetor idling adjustments can be made with- 


out dynamometer. 


MT-415A Tach-Dwell Meter — Tach scale checks 
engine rpm for servicing automatic transmissions, 
balancing cylinders, adjusting carburetor idling 
jets. Dwell scale is used to check dwell or cam 
angle and resistance of breaker points; set breaker 
points. Use on 6, 12, or 24-volt systems. 


PS: 
on 
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row 
diagnose troubles quickly, 





TUNE-UP SET 


Exhaust Gas Analyzer 


Tach-Dwell Meter 


7 Generator-Regulator Meter 


Ignition Analyzer 


/ 


easily, positively 
at low cost 


These Snap-on testing sets put you in the car and truck- 
servicing business with real authority — give you a pack- 
aged unit for diagnosing engine and electrical system trou- 


bles accurately in a hurry. 


Any mechanic can use this equipment effectively with. 
just a little instruction. Fully illustrated booklets make it 
extra simple. Each tester has a minimum of adjustments 
and connections. No outside power needed. Each tester 


is a complete unit in itself — can be removed from the rack 
and used anywhere in the shop or on the road. Save stall 
space for other work. 


MT-401A Generator-Regulator Meter — tests 


the generator, checks regulated amperes, cutout 
ahd regulated voltage. It is also used to test bat- 


tery and locate electrical leaks. Has 15-volt range 
for cars and trucks and 60-volt range for ignition 


systems of more than 12 volts. 


MT-430A Ignition Analyzer — quickly and ac- 


Roll stand easily holds all four testers in test racks. Two 
large compartments in roll cab give you extra storage space. 


YOURS ON EASY PAYMENTS 


It takes modern equipment like this to service today’s com- 


plex cars and trucks properly. And the profits are big, the 
investment small. You can own this complete MT-4000A set 
for just a little down, a little each week. Ask your Snap-on 


curately tests primary coil efficiency; secondary 
coil efficiency; coil heat; stalled motor coil current; 
capacitor efficiency; secondary coil resistance; ca- 
pacitor leakage; tests 0 to 1.5 amperes; tests 0 to 
6.0 amperes; coil polarity; ignition efficiency; plug 


misfiring; ballast resistor continuity; general con- 
tinuity; motor idle current; tests 0 to 300,000 ohms 


and tests 0 to 3 megohms. 
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man the next time he calls. 


MT-4000A Set — four meters, two 
tune-up meter racks and heavy-duty 
roll stand —a complete low-cost test 


center on wheels. 


8082-L 28th Avenue 
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Dirdiger and Houston Ross, assist- 
ant vice-presidents. 

The men will hold the same posts 
in Wheels, Inc., affiliated company. 
Ray F. Berlin has been promoted 
to executive vice-president of 
Wheels. He formerly was assistant 
to the president. 


* * * 
Boyden Gets Sales Post 


Robert J. Boyden has been ap- 
pointed sales engineer for the F. J. 
Stokes Corp. press division. He will 
handle sales and service of the 
firm’s blow-molding machine. 

* + * 


Baxter Named Sales Rep 


John P. Baxter has joined Ameri- 
can Emery Wheel Works as sales 
representative in the Connecticut 
area. 

oe * + 


Cashin Joins Slater 


Francis J. Cashin has been ap- 
pointed general manager of Slater 
Electric & Mfg. Co, He formerly 
was with a firm of consulting engi- 
neers. 

+ 


* * 
Brown Heads Lighting Unit 


Willard C. Brown has been elect- 
ed to a four-year term as president 
of the U. S. national committee 
of the International Commission on 
Illumination. He is manager of 
lighting education for the large 
lamp department of General Elec- 
tric Co. 


* * * 


Market Analysis Manager 
Appointed by P-D-V 


Richard O. Austin has been 
named national market analysis 
manager on the staff of Edward P. 
Letscher, Plymouth-DeSoto-Valiant 
general sales 
manager. 

With Chrysler 
Corp. since 1955, 
Austin worked on 
market analysis 
on the staff of 
the group vice- 
president in 
charge of auto- 
motive sales for 
the corporation 

f before assuming 
- O. Austin his present posi- 
tion. Austin’s department will study 
the automotive markets in relation 
to Plymouth, DeSoto, and Valiant 
Sales potential across the country. 

x * 


P-D-V Appoints Tarleton 


Distribution Manager 


Lawrence C. Tarleton has been 
named national distribution man- 
ager on the staff of Edward P. 
Letscher, Plymouth-DeSoto-Valiant 
general sales 
manager. 

With Chrysler 
Corp. for 12 years, 
Tarleton was dis- 
tribution man- 
ager of the cen- 
tral sales area of 
the corporation 
before assuming 
his present posi- 
tion. As head of 
distribution, 
Tarleton will be 








L. C. Tarleton 
responsible for the flow of automo- 
biles from the factories to Plym- 
outh, DeSoto and Valiant dealer- 
ships across the country. 


Helicopter Helps 
Security Analysts 
Tour AMC Setup 


KENOSHA.—Forty-four security 
analysts from five cities got a heli- 
copter view of American Motors’ 
latest expansion site last week. The 
visitors are associated with banks 
or brokerage firms in New York, 
Chicago, Detroit, Milwaukee and 
Kenosha, 

After touring the 3,217,600-square- 
foot Kenosha manufacturing facili- 
ties on foot, the investment ana- 
lysts took turns boarding the four- 
seat helicopter for a look at the 
Simmons Co, factory 25 blocks 
away. 

The two-million-square-foot Sim- 
mons plant has been leased by 
AMC as part of a program to step 
up Rambler capacity 35 percent in 
1960. 

Following the tour, Roy D, Chap- 
in jr. and Bernard A, Chapman, ex- 
ecutive vice-presidents of the auto- 
motive and appliance divisions, 
respectively, analyzed the growth 
eee of Rambler and Kelvina- 

r. 
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Here’s where you send 
to do a man-sized job 


In Milwaukee, The Journal carrier boy 

can be your biggest salesman. 

He delivers your sales story into the homes 
of 9 out of 10 new car buyers in the 
Milwaukee metropolitan area. 

That’s ABC coverage—every day—not 
multiplied exposures, not 


cumulative audience. 


Ask the local dealer 


Local dealers know the selling power and economy 
of this saturation, one-paper coverage. | 
They concentrate 95% of all dealer new-car 
newspaper advertising in The Journal. 


Check the buying power 


Average family income in Milwaukee tops all 
but four of the 20 largest metropolitan areas— 
another reason Milwaukee is hard to beat 

as a new car market. 


Most colorful Auto Show Section in the nation— 
in the Sunday Milwaukee Journal 


February 7. 
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Suburbia Today opens 


THE DOORS OF PROSPEROUS, MULTI-CAR FAMILIES IN 
TODAY’S BIG BARRAGE OF SUBURBAN SALES. 


In magazines, as in automobiles, class and performance are 
powerful sales incentives. Look at SUBURBIA TODAY! As the fine 
colorgravure supplement of 186 selected suburban newspapers, 
SUBURBIA TODAY delivers depth coverage of your prime prospects, 
the high-income, multi-car families to whom automobiles are an 
essential part of suburban living. Among all SUBURBIA TODAY 
families, 97.6% own automobiles, of them 42.4% own two or 
more cars. 


But there’s more: combined with the high readership and 
sales influence of suburban newspapers, and with the active sup- 
port of your alert dealers, SUBURBIA TODAY wraps up a hard-hitting 
sales package that concentrates on one of your richest automo- 
tive markets. 


An example of this powerful combination is shown here. 
It shows how newspaper-dealer cooperation gets your new models 
into driveways and garages in today’s booming suburban market. 
It is an example of how your advertising in SUBURBIA TODAY and 
suburban newspapers get the solid backing of alert suburban 
dealers. 






Your SUBURBIA TODAY representa- 
tive will be glad to help you map out your 
sales route to America’s fastest-growing 
automotive market — the Magnificent 
Market of SUBURBIA TODAY. Call him soon. 


« PERFORMANCE: Through the 
alert Williams Press, Inc. newspapers 
in suburban Chicago, local dealers 
greatly increased the impact of this 
full-color Dodge Dart advertisement in 
SUBURBIA TODAY with 28 dealer 
tie-ins in each of three Williams 
newspapers. It reflects the alertness 
and influence of the outstanding 
suburban newspapers that 
distribute SUBURBIA TODAY. 


Suburbia Today 


Leonard S. Davidow, Publisher 
Patrick E. O'Rourke, Advertising Manager 
John M. Badger, Western Advertising Manager 





The smart 
monthly magazine 
of 187 outstanding 

suburban 
1 newspapers — 
read in 1,244,700 
suburban homes. 





James L. Thompson, Advertising Manager 
NEW YORK 22: 405 Park Avenue, Plaza 5-7900 


DETROIT 2: 3-223 General Motors Building, TRinity 1-5262 

CLEVELAND 15: 604 Hanna Building, PRospect 1-4677 

ATLANTA 3: Cogill, Pirnie & Brown, 1722 Rhodes Haverty Bidg., 
JAckson 2-8113 

SAN FRANCISCO 4: 235 Montgomery St., YUkon 2-0924 

LOS ANGELES 5: 3670 Wilshire Bivd., DUnkirk 1-3821 









Electronic Tread Tracker— 


The white line down the center of the tread stock is zeroed in by an electronic eye 
to control tread-trimming knives at Goodyear Tire & Rubber Co. The tracking device 
is said to assure exact size from tread center line to edges. This is one of Goodyear's 
experimental electronic machines developed as part of an instrumentation approach 


to tread-width control. 
- - 


13-Inchers for Compacts . 


* * * 


Tires for ’60 Called 
Quieter and Stronger 


AKRON.—A quieter ride, im- 
proved tread design, greater dur- 
ability and 13-inch tires for the 
Big Three compacts are among the 
features of the tires offered for 
1960 by Goodyear Tire & Rubber 
Co., B. F. Goodrich Co., General 
Tire & Rubber Co. and Seiberling 
Rubber Co. 

Goodyear claims its new “hi- 
precision” tires are 20 to 25 per- 
cent more durable than last 
year’s and 50 percent better than 
tires produced five years ago. 

Goodrich feels that its new 
“Quiet Rubber” is the greatest con- 
tribution to riding comfort since 
the invention of the balloon tire 
in the late 1920s. 

Seiberling has a new premium- 
level Safety tire and a _ restyled 
Super Service tire, and General 
Tire is proud of its new 13-inch 
Dual 90 model. General also has a 
winter tire in the 13-inch size. 

Goodyear is building its 1960 tires 
on production lines monitored by 
nuclear and electronic controls. The 
new system represents an invest- 
ment of $6 million. 

The company mentioned the fol- 
lowing components of its “hi-pre- 
cision” control system: 

1, An instrument that uses beta 
rays from strontium 90 to assure 
uniform thickness of tire cord fab- 
ric as it is rubber-coated. 

2. X-ray and fluoroscope ma- 
chines that permit spot checks 
of internal tire construction. 

3, Electronic contacts that mark 
for rejection any tire that is 
50/1,000 of an inch out of round- 
ness. 

4. An atomically powered “eye” 


* * * 


Compact Winter Tire— 


General Tire & Rubber Co. is producing 
a 13-inch winter tire for the Big Three 
compact cars. It's a fatter, shorter and 
lighter version of General's regular Silent 
Safety Winter Cleat. The company esti- 
mates that new winter-tire sales will reach 
five million units this year. 











that scans rubberized tire cord and 
makes a continuous summary re- 
port on the performance of other 
controls on the machines that coat 
the fabric. 

Goodyear has manufactured 13- 
inch tires in the U. S. since 1955, 
but the tires for the Big Three 
compacts are all-new according to 
Walter Lee, director of tire de- 
velopment. 

He said the new 13-incher is 
lower in cross section. This is said 
to improve stability and handling 
in keeping with the weight distri- 
bution and suspension systems of 
the compacts, Goodyear said these 
tires are less than 24 inches high, 
compared with 27 inches for tires 
used on the low-priced three. 

Goodrich claims that its new 
“Quiet Rubber” takes the 
screeches and squeals out of 
turns and sudden stops, It is 


(Continued on Page 104, Col. 1) 


5 Million Miles 
Rolled Up in Year 
Of AASHO Test 


OTTAWA, IIll.— Vehicles at the 
AASHO road test chalked up five 
million miles of operation in the 
first full year of full-scale test traf- 
fic. 

The five-million-miles-a-year pace 
has resulted in an average of 325,- 
000 axle-load applications on each 
of the hundreds of test-pavement 
sections, according to the test spon- 
sor, the American Assn. of State 
Highway Officials. 

The test is a study of the per- 
formance of pavements and short- 
span bridges of various structural 
designs under controlled truck 
traffic. The Highway Research 
Board of the National Academy of 
Sciences—National Research Coun- 
cil is administering and directing 
the test. 

Present plans call for test traf- 
fic to continue until sometime next 
summer. A period of post-traffic 
tests is scheduled to follow, with 
certain types of tests using military 
vehicles. 

Staff officials said they are pleas- 
ed with the progress of research 
during the first year. A huge mass 
of data has been collected, they 
said. 

Two reports on the test are being 
prepared and are scheduled for 
publication by the Highway Re- 
search Board next year. The first 
will cover the background and con- 
cepts of the test; the second will 
describe the construction of the 
test facilities. Final reports on the 
research findings will be published 
in 1961. 
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| Why Pontiac dealers are going strong! 


They’re the men with Wide-Track wheels...real 
Wide-Track wheels...the widest track, span, stance, 
tread, or whatever you choose to call it, of any car. 





PONTIAC MOTOR DIVISION + GENERAL MOTORS CORPORATION 
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13-Inchers Offered for Compacts . . . 








Tires Are Quieter and Sturdier 


(Continued from Page 102) 
being introduced in the B. F. 
Goodrich Silvertown, the com- 
pany’s original-equipment tire. 

The company claims the new rub- 
ber improves traction and skid re- 
sistance and that it can engulf 
smal] objects and absorb road vi- 
bration and tire humming. 

“Perhaps the most important 
characteristic of Quiet Rubber is 
that it gives these advantages with- 
out sacrificing any of the other im- 
portant tire qualities,” according to 
E. F. Tomlinson, president, B. F. 
Goodrich Tire Co. 

Tomlinson said Quiet Rubber was 
important in the design of his com- 
pany’s new 13-inch tire. 

The 13-inch B. F. Goodrich Sil- 
vertown also has a new tread de- 
sign and a relatively wide cross- 
section. These design innovations 
improve high-speed performance, 


Romper Room 


Children No Problem at 


Barone Chevrolet 


SPRINGFIELD, Pa.—Mother and 
Dad often bring the children along 
on an auto-buying trip, so Farmer 
Dick Barone Chevrolet opened a 
Romper Room to keep the young- 
sters amused. 

The children can play with toys, 
draw on the blackboard or look at 
comic books while their parents are 
talking to Barone or his salesmen. 

“Sometimes a child would get 
into some mischief just as we were 
about to close a sale,” Barone said, 
“and his parents would gather him 
up and say, ‘We'll have to come 
back later.’ The Romper Room has 
ended that problem.” 


add safety characteristics and in- 
crease wear, Tomlinson said. 

General] Tire is offering a 13-inch 
version of its Dual 90 line, 

L. A, McQueen, vice-president, 
said the new unit has the twin- 
tread and puncture-sealing fea- 
tures of the regular Dual 90 and 
that it is manufactured with 
Gentro-Jet SAF, General Tire’s 
—. synthetic rub- 

. 

Gentro-Jet SAF was described as 
a special blend of synthetic rub- 
ber and ultra-fine carbon black. 
McQueen asserted it makes it pos- 
sible for motorists to get 33 per- 
cent greater tread wear. 

“This type of rubber provides the 
softest ride,’ McQueen said. 

“Our steam-whipping process en- 


* * * 





Seiberling's Answer— 


A new safety tire is Seiberling Rubber 
Co.'s answer to high speeds and increased 
highway travel. It features a tread com- 
pounded of high-dispersion black rubber 
which Seiberling calls Carbojet. 





ables us to fuse ultra-fine carbon 
black with rubber while it is at the 
liquid stage. The finer the carbon 
black and the more uniform its|% 
dispersion in the rubber, the great- 

er the abrasion resistance.” ‘ 

General also is producing a 13- 
inch version of its Silent Safety 
Winter Cleat. McQueen predicted 
that new winter-tire sales would 
reach five million units this year. 

Seiberling’s Safety tire and 

Super Service tire are available 
in either nylon or viscose cord, 
and both feature a tread com- 

pounded of high-dispersion black 

rubber which the company has 
trade-marked “Carbojet.” 

. ‘The premium-level nylon Safety 
tire has wider and deeper tread 
and should result in “substantial 
improvements” in tread wear, ac- * 
cording to E. H. Gibbs, research 
and development manager. 

All models of the Safety tire have 
a new six-rib tread design which 
is said to provide greater skid re- 
sistance and quieter running. The 
tire features Seiberling’s “heat 
vents,” small holes in the shoulder 
area which are said to disperse 
flexing heat. 

The Super Service tire, at the 
original-equipment price level, also 
has new tread and shoulder de- 
signs. It has a deep, seven-rib tread 
and plain sidewalls. The Super 
Service is being produced in 13-inch 
sizes for the Big Three compacts. 


X-Raying a Tire— 

The circled area in this X-ray picture 
of the inside of a tire shows one of the 
industry's major production problems — 
trapped air. Goodyear Tire & Rubber Co. 
is using X-ray and fluoroscope machines 
in its inspection system. 

. .2 





White Personnel Due 


For Diesel Series 

CLEVELAN D—A series of 
diesel courses prepared by Inter- 
state Training Service has been 
endorsed by White Motor Co. for 
study by branch and distributor- 
ship personnel, according to T. W. 
Lauer, service manager for White. 

The White company’s endorse- 
ment of Interstate’s training pro- 
grams comes after Cummins En- 
gine authorized the school to pre- 
pare two courses on its diesel en- 
gines—Course 101, “Principles, 
Maintenance and Repair of Cum- 
mins Diesel Engines,” and Course 
201, “Cummins Engine Unit Re- 
building.” All present White 
diesel trucks use ns power 
plants. 


Signs with Ren-Peu 


JACKSONVILLE, Fla.—Imported 
Motors of Florida, Inc., has ap- 
pointed Shannon Motors as a Re- 
nault-Peugeot dealer here. 
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*60 Bid Is Seen 


For Consumer 
Credit Controls 


NEW YORK.—A sudden shift of 
attitude in high Federal monetary 
and credit agencies now makes 
likely an attempt to legislate selec. 
tive consumer credit controls even 
during a Presidential election year, 
William J. Cheyney, executive vice- 
president of the National Founda- 
tion for Consumer Credit, Wash- 
ington, warned a conference of 
bankers here. 

“At the political level there is a 
hazy notion that some vote-getting 
mileage would accrue to advocates 
of controls,” Cheyney said. “At 
other, more official points of gov- 
ernment, there are the _ utterly 
false analyses of our past and pres- 
ent economy that would tie con- 
trols to anti-inflationary measures, 


Cheyney told the conference, 
which was sponsored by the Amer- 
ican Bank Credit Plan: 


“Such controls, even on a ‘stand- 
by’ basis, would cause every busi- 
ness man, industrialist and banker 
in the country to hedge on their 
basic approach to development 
thinking. Such hedges would de- 
press employment and production 
and only bring about higher prices 
for lowered productivity. The con- 
sumer cannot possibly benefit from 
such a combination of results.” 

A panel of bankers moderated by 
Richard L. Fleck, vice-president 
of the American Bank Credit Plan, 
which coordinates bank-dealer 
time sales at community levels, 
disclosed no general increase in 
public interest rates for time- 
buyers of cars, although dealer 
wholesale rates have advanced to 
between 5 and 5% percent. 

The discussion also developed a 
willingness by banks engaged in 
auto-dealer wholesale and retail 
financing to extend “capital loans” 
to dealers for plant and equipment 
expansion “despite tight money.” 

The consensus was that such 
term loans are usually made on a 
regular curtailment schedule most 
convenient for the dealer. 


60 Sales Estimate 
Called 5 Pet. 
Above Normal 


CLEVELAND.—The auto indus- 
try’s “typical guess” of 6,825,000 
new-car sales in 1960 and produc- 
tion of 6,500,000 cars was analyzed 
last week by James M. Dawson, 
vice-president and economist of the 
National City Bank of Cleveland. 


Dawson drew up a chart of new- 
car sales with a “normal” trend 
line sketched in, showing a rise of 
about 3 percent a year since 1947. 


Volume of sales in ’59 is about 
“normal,” while the 1960 estimate 
of 6,825,000 cars is 5 percent better 
than normal. 

Dawson called the 1960 estimates 
“a projection which seems justified 
on the basis of a prosperous cli- 
mate, lower car prices, attractive 
new models and something really 
new in the compact car.” 

Other factors in the 1960 fore- 
cast, he said, are a modest recovery 
in U. S. export sales and a moder- 
ate decline in sale of foreign cars 
in the U. S., “with both develop- 
ments attributable to the new com- 
pact cars.” 

Furthermore, Dawson said, deal- 
er inventories are expected to rise 
in 1960, inasmuch as the steel strike 
may well leave them a little lower 
than normal at the end of 1959. 

He concluded: “My guess is that 
this typical industry forecast will 
turn out to be about right, Yet, I 
recall a point brought out in our 
memo of a year ago; namely, the 
industry’s ‘expert’ forecasters or- 
dinarily predict direction correctly 
but woefully underestimate mag- 
nitude of change. 

“Do you suppose the 1960 forecast 
is too low?” 


Mak be ch Track Bil 


LEWISTON, Me.—The Lewiston 
Public Works Department has an- 
nounced that Mack was low bidder 
on a dump-truck chassis and cab 
weighing not less than 30,000 
pounds. The bid, with tradein al- 
lowance, was $6,972.61. The only 
other bidder was Morrison & Syl- 
vester, Auburn, with a net price of 
$7,334. 
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*Slightly higher in the West 


VESPA 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s been in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just a few 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


: Vespa’s economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
. 60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding 
on any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 
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Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
: complete franchised Vespa dealer story. Just write to: 


| VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 
sia ee ae 54TH 6 FR BEF BREW: Fe egk- 222: eye 
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A Valiant Promotion— 


Jack Taylor, of Radio Station WPEN, Philadelphia, drove a Valiant 660 miles from 
Detroit to Philadelphia in a contest for WPEN listeners who were asked to guess the 
time it would take to make the trip. The prize was 500 gallons of Cities Service 
gasoline. Taylor's drive took 16 hours. Greeting Taylor are, standing, from left, Harry 
Bader, district advertising manager for Cities Service; Joseph Moss, contest winner; 
Alexander Wolfington, secretary-treasurer, Wolfington Motors, Inc. (DeSoto-Plymouth- 
Valiant), Philadelphia, and Murray Arnold, WPEN station manager. 






Across the Nation... 





AUTOMOTIVE NEWS, DECEMBER 7, 1959 


Auto Dealer Changes 


ELKHART, Ind.—M. J. Loch- 
mandy has been awarded a Ram- 
bler franchise, He hag formed 
Lochmandy Rambler Sales at 1230 
W. Bristol on the By-Pass, and will 
continue to operate Lochmandy 
Buick Sales, 426 N. Main, 

* * * 


Littrell Plans Building 


ATHENS, Ala.—Hershal Lit- 
trell, partner in Littrell Motor 
Co. (Chevrolet-Oldsmobile), has 
announced the construction of a 
new building for his firm, which 
will represent an investment of 
approximately $200,000, including 
equipment and cost of construc- 
tion. 


* * * 


Hosner-Schuck Ford Opens 


LAKE ORION, Mich.—James N. 
Hosner and Frank M. Schuck jr. 
have purchased Oxford Motor 
Sales, Oxford, and Lake Orion 
Motor Sales, Lake Orion, and con- 
solidated the two Ford outlets into 


Hosner-Schuck Ford Sales, 941 S. 
Lapeer Rd., Lake Orion. 
of * + 


Plymouth Out at Kilborn’s 


DECATUR, Ill. — Kilborn’s, Inc., 
(Dodge-Plymouth) has relinquished 
its Plymouth franchise and will 
take on the new Dodge Dart with 
the introduction of ’60 models, ac- 
cording to John A. Kilborn, presi- 
dent. 


* * * 


Jaguar Adds 2 Outlets 


NEW YORK.—Two more dealers 
have been appointed by Jaguar 
Cars, Inc., of New York. They are 
Cherry Creek Imports, 190 St. Paul, 
Denver, and Auto Imports, 617 W. 
Sixteenth St., Cheyenne, Wyo. 


* * * 


Kumpf Opens Import Outlet 


DENVER.—Kumpf Motor Car Co. 
(Mercury-Lincoln) has opened a 
branch sales office at E. Second 
Ave, and St. Paul St. to handle six 





- Only Perfect Circle gives you 


¢-WAY POWER PROTECTION! 


1. Perfect Circle Valve Seals 


solve problem of excessive oil 
consumption past valves! 


New rings and restored valve effi- 
ciency produce higher compression 
pressures —and higher deceleration 
vacuum. Increased vacuum draws 
oil through loose and worn valve 
guides. Stop this loss with new 
Perfect Circle Valve Seals! 


Be sure of customer satisfaction 
—lInstall Perfect Circle Valve Seals 
on all re-ring and valve jobs. 


2. Perfect Circle 
2-in-1 Chrome Sets 


solve problem of excessive oil 
consumption past pistons! 


2-in-1 Chrome sets provide the 
finest piston rings obtainable! Top 
rings and oil rings are plated with’ 
thick, solid chrome. Doubles life of 
cylinders, rings, pistons. No tedi- 
ous break-in is necessary, rings are 
pre-seated at factory. 


Be sure of customer satisfaction 
—Install 2-in-1 Chrome sets for 
thousands of extra miles of power 
protection and positive oil control! 


PISTON RINGS AND 
Hagerstown, Indiana 
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POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 








lines of imported English luxury 
sports and economy cars. The new 
outlet is managed by Perry Miller. 


* * * 


Mullens Opens New Home 


HOUSTON. — Boyd Maullens 
Chevrolet Co. has formally open- 
ed its new $500,000 sales and 
service building at 816 W. Sterling 
St. 


* * * 


Wick Opens M-E-L Deal 


CLEVELAND. — Wick Lincoln 
Mercury, Inc., has opened at 15001 
Euclid Ave., East Cleveland. Robert 
B. Wick is president of the firm, 
which also handles Edsel and the 
English Ford. 

* ok 


Merritt Buys Horne Deal 


BEAUFORT, S. C.—J. D. Horne 
has sold Horne Motor Co, (Ford- 
Lincoln-Mercury) to B. S. Merritt. 
The firm has been renamed Merritt 
Motors, Inc. 7 

* 


Gombert Takes Volkswagen 


SPARTANBURG, S. C.— High- 
land Motors, Inc., has been granted 
charter of incorporation to sell and 
service Volkswagen and Porsche, 
listing capital stock of $20,000. 
Howard H. Gombert is president 
of the firm. 


* * * 


Buick for Lauesen 


LOS ANGELES. — Lowell L, 
Lauesen, formerly business man- 
agement manager of Buick’s Los 
Angeles zone, has been awarded a 
Buick franchise, He has taken over 
the Hellyer dealership in nearby 
Westwood. 


* * * 


Ehlers Buys Caves Buick 

MADISON, Wis.—Lou Ehlers, a 
Milwaukee Buick dealer, has pur- 
chased Caves Buick Co, here and 
has named John Zimbrick man- 
ager. The Madison firm, which also 
handles Opel and Jaguar, had been 
owned by Myron Caves since 1951. 

OK * ok 


Atwood Sole Owner 


VICKSBURG, Miss.—Emmett R, 
Atwood now is sole owner of Early 
Chevrolet Co. He joined the late 
Jim Early in 1956 as sales manager 





and later purchased an interest in 
the firm, 


* * * 


Chesebrough, Minor Honored 


DALLAS.—Harry E. Chese- 
brough, general manager of the 
Plymouth-DeSoto-Valiant division, 
and Jack W. Minor, P-D-V direc- 
tor of marketing, have been named 
honorary citizens of Dallas. 

* * + 


Jaguar Adds 2 Outlets 


NEW YORK.—Europa Auto 
Sales, 350 East Ave., Rochester, 
N. Y., and Cosentino Motors, Inc., 
12 Cayuga St., Seneca Falls, N. Y., 
have been appointed Jaguar deal- 
ers. 

* a * 


Triumph Dealer Named 


BEVERLY HILLS, Calif.—Bev- 
erly Imports, 8949 Wilshire Blvd., 
has been appointed a Triumph 
dealer. The dealership is owned by 
Patrick de Goldsmi ith. 

* 


Boise Kenworth Opens 


BOISE, Id.—Boise Kenworth Co. 
(Kenworth-KW-Dart earth mov- 
ers) has opened at 815 College Blvd. 
Roy T. Williams is president of the 
new firm. 

* * 6 


Hull-Rodell Replaced 


By Brown in Spokane 


SPOKANE.—A familiar name on 
Spokane’s auto row, Hull-Rodell, 
Inc., has been replaced by Bill 
Brown Plymouth ‘Co. (Plymouth- 
DeSoto-Simca). 

President of the new company is 
W. A. Brown, secretary of the for- 
mer corporation and an active 
member of its Management group 
for several years. The Hull inter- 
ests in the firm were retired several 
years ago and Brown acquired the 
Rodell interests after the death of 
Herman C. Rodell. 

* * + 
Dealer Brown Retires 


In British Columbia 


NEW WESTMINSTER, B. C.— 
Christopher T. Brown, owner of 
Cc. C. Brown Motors, 207 Colum- 
bia St., is retiring after 34 years 
in the business. 

He has disposed of his Chrys- 
ler-Plymouth-Fargo dealership to 

(Continued on Page 107, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 106) 


a firm which will be known as 
Lakeview Chrysler Plymouth, 
Ltd. The new company is headed 
by Clarence R. Wellington. 


Hemphill Opens Dallas Deal 


SAN ANTONIO.—Austin Hemp- 
hill has opened a Ford dealership 
in Dallas, with locations at 2108 
Cedar Springs Rd. and at Indus- 
trial Blvd. and Commerce S&t. 
Hemphill operates three outlets in 
San Antonio and three in Houston. 
Don Hickman will manage the Dal- 
las operation. 

* ++ * 


Welter Pontiac to Move 


SOUTH BEND.—Welter Pontiac, 
Inc., is moving from a downtown 
location at 213-215 S. Main to 1900 
Lincoln Way East, which is across 
the street from a new shopping 
center that is being developed. 

* + * 


Brown Sells to Oustalet 


GULFPORT, Miss.—A. J. M. 
Oustalet jr., a Ford dealer in Jen- 
nings, La., has purchased Braun 
Motor Co. (Ford) here from Wil- 
liam Braun. The name of the deal- 
ership has been changed to Bubba 
Oustalet, Inc., and R. L. Prejean 
jr. is vice-president and general 
manager. m 

+. + 


Lloyd Deal Formed 


NEW ORLEANS.—Arnold Schul- 
ingkamp, who operates a used-car 
business, has taken on the Lloyd 
franchise. He is located at 1901 
Canal St. 


* * * 


B & B Auto Sales Opens 


LAS VEGAS, Nev.—B & B Auto 
Sales has been opened at 1221 Fre- 
mont. The firm is owned by Bill 
Libert, Bob Hutchins and Bob Mil- 
isich. 

oa + + 


S-P Adds Tanner Motors 


PHOENIX, Ariz.—Ray Tanner 
Motors, 1500 N. Central, has been 
appointed a Studebaker-Lark deal- 
er. Ray Tanner, the owner, has op- 
erated a domestic and foreign new 
and used-car firm for about a year. 

~ + * 


Dealership in Tea House 

VAN NUYS, Calif—A $25,000 
dealership, built in the form of a 
Japanese tea house, has been open- 
ed at Magnolia and Van Nuys 
Blvds., Van Nuys, Calif., by Max 
Barish and his son, Howard. It is 
a Chrysler-Plymouth dealership. 

* + * 


Trotter Buys Pontiac Deal 


CHATTANOOGA, Tenn.—Andy 
Trotter, president of Amos & Andy 
Buick Co., has purchased Adcox- 
Kirby Pontiac Co. from Herbert 
G. Adcox and Edward Kirby. The 
firm, at 3150 S. Broad St., has been 
renamed Trotter Pontiac Co. 

+ + * 


New Koerner Qutlet 


SYRACUSE. — Koerner Ford has 
opened a new sales outlet at 805 W. 
Genesee St. Harold Koerner is 
President of the firm and Jack 
Koerner is general manager. 

o* * * 


Car City Opens New Home 

EAST HARTFORD, Conn. — Car 
City, Inc. (Renault), has opened 
new quarters. Edward Edelson is 


president. 
a a” a 


Gertzes Sell Deal 


DENVER.—Sol and Nate Gertz 
have sold Standard Motor Co., 
455 W. Colfax Ave., to Standard 
Motor Sales, Inc. (Dodge-Plym- 
outh), which is operated by Al- 
fred Rainquet and Earl A. Ray- 
nal, The Gertz brothers will oper- 
ate a used-car business at 7900 
E. Colfax. 


+ * 7 
R & O Takes Triumph 
WARRENSBURG, Mo.—R & O 
Auto Sales has been franchised to 


handle Triumph. Owners are 
George Ross and C. R. Osborne. 
* aa x 


Another Alexander Deal 
SAN FRANCISCO.—Ben Alex- 
ander, Sgt. Frank Smith on the 
Dragnet” television show, has 


opened Ben Alexander Ford, Inc., 

1175 Potrero Ave. He also operates 

three Ford outlets in Los Angeles. 
* * aa 


Rickenbaugh Adds Space 


DENVER. — Rickenbaugh Cadil- 
lac Co., 777 Broadway, has pur- 
chased the adjacent land and build- 
ing of Western Glass Co., at 24 W. 
Eighth Ave., for future expansion. 
This gives Rickenbaugh more than 
120,000 square feet of building and 
lot space. 

a2 * * 


Davis Opens in Muncie 
MUNCIE, Ind.—Davis Imported 
Cars, handling Fiat, Triumph and 
Turner, has opened here. Owners 
are Richard Davis and Ed C. Davis. 
. oa ck 


Turbiville Outlet Closed 

SAN ANTONIO. — The Turbi- 
ville Lincoln sales center, 1820 
Broadway, has been closed and 





the main building of Turbiville 
Motors, 1123 N. Main Ave. 
* * * 


Stone Opens with Olds 


ROCHESTER, Minn.—Stone Olds 
is a new dealership here headed by 
Mike Stone. 

” * x 
Triumph Signs Eight 

LOS ANGELES. — New Triumph 
dealers in the West include Joe 
Schwab Motors, Inc., Seattle; Ar- 
nold Brothers Motor Co., Boulder, 
Colo.; Crenshaw Sports Cars, Los 
Angeles; Mountain Motors, Placer- 
ville, Calif.; Hockett Auto Sales, 
Grass Valley, Calif.; Lee Cosart Mo- 
tors, Oswego, Ore.; Brucks Imports, 
Hollywood, Calif., and Kramer Mo- 
tors, Santa Monica, Calif. 

+ * * 


Mark Doyne’s Expands 


MINNEAPOLIS. — Mark Doyne’s 
Imported Motors, which holds the 
exclusive Minneapolis franchise for 
British Motor Corp. cars, has open- 
ed a new sales and showroom at 
3038 Hennepin Ave. Principal sales 
office and a used car lot will be 
maintained at 1208 W. Lake St. 


Daileys Buy GM Deal 
LIVERMORE, Calif. — Robert 








Service Manager Cited— 


Named ‘service manager of the year’ at 


Pontiac’s national service meeting was 
W. D. McGarrity, left, shown accepting 
an engraved desk trophy from H. J. Hales, 
Pontiac general service manager. McGar- 
rity, who is now service and parts man- 
ager in Pontiac's Los Angeles zone, com- 
peted with representatives from 26 other 
sales zones, 


let-Buick Co. to a new family 
dealership headed by G. E. 
Dailey. The new firm name is 
G. E. Dailey & Sons. The senior 
Dailey and his sons, Robert and 


the stock has been transferred to | Raskob has sold Howdy Chevro- | William, have more than 50 years 



























Tandem Front Steering Axles provide two non-driving 
front axles that increase maneuverability and double 
the front axle carrying capacity on special off-high- 


way vehicles. 


Atnbthee FROMM... ROCKWELL-STANDARD | 


FIRST CHOICE FOR 
GREATER FRONT END 
STABILITY... 


longer 


service! 


TIMKEN-DETROIT® 


-world's most complete 
\>, line of front axles! 


You get these three important advantages 
when your vehicles or equipment ride on 
Timken-Detroit F-900 Series Front Axles by 


Axles give either on-highway 
or off-highway vehicles the 
advantages of easy steering 
without the additional cost 
penalties of power assistance. 


Rockwell-Standard. 


need. 


prolong vehicle life. 
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of combined automotive field ex- 
perience. They have long been 
associated with Chevrolet. 

* * * 


Triumph Names Two 
LOS ANGELES.—New Triumph 
dealers in the West are Olympic 
Auto & Trailer Sales, Port Angeles, 


{|} Wash., and Keith Schulz Garage, 


Medford, Ore. 
* 


* * 


Sutton Ford Moves 


ST. LOUIS.—Sutton Ford, after 
25 years at 7717 Forsyth, has 
bought new facilities and occupied 


s|new quarters at 8025 Maryland. 


George Sutton is president. 
* * * 


Pranke Buys Out Niles 


PORTLAND, Ore. — Del Pranke, 
formerly associated with Dick 
Niles Fiat, Oregon City, has pur- 
chased the business from Dick 
Niles and renamed it Del Pranke 
Fiat. ie 


Millers Replace Brooks 


FLORA, Ill.— Miller Chevrolet- 
Olds has replaced the pioneer firm, 
Ira Brooks (Chevrolet-Oldsmobile). 
The new firm is owned by H. L 
Miller and H. V. Miller, brothers, 
and is a copartnership. The Millers 

(Continued on Page 108, Col. 1) 











Whatever you operate — from light com- 
mercial vehicles to the heaviest off-high- 
way equipment — there is an exact size and 
type of F-900 Series Front Axle to meet your 


Superior design and construction fea- 
tures assure better performance under all 
conditions. These improved front axles re- 
duce driver fatigue . .. make steering easier 
... hold the driving path better... help to 


In addition to the F-900 Series Axles, the 
following two new front axles are available 
from Rockwell-Standard. Each is the prod- 
uct of more than 50 years of field testing 


and laboratory research. 


CORPORATION 
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have been in the automobile busi- 
ness for 13 years, much of the time 
as Chevrolet dealers in nearby | 
Xenia. 





* * * 


Prinz for Hoffman 
PORTLAND, Ore.—O. L. Hoff- 
man Motors, 4003 S. E. Eighty-| 
second St., has been appointed | 
dealer for NSU Prinz and BMW. 


* * * 


Kumpf Opens Branch 


DENVER.—Kumpf Motor Co., 40) 
years a leading auto dealer here, | 
has opened a branch sales lot here| 
at East Second Ave. and St. Paul. | 
Perry Miller is manager of the lot, 
handling Jaguar, Austin-Healey, 
MG, Morris and Riley. 

* * * 


Powell Buys Import Deal _ | 


COLORADO SPRINGS, Colo—} 
William H. Powell has formed 
Powell Motors, 1608 S. Nevada 
Ave. to handle Renault, Peugeot 
and Alfa Romeo. The firm was 
formerly known as Trans-Atlantic 
Motors. 


State L-M Adds Edsel 


MANCHESTER, N. H. — State 
Motors, Inc. (Lincoln-Mercury), 
1567 Elm St., has announced its 
appointment as Edsel dealer for 
Manchester. 


tte, Dealers 
Take On Datsun 


FOREST HILLS, N. Y. — Luby 
Datsun Distributors, Ltd. an- 
nounces appointment of the follow- 
ing dealers: 

Kinney Chevrolet, Brooklyn; 
Hart Buick, Clifton, N. J.; Bal- 
singer Motor Sales, Palmetto, Fla.; 
Perri Oldsmobile, Fort Pierce, Fla.; 
Baldwin Chevrolet, Baldwin, N. Y.; 
Sam’s Auto Mart, Middletown, 
R. I.; L. & M Motors, Norfolk, Va.; 
Morris Bros., Nashville, N. C.; Olen 
Motors, Cleveland; Everett Pecor 
Motor Sales, Burlington, Vt.; 
O’Meara Ford, East Hartford, 
Conn.; Bob Banning Plymouth, 
Inc., Hyattsville, Md.; Milford F. 
Dilks, Haverford, Pa., and McLean 
Motors, Washington. 

. * 





* 


Hammes Selling in Kankakee 


KANKAKEE, Ill. — James W. 
MacKenzie is purchasing the Ford 
dealership here from Gene Hammes. 
Name of the firm will remain 
Hammes Ford Sales until MacKen- 
zie owns the majority of the busi- 
ness, Hammes said. 

of cd aa 


Golden to Expand 


READING, Pa.—Harvey Golden, 
Inc. (Cadillac-Pontiac), has an- 
nounced plans to build a concrete- 
and-steel display pavilion at the 
company’s showrooms at 211-223 
Lancaster Ave. 

e 


* * 


Swanker Buys Olds Deal 


VALLEJO, Calif—The purchase 
by Harry Swanker of A. P. Ander- 
son & Son Oldsmobile at 600 Broad- 
way has been announced. The new 
firm name is Fairway Oldsmobile. 

* * Oo” 


A New Plantation 


NEW ORLEANS —tThe new 
showroom and service building of 
Plymouth Plantation, Inc., 222 
South Claiborne, were formally 
opened with a ribbon-cutting cere- 
mony. 

Victor H. Schiro, acting mayor, 
cut the ribbon, Following the offi- 
cial opening the new dealership ob- 
served a three-day open house. 

” * * 


Carson Pontiac Building 
ST. LOUIS.—Carson Pontiac Co., 
owned by Joseph V. and Norman 
W. Carson, is constructing an 
11,000-square-foot building at 10230 
Manchester Rd., Kirkwood. 
* x 7 


4 Imports for Witt 


PUYALLUP, Wash.—Witt Motor 
Co. has been franchised in the Puy- 
allup Valley for Hillman, Singer, 
Sunbeam and Volvo. 

* of 

Whitehorse Names Grant 


WHITEHORSE, Y. T. — Mourice 


* 
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Cc. W. Grant is the new manager 
of Whitehorse Motors. His appoint- 
ment was announced here by 
Howie Richmond, Seattle, vice- 
president of Northern Commercial 
Co. 


* 


Renault Dealer Builds 


FAIRBANKS, Alaska.—A new 
$40,000 building has been com- 
pleted here for the Renault deal- 
ership. The 24-by-60-foot building 
includes a showroom for two 
cars, a two-stall service section 
and a shop and parts room. 


* * 


Sullivan Motors Sold 
ARTESIA, N. M.—Lee Hillis and 
Cc. B. Randolph have purchased 
Sullivan Motors here and renamed 
it Lee Hillis Ford, Inc. 
* * * 


* * 


* 


It’s Nolan Alone 


ENGLEWOOD, Colo.—Jderry No- 
lan, formerly a partner in Quality 





Motors, Inc. (Renault-Peugeot), 
3001 South Broadway, has pur- 
chased the interests of his associ- 


ates. 


* xk * 


Crumbley Building Branch 


SHREVEPORT, La.— Howard 
Crumbley Chevrolet Co. has a new 


| branch under construction at 2500 


Linwood Ave. 


* + 


Baileys Buy Out Rider 

BATESVILLE, Ark. — Rider 
Motor Co. (Ford-Mercury) here has 
been purchased by Homer Bailey 
and his son, H, D. Bailey jr. from 
Mrs. E. C. Rider. The firm will be} 

known as Bailey Ford Sales. 
* * * | 


13 East, South Dealers 


Add Rootes Group Cars 
NEW YORK. — Thirteen new 


* 


| dealers have been appointed for 


Rootes Group cars, according to 
John T. Panks, managing director 
of Rootes Motors, Inc. They are: 


Foreign Cars of Jamestown, Inc., 
Jamestown, N. Y.; Franor Motors, 
Inc., Raleigh, N. C.; European Mo- 
tors, Inc., West Hollywood, Fila.; 
Swenson-Maursic Buick, Granite 
City, Ill.; Hering Motors, Union- 





(Continued on Page 109, Col. 2) 





| How to Get Car into Hotel— 


Up-sa-daisy. New six-ton hoist at the Detroit Leland Hotel lifts 1960 Oldsmobile 98 
to ballroom level for display in lobby area of the hotel. The hotel recently con- 
cluded changes, including hoist installation, widening of ballroom doors, safety 
equipment to permit full fledged car display in its terrazzo and marble halls, includ- 
ing the Detroit Press Club. The car goes, by manpower, from this entrance through 
the Colonial ballroom, then into lobby, Display cars are drained of gas, treated 
with CO-2, moved manually into position—easy even when power steering is off. 


MAlCNasDOh ema) mea MVE (MOL naga Lee 


ONLY DELCO-REMY OFFERS FULL-TRANSISTOR | 


Designed for use with 
DELCO-REMY’S new selff- 


rectifying a.c. generators 


Now you can choose between two modern new Delco- 
Remy regulators—the most accurate available today. 
One is a full-transistor model, the other transistorized. 





The FULL-TRANSISTOR REGULATOR has no moving parts 
and offers the ultimate in accurate electrical performance, 
durability and reliability. It is composed entirely of 
transistors, diodes, condensers and resistors, permitting 
higher field current for better generator performance. 
Constant voltage control is unaffected by temperature 
changes, vibration, or mounting position. A simplified 
external adjusting feature permits easy voltage setting 
for varying operating conditions. And this full-transistor 
regulator requires no periodic servicing. 

The TRANSISTORIZED REGULATOR contains a single tran- 
sistor and diode working in conjunction with a vibrating- 
type voltage sensing unit. The transistorized circuit 
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town, Pa.; Lebro Lincoln Mercury, 
Inc., Wilmington, Del.; Dale Stude- 
baker Corp., Farmingdale, L. L; 


Cox Brothers Auto Sales, Burling- 
ton, N. C.; Alexander & Mann 
Motor Co. Greensboro, N. C.; 
Peterman Pontiac, Inc., Hanover, 
Pa.; Alan Ltd., Harrisburg, Pa., and 
Cars of the World, Madison, Wis. 


* * * 


Fiat Franchises Trio 


NEW YORK.— Fiat Motor Co., 
Inc., has announced the following 








* 


Meet in South Bend— 
Arrangements for Studebaker-Packard 
participation in the forthcoming 43rd An- 
nual NADA Convention and Exhibition 
were discussed by this group in South 
Bend. The convention will be staged in * 
Washington, Jan. 30-Feb. 3, 1960. From . 
left are Harold E. Churchill, S-P president; Elliott Opens VW Deal 
Elwood W. Dalton, S-P national used-car| PANAMA CITY, Fla.—John R. 
Elliott has opened a Volkswagen | 


sales manager; Everett W. Lawrence, edi- n 
tor, NADA Used Car Guide, and leroy J.| dealership here. He formerly was 


Smith, NADA exhibition manager. 


Car Market, Florence, Ala.; West- 
ern Motors—Fred Gorges, Inc., 
Wichita, Kans., and Speed Acces- 
sory Shop, Great Falls, Mont. 


* * 





Wass Motors Inc., Mineola, L. L; | 
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tors, Volkswagen distributor, Jack- 
sonville, Fa, 
+ * * 


Schwimley Grows in Reno 
| RENO, Nev.—Les Schwimley Mo- 
|tors, Ine. (Plymouth-DeSoto-Sim- 
|ca), 201 West Second St. has 
|moved to larger quarters at 600 
| South Virginia St. 


* * * 


Henson Opens Doors 


NEWCASTLE, Wyo. — Henson 
| Motors, headed by E. C, Henson, is 
|a new Chrysler-Plymouth dealer- 





new dealer appointments: Florence | ship. 


* * * 


Snyder Motor Sold 
PRESTON, Minn.—Lester Gun- 
derson, Fountain, Minn., has pur- 
chased Snyder Motor Co.. (Cadil- 
lac-Pontiae-GMC) here. 


* * * 


Borgward Adds 4 





Borgward cars, signed by Fergus 
Imported Cars here, are: 

Loh Motors, Inc., Stamford, 
Conn.; Island Motors, Inc,, Elm- 
hurst, N. Y.; Smith Motor Co., Sun- 
bury, Pa., and Stadium Auto Sales, 
Erie, Pa. 


* * * 


Akins Olds Reorganized 
WILKINSBURG, Pa.—Edward C. 
Rea has reorganized Akins Oldsmo- 
bile, Inc., 475 Ardmore Blvd., as 
Rea Oldsmobile, Inc. 
+” oe * 


Two Florida Dealerships 
Sign Up With Renault 


Two Renault dealerships have 
been franchised by Imported Mo- 
tors of Florida, Inc., Fort Lauder- 
dale, Fla., distributors for the state. 

They are Polk Buick, Eustis, Fla., 
and Richard Bullock, who has pur- 
chased Rochette Motors, Delray 
Beach, Fa, 

a * * 


Doxon Takes Triumph 


AUBURN, Wash.—Doxon & Sons 
have been appointed to handle Tri- 


umph here. 
* + 


Switch to Buick-Pontiac 
TOMPKINSVILLE, Ky.—Hollins- 


general manager for Brundage Mo-' NEW YORK.—Four dealers for! worth & Dale has terminated its 


| AND TRANSISTORIZED VOLTAGE REGULATORS 


permits high field current for improved generator per- 
formance with low non-inductive current through the 
contacts for greatly extended contact life. Models are 
available for circuits containing either ammeters or 
indicator lights. All units are temperature compensated 
to better match battery voltage requirements. 


Both the full-transistor and the transistorized models have i 
the same mounting dimensions as standard regulators. 


Whichever model you choose for your new vehicles or for 
replacement on present ones, you can be sure of reduced 
servicing and extended battery life. Available from your 
car or truck dealer or through the United Motors System. 


DELCO-REMY «+ DIVISION OF GENERAL MOTORS + ANDERSON, INDIANA 


FROM THE HIGHWAY TO THE STARS 


Delco-Remy 


ELECTRICAL SYSTEMS 
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agreement with DeSoto-Plymouth 
and signed with Buick, Pontiac and 
GMC, The firm has been in the 
auto business for 13 years. 

* * + 


Seattle Deal Moves 


SEATTLE. — Import Motors Co., 
dealer and distributor for Fiat and 
Borgward, has moved to its new 
home at 1124 Pike Street. Lee 
Miran is president. é 

* * am 


Van-Trow Has Open House 


JACKSON, Miss.—Formal open- 
ing of Van-Trow Oldsmobile Co. in 
Jackson, formerly Biljac Oldsmo- 
bile, was held by Toby Trowbridge, 
the firm’s new president. 

* * * 


Spreen (VW), Atlanta 


ATLANTA, Ga.—Bill Spreen, 
Inc. has taken over the retail 
business of Brundage Motors, 390 
W. Peachtree St., Atlanta, the 
city’s only authorized Volkswa- 
gen dealer. Spreen also operates 
a Volkswagen dealership in Pan- 
ama City, Fla., and a Cadillac- 
Oldsmobile and sports car agency 
in Los Angeles, Brundage Motors, 
Jacksonville, Fla., will continue 
to distribute Volkswagens in the 
Southeast. 





* * * 


Olivier Chevy Opens 
MORGAN CITY, La—Olivier 
Chevrolet Co., Inc., has held its 
grand opening. Robert Olivier is 
president. 
+ * * 


Caskey Pontiac Moves 

PADUCAH, Ky.—Caskey Pon- 
tiac Co. has opened in its new lo- 
cation at 2035 8. Beltline. 


* * * 


Raleigh Pontiac Dealership 


Bought Out by Amburn 

RALEIGH, N. C.—John Am- 
burn, Mooresville (N. C.) automo- 
bile dealer, has purchased the 
physical assets of Conn-Gower 
Pontiac Co. here, and has an- 
nounced that he will operate the 
firm as Amburn Pontiac Co. 

Charles Conn, who had oper- 
ated the firm since 1944, will con- 
tinue to operate his used-car lot 
at 309 Hillsboro St. 


* * * 


Bulluck Doubles Space 


ROCKY MOUNT, N. C.—Bulluck 
Auto Sales (Chevrolet) has acquir- 
ed an additional 4,500 square feet 
of floor space by taking over an 
adjacent building. Dalton Williams, 
sales manager, said the addition 
doubles the area of the firm. 

a x ot 


Aberdeen Motor Formed 

ABERDEEN, S. D. — Aberdeen 
Motor, Inc., is the new DeSoto- 
Plymouth dealership here. Julius 
Kirschenmann is president. 


100 Pct. Sales Boost 
Set as Rambler’s 


Canadian Goal 


TORONTO.—American Motor 
expects to sell 20,000 Ramblers in 
Canada in the 1960 model year, 
according to George Romney, pres- 
ident. This would double 1959-model 
sales of some 10,000 cars. 

If the Canadian company can hit 
the 20,000-mark next year, said 
Romney, “I expect to see the 1961 
model Rambler produced in 
Canada.” 

The company suspended produc- 
tion in Canada two years ago pend- 
ing higher volume sales. 

The American Motors president 
stated a return to production in 
1961 would take place in the Cana- 


| dian company’s present plant and 


warehouse on E. Danforth Ave, in 
Toronto. 

The Canadian company, also two 
years ago, took an option on 20 
acres of ground just northwest of 
Toronto but did not take it up. 
Long-range plans in Canada, how- 
ever, still include construction of a 
new plant, he said. 


AUTO-TURNTA 
Assembled in 30 Minstes 
For indoor = outdoor display 


Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 
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No Waiting List 
For Compacts at 


Utah Rural Deals 


SALT LAKE CITY.— There’s a 
waiting list for compact cars here 
and in other major cities, but small- 
town and rural dealers in this area 
reportedly can promise immediate 
delivery. 

Auto sales in the state are run- 
ning 36 percent ahead of 1958, ac- 
cording to the Utah Automobile 
Dealers Assn, Latest figures show 
that 22,120 new cars were sold dur- 
ing the first 10 months of 1959, 
compared with 16,286 in the like 
period last year. 

October sales totalled 2,459, a 
gain of 80 percent over last year’s 
1,368. 

Truck sales for the 10-month pe- 
riod were 5,367 this year and 3,983 
in 1958. 

Used-car and truck sales also are 
up, but the gain is not as great as 
for new vehicles. Sales of used cars 
and trucks reached 50,517 in the 
first 10 months of this year, com- 
pared with 47,097 in the correspond- 
ing 1958 period. 


For views on retail auto distribution, 
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An AC Bonus— 


This colorful blanket is offered as an 
extra premium with the new Guide Lamp 
Powerbeam 50 headlamp being sold 
through AC Spark Plug distributors. The 
blanket is made of rayon and acrilan. 
The 72-by-90-inch blanket is offered in a 
special package with Guide Lamp's Power- 


read the Dealer Forum column on Page 3. | beam headlamp. 








Reinstates Bad-Brake Lawsuit .. . 


High Court Raps GM 


LANSING.—tThe Michigan Su- 
preme Court last week said that 
power brakes on 1953 Buicks were 
faulty and blistered General Mo- 
tors for not warning owners of 
the “known danger.” 

The opinion came as the Su- 
preme Court reversed a lower 
court decision, which had dis- 
missed a damage suit against 
GM, and restored GM as a de- 
fendant in the suit. 

GM declined to comment on the 
high court’s finding. 

The court, in an opinion by Jus- 
tice George Edwards, said GM had 
warned its dealers of a defect in 
the power-brake system, but had 
not warned Buick owners. 

“The duty to warn of a known 
danger in a product has long been 
a part of the manufacturers’ lia- 
bility doctrine,” Edwards said. 

The original suit in Wayne Coun- 
ty Circuit Court was brought by 
Robert Comstock and Zurich In- 
surance Co, against Leon Friend, 
owner of a '53 Buick; Clifford 


Wentworth, assistant service man- 
ager of Ed Lawless Buick Co., 
where Comstock worked, and Gen- 
eral Motors. Lawless Buick is no 
longer in business, 

According to testimony in the 
original suit, Friend brought his 
Buick into the Lawless service 
department in suburban Ferndale 
and asked to have the brakes 
fixed. 


Wentworth got into the car, for- 


Alcoa Expands 
Enamel Offerings 


PITTSBURGH. — Aluminum Co. 
of America announces the availabil- 
ity of enamel-coated aluminum 
sheet at the company’s Alcoa 
(Tenn.) sheet mill. 

Alcoa there is producing alumi- 
num alloy sheet with colored 
enamel] finishes in thicknesses of 
.019 to .051 and in widths up to 
60 inches. The maximum width pre- 
viously available was 42 inches. 
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BUFFALO EVENING NEWS 


KELLY-SMITH CO.—National Representatives 


WESTERN NEW YORK’S GREAT NEWSPAPER 
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ERVICE 


You sell people by going where they are and 
helping them do what they want to do. 

The Buffalo Evening News WEEK-END 
EDITION proves the point every Saturday. It 
goes home to meet people whose shorter work 
week has given them more time for leisure, 
play, excursions, entertaining or do-it-yourself 
home improvement. 

Advertisers in the Week-End Edition find 
ready made response for goods or services that 
help such activities. Its greater circulation pro- 
vides the week's most complete coverage of the 
market. Readers see advertising in time to make 
purchases that same day. 






WEEK-END 
EDITION 
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got it had no brakes, and in moving 


it crushed Comstock against the 
wall. As a result of the injuries, 
Comstock’s right leg was amopu- 
tated. 

The lower court ruled there was 
evidence of negligence by GM, but 
said that any negligence by the 
manufacturer was terminated by 
an intervening act of the driver of 
the car, 

The case against Wentworth was 
dismissed by the judge and the 
jury found no cause for action 
against Friend. The lower-court 
judge then exempted GM from the 
case. 

In its action last week, the Su- 
preme Court said Comstock was 
entitled to a jury determination 
at a new trial, and that GM 
should be one of the defendants, 

Edwards said that Buick dealer. 
ships were repairing power brakes 

on “every 1953 Buick they could 
get their hands on without notice to 
the owner and without any com- 
plaint that the brakes were defec- 
tive.” 

Edwards noted that Buick did 
not make the part which failed in 
service. The seal was made in Chi- 
cago and assembled by Kelsey- 
Hayes Wheel Co., he said. 

In his opinion, Edwards said, 
“Buick, however, controlled the de- 
sign and assembled the cylinder 
into the automobile, which it test- 
ed and placed as a finished product 
on the market. 

“Even if the tests were ade- 
quate and reasonable, the failure 
of the ring sealers could not be 
foreseen but the question of neg- 
ligence does not end here. 

“Buick learned it had built thou- 

sands of power brakes with a de- 
fective part. Replacement kits allow 
no other inference than that Buick 
had ample warning of a serious 
problem before the brakes failed. 

“Buick warned its dealers but it 
did not warn those into whose 
hands they had placed this danger- 
ous instrument, and whose lives 
along with the lives of others de- 
pended upon defective brakes 
which might fail without notice.” 


Texas Excise Tax 
KO’d on Parts for 


Air Conditioners 


AUSTIN, Tex.—Parts for auto 
air conditioners, when bought and 
used for repair purposes, are not 
subject to State excise taxes, ac- 
cording to an opinion by Texas 
Attorney General Will Wilson. 

The last session of the Texas 
Legislature had enacted a 3-percent 
excise tax on air conditioners. 


The ruling climaxes more than a 
month of conferences between rep- 
resentatives of the Texas Automo- 
tive Dealers Assn., TADA Attorney 
Louis Wilkerson and the office of 
the state comptroller. 

Said Tom J. Crooks, TADA man- 


ager, “The news is welcome relief 
to automobile dealers of Texas, who 
otherwise would have had to figure 
and report taxes on every minor 
nut and bolt used in the mainte- 
nance of air conditioning units on 
which the original tax had been 
paid. ” 


Chevrolet Names 


Zone Manager 


DETROIT. — Appointment of 
Thomas W. Grove as Chevrolet Des 
Moines zone man- 
ager has been an- 
nounced by K. E. 
Staley, general 
sales Manager. 

An assistant 
manager of the 
company’s busi- 
ness management 
department in the 
Detroit central of- 
fice the last three 
years, Grove suc- 

T. W. Grove ceeds H. M. Walk- 
er, who is retiring after 30 years 
with Chevrolet. Grove joined Chev- 
rolet in 1945, 


Voerg Adds M-E-L 

SAUGERTIES, N. Y.—Vincent J. 
Voerg has been awarded the 
Greene County franchise for Mer- 
cury-Edsel-Lincoln. He will con- 
tinue to handle Jaguar, MG, Mor- 
ris, Austin, Austin-Healey, Hillman, 
Triumph, Datsun, Lloyd and Eng- 
lish Ford. 
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LINCOLN... 


Bla whole new ‘feel’ to the big 
machine .. . offers a new lease on 
the power generated by the gigantic 
power plant...” 

—MOTOR LIFE 


“Rear suspension is new. . . leaf 
springs and a Hotchkiss Drive... 99 


—POPULAR MECHANICS 


What auto 
editors are saying about... 


THE BEST BUILT 
CARS IN AMERICA 
TODAY 








MERCURY... 


BE completely new designs for 1960 
... Magnificent examples of fine car 
styling..." 

—WARD’S AUTOMOTIVE REPORTS 


‘No car in the industry has better 
built bodies...” 
—TRUE'’S AUTOMOTIVE YEARBOOK 


‘Price cut is*Mercury key... The 
Mercury Dealer now will be able to 
say to his customer, ‘why buy a low 
price field car when you can buy the 
prestige of a medium price name- 
plate for so little more?’. . 59 


—DETROIT TIMES 








LINCOLN 


CONTINENTAL... 


R Rtwo out of three automobiles now 
being sold for $6000 or more are 
Lincoln Continentals. . . 99 


—WARD'S AUTOMOTIVE REPORTS 


LINCOLN-MERCURY DIVISION 
Ford Motor Co. 


3000 SCHAEFER ROAD, DEARBORN, MICH. 
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The letter below and the statements on the 
following page are representative of the enthu- 
siastic letters Childers receives from your dealer 
friends every day. Read how they rate Childers 
Carports in their own words. Read how Childers 
Carports turn ‘just another lot’ into an at- 


Chas. L. Marshall 
of C. Marshall Motors, Dixon, Ill. 


Read how Childers Carports earn extra 
profits for him, as they can for you. 


Pr 


The magic of Childers Carports is illustrated in this 
picture of Marshall Motors’ lot. Childers Carports 
are architect-designed to harmonize with existing 


under Childers Carports. And your 
cars sell faster because Childers 
Carports attract more prospects! 


Childers Carports protect 
your cars from snow, rain, dust 
‘and sun. Pay for themselves in savings on 
clean-up and lighting costs! 


Childers Carports are the 
best investment you can make in 
modern styling for your fot. Childers 
Carports look new for years! 


tractive 365-day outdoor showroom. Read ho 
Childers Carports actually pay for themselveg 

in savings on clean-up costs and light bills. Read 
why Childers Carports are the most profitable 
and revolutionary concept in the history of out-] pens 
door car display! beau 


Oa 


displays and buildings. And because they’re all steel, 
Childers Carports, with a minimum of maintenance, 
will look new and modern years after you install 





them. The glamorous, all-weather protection of 
Childers Carports keeps you open for business 365 
days a year ... and cost only pennies per car per day! 


Chas. Marshall is representative 
of the hundreds of dealers in 38 
states who are going after extra sales and 
profits with Childers Carports! 


Your prospects gladly pay 
more for cars that are protected. 
And Childers Carports give a look 

of permanence to your lot! 


Even on blistering hot 
days, your prospects can shop 
and buy in cool comfort under the protec- 
tion of Childers Carports! 


What. better reason could 
any car dealer have for installing” 
exciting, permanent, profitable Childers 
Carports on his lot? | 


out Childers C 


: : , 4 
Dut Tiisteee, Ind. “Our Childers Carports are 


beautiful! We want to install another unit!” 
—Hoover Motors 


an, Ohio. “Every day’s a selling day 
d or, the all-weather protection of our car- 
—Donaldson Mtrs. 


, 


Keokuk, lowa. “We are so happy with our 
first Childers Carports, we are ordering 2 
nore spaces.” —Tigue Motors 


puston, Texas. Bland-Willis Cadillac wanted 
e most attractive protection available. So 
chose Childers Carports 


Point, Ga. Childers Carports at ‘Valley 
; olet ‘help pay for themselves in sav- 
gs on clean-up costs alone. 


liville, Ark. Trucks eel cars > aaa 
y clean and attractive at the handsome 
Bye GMC-Pontiac lot. 


CHOICE OF 2 TRIM STYLES 


ae ale: CONTINENTA 


E 
ilders Carports are now available in lux- 

arious Continental or sleek Thinline trim 
le. Childers Carports with Thinline Trim 
e the slimmest, trimmest lines of any 
port in the world. 


ct ilders Carports with Continental Trim 
five your lot a commanding look of dignity 
and stability. 


Choose the trim style that suits 
your lot best for big extra profit! 


Rock Island, Ill. “After using our - Childers 
Carports 30 days, we know we invested very 
wisely!” —Buck Buick 


Pottstown, Pa. “Customers continually com- 
pliment us on our attractive Childers Car- 
ports.” —Nagle Motors 


Caney, Kans. “The carport is a big asset to 
our used car lot. Attracting lots of atten- 
tion.” —Toner Motors 


Medford, Ore. Lea Motors shows their cus- 
tomers they care for their cars by protecting 
them with Childers Carports. 


Fredericksburg, Va. Young Motors attracts 
more and better prospects with their easy- 
to-install Childers Carports. 


Elizabethtown, Ky. At night, Childers Car- 
ports make Pate Motors lot an exciting 
showcase. Cut lighting costs! 


Monroe, La. “Our greatest asset! Absolutely 
no heat attracted by Childers Carports.” 
—Richards-McCain Mtrs. 


Walla Walla, Wash. “In bad weather our 
attractive Childers Carports are invaluable!” 
—Graves-Anderson Mtrs. 


Grants Pass, Ore. “We are 100% satisfied! 
A definite advantage in all kinds of weather.” 
—Kelt Chevrolet 


Sparta, Mich. ieee time is selling time for 
Johnson Bros. Ford thanks to their low-cost 
Childers Carports. 


Oneida, N. Y. Van Vieet Motors’ Childers 
Carports will give all-weather protection 
and beauty for years. 


Dover, Del. Architect-designed Childers Car- 
pee easily harmonize with C. F. Schwartz 
tors’ building. 


Let The All-Weather Protection Of Childers Carports 
Earn Extra Profit For You For Only Pennies A Day! 


Every car dealer knows, “If you want 
them to buy, keep their feet dry!” And 
Childers Carports are the most inexpensive 
and profitable way in the world to keep your 
cars and prospects protected from unpleas- 
ant weather. 


Add Color to Continental Trim 
The trim on Childers Carports is factory 
bonderized so you can easily paint it any 
color or pattern you wish when your car- 
ports are erected. 


Red! Green! Stripes! Checks! 

Think of the Continental Trim finished in 
an exciting color. Imagine the impact Chil- 
ders Carports in color will add to your lot! 
Factory-applied white enamel finish is also 
available. 


Take 36 Months To Pay 

You can install Childers Carports now 
under Childers 36-Month Finance Plan. Let 
your carports pay for themselves in savings 
on clean-up and lighting costs plus extra 
profit through increased sales! 

Childers Low-Cost Leasing Plan also 
available. 


Best Investment 


The hundreds of dealers who have in- 
stalled Childers Carports consider them one 
of the best investments in extra profit any 
car dealer could make. 

Childers Carports can earn extra profit 
for you, too! For complete information, fill 
out and mail coupon at right, today! 


Childers Pays Freight To Any Dealer In Continental U. S$. 


Call any 2 
dealers on these 
pages. Ask them about 
their Childers Carports. 
Bill me. I'll send 
my check for the 
calls. 


Bob Childers 


Look At All Your 
Dealer Friends Who 
Are Open For Business 
Every Day This Winter. 


ARKANSAS 
Fort Smith: Glidewell Motors 
Hot Springs: Meredith Motor Co. 


COLORADO 
Boulder: Hollister Motor Co. 


DELAWARE 
Dover: C. F. Schwartz Motor Co. 


DISTRICT OF COLUMBIA 
Jack Blank Pontiac, Inc. 


ILLINOIS 

Champaign: Parkhill, Inc. 

Chicago: Z. Frank Chevrolet 
Skokie: Fergus Ford, Inc. 
INDIANA 

Bloomington: Barnard Motors, Inc. 
Fort Wayne: Bob Berry Ford Sales 
Wabash: Gus Dorais Chevrolet, Inc. 


1OWA 
Cedar Falls: Erickson Motor Co. 
Davenport: Vincent J. Neu, Inc. 


KANSAS 
Junction City: Sampson Motors 
Yates Center: Cantrell Motor Sales 


KENTUCKY 
Ashland: Troy E. Fairchild Buick 
Lexington: Shug Glenn Buick, Inc. 


AINE 
Berwick: Reyco Motors 


MARYLAND 

Cumberland: Gurley’s Inc. 
MICHIGAN 

Cadillac: Weidner Motor Sales 

Mt. Pleasant: Johnson Motors, Inc. 
South Haven: Art Overhuel Mtr. Sales 


MINNESOTA 

LeCenter: LeCenter Motors 
MISSOURI 

Carthage: Howard Buick Co. 
Columbia: Nathe Chevrolet Co. 
Jefferson City: Cen. Missouri Motors 


NEW JERSEY 

Garfield: Mide Motors 

NEW YORK 

Niagara Falls: Western Motor Sales 
Sodus: J. J. Boise & Co., Inc. 
Watertown: Kamp’s Garage, Inc. 
OHIO 

Leipsic: Parker Chevrolet Sales 
Massilon: Shaffer Motors, Inc. 
Waverly: Clarence Vallery & Sons 
OKLAHOMA 

Chickasha: Randolph's Auto Sales 
Guthrie: Scrutchfield Motor Co. 


OREGON 

Medford: Lea Motors 

Portland: West Slope Motors 
Roseburg: Sayre Volkswagen 
PENNSYLVANIA 

Johnstown: Cambria Motors, Inc. 
McKeesport: Devereaux Chev., Inc. 
New Castle: Morrison Buick, Inc. 


SOUTH DAKOTA 
Mitchell: Rozum Motor Co. 


VIRGINIA 
Fredericksburg: Young Motors, Inc. 
Newport News: “Nick” Allen Motors 


WASHINGTON 
Everett: Weidmac Brokerage 
Walla Walla: Jackson-Lowman Motor Co. 


WEST VIRGINIA 

Bluefield: W. R. Keesee & Co., Inc. 
Parkersburg: Dils Edsel Sales, Inc. 
WISCONSIN 

Appleton: Behm Motors, Inc. 
Racine: Buzz Steger Auto Mart 
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Childers Manufacturing Co., Dept. AN-8 | 
3620 West 11th St. | 
Houston 8, Texas I 
Please rush me complete details on Chil- | 
ders Carports, along with a list of hundreds | 
of dealers in 38 states who have installed | 
them, and pictures of actual installations. | 
(If you called any 2 dealers on these 
pages, send charges with this coupon.) 
i 

| 

i 

i 


Firm 
Name & 
Title 





Address___ 
City- State. 
Make of Car 
Handled___ 


Check here for information on: 


(1 Childers 36-Month Finance Plan 
() Childers Low-Cost Leasing Plan 
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AUTOMOTIVE NEWS, DECEMBER 7, 1959 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports) 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. Soe 
EBENSBURG, PA. 


- Bbensburg Auto Auction. Sale every 

Wednesday. Prices are for sale of Nov. 25. 

Sold 63 cars from 81 consignments. 

BUICK—’56 Super 2-dr. Riviera, $725* 
(ps), $720° (ps). 


’55 Century 4-dr. Riviera, $805*; Special 
2-dr. Riviera, $610*, $500*; Super 2-dr. 
Riviera, $430* (ps). 

64 Special 2-dr. Riviera, $315; 4-dr., 
$270. 

‘S53 RM 2-dr. Riviera, $305* (ps); Spe- 
cial 2-dr, Riviera, $140*. 

OADILLAC—’'52 (62) 2-dr., $315*. 

"51 (62) 4-dr., $305*. 

OCHEVROLET—’'59 Impala (8) conv., $1,- 


805° (ps). 
"68 Delray (8) 4-dr., $1,010. 
’57 Two-ten (8) 2-dr., $375. 
"56 Bel Air (6) 2-dr., $720. 


Figures alongside bars represent dollars. 


’55 Bel Air (8) 4-dr., $640; Two-ten (6) 
2-dr., $550*; 4-dr., $520*; One-fifty 
(6) 4-dr., $285. ° 

‘54 Two-ten Delray, $325*; 4-dr., $145*; 
Bel Air station wagon, $220. 

‘53 Bel Air conv., $250*. 


CHRYSLER—’55 Windsor 2-dr. 
. 


(ps). 
’53 NY 4-dr., $160* (ps). 

DODGE—’52 4-dr., $145. 

FORD—’57 Fairlane 500 (8) conv., $1,175* 
(ps), $820* (ps); Custom 300 (8) 4- 
dr., $810*. 

‘56 Ranch Wagon (8) 2-dr., $535; Main 
(8) 2-dr., $495. 

‘55 Fairlane (8) 4-dr., $580*. 

’54 Custom (8) 4-dr., $345. 

’53 Custom (8) 2-dr., $250. 

*52 Custom (8) 2-dr., $145*. 

MERCURY—’59 Monterey 4-dr., 
(ps). 

‘56 Monterey 2-dr. hardtop, $810* (ps). 
‘52 Monterey 2-dr, hardtop, $110. 


hardtop, 


$2,250*° 


NASH—’'54 Ambassador (8) 4-dr., $495. 
OLDSMOBILE —'56 (98) 4-dr. Holiday, 
$490*° (ps). 
’6S (88) 4-dr., $730*. 
PACKARD — '56 Clipper 2-dr. hardtop, 
$500°. 


‘54 Clipper 2-dr. hardtop, $180* (ps). 
PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
top, $1,390* (ps). 
’57 Savoy (8) 4-dr., $850* 


‘55 Savoy (8) 4-dr., $525%; 2-dr., $410; 
Belvedere (8) 4-dr., $500°. 
'54 Savoy 2-dr., $360. 
PONTIAC—’55 Chieftain 4-dr., $150°*. 


STUDEBAKER—’'54 Champion (6) 2-dr., 
$175. 
MISCELLANEOUS—’52 International 
ton pickup, $365. 
*38 Chevrolet dump, $105. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 25. 
We had a dandy of a Pre-Holiday Sale 
(day before Thanksgiving), It rained to 
keep the consignment off, but didn’t ham- 
per the buying and bidding. 

BUICK—’57 Super 2-dr. Riviera, $1,230* 


(ps). 
56 Century 4-dr., $1,025* (ps). 


%- 


‘55 Super 2-dr. Riviera, $700*; Special 
4-dr. Riviera, $650*, $625*; 4-dr., 
$540°*. 


'54 Special 4-dr., $460*. 


(Copyright, 1959, by Automotive News) 





"53 Special 4-dr., $260*, $195*. 
’52 RM 2-dr. Riviera, $150*. 


CADILLAC—’54 (62) 4-dr., $750* (ps). 


CHEVROLET—’59 Nomad (8) 4-dr., §$2,- 
250*; Impala (8) 2-dr, hardtop, §2,- 
180* (ps). 


"58 Impala (8) 2-dr, hardtop, $1,575°*. 

"57 Two-ten (6) 4-dr., $1,050; station 
wagon 2-dr., 2 at $900; Bel Air (8) 
4-dr., $1,020*. 

‘56 Two-ten (6) 4-dr., \ 

"55 Bel Air (6) 4-dr., $630; 2-dr., $630; 
Two-ten (6) 2-dr., $600. 

"54 Two-ten 2-dr., $330; One-fifty 2-dr., 


$305. 

"53 Bel Air 4-dr., $400; conv., $210*; 
2-dr., $100; Two-ten 4-dr., $325*; 
4-dr, hardtop, $300*; One-fifty 4-dr., 
$150. 

"51 Deluxe 2-dr., $110. 

CHRYSLER—’57 Windsor 4-dr., $1,140. 
DeSOTO—’55 Firedome conv., $590°, 
DODGE — '57 Sierra (8) 4-dr., $1,330*° 
(ps); Custom Royal (8) 4-dr., $775* 
(ps). 
'56 Coronet (8) 2-dr., $640°*, 


"55 Coronet (8) 2-dr., $600*. 
"54 Coronet 4-dr., $310*. 
‘53 Meadowbrook 4-dr., $100. 


FORD—’60 Ranch Wagon (6) 2-dr., $2,. 


400. 

"59 Ranch Wagon (8) 4-dr., $1,735° 
*58 Fairlane 500 (8) conv., $1,410* (ps); 
4-dr., $1,215° (ps 
57 Ranch Wagon “(8)  2ear. -» $1,180° 
(ps), $1,035*; Ranch Wagon (6) 2-cr., 
$1,070; Fairlane 500 (8) 2-dr., $1, 100*: 
4-dr., $905° (ps); Custom 300 (8) 

2-dr., $990°. 
56 Fairlane (8) conv., $760*; 
toria, $750° (ps); 


$550°. 

55 Ranch Wagon (8) 2-dr., $765*; Fair. 
lane (8) 2-dr., $640*; Custom (8) 4. 
dr., $425*; Custom (6) 2-dr., $280. 

'54 Crest (8) 2-dr. Victoria, $300*; 4. 


4-dr, Vie- 
Custom (8) 4-dr., 


dr., $105; Main (8) 2-dr., $225. 
"53 Custom (8) 2-dr. Victoria, $225*. 
*52 Custom (8) 4-dr., $230. 
aa Premiere 4-dr., $1,000* 
ps). 
MERCURY—’58 Colony Park 4-dr., $1,- 
725* (ps). 
’57 Monterey 2-dr. hardtop, $1,170*. 
°56 Monterey 2-dr., $725. 
’55 Montclair 4-dr., $790* (ps), $590*. 


’54 Monterey 2-dr, hardtop, $375* (ps); 
2-dr., $170. 
*53 Monterey 4-dr., $200*. 
OLDSMOBILE—’58 (88) 2-dr. Holiday, $1,- 


780* (ps); 4-dr., $1,490* (ps), $1,400* 
(ps). 

’57 (88) 2-dr. Holiday, $1,300* (ps); 
(88) Super 4-dr, Holiday, $1,060* 
(ps). 

56 (88) Super 4-dr, Holiday, $1,000*; 
(88) conv., $805*. 

——— Belvedere (8) 2-dr., $1,- 
520. 

’58 Savoy (8) 4-dr., $1,155*. 

"57 Savoy (8) 4-dr.; $750* (ps). 

‘56 Belvedere (8) 4-dr., $800*; 4-dr. 
hardtop, $745*. 

’55 Savoy (6) 4-dr., $550. 


54 Savoy 4-dr., 
$170. 
’52 Belvedere 2-dr., 
dr., $100. 
PONTIAC—'57 Star Chief 2-dr, 
$1,150* (ps). 
"56 Star Chief 2-dr, Catalina, $750*. 
’53 Chieftain 4-dr., $125*. 
RAMBLER — '53 Custom Cross Country, 
$100°*. 
MISCELLANEOUS — 
panel, $530. 
’50.Dodge %-ton pickup, $125. 
’46 Willys Jeep, $450. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday, Prices are 
for sale of Nov, 24. 

BUICK—’'57 Century Estate Wagon, $1,835* 


$200; Suburban 2-dr., 
$125; Suburban 2- 


Catalina, 


55 Chevrolet (6) 


(ps). $1,785* (ps); 2-dr. Riviera, 
$1,535* (ps); conv., $1,440* (ps); 
Special 2-dr. Riviera, $1,350* (ps), 
$1,300*, $1,250°. 

56 Super 2-dr. Riviera, $1,000* (ps), 
$935* (ps); 4-dr. Riviera, $990* (ps). 


’55 Century 2-dr. Riviera, $760*, 
Special 2-dr. Riviera, $575*. 

’54 Century 2-dr, Riviera, $565*, 
Super 2-dr. Riviera, $50*, $435*. 

’53 Special 2-dr. Riviera, $190*. 


(Continued on Page 116, Col. 1) 


$750*; 
$535*; 





ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 














COLORADO 








Denver Auto Auction 
95 South Santa Fe 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bili Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation 


Warehouse Point, Conn. ~* 








EVERY W E E K — Automotive News’ 
“Leading Used Car Auction Direc- 
fory” lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 





‘ 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, teed. Cars group- 


guaran 
Littleton, Colo.| ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


Aptco 





19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED— HUGO HASHEIDER 
NORB RUGH 
Twin Ring Selling 








NEW JERSEY 








Minutes from New York City 
Ny 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 


insured By 
AUCTION INSURANCE AGENCY, 
, Birmingham, Alabama 


EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





NEW JERSEY 
OVER 500 CARS badd ba 


eves ~<ceananer re 


N-A-D-E 


a hella ree 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 


CORRY AUTO AUCTION 
Route 6, Cerry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 











PENNSYLVANIA 





Vi. = | | 3 s 


TOP DOLLAR FOR 
LEFT-OVER ’59s 


And Hard-to-Sell Used Cars 


More Bidders © Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 








TEXAS 











AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 


WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 


3202 E. 


Auction Checks Issued 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 











WASHINGTON 


\ 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnson Beb McConkey 























ESPECIALLY AS A FLEET VEHICLE... 


LHD IS THE 
YEAR OF THE LARK 








26 STATE GOVERNMENTS have chosen The LARK for greatest 263 CITY AND COUNTY GOVERNMENTS | ane cui The 
economy in their operation. One significant saving is employee “traveling LARK for day and night dependability—from public health nurse to police 
time’’—The LARK cruises nimbly through traffic, and parks in smaller spaces. and emergency cars. 


ne 
~m 


Pas 


* tis . e35 “ae t rf ess ate es Sot gece 
604 NATIONALLY KNOWN COMPANIES of top-rank busi: 276 RENTAL AND LEASING OPERATORS across the country 
ness stature have chosen The LARK—for low-cost transportation with prestige | are buying LARKS—they continue to buy because operating, insurance and 
and comfort. maintenance costs average 30% less than with standard-size low price cars. 


PROVEN BY 750 MILLION 
MILES OF OWNER USE 


a THE NEW DIMENSION IN FLEET CARS—The LARK has 


been proven in service by more than 1,000 fleets across the country * _~ 





Reports come in every day on The LARK at work—“One cent less per 
mile on 150 LARKS, against the Big Three cars we use’’—“‘One third 
better gas mileage, 20% saving on oil’’—‘‘Better riding than larger cars 
used in the past”—‘‘Our drivers are buying LARKS for their own cars” 
= Against all competition, this is the Year of The LARK! 





76 TAXICAB FLEETS are averaging 12.6% increase in profits with 1 este ts -spasmie “echemilillhs cpaieeiatatiee ened Cebicenactias << neh oc 3 oa > : 


the built-for-the-purpose Studebaker “Econ-O-Miler” taxi—the most ruggedly beer US MORE ABOUT LARK SAVINGS! 
built Heavy Duty passenger car in thee country. leet Sales Division, Studebaker-Packard Corp., South Bend 27, indiana 


( ) Send us informative literature only 
( ) Havea factory representative call me for an appointment 


BUDGET-WISE BUYERS reer TITLE 


LOVE THA TARK* STUDEBAKER ? ___ ! 
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Used-Car Auction Prices 





(Continued from Page 114) 


Ville 4-dr. 
$5,300* (ps), $5,100* (ps); (60) Spe- 
cial 4-dr., $5,115* (ps); (62) conv., 
$4,900* (ps), $4,700* (ps); 2-dr., $4,- 
ba (ps), $4,350* (ps); 4-dr., $3,500* 
ps). 

’58 (60) Special 4-dr., $3,920* (ps), $2,- 


hardtop, 


645* (ps); (62) Coupe de Ville, $3,- 
530°, $3,340* (ps); conv., $3,500* 
(ps); 4-dr., $3,185* (ps). 

57 (62) conv., $2,590* (ps); Coupe de 
Ville, $2,550* (ps); Sedan de Ville, 
$2,450* (ps). 

"56 (62) 4-dr., $1,700* (ps); 2-dr., $1,- 
605* (ps). 

’55 Eldorado conv., $1,655* (ps); (62) 


2-dr., $1,400° (ps). 

"54 (62) Coupe de Ville, $1,330* (ps). 

"52 (62) 2-dr., $395* (ps); 4-dr., $275* 
(ps), $180*. 

"50 (62) 4-dr., $255*°; 2-dr., $240*. 

—’59 Impala (8) sport coupe, 

$2,585*, $2,550* (ps), $2,500* (ps); 
sport sedan, $2,255* (ps). 

’58 Impala (8) 2-dr. hardtop, 2 at §2,- 
100* (ps), $1,835*; conv., $1,850 *(ps); 


(aml | 


failures. It’s simpl 
uses 


effort is produced 


pressure from the pump through 


the hoist cylinder. 


First Things First 


The amount of work your hoist 
must do isn’t the same for all loads. 
It takes more work, for example, 
to dump the same load if the load 
is ae forward in the body. It 
takes less work if the body has a 
long overhang behind the rear hinge. 
It takes more work to dump to 55° 


than it does to 45°. 


You Don’t Have to Guess 


Certain hoist models are often re- 
ferred to as ‘‘10-ton”’ or ‘‘20-ton’’— 
a set number of tons capacity. This 


You expect a hydraulic hoist to lift 
and dump the loads you will carry 
—not once, but many, many times, 
without overload or component 


wer from the truck engine 
to raise the body and load a 
distance in a given time. Lifting 


Nomad (8) 4-dr., $1,915* (ps); Bel 
Air (8) sport sedan, $1,585* (ps); 4- 
dr., $1,430* (ps); Delray (8) 4-dr., 
$1,075". 


'57 Corvette (8) conv., $2,035; Two-ten 
(8) station wagon 4-dr. (9 pass.), 
$1,550*; Bel Air (8) sport sedan, $1,- 


535* (ps), $1,400 (ps), $1,385*; 
sport coupe, $1,525* (ps), $1,170*; 
One-fifty (8) 2-dr., $1,085*; One-fifty 
(6) utility sedan, $1,060. 

"56 Two-ten (6) 2-dr., $910*; One-fifty 


(6) 4-dr., $765. 

’55 Bel Air (8) sport coupe, $970*; 4-dr., 
$875*; 2-dr., $685; Two-ten (6) sta- 
tion wagon, $765; One-fifty (6) 2-dr., 
$580. 

’54 Two-ten 2-dr., $580%; 4-dr., $520; 
Bel Air sport coupe, $500*. 

’53 Bel Air 4-dr., $370; conv., $290*. 

'52 Deluxe Bel Air, $195*; 4-dr., $145. 

’51 Deluxe 2-dr., $265, $190*; Special 2- 
dr., $235; station wagon, $205*. 


CHRYSLER—’57 NY 2-dr. hardtop, $1,- 
900* (ps). 
DeSOTO — '56 Firedome 2-dr. hardtop, 


$885°. 

DODGE—’57 Sierra (8) 4-dr., $1,450* (ps); 
Coronet (8) 2-dr. hardtop, $1,385* 
(ps); Custom Royal (8) 4-dr, hardtop, 
$1,295* (ps). 

"53 Coronet (8) 4-dr., $265. 

FORD—’59 Thunderbird (8) $3,375* (ps); 
Galaxie (8) skyliner, $2,525* (ps); 
4-dr. Victoria, $2,325* (ps); Fairlane 
500 (8) conv., §2,165*; Ranch Wagon 


(6) 4-dr., $1,775. 

’58 Thunderbird (8), $3,180* (ps), $3,- 
100* (ps), $3,000* (ps); Fairlane 500 
(8) skyliner, $2,075* (ps); 4-dr, Vic- 
toria, $1,625* (ps); Country Sedan (8) 
4-dr., $2,000*; Del Rio (8) 2-dr., $1,- 
575*; Custom (8) 4-dr., $1,275*. 

57 Thunderbird (8) conv., $2,540*; 
Country Squire (8) 4-dr., $1,500* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,395* (ps), $1,300*; Fairlane 500 (8) 
4-dr., $1,200*, $1,150; 2-dr, Victoria, 
$1,150* (ps); Ranch Wagon (6) 2-dr., 
$1,190; Custom 300 (8) 4-dr., $1,050*, 
$1,020; 2-dr., $1,045*%; 2 at $1,015, 
$960. 

’56 Country Sedan (8) 4-dr., $1,150, $1,- 
045°, $1,035*, $935*; Fairlane (8) 2- 
dr. Victoria, $1,025* (ps); Ranch Wag- 
on (8) 2-dr., $650; Custom (6) 4-dr., 
$535". 

’55 Country Squire (8) 4-dr., $900* (ps); 
Country Sedan (8) 4-dr., $900; Custom 
(8) 4-dr., $700*; Custom (6) 4-dr., 
$575*; Main (8) 2-dr., $575*; Fairlane 
(8) 2-dr., $485°. 

’54 Country Sedan (8) 4-dr., $495; Cus- 








Model Breakdown 
Of Auction Averages 








Dec., 1959 Nov., Oct., 

To Date 1959 1959 

Lecuseutiaseee $2,847 wigheows ensenen 
stvenvensens 2,651 $2,574 $2,536 
hepcoppetneves 1,662 1,588 1,641 
visiive vebvcets 1,094 1,153 1,171 
Lebarvcioyeeve 5A 790 816 
548 584 600 

348 373 393 

237 254 260 

bsovenesiibieee.  seetadee 194 213 
Overall ——— awe sed 
Average $1,268 $ 939 $ 954 





tom (8) 4-dr., $425*; 
Victoria, $265*. 
’53 Country Sedan (8) 4-dr., $360; Ranch 
Wagon (8) 2-dr., $285. 
52 Ranch Wagon (8) 2-dr., $250*; Cus- 
tom (8) 2-dr., $125. 
’51 Crest (8) 2-dr. Victoria, $135*; Cus- 
tom (8) 2-dr., $125. 
IMPERIAL — '57 LeBaron 4-dr. 
$2,125* (ps). 
*51 Imperial 4-dr., $140* (ps). 
LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $3,350* (ps). 


Crest (8) 2-dr. 


hardtop, 





one ota series: 


) (ei ad \ How to improve dump truck operations 


Here’s help on how to select 


the right hoist capacity 


a device that 
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rating really doesn’t mean much 


unless it is qualified by specific body 
angle, and rear 
ata. 

e chart here will tell 
actly what your Heil hoist will do. 
Heil, because of its undeniable 
leadership and experience, has spe- 
cific data that lets you know ahead 
of time what you are buying. 


length, dumpin 
i overhang 


you ex- 


Part of a fleet of Heil dump trucks hauling gravel 
sub-base for large airport construction. 


Other Things are Important, Too 
Of course, lifting capacity isn’t the to be 
whole story of hoist quality. Work- 
manship, close-tolerance manufac- 
turing, in-plant testing and research 
... these, too, are part and parcel 
of a quality-built hoist. 

You also want help in making the 
right selection of h 





DUMP BODY HOIST CHART—BODY & PAYLOAD CAPACITIES 


13% Tons | 12 Tons 


oist designs— 1, Wisconsin. 


CR a 
Rae Maan a 

ate: Ree eA Tons | 19 Tons | ++ 

Po 2 Tons [18% Tons [17 Tons _| 

pT 24% Tons] 22 Tons [20Tons | ‘| 

er 

ee | 88 Tons [35 Tons | 


GENERAL NOTES: The above figures are based on the following assumptions: 
1. Figures shown are total body and payload capacities. 
2. Overhang dimension (hinge to end of body) equal to 12”. 


3. Level loading. 
4. Approximate 50° dump angle. 


arm-type or telescopic. You want 
t sure you get what you neéd 
in dumping angle, stability in dump- 
ing off-level, dumping speed, mount- 
ing height, and gross vehicle weight. 
The way to be sure is to go to an 
expert—your Heil distributor. See 
him soon. The Heil Co., Milwaukee 


SEND FOR FREE BOOK 


a 


RTT FGI PTE BEET EL 
Petia Ot NSS SAR 6 2 MY atc 


Body and Hoist Division, Milwaukee 1, Wis.: 


Send me Heil’s new illustrated manual, 
“How to Select the Right Body and Hoist,” 
as soon as possible. (Check here____if 
you’d like a salesman to call.) 
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56 Premiere 2-dr., $1,660* (ps). 
MERCURY—’ 57 Colony Park 4-dr., $1,750* 


(ps) Montclair 2-dr., $1,480* (ps), 
$1,375°*. 

’56 Montclair 2-dr., $1,010* (ps); Cus- 
tom 2-dr., $620. 

‘55 Custom station wagon, $910* (ps); 
Montclair 2-dr., $750*; conv., $500* 
(ps); Monterey 2-dr., $585* (ps). 

’54 Monterey conv., $595* (ps); station 


wagon, $450*. 
’53 Monterey 2-dr., $375*, $350, $285*; 
Custom 2-dr., $275*. 
"50 Monterey 2-dr., $165. 
OLDSMOBILE—’59 (88) 2-dr. Holiday, 2 
at $2,675* (ps). 
"58 (98) 4-dr. Holiday, $2,220* 
(88) 2-dr. Holiday, $1,650* (ps). 
’57 (88) Super 2-dr. Holiday, $1,715* 
(ps); (88) 2-dr. Holiday, $1,680* (ps), 
$1,385*. 
"55 (88) Super conv., $800* (ps). 
’54 (88) Super 4-dr., $520*. 
"53 (88) Super 4-dr., $260*. 
"49 (88) 4-dr., $150*. 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$2,000* (ps). 
"58 Savoy (8) 4-dr., $1,300* (ps). 
’57 Belvedere (8) 2-dr, hardtop, $1,275* 


(ps); 


(ps); 4-dr. hardtop, $1,125*; 4-dr., 
$1,085*, $1,025* (ps); Savoy (8) 2-dr., 
$900*. 


*56 Suburban (8) 2-dr., $785*; Savoy (6) 
2-dr., $450; Plaza (8) 2-dr., $350. 

‘54 Belvedere Suburban, $300*. 

PONTIAC—’'59 Star Chief 4-dr., $2,665* 
(ps); Catalina 2-dr., $2,650* (ps), 
$2,550* (ps). 

"56 Safari 4-dr., $950* (ps); Star Chief 
conv., $885*; 2-dr. Catalina, $795* 
(ps); Chieftain 2-dr, Catalina, $735*. 

"55 Star Chief 2-dr. Catalina, $695*, 
$675*, $655* (ps). 

’53 Chieftain 2-dr, Catalina, $200* (ps). 

’52 Chieftain 2-dr. Catalina, $105*. 

’51 Chieftain station wagon, $210*. 


RAMBLER — ’58 Ambassador (8) Cross 
Country, $2,020* (ps); Super (6) Cross 
Country, $1,715*; 4-dr., $1,450; Amer- 
ican (6) 2-dr., $1,150. 

’57 Custom (8) Cross Country, $1,530*, 
$1,485*. 

STUDEBAKER—’58 Golden Hawk 
dr. hardtop, $1,800* (ps). 

’56 Commander (8) 2-dr., $625*, 

55 Champion (6) 2-dr., $300. 

’54 Commander (8) 2-dr., $500*. 

’53 Commander (8) 4-dr., $255*. 

MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $1,590; Dodge (8) %-ton 
pickup, $1,050. 

’57 Chevrolet (8) %-ton LWB pickup, 
$1,190; Ford (8) F-100 %-ton pickup, 
$1,060; (6) F-100 %-ton pickup, $965. 

56 Ford (6) F-100 pickup, $800; (8) 
%-ton pickup, $785; Chevrolet (6) %- 
ton pickup, $735. 

’55 Chevrolet (6) 
Ford (6) F-100 pickup, 
ton pickup, $615*; Dodge (8) 
pickup, $610. 

’54 Chevrolet %-ton pickup, $625*; GMC 
%-ton pickup, $570; Ford (6) %-ton 
stake, $535; (6) Courier, $270. 

’53 Chevrolet %-ton pickup, $485, $435, 
$240; %-ton pickup, $435; Ford (6) 
Courier, $180. 

49 Dodge (6) %-ton pickup, $195. 

’48 GMC %-ton pickup, $180. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day, Prices are for sale of Nov. 25. 
BUICK—’59 Electra 4-dr. Riviera, $2,700* 

(ps). 

’58 Century Estate Wagon, $1,915* (ps). 

*55 Century 4-dr. Riviera, $635*; Special 
4-dr., $600*; 2-dr. Riviera, $475; RM 
2-dr., $460*. 

OADILLAC—’53 (62) 2-dr., $350* (ps). 

CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,240* (ps), $2,110*; 4-dr. hard- 
top, $2,235* (ps); conv., $2,150* (ps). 

’58 Bel Air (8) 4-dr. hardtop, $1,500° 
(ps); Biscayne (6) 4-dr., $1,045. 

’57 Two-ten (6) 2-dr., $1,025; Two-ten 
(8) station wagon, $995; One-fifty (6) 
2-dr., $780. 

’55 Bel Air (8) 4-dr., $425. 

CHRYSLER—’57 NY 2-dr., $1,590* 
Saratoga 2-dr. hardtop, $1,405". 

’55 NY 2-dr. hardtop, $550* (ps). 

DeSOTO—’57 Fireflite Explorer, $1,310*; 
4-dr., $1,025* (ps). 
DODGE—’'60 Dart (6) 4-dr., $2,075*. 

*57 Coronet (8) 4-dr., $965*; 2-dr., $650, 
$935*. 

°56 Royal (8) 2-dr. hardtop, $650*; 
Coronet (8) 2-dr., $480*. 

’55 Royal (8) 2-dr. hardtop, $505*. 

FORD—’60 Falcon (6) 2-dr., $2,000. 

’59 Thunderbird (8) 2-dr. hardtop, $3,- 
005* (ps); Galaxie (6) 4-dr, Victoria, 
$2,100*; Country Sedan (8) 4-dr., $2,- 
040°. 

’58 Fairlane 500 (8) conv., $1,465*, $1,- 


(8) 2- 


%-ton pickup, $735; 
$675; (6) %- 
\% -ton 


(ps); 


405*; 2-dr, Victoria, $1,350*, $1,250° 
(ps); Country Sedan (8) 4-dr., $1,- 
440°. 


’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
175*; 2-dr., $1,100*; Fairlane (8) 4-dr., 
Custom 300 (8) 2-dr., $760*. 

’56 Country Sedan (8) 4-dr., $710*; Fair- 
lane (8) 4-dr., $625; Ranch Wagon 
(8) 2-dr., $605; Custom (6) 4-dr., 
$600; Custom (8) 2-dr., $575; 4-dr., 
$500. 

°55 Fairlane (8) Crown Victoria, $690*. 

’54 Ranch Wagon (8) 2-dr., $515; Crest 
(8) 2-dr. Victoria, $150, 

LINCOLN—’58 Continental Mark III 4-dr., 
$2,550* (ps). 

MERCURY—’58 Commuter 4-dr., $1,610*; 
Medalist 4-dr., $1,330*. 

’57 Turnpike Cruiser 2-dr., $1,440* (ps). 

’55 Custom 4-dr., $480*; Monterey 2-dr., 
$405*. 

OLDSMOBILE—’57 (98) 4-dr. Holiday, $1,- 
430* (ps). 

PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,300*; 2-dr., $1,025*. 

’57 Belvedere (8) 2-dr, hardtop, $865* 
(ps); Savoy (6) 4-dr., $645; Plaza 
(8) 4-dr., $625. 

’56 Suburban (8) 4-dr., $660* (ps); Bel- 


vedere (8) 4-dr, hardtop, $575* (ps)- 
'55 Plaza (8) 2-dr., $310. 
‘53 Suburban 2-dr., $225. 
PONTIAC—’58 Chieftain conv., $1,595". 
’57 Super Chief Safari, $1,390* (ps): 
Chieftain 2-dr, Catalina, $1,110*; 4 
dr., $1,070*. 
’54 Star Chief 4-dr., $585*. 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov. 25, Com 
signment very short due to holiday. Per- 
centage of sales good. Prices remained 
unchanged from last week. Sold 103 cars 
from 175 consignments. 


BUICK—’59 Invicta 4-dr., $2,500* (ps), 
$2,365*; LeSabre conv., $2,375* (ps), 
$2,275*. 


(Continued on Page 133, Col. 1) 
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* It’s timed perfectly for the premiere 
of the Chicago Auto Show, which runs 
from January 16 to 24 at the International 
ie Amphitheater. This is the country’s 

ts BIGGEST show in attendance...in public 


(8) interest...in showmanship...in exhibits. 

\- 

35; -¥ 

me 

ton Po a 1,250,000 of Chicago’s most able-to- 

uc , buy readers will see this special section— 
“f because it appears in the unique weekend 


edition of the Daily News that publishes 
Sunday features on Saturday. 


.| AUTOMOTIVE 
:| . ADVERTISING! 


/ AUTO SHOW SECTION j 


Saturday, lanwery 16, 1960 


For 14 consecutive years The Daily News has led all Chicago dailies in new passenger car linage 


* Your advertising will be backed up by 
informative, entertaining editorial sup- 
port. Last year’s section ran 22 pages— 
plans are for a bigger-than-ever effort 
in °60. 


* Make your reservations now. Space 
reservation deadline is January 8; dead- 
line for material is January 13. 
DETROIT: phone or write 306 Stephenson 
Building, TRinity 2-4211. CHICAGO: 
phone or write 400 W. Madison Street, 
DEarborn 2-1111. 


The Chicagoans with more money 
to spend...spend more time with the 


CHICAGO DAILY NEWS 


a Pe : The Chicago Daily News is read 
, by the families who buy new 
cars—their median income is 
$1070 a year higher than metro- 
politan Chicago as a whole. 


-Srf 3% 


mauaertete 


What’s more, the Daily News 
median adult reader spends at 
least 35% more time with his 
newspaper than readers of the 
other Chicago dailies. 
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TURNINGS ... 


How U.S. Rubber Solved 


Corvair Tire Problem 


By Joseph M. Callahan 
Engineering Editor 
a. controversy over the safety of the rear-engine Cor- 
vair, which reached epic proportions last summer, has 
largely subsided, principally because of the thoroughness 











with which the Chevrolet en- 


gineers faced and apparently 
mastered their problems. 

With 60 percent of the weight 
of the Corvair on 
the rear axles, 
Chevrolet defin- 
itely had a han- 
dling problem 
which was large- 
ly solved by some 
unique tire engi- 
neering and by 
specifying differ- 
ent inflation pres- 
sures for the 
front and rear 
tires. 


3. M. Callahan 
The Corvair tires, which are un- 





usual for several reasons, were de- 
veloped largely at the Detroit tire 
laboratory of U. S. Rubber Co., 
working with Chevrolet. 

Although U. S. Rubber now pro- 
duces the majority of Corvair 
tires, it also is being supplied by 
Firestone and Goodrich. 

A curious thing about these tires 
is that U. S, Rubber engineers 
worked on them for 1% years be- 
fore they knew for what they were 
intended. 

+ * * 
7S secrecy, as well as the fact 
that the development was al- 





most entirely left to one tire com- 
pany, were both part of the Cor- 





vair’s great security program — 
probably the most extensive in the 
history of the auto industry. 

“The whole thing started,” said 
a U. S. Rubber official, “in the 
spring of 1957 when Chevrolet re- 
search and development called in 
Charles J. Benner, our chief engi- 
neer for the automotive sales de- 
partment in Detroit, and asked us 
to design a 13-inch tire. We were 
completely in the dark as to de- 
tails. They simply asked us for a 
13-inch tire in either a 6.70x13 or 
5.90 by 13 size. 

“These size designations seem- 
ed to indicate that we were de- 
signing a tire for either an Opel, 
which GM produces in Europe, or 
a Holden, which they produce in 
Australia. We thought the best 
guess was a Holden, and for near- 
ly two years the project was 
known as the ‘Holden project.’ ” 

Then began the submission to 
Chevrolet of a long line of experi- 
mental 13-inch tires to see if they 
fitted the basically undisclosed spe- 
cifications. During the summer of 
1957 the rubber engineers began to 
detect from the rejections that the 
tire was for a radically different 
car. 

Some encouraging improvement 
was noted after U. S, Rubber built 
a few tires made from 13-inch 
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Testing Corvair Tire— 


Dr. Arthur W. Bull, left, and Dr. E, H. 
Wallace study the cornering action of a 
Corvair tire on a stability-measuring ma- 
chine at the Detroit tire laboratory of 
U, S. Rubber. 

‘i = 
molds that had been rushed to De- 
troit from the company’s Edin- 
burgh (Scotland) subsidiary, North 
British Rubber Co. 

* 


* + 
Insisted on Soft Ride 
_CG@ALLy, one might ask why 
the Corvair couldn’t use one of 
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tire that would be compatible with 


have become accustomed. 
In the fall of 1957 Chevrolet 


would sustain 550 to 650 pounds 
per tire at the front end, defin- 
itely pointing to a rear engine, 
Later it was learned that 60 per. 
cent of the weight was to be in the 
rear. 

When this information was re- 
leased, the U. S. Rubber engineers 
quickly concluded that it pointed 
to a low-profile design with long. 
er cords and lower cord angles to 
give maximum stability and good 
cornering and a 6.50x13 size to 
give adequate load-carrying ca- 
pacity. 

Molds for producing this type o 
tire were ordered in early 1958 and 
the first of these tires was produced 
in the spring of 1958. When the 
Chevrolet engineers received them 
with enthusiasm, scores of samples 
were submitted for testing. 

The tire satisfied almost every 
Chevrolet demand, except for riding 
quality, which was far from the 
“big car feel” that was desired. 
Actually, the tire engineers got a 
harder ride when they decided on 


the lower cord angles. 
* + + 


ONCURRENTLY with the “Hol- 
den project,” U. S. Rubber’s 
Detroit tire lab (and the labs of 
the other tire companies) were per- 
fecting a new soft rubber for tire 
treads. Reversing the old procedure, 
the Detroit tire engineers used the 
softer rubber for the tread to en- 
velop road noises and irregularities 
and employed the harder rubber in 
the tire carcass to give stability 
and strength. 

U. S. Rubber officials declined to 
explain the makeup of the softer 
rubber, other than to say it involves 
changes in the amount of carbon 
black and other chemicals used. 

The new rubber, which is now 
used in all U. S. Rubber original 
equipment tires, was ideally suit- 
ed for the new 13-inch tire and 
the last bottleneck was elimin- 
ated. In September, 1958, U, S8. 
Rubber was informed definitely 
that the new tire was for a com- 
pletely different U. S. small car, 
the Corvair. 

In discussing the most unique 
feature of this tire—the cord angle 
—Dr. Edward H. Wallace, product 
manager of U. S. Rubber’s Detroit 
lab, explained that this is the very 
critical angle at which the cords 
go across the crown or tread of 4 
tire. 

If the cord took the shortest 
route across the crown from bead 
to bead, the cord angle would be 
90 degrees, resulting in a very soft, 
unstable and “squatty” tire. 

* +. . 


But It Rides Harder 


THE other hand, if a tire is 
built with a low-cord angle of 
30 to 35 degrees, the tire has good 
stability, sharp cornering ability 
and keen response to turning, runs 
up to 30 degrees cooler, requires 
less power to move, gives better 
economy—but it generally rides 
harder. 
The Corvair tire’s cord angle was 
vaguely put at about 35 degrees, 
compared to 40 degrees for most 


ear tires. Jet plane tires employ | 


a cord angle of about 32 while In- 
dianapolis race tires are often down 
to 28 to 29 degrees. 


Dr. Arthur W. Bull, director of 
the Detroit tire lab, was asked 
about the fact that different tire 
pressures—26 pounds for the rear 
tires and 15 pounds for the front 
—are recommended for the Cor- 
vair, 

He said the harder a tire is, the 
greater is 
thrust. That is manifested here by 
the tendency of a tire’s tread to 
“walk” sideways if the tire is too 
flabby. 

* * * 

Ss important thing is to main- 

tain a substantial difference be- 
tween the pressure of the front and 
rear tires. If the rear tires are soft, 
pronounced oversteering (tendency 
of the rear end to spin out) 
result. If the front tires are too 
hard, a hard ride and over-sensitive 
steering will occur. 

Dr. Bull said that the Corvair’s 
tires need not be checked oftener 
than once a month, just as any tires 
should. 


as, 


the 13-inch tires used by some of 
the smaller European cars. But the 
Chevrolet engineers demandeq§ 
among other things, a low-pressure 


the soft ride to which Americans 


the cat out of the bag a little 
further by asking for a tire that 


its resistance to side | 
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| Sid Street, killed recently in a 


'For Perfect Circle 


Financial 


Van Norman Industries, Inc., re- 

rted net sales for the first nine 
months amounted to $32,593,592 and 
net income was $712,349. 

For the corresponding period of 
1958, net sales were $25,993,768 and 
loss after all adjustments was $1,- 


357,345. Sr ae » de 


Decreased Sales, Profit 
Reported by Sparton Corp. 


Sparton Corp, announced net in- 
come for the first quarter of the 
1960 fiscal year of $142,595 on total 
sales of $5,047,648. 

Operations for the first quarter 
of the 1959 fiscal year resulted in 
sales of $5,848,181 and net income, 
including provisions for special cre- 
dits and charges, of $410,126, 

* * * 


Sheller Sales Increase, 

Earnings Top $1 Million 
Consolidated net sales of Sheller 

Mfg. Corp. for the first nine months 


were $31,495,704, compared with 
$19,480,084 for the same months of 
1958. 


























Net income totalled $1,009,466, 
compared to a loss of $458,633, after 
tax credit, for the like period of 
last year. 


GAC Earnings 
Up to $1.9 Million 


F. R. Wills, president of General 
Acceptance Corp., reported that 
operations in the September quar- 
ter raised the nine-month net in- 
come to $1,906,875, This was 82 per- 
cent above the $1,048,864 earned in 
the same period of 1958. 

Results for 1959 so far are also 
ahead of 1957, the year in which net 
income reached an alltime high. 

Nine months volume was $192,- 
867,977, an increase of 36 percent 
over last year’s volume of $141,657,- 
142 for the same period. 

7 aa om 


teel Strike Nips Profit 


In Quarter for A. O. Smith 


A. O. Smith Corp. reported a 
large drop in profits as the steel 
strike cut into sales during the 
three months ended Oct, 31, the 
first quarter of the company’s fiscal 


year. 

Sales in the quarter were $50,- 
104,090, compared to $52,129,004 in 
the like period of last year. Earn- 
ings for the quarter amounted to 
$61,990 this year and $1,677,078 last 
year. 


> * + 
Union Finance Acquires 


Pickwick’s Receivables 

Union Finance Co. has purchased 
the receivables of Pickwick Finance 
Co., Kansas City, according to A. K. 
Simpson, Union president. Receiv- 
ables totalled about $400,000 con- 
sisting largely of motor car and 
consumer credit loans and the ac- 
counts will be distributed to Union 
offices most convenient to creditors, 
Simpson said, 

Principal stockholder and general 
Manager of Pickwick was the late 


Florida boating accident. 
~ * * 


Rubbermaid Profit Gains 


As Sales Set Record 


Rubbermaid, Inc., reported rec- 
ord sales and improved earnings for 
the fiscal year ended Sept. 30. 

Sales reached $24,507,032, an in- 
crease of 14 percent over last year’s 


Foun on Tap 


HAGERSTOWN, Ind.—Plans for 
& new $3,000,000 piston ring foundry 
hear Rushville, Ind., have been an- 
nounced by Perfect Circle. A one- 
Story structure of 80,000 square feet, 
the fully-mechanized plant will 
have three times the capacity of 
the present foundry at Rushville, 
which it will replace. 

Construction on an 80-acre site 

to begin as soon as practicable, 
according to Perfect Circle Presi- 
dent William B. Prosser, who said 
an opening date for late 1960 is 
contemplated. 
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$21,474,805. Earnings were $1,372,313. 
In 1958, earnings were $1,135,037. 
* + + 


General Finance Reports 
Record $2.8 Million Profit 


Byron S. Coon, chairman of Gen- 
eral Finance Corp., announced that 
the company’s nine-month earnings 
reached an all-time high. Consoli- 





Capitol Chevrolet Low Bidder 


On 20 Pickups for Alabama 


MONTGOMERY, Ala.— Capitol 
Chevrolet, Inc., Montgomery, was 
low bidder by $1.81 each on 100 
pickup trucks to be purchased by 
the State Highway Department. 

A department spokesman said 
Capitol Chevrolet offered to sell 
the trucks at $1,540 each and prom- 
ised delivery within three weeks. 
The second low bid, by Liberty 
Motors, Inc., Birmingham, was 
$1,541.81, and the third low bid of 
$1,549.25 was submitted by Lan- 
drum Chevrolet, Inc., Wetumpka. 


dated income for the period ending 
Sept. 30 amounted to $2,802,373, 
compared with $2,490,090 for the 
same period in 1958, an increase of 
13 percent. 

Retail auto finance volume for 
the nine month period is 42 percent 
ahead of last year, Coon stated, in- 
creasing from $74,000,000 in 1958 to 
$104,878,000 in 1959, while the retail 
loss ratio on the company’s auto 
finance receivables has dropped 
from 2.07 percent of outstandings 
liquidated for the first nine months 
of 1958 to 1.00 percent for the sim- 
ilar period in 1959. 

* * * 


37 Pct. Gain in Earnings 


Reported by Fedders Corp. 


Net income of Fedders Corp. for 
the fiscal year ended Aug, 31, was 
37.3 percent above that for fiscal 
1958, Sales rose 2.8 percent for the 
year. The rise in shipments of Fed- 
ders brand air conditioners more 
than offset the business eliminated 
by the expiration of an agreement 
with a contract customer in June, 
1958, the company reported. 

Net sales totalled $55,500,644, com- 
pared with $53,977,921 for fiscal 
1958. Net income amounted to 
$3,021,453, compared with fiscal 1958 
net earnings of $2,200,209. 


Lead Father-Son School Graduates— 





Lloyd F. Jones, Demopolis, Ala., huddles with fellow officers of the “golden 50th 
session” of the Chevrolet Dealers Sons School at Detroit. Graduating with Jones, left, 
president, after instruction by company department heads on modern merchandising 
and management are Carl C. Hailey, Charlotte, N. C.; David H. Chapman, Melbourne, 
Australia, overseas vice-president; Henry C. Vorwald, Whiting, Ind., secretary, and 


Lee S. Ogilvie, Baltimore, vice-president. 


Nothing Stands Out 
or Stands Up 
Like Liquid Glaze 


New 1960 cars, used cars or customer service cars— 
Acrylic paints, super enamels or regular enamels—sun, 
sleet, snow or road salt—nothing stands out and stands 
up like Liquid Glaze. And yet Liquid Glaze applications 
take less time, effort and material than for any other 
product—assuring more profit from each job. 

Why not join the thousands of dealers who have 
switched to Liquid Glaze—making their customers much 
more satisfied —making much more money for themselves. 

Liquid Glaze, Inc. has 28 other outstanding profit- 
making appearance and accessory items. Send in the 
coupon and we'll mail you a complete price list. 


OTT ML 





704 SHERIDAN STREET, 


LIQUID GLAZE, INC. 


704 Sheridan St., Lansing, Mich. 


0 Please send me a copy of your “Dollars and Sense” booklet on the 
operation of a car appearance department. 

(C Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 

() Please invite us to your nearest clinic on the care of Acrylic Paints 
and Super Enamels. 


Make of Car Sold____ 
Dealer Name_ 
Street Address ; 


+, 


City or Town 
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Sales Conditions in Various Areas... 





Auto Market Reports 


New Orleans 


A total of 2,460 new cars were 
registered in New Orleans in Octo- 
ber, compared with 2,290 in Septem- 
ber and 1,269 in October a year ago. 


New-truck registrations number- 
ed 295 in October, compared with 
329 a month earlier and 205 a year 
earlier. 


New-car registrations were: 
Chevrolet, 662; Ford, 627; Pontiac, 
149; Renault, 139; Oldsmobile, 137; 
Buick, 88; Mercury, 61; Dodge, 60; 
Rambler, 59; Volkswagen, 56; Ca- 
dillac, 52; Studebaker, 36; Fiat, 33; 
Edsel, 27; Metropolitan, 15; Simca, 
13; Peugeot, 12; Morris, 10; Vaux- 
hall, 10; DeSoto, 9; Opel, 9; Austin, 


9; Hillman, 8; Continental, 8;) 





Jaguar, 2; Goliath, 2; Borgward, 2,| Morris, 8; English Ford, 8; Fiat, 

and miscellaneous, 2. |7; Simca, 4; Austin-Healey, 3; Hill- 

Truck registrations were: Chev-| man, 3; Imperial, 3; MG 3; Volvo, 

rolet, 111; Ford, 62; International,| 3; Willys, 3; Lincoln, 2; Mercedes- 
53; GMC, 22; Volkswagen, 16; Eng- Benz, 2, and miscellaneous, 5. 

lish Ford, 9; White, 6; Willys, 6; New-truck registrations totalled 

Dodge, 4; Diamond T, 4; Reo, 3; | o99 ; ‘ 

; , compared with 173 in Septem- 

Mack, 2, and miscellaneous, 1, —|? B . th - Bord 

(Gordon Hebert.) |ber. By makes, ey were: Ford, 

ee |} 115; Chevrolet, 42; International, 

|19; Volkswagen, 6; GMC, 6; Dodge, 

Louisville |4; White, 2; Diamond T, 1; Mack, 

Dealers sold 1,663 new cars in| 1; Studebaker, 1, and miscellaneous, 


Louisville in October, compared | 1-—‘A. W. Williams.) 


with 1,394 a month earlier. The 10-| * * # 
month total rose to 16,992, compar- . 
ed with 11,039 in the 1958 period, | San Antonio 
By makes, registrations were:| Under the impetus of 1960 mod- 
Ford, 500; Chevrolet, 374; Pontiac, | €ls, motor-vehicle sales in San An- 


|117; Plymouth, 114; Oldsmobile, | tonio and Bexar County showed an 


105; Rambler, 81; Buick, 66; Dodge, | increase of more than 25 percent in 


Chrysler, 7; Volvo, 7; MG, 7; Eng-|58; Mercury, 36; Cadillac, 30; Stu-| October, rising to 1,870 units from 


lish Ford, 6; Lioyd, 6; Mercedes- 


| debaker, 26; Renault, 23; Volkswag-| 1,471 in September. 
Benz, 6; Triumph, 5; Lincoln, 4;| en, 23; Edsel, 15; Metropolitan, 12; | 


New-car registrations were up 


Singer, 3; Imperial, 2; Taunus, 2;|Opel, 10; Chrysler, 9; DeSoto, 9;!/ from 1,241 to 1,644 while new-truck 





7, 1959 
registrations dipped slightly to 226 


from 230. 


In the new-car field, Ford swept 
|into the lead for the first time in 
| 1959 with 493, while Chevrolet 


counted 479. 


Other registrations were: Pon- 
tiac, 133; Oldsmobile, 115; Buick, 
77; Plymouth, 51; Rambler, 47; 
Cadillac, 45; Dodge, 41; Mercury, 
31; Opel, 18; Imperial, 15; Chrys- 
ler, 13; Studebaker, 12; Lincoln, 
11; Simca, 10; Vauxhall, 8; Au- 
stin-Healey, 7; English Ford, 7; 
Volvo, 6; DeSoto, 5; Mercedes- 
Benz, 4; Edsel, 3; MG, 3; Morris, 
3; Triumph, 3; Taunus, 2, and 
miscellaneous, 2. 

New-truck registrations were: 
Chevrolet, 109; Ford, 73; Willys, 14; 
International, 12; GMC, 10; Dodge, 


4; Diamond T, 3, and White, 1.— 


(J. H. Reed.) 


+ * * 


Detroit 

New-car registrations in Wayne 
County (Detroit) during October 
numbered 13,719, compared with 
10,858 in September. 

Used-car transactions, however, 
fell to 9,358 from 10,045 the previous 
month. 

By makes, new-car registra- 
tions were: Ford, 3,644; Chevro- 





Full size or compact... again in ’60, the tail lights are 





> 





acrylic plastic molding 
powder for tail lights, 
parking lights, instrument 
panels, nameplates, 
medallions and dials. 
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Plexiglas 





Chemicals for Industry 


ROHM & HAAS 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 


DETROIT REPRESENTATIVE: R. C. Oglesby, Nor-Way Building, 20211 Greenfield Road, BRoadway 3-0674 * IN CANADA: Rohm & Haas Company of Canada, Ltd., West Hill, Ontario 
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let, 2,505; Pontiac, 958; Plymout 
938; Oldsmobile, 832; Merc ury, 
744; Rambler, 602; Falcon, 539; 
Corvair, 526; Buick, 496; D 

488; Cadillac, 359; Edsel, 135; Re. 
nault, 129; Imperial, 116; Stud 
baker, 95; Lincoln, 85; Chryslep 
80; DeSoto, 70, and Continental 


58. 10; 

Volkswagen, 50; Fiat, 44; Simem ial 
33; Metropolitan, 32; Opel, 21; Engm ™ 
lish Ford, 12; Valiant, 10; Volya 4 
10; Mercedes-Benz, 9; Triumph, 9 Pe 


MG, 8; Willys, 7; Lancia, 4: Saahe % | 
4; Vauxhall, 4; Austin-healey, 37 U 
Hillman, 2; Morris, 2, and mise 
laneous, 6. 

New-truck registrations were 674 N 
in October, compared with 695 .§ 308 
month earlier, By makes, th 
were: Ford, 270; Chevrolet, 193: 
Dodge, 59; Diamond T, 27; Intep§ 74; 
national, 27; GMC, 26; Willys, 19 
Divco, 12; White, 5; Mack, 2; Autg 
car, 1, and miscellaneous, 33, 
(Robert M. Lienert.) 


* * * 


Youngstown, O. 


New-car sales continued to climb 
in October in the Youngstown (0) 
area despite the crippling effects 
of the steel strike on the city’ 
economy. 

The month’s total was 952, com 
pared with 777 in September and 
548 in October a year ago. 

Used-car sales totalled 1,565, com 
pared with 1,746 a month earlie 
and 1,511 a year earlier. 

By makes, new-car registra- 
tions were: Chevrolet, 212; Ford, 
178; Pontiac, 112; Rambler, 63; 
Buick, 60; Dodge, 55; Plymouth, 
49; Oldsmobile, 35; Cadillac, 32; ] 
Volkswagen, 32; Mercury, 31; | 5! 
Studebaker, 18; Renault, 17;| Be 
Chrysler, 12; DeSoto, 6; Lincoln, | # 
2, and miscellaneous, 38. St 
| New-truck registrations totalled| ¥ 
| 66, compared with 76 in September,| © 
By makes, they were: Ford, 27;| Of 
|Chevrolet, 17; International, 6; ¥%. 
| Willys, 4; Dodge, 3; GMC, 3; Volks- _F 
| wagen, 2; Mack, 1; White, 1, and 
miscellaneous, 2. — (Stephen Lj ‘an 












| Ritz.) 11; 
* * ced 

8; 
Dallas Bon 


New-car registrations in Dallas 
jumped to 3,667 in October from 
| 2,196 recorded the previous month. 

By makes, registrations were; 
| Chevrolet, 863; Ford, 787; Oldsmo- 
bile, 329; Pontiac, 272; Buick, 224; 
|Rambler, 209; Corvair, 129; Plym- 
| outh, 120; Cadillac, 99; Renault, 66; 
Dodge, 63; Volkswagen, 53; Falcon, 
| 50, and Metropolitan, 50. 

Studebaker, 49; Fiat, 46; Vaux- 
hall, 40; Opel, 33; Mercury, 31; 
Simca, 25; Chrysler, 23; Imperial, 
15; Peugeot, 14; DeSoto, 10; MG, 
9; English Ford, 8; Lincoln, 8; 
Triumph, 7; Edsel, 6; Mercedes- 
Benz, 6; Austin-Healey, 4; Lloyd, 
4; Hillman, 3; Volvo, 3; Jaguar, 
2 Willys, 2, and miscellaneous, 5. 

New-truck registrations also in- 
creased sharply, from 294 to 437. 
By makes, they were: Chevrolet, 
202; Ford, 130; GMC, 36; Interna- 
tional, 35; Dodge, 10; Volkswagen, 
10; White, 5; Studebaker, 3; Ken- 
worth, 2; Diamond T, 1; | 
Ford, 1; Mack, 1, and Morris, 1— 
(Ruby Fenoglio.) 

x *~ 








Birmingham, Ala. 


Sales of new cars in Birminga | 
Ala., in October nearly doubled 
those of the previous month, total- 
ling 1,944, compared with 1,012 in, 
| September. 

By makes, registrations were: 
Ford, 545; Chevrolet, 484; Pontiac, 
166; Oldsmobile, 126; Buick, 99; 
Plymouth, 70; Dodge, 57; Rambler, 
57; Volkswagen, 47; Cadillac, 42; 
Mercury, 41; Studebaker, 14; Re 
nault, 30; Corvair, 15; Falcon, 15; 
DeSoto, 14; Opel, 12; Chrysler, 12} 
Hillman, 9; Lincoln, 7; Simca, 17; 
Imperial, 6; Mercedes-Benz, 6; 
Vauxhall, 6; Volvo, 5; English Ford, 
4; Morris, 4; MG, 3; Austin, 2 
Metropolitan, 2; Edsel, 1, and mis 
cellaneous, 10.—(Stuart Riddle.) 7 

* x * wit 
Cincinnati 333 

New-car registrations in Hamil 
ton County (Cincinnati) totalled 
3,311 in October, compared with 
2,824 a month earlier. 

By makes, they were: Chevrolet, 
825; Ford, 809; Oldsmobile, 331;] ® 
Pontiac, 230; Rambler, 182; Buick} ™* 
163; Plymouth, 153; Dodge, %; 
Mercury, 83; Volkswagen, 61; Stu- 
debaker, 60; Cadillac, 57; Renault} , 
48; Metropolitan, 29; Chrysler, 20; 












DeSoto, 17; Simca, 16; English 4 
Ford, 15, and Lincoln, 15. Ch: 


Vauxhall, 13; Edsel, 11; Fiat§ “7 
(Continued on Page 121, Col. 1) 
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10; Opel, 10; Triumph, 10; Imper- 
jal, 7; Austin, 6; Morris, 5; Hill- 
man, 4; Mercedes-Benz, 4; Vespa, 
4; Citroen, 3; MG, 3; Peugeot, 2; 
Porsche, 2; Sunbeam, 2; Willys, 
2, and miscellaneous, 2. 


le ; 
mined 3,783 in October, compared with 
3,909 a month earlier. 

New-truck registrations totalled 
308 in October, compared with 239 
a month earlier. By makes: Inter- 
national, 91; Ford, 75; Chevrolet, 
14; GMC, 24; Volkswagen, 15; 
White, 6; Divco, 5; Dodge, 4; Stu- 
debaker, 4; Willys, 4; Mack, 2; Reo, 

English Ford, 1, and Diamond T, 


re 67: 

695 
» th 
t, 193) 
Inte: 
ys, 19 
Aute 
33, 


a 

Used-truck sales numbered 209 
in October, compared with 171 a 
month earlier.—(Frank Kappel.) 


* * * 


Cleveland 


New-car registrations for October 
in the Cleveland area were the 
highest since early summer, total- 
ling 7,010, compared with 5,140 in 
September and 3,956 in October a 
year ago. 

Imports, however, declined to 430 
in October from 515 in September. 
stra- | Used-car sales numbered 24,383 in 
Ford, October, compared with 22,456 a 
, 63; pmonth earlier. 
outh, New-car registrations by makes 
, 32; 7 were: Ford, 1,749; Chevrolet, 1,- 
’ 31; | 515; Oldsmobile, 621; Pontiac, 540; 
17; | Buick, 394; Rambler, 366; Dodge, 
coln, | 341; Plymouth, 333; Mercury, 198; 

Studebaker, 161; Cadillac, 154; 
talleq| Volkswagen, 66; Renault, 55; Lin- 
mber,| coln, 47; Chrysler, 44; Simca, 44; 
1, 27;| Opel, 43; DeSoto, 40, and Edsel, 

» $1. 
he Fiat, 33; Checker, 30; English 
_ and Ford, 24; Vauxhall, 23; Metropoli- 
n L, tan, 20; Austin, 15; Volvo, 14; Saab, 

1i; Imperial, 10; Morris, 10; Mer- 

| ceedes-Benz, 9; Peugeot, 9; Triumph, 
8; Hillman, 7; MG, 7; Jaguar, 6; 
Porsche, 4; Taunus, 4; Borgward, 
3; Lloyd, 3; Singer, 3; Vespa, 3; 
Datsun, 2, and miscellaneous, 4. 
New-truck registrations totalled 
in October, compared with 453 
in September and 283 in October, 
1958. By makes, they were: Ford, 
120; Chevrolet, 101; Willys, 58; In- 
ternational, 44; White, 29; Dodge, 
%; GMC, 22; Volkswagen, 13; Dia- 
mond T, 6; Mack, 6; Divco, 3; Ken- 
worth, 1; Land-Rover, 1; Marmon- 
Herrington, 1; Morris, 1; Reo, 1, 
and Studebaker, 1—(Sanford Mar- 
key.) 
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* * * 


Providence 

A total of 1,182 new cars were 
registered in Providence during 
October, compared with 982 a 
437.Jmonth earlier. 

By makes, registrations were: 
Ford, 271; Chevrolet, 258; Plym- 
outh, 94; Oldsmobile, 84; Ram- 
bler, 82; Pontiac, 77; Cadillac, 34; 
Volkswagen, 33; Buick, 32; 
Dodge, 30; Studebaker, 29; Re- 
nault, 22; Mercury, 14; Hillman, 
12; Chrysler, 11; Imperial, 7; De- 
Soto, 4; Saab, 4; Edsel, 3; Lin- 
nam, | ln, 3; Willys, 2, and miscellane- 
bled ous, 76, 
otal-' New-truck registrations number- 
2 in @d 109 in October, compared with 
105 in September. By makes: Inter- 
national, 31; Ford, 29; Chevrolet, 
15; Volkswagen, 9; Reo, 6; GMC, 










tiac, ' 
99;|5; White, 3; Mack, 2; Willys, 2; 
bler,| Diveo, 1; Dodge, 1; Studebaker, 1, 
42;| 8nd miscellaneous, 4. 


* * * 


Re- 

15; Omaha 

2 A total of 1,248 new cars and 154 
yf 


new truckg were registered in 
Douglas County (Omaha) for Octo- 
ber, 1959. The previous month’s reg- 
istration totalled 802 cars and 144 
trucks. 
| Top place went to Chevrolet, 
With 355 sales. Ford was second, 
333, Oldsmobile third, 90 registra- 
tions, Plymouth was fourth, 84, and 
two makes, Pontiac and Buick, 
Shared fifth with 61. 
First three places in truck sales 

Went to Chevrolet, Ford and In- 
-| ternational, with 58, 38 and 23 sales, 
Tespectively—(Arthur R. Oleson.) 

o* * * 


Charleston, S. C. 


A total of 284 domestic new cars, 
52 imported cars and 47 new trucks 
Were registered in Charleston and 
Charleston county in October. 

Domestic car sales were: Chev- 











Used-c ar transactions numbered | 





Auto Markets 


(Continued from Page 120) 


rolet, 69; Ford, 62; Oldsmobile, 27; 
Buick, 25; Plymouth, 24; Dodge, 17; 
Pontiac, 13; Studebaker, 12; Ram- 
bler, 11; Cadillac, 8; Mercury, 7; 
Chrysler, 6; DeSoto, 1; Imperial, 1, 
and Lincoln 1. 

Imported-car sales were: Volks- 
wagen, 18; Renault, 10; English 
Ford, 5; Vauxhall, 4; Simca, 4; Mor- 
ris, 2; Opel, 2, and miscellaneous, 7. 

New-truck registrations were: 
Chevrolet, 16; Ford, 14; Internation- 
al, 11; GMC, 2; Mack, 2; Dodge, 1, 
and miscellaneous, 1. 

* * * 


Montreal 


Montreal dealers reported consid- 
erable interest in the 1960 models, 
both “regular” and “compact.” This 
interest, dealers reported, has al- 
ready brought a good number of 
deals, although deliveries are some- 
what slow. 

Economic conditions in the Mon- 
treal district are good, and auto 
dealers are looking forward to a 


good level of business before the 
snow begins to fall. Despite stiffer 
money conditions, financing has 
not been too hard to arrange. 
Used-car dealers reported “fair” 
demand for their inventories. 
Prices of used cars were termed 
“good,” considering the time of the 
year.—(Jules Larochelle.) 


* * * 


Denver 

Sale of new cars and trucks con- 
tinues to show an increase in Den- 
ver in comparison with both a year 
ago and a month ago. 

In October, Denver dealers sold 
1,848 new cars and 283 new trucks, 
compared with 1,431 cars and 275 
trucks a month earlier and 987 
cars and 190 trucks a year earlier. 

In the first 10 months of this 
year, dealers sold 16,533 cars and 
2,751 trucks, compared with 12,582 
cars and 1,880 trucks in the 1958 
period. 

By makes, October new-car sales 
were: Chevrolet, 595; Ford, 384; 
Oldsmobile, 113; Rambler, 105; 
Plymouth, 92; Pontiac, 83; Buick, 
73; Dodge, 60; Cadillac, 40; Stude- 
baker, 38; Volkswagen, 34; Renault, 
26; Edsel, 25; Chrysler, 24; Hill- 
man, 13; English Ford, 10; Volvo, 
9; DeSoto, 8; Lincoln, 8; Vauxhall, 








“We were going to buy a for- 
eign make, but you know how 
Charley is ... has to be differ- 
ent.” 





8; Imperial, 7; MG, 7; Fiat, 6; Opel, 
6; Triumph, 6; Checker, 4; Borg- 
ward, 4; Mercedes-Benz, 4; Porsche, 
4; Metropolitan, 3; Morris, 3; Alfa- 
Romeo, 2; Austin, 2; DKW, 2; Goli- 
ath, 2; Peugeot, 2, and miscellane- 
ous, 7, 

Sale of new trucks by make: 
Chevrolet, 91; Ford, 78; Willys, 26; 
International, 25; Dodge, 12; GMC, 
11; White, 9; English Ford, 4; 


Volkswagen, 4; Autocar, 2; Divco, 
2; Peterbilt, 2; Mack, 1; Reo, 1; 
Studebaker, 1, and miscellaneous, 
14.—(Ira Alexander.) 

+ * * 


Buffalo 


Sales of new cars in Buffalo and 
Erie County during September 
showed a big increase over Septem- 
ber, 1958, according to the Buffalo 
Automobile Dealers Assn, 

The count was 3,000 this year, 
compared with 2,350 in September 
a year ago. Sales for the first nine 
months totalled 33,257, compared 
with 26,320 in the corresponding 
1958 period. 

Sales by makes were: Ford, 802; 
Chevrolet 711; Rambler, 216; Pon- 
tiac, 187; Plymouth, 186; Buick, 173; 
Oldsmobile, 141; Mercury, 87; 
Dodge, 69; Chrysler, 52; Cadillac, 
51; Studebaker, 50; Edsel, 27; De- 
Soto, 19; Lincoln, 8, and miscellane- 
ous, 221. 


Covington VW Opens 
VICKSBURG, Miss. — Covington, 
Inc, (Volkswagen), has opened at 
2424 Clay. Johnny Covington is 
president, and Delma Covington is 
vice-president. 
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HERMO-TEMP 
ENGINE HEATER 


cold engine starting problems—cuts operating costs 





Automatically keeps ALL liquid cooled engines warm 
for “summer” starting—operates on vehicle's own fuel. 


e Reduces battery run-down, stalling, downtime, and 


maintenance costs. 
Saves fuel. 


Assures “‘summer”’ starting in cold temperatures 
and furnishes immediate cab heat and defrosting. 


e Eliminates cold engine wear and the necessity 


for engine idling. 
WHAT IT DOES—The 


new Thermo-Temp Engine 


Heater automatically maintains the operating tem- 
perature of the coolant in gasoline, diesel and propane 
engines even when the engines are not running. 


HOW IT WORKS—The Thermo-Temp Heater be- 
comes an iritegral part of the cooling system. When the 


engine temperature drops to a p 


etermined point, a 


thermostat automatically starts the heater. The unit 
then draws coolant from the engine block, passes it 


through the heat exchanger, .o 
own fuel, and returns it to the 
has reached operating tem 


automatically shuts off. 


rated by the engine’s 

lock. When the engine 
rature, the Thermo-Temp 
is cycle is repeated when- 
Copyright 1959 Thermo-Temp Industries, Inc. 


Thermo-Temp Industries, Inc. 
IBM BLDG. - 7708 SECOND BLVD. «- DETROIT 2, MICH. 


ever the engine temperature drops to the predeter- 


mined point. 


DEPENDABLE AND SAFE—Three years of intensive 


engineering and performance testing have resulted in 
the development of this basically simple unit. It is 


thoroughly de 


ndable and safe and easy to install. 


The Thermo-Temp assures warm engine starts on the 
coldest mornings. There is no more wasted money 
and time waiting for a cold engine to start and warm 


up. Get full details today. 


SEND THIS COUPON FOR FULL INFORMATION 


Thermo-Temp Industries, Inc. 
7708 Second Bivd., 

Detroit 2, Mich. 

Engine Heater. 


NAME 


Send complete details on the money-saving Thermo-Temp 
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‘Economy’ Trend Affects °59 Cars... 


Sixes, Stick Shifts Edge Up 


ing a smaller percentage of output 
duced during the 1959 model run, in 1959 than = — ‘ 
or 1,658,207 units, marking a 0.57) 1. ower SEATS were installed on 
percentage-point increase over 1958, 352,595 cars in 1959, or 6.33 per- 
when they appeared on 29.22 per-| nent 0.98 percentage-point de- 
cent of total production, or 1,234,-| cline from a year earlier, when the 
040 units, option appeared on 308,507 units, or 
The medium-price class showed|7.31 percent of total industry as- 
the biggest gain in installation of |Semblies. 
power brakes, jumping 6.30 Sil Installation of power seats in 
centage points from 60.66 percent! 
in 1958 to 66.96 percent in 1959; the 
low-price class hiked its percent- 


(Continued from Page 49) 








Ford Is Favorite ’60 


age from 11.75 to 11.95, and the 
high-price class made the option 
standard on all cars. 

Low-price cars with power 
brakes accounted for 8.32 percent 
of total industry output in 1959; 
the medium-price field took 18.12 
percent, and the high-price class, 
3.35 percent. 

Comparable figures for 1958, re- 
spectively were 7.92 percent; 17.33 
percent and 3.97 percent, with the 


Among N. Y. Cabbies 


NEW YORK.— Ford is way 
ahead as the favorite 1960 among 
New York City taxi operators, ac- 
cording to Taxi Weekly. There 
are already 399 new Fords in 
use as taxis, along with 22 Check- 
ers, and one Chevrolet, Plymouth, 
Studebaker and Pontiac. 

A year ago, the 1959’s already in 
use were 556 Fords, 99 Checkers 
and 2 Plymouths. 


high-price field the only class tak- 





the low-price field was up from 
1.06 percent in 1958 to 1.52 percent 
in 1959, but declined from 11.90 
percent to 9.74 percent in the 
medium-price class, and skidded 
from 80.27 to 78.89 percent in the 
high-price class. 

Cars in the low-price class with 
power seats accounted for 1.06 per- 
cent of total industry production in 
1959, compared with 0.72 percent 
in 1958, 

In the medium-price field, the 
percentage declined from 3.40 to 
2.63, and in the high-price class, 
power seat installations were off 
from 3.19 to 2.64 percent. 

* * * 
P= WINDOWS appeared on 
386,993 cars built in the 1959 
model run, or 6.95 percent, In the 
1958 model run, power windows 
were installed on 284,712 units, or 
6.74 percent. 

Installation of automatic win- 
dows were up in all price classes 
in 1959, with the high-price field 
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A Plaque for O'Connelil— 


Silver anniversary plaque is presented 
to A. J. O'Connell, right, of O'Connell 


Motors, Philadelphia, honoring his 25 
years as a Dodge dealer. Making the 
presentation is J. R. Jarvis, Dodge-Phil- 
adelphia regional manager. 





showing the biggest jump. 

Power windows increased from 
79.87 percent to 86.06 percent in 
the high-price class; from 9.99 per- 
cent to 10.22 percent in the me- 
dium-price field, and from 1.07 to 
1.87 percent in the low-price field. 


Cars in the low-price field ac- 





the right combination for brake service success... 








NO. 20 
MOBILE BRAKE SHOP 








MODEL 2000 “SAFE-ARC” 
BRAKE SHOE GRINDER 


Brake business is BIG BUSINESS, 


and you'll get your share if you're equipped for maxi- 
mum profits. With AMMCO Tools and Equipment, 
you'll be ready for top profits ... complete, top quality 
brake jobs ... always! 


To cash in on extra brake service profits, 
depend upon the big, rugged, easy-to-use Model 
3000 Brake Drum Lathe to get you the exfra business 
you may be overlooking or.passing on to others. 

To guarantee the quality of your work... 

to assure safe, sure brake work every time .. . all 


AMMCO TOOLS, INC. 
2150 Commonwealth Avenue, 
North Chicago, Illinois 





MODEL 3000 
“SAFE-TURN” 
BRAKE DRUM LATHE 





shoes can be ground on the Model 2000 Brake Shoe 
Grinder when equipped with Ammco's exclusive 
No. 4140 fixed anchor shoe clamp and No. 4550 lining 


grooving attachment. 


Or, for all-around brake service availability, 


up-date your old equipment with a new Model 20 
Brake-Shop-On-Wheels . . . comes complete with 
Brake Drum Lathe, Brake Shoe Grinder, Drum Mi- 
crometer, Brake Cylinder Hone and other acces- 
sories necessary to do fast, sure, profitable brake 


jobs every time. 


WRITE FOR NEW BOOKLET 
Tells how you can easily increase 
your brake business and 

profits with AMMCO. 


baiuale 


we PRARE SERV 








counted for 1.30 percent of totgj 
output; medium-price cars, 2.76 per. 
cent, and high-price cars, 2.88 pep. 
cent, 

Comparable 1958 figures, respee. 
tively, were 0.72 percent; 2.85 pep. 
cent and 3.17 percent. 

7 * + 


Antenna Installation 


OWER ANTENNAS wer 

mounted on 268,698 cars in 1959 
for a percentage of 4.83. A year 
earlier the percentage was 5.25 on 
221,737 installations. 

Declines were recorded in the 
low-price field, where the power 
assisted antenna was not offered 
in 1959, and in the medium-price 
field, where it dipped from 6.79 
percent in 1958 to 5.68 percent this 
year. The special antenna ap- 
peared on 0.09 percent of low- 
price cars in 1958. 

In the high-price class, powe 
antenna installations were up from 
81.97 percent in 1958 to 98.20 per- 
cent in 1959, 

Cars in the medium-price clags 
accounted for 1.54 percent of total 
output in 1959, while the high price 
cars accounted for 3.29 percent. 

In 1958, the medium-price cars 
took 1.94 percent, the high-price 
field, 3.25 percent, and the low-price 
class, 0.06 percent. 

+ * * 

UTOMATIC TRANSMISSIONS 

were installed on 4,216,591 cars 
in 1959, or 75.75 percent of total 
model output, compared with 77.55 
percent on 3,275,035 installations 
during the previous model run. 

Use of automatic transmissions 
showed a loss in both the low and 
medium-price classes, but again 
they were standard equipment in 
high-price cars. 

Automatic transmissions in the 
low-price field declined from 67.83 
percent in 1958 to 66.18 percent 
in 1959, while the medium-price 
class dropped from 97.41 percent 
to 97.35 percent, 

Cars in the low-price field, how- 
ever, showed an increase in the 
overall picture as they showed au- 
tomatic transmissions taking 46.05 
percent of total industry production 
in 1959, compared with 45.76 percent 
a@ year earlier. 

In the medium-price class, the 
automatic transmission was off 
from 27.82 percent of total industry. 
production in ’58 to 26.35 percent 
in ’59. 

The high-price field took 3.35 per- 
cent of overall automatic trans- 
mission installations in 1959, com- 
pared with 3.97 percent in 1958, 


Police Official 
Rips Inaccurate 
Speedometers 


HARTFORD, Conn.—It is “com- 
pletely wrong” for auto makers to 
set speedometers to register faster 
than the car’s actual speed, accord- 
ing to Capt. William Gruber, com- 
manding officer of the State Police 
traffic division. 

He said it impedes the safe and 


efficient movement of traffic and | 


asked: “How can a motorist drive 
safely when he doesn’t even know 
how fast he is going?” 

Gruber’s comments were touched 
off by a United Press International 
story which reported that Society 
of Automotive Engineers’ standards 
permit variations up to six miles an 
hour in registered and actual 
speeds. 

Tests in Connecticut bear out the 
story, according to Gruber. He said 
90 percent of 5,000 cars checked in 
the state this year have speedom- 
eters that registered high. Only 6 
percent were accurate, he said. 

Vincent Johnson, president of the 
Hartford Automobile Dealers Assn., 
said he knows of no such inaccura- 
cies in cars he sells. He said he 
never has heard that speedometers 
were purposely made inaccurate. 


Tri-State Motors Bought 


By H. D. Morris in Utah 


CEDAR CITY, Utah —New 
owner of Tri-State Motors here is 
Haymer D. Morris, former Ford- 
Mercury dealer in St. George, Utah. 
Tri-State handles Oldsmobile-Wil- 
lys-Studebaker for five counties in 
southern Utah and parts of Ari- 
zona and Nevada. 

Morris, Utah’s first Kaiser dealer, 
sold the St. George business to 
Claron W. Bradshaw, who most 
recently was a Chevrolet salesman 
here. Morris retained the Ford 
tractor franchise for this area. 
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Auto Makers Prod Corrosion War .. . 





Zinc Experts See 
Permanent Brilliance 


DETROIT.—The auto industry 
eventually will have plated die cast 
zinc parts that will keep their 
bright appearance throughout the 
life of the car. 


This was the concensus of a panel | 


of automotive plating experts at 
an American Zinc Institute-spon- 
gored symposium on the plating of 
zinc die castings. 


Panel participants were D, M.| 
Bigge, managing engineer, Chrysler | 


Corp.; C. F. Nixon, head of elec- 
rochemistry, General Motors Re- 
search Laboratories; J. T. O’Reilly, 
assistant manager, process develop- 
ment department, manufacturing 
staff, Ford Motor Co.; W. S. Sny- 
der, chief metallurgist, American 
Motors, and R. D. Wysong, man- 
ager, manufacturing research divi- 
sion, Studebaker-Packard, 

The panel members called for 
continuing work by the industry 
on faster and more reliable accel- 
erated corrosion tests, and a real- 
istic appraisal by auto stylists 
and designers of the intricacy 
and shape of the parts to be 
specified. 

An effort to understand the basic 
reasons why the newly-devised 


plating systems work better was) 


asked. Use by auto manufacturers 
of certain minimum requirements 
for plating, including thicknesses, 
and a demand that zinc die casters 
produce high quality castings that 
can lend themselves to superior 
plating results no matter which of 
the new improved systems is used, | 
were other panel recommendations. 

Plated zinc die castings which 


Big 3, Rambler 
Use Chicopee e 
Fabrics in 60s 


NEW YORK.—Fabrics produced | 
by Lumite division of Chicopee) 
Mills, Inc., are being used in one 
or more models of all of the Big! 
Three and in the Rambler Ameri-| 
can, according to Harold W. Brown, 
automotive sales manager. 

Chicopee textiles also are used in 
many trucks and in all of the vol- 
ume station wagons, Brown added. | 
He said that the upcoming Falcon | 
wagon also will have a Chicopee} 
fabric. 

Brown said Saran fibers now are| 
available in a wide range of colors | 
to meet the requirements of De- 
troit’s stylists. 

The versatility of Saran, he said, 
“permits tailor-made colors to be 
submitted in a short space of time 
without time-consuming exposure | 
tests.” 


Adopt Auto Tax, 
Milwaukee Urged 


MILWAUKEE. — Milwaukee! 
County’s five largest taxing units 
have been urged to support a pro- 
posal for a tax on autos based on 
length, width and horsepower. 

Milwaukee Alderman James Mor- 
tier called for the backing of the! 
city, county, school board, voca-| 
tional school board and metropoli- | 





| meet auto industry specifications in 
accelerated tests or outdoors on 
the car will be well received by 
| auto industry customers, and fear 
|of early service failure will cease 


|Harrison Radiator Adds 


'To West Lockport Plant 


LOCKPORT, N. Y.—Construction 
| of new manufacturing facilities has 
been started adjacent to the West 
Lockport plant of Harrison Radi- 
ator division of General Motors. 

The single-story brick building 
will be used exclusively for produc- 
tion of automotive air conditioners 
when completed in mid-1960, com- 
pany officials said. It will have 200,- 
000 square feet of floor space. A 
180,000-square-f oot warehouse is 
being built west of the present 
structure. 


STIR UP 
SOME 
BIG BATTERY 
PROFITS 
WITH 


CE 


THREE SIMPLE 





tan sewerage commission. The tax 
was proposed by Martin E. Bruen-| 
ing, city traffic engineer. 

Mortier said the county is not | 
receiving a proper share of revenue | 
from State taxes, Property taxes | 
are at a maximum and the sources | 
of revenue must be considered, he| 
told a meeting of representatives of | 
the five groups. 





Rambler Dealer Heads 
New Finance Company 

SACRAMENTO, Calif. — Sacra- 
mento Acceptance Co., a new cor- 
Poration specializing in automo- 
bile financing, has been formed. 

Gail E. Stater, a local Rambler 
dealer, is president; Glenn E. 
Stater, vice-president; Pauline L. 
Stater, treasurer, and Margaret 
Beam, secretary. The firm has 
@ffices at 1612 K St. 


SST 





INGREDIENTS 
FOR SURE-FIRE 
SALES! 


An all-weather, all metal sign 
to catch the eye of battery 
prospects and bring them 


into your place. 


With each battery sale you give your customer a coupon, he fills it out, mails it to 
the mixer manufacturer with his check or money order, and gets his mixer by 
return mail. That's all there is to it. Delco takes care of all the details. The only 
mixer you need handle is the one for display, and that one you can sell or keep 
after the promotion is over! Get the details from your Delco Battery distributor today. 


to be a deterring factor in choos- 
ing zinc die castings for various 


external die castings, panel mem-| j 


bers stated. 

Answering a question from the 
floor, John L, Kimberley, executive 
vice-president of American Zinc In- 
stitute, noted that future AZI-spon- 
sored research will involve investi- 


gation into such areas as process| f 


control, improved plating and bet- 
ter alloys, and may be expected to 
continue as long as properly defined 
problems with respect to zinc die 
castings remain. 


Marked improvement in the 
corrosion resistance of chrome 
plated zinc die castings was re- 
ported at the meeting. 


According to M. R. Caldwell and 
L. B. Sperry, of Doehler-Jarvis, the 
Doehler-Jarvis proprietary duplex 
nickel system has proved “the 
soundest and most economical 
method of obtaining a substantial 
improvement in the protection of 
zinc die castings.” They said that 
the degree of improvement was in 
the order of 25 to 33 percent. 


Details of new and improved 
processes for the electroplating of 
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Lark Featured at Tunis Fair— 


A part of the opening day crowd of 40,000 visitors to the Seventh Tunis (Tunisia) 
International Fair that crowded into the American Pavilion is shown surrounding the 
Studebaker Lark exhibit. The Lark was billed as America's answer to the European 


zinc die castings extensively used|small car. Opening day ceremonies were attended by Tunisian President Habib Bour- 
by the automotive and appliance] guiba and official delegation while American Ambassador Walter N. Walmsley jr. 


industries were also revealed. 


1 ie 


RTT Merah 


represented the U. S. 





DELCO’S PORTABLE MIXER DEAL 





A thermometer giveaway to 
slip over the sunvisor of your 
customer's car to keep your 
name right before his eyes. 


A $20.95 value portable elec- 
tric mixer for $9.49 is the 
real sales clincher. 


DELCOs-:2 





QUALITY-BUILT BY DELCO-REMY — DISTRIBUTED NATIONALLY THROUGH GENERAL MOTORS LEADS THE WAY— STARTING WITH DELCO BATTERIES 
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Producers See Continued Gains. . . 





Aluminum Usage Rises on ’60s 


DETROIT. — Both the amount 
and the applications of aluminum 
in automobiles have increased sig- 
nificantly on the ’60 models and 
will continue to rise in the years 
ahead, according to spokesmen for 
producers of the light metal. 

Kaiser Aluminum & Chemical 
Saies, Inc., estimates that the 
average ’60 model contains 56.2 
pounds of aluminum, up 13 per- 
cent from last year’s 49.6 pounds. 
Reynolds Metals Co, puts the 
average-per-car figure at 60 
pounds. 

Reynolds, Kaiser and Aluminum 
Co, of America all paint glowing 
pictures of the automotive com- 
ponents they expect to be made of 
aluminum in the near future. 
Bumpers and radiators are among 
them, and a great increase in alu- 
minum engines is predicted. 

Corvair’s aluminum engine, for 
which Reynolds supplies the molten 
metal, is perhaps the achievement 
of the year in the aluminum in- 
dustry. 

J. Donald Shircliff, Reynolds’ 
Great Lakes regional automotive 
sales manager, believes that “with- 
in three years, every major Ameri- 
can car manufacturer will have at 
least one line of aluminum engines, 
with four of them expected to ap- 
pear within the next two years and 
oe scheduled for introduction in 
1961.” 


An Alcoa spokesman noted that 
his company is involved in more 
than 10 separate aluminum en- 





gine programs for passenger cars. 

“Another program,” he said, “has 
involved more than 3,000 engine 
test hours on various combinations 
of aluminum cylinder liners and 
pistons working toward a solution 
to eliminate ferrous cylinder bores.” 

The Big Three compacts were an 
important factor in this year’s in- 
creased aluminum usage. Kaiser 
estimates that there are 102.6 
pounds of aluminum in the Cor- 


vair, 52.6 in the Valiant and 49.6 
pounds in the Falcon. 

Shircliff, of Reynolds, described 
the compacts as designed for and 
born with most of the major alu- 
minum applications developed in 


the last 10 years, 


He said they represented a 
takeoff point for new and accept- 
ed aluminum applications never 
before seen in the industry. Cor- 
vair, Falcon and Valiant have 
adopted many of the latest de- 
velopments in aluminum trim 
and have helped raise this usage 
to an alltime high, he said. 

Each of the compacts, Shircliff 
noted, uses aluminum in ways that 

* + + 


Pounds-Per-Car 











Average 

1960 1959 

(Estimated) (Actual) 
American Motors .. 46.3 41.6 
Ambassador ........ 75.3 69.0 
American. ............ 18.1 17.3 
Rambler .............. 50.5 44.9 
Chrysler Corp. ...... 69.9 61.9 
Chrysler ................ 75.9 91.3 
a 78.9 18.7 
| eee 719.9 66.9 
Imperial ................ 92.0 104.1 
Plymouth. ............ 67.5 51.4 
IEE Gicositsesecsvedin meets eas 
Ford Motor Co....... 57.4 55.3 
a 50.9 52.9 
55.2 
83.5 
» 50.9 
Thunderbird ...... 61.0 57.2 
General Motors ....... 52.7 45.4 
Buick 65.3 
Cadillac 71.8 
Chevrolet 36.6 
oo a — 
Oldsmobile 53.7 
Pontiac 46.3 
S-P Corp. 17.8 
Ee 17.7 17.8 
ALL MAKES ........ 56.2 49.6 





provide avenues for additional ap- 
plications for the whole industry. 
He listed steering-gear housings, 
intake manifolds and oil pumps in 
this category. 


Alcoa contends that the Corvair 


steering-gear housing is the only 
use of aluminum for this part in 
the automotive field. Alcoa has 
quite a bit of this casting business. 

Among the new applications ex- 
pected to spread most rapidly, 
Shircliff listed: 

(1) the Corvair camshaft run- 
ning directly on the machined cast 
aluminum crankcase, eliminating 
the need for bearings; (2) the Fal- 
con “air-cooled” transmission, in 
which an aluminum bell housing 
and case helps dissipate heat, and 
(3) the Valiant alternator which 
replaces the generator, 


Some sources expect the alter- 
nator to appear on all Chrysler 
Corp. ’61 models. 

But aluminum pioneering will 
not be confined to the compacts, 
Shircliff emphasized. Here are 
some other developments in alu- 
minum for automobiles: 

The Chevrolet Corvette has an 
aluminum radiator for its high- 
performance fuel-injection engine 
with high lift cams. 

Chrysler Corp. uses a cast alu- 
minum intake manifold on the new 
six-cylinder engines that are stand- 
ard on all Plymouth, Dart and Val- 
iant models, 

Chrysler Corp. has introduced 
horn coils made of aluminum foil 
laminated with Kraft paper. This 
is a joint development by Reynolds 
and Sparton Automotive division, 
Sparks-Withington Co. 

Aluminum windshield-wiper bod- 
ies are being used on cars with 
electric windshield wipers. 

Alcoa calls the Buick rocker arm 
the first aluminum part of this type 
to go into production in the U. S. 
It is a die casting. 

“We consider this development 
of major importance for it should 
influence other motor manufac- 
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MM-200 Mileage Minder- 


Compact metal bow! 
model $7.95 


send for 
latest 
catalog 
information 


PASER MANUFACTURING CO. / 537 Turk Street, San Francisco 2, California 


ging, no freeze-ups. 


ership in national field. 


For 5 big reasons... 


1. Exciusive FEATURES — Basic Patents cov- 
vering, among other factors, vital twin dia- 
phragms—U.S. Patent2544289—and magnetic 
screening Trouble Trap—U. S. Patent 2886176. 


2. TROUBLE-FREE OPERATION — self-flushing 
filter...no moving parts.. 
at manufacturers’ specifications...no clog- 


.steady fuel pressure 


3. ACCEPTANCE BY TRADE —5 years of lead- 
..major car manufac- 
turer distributes as motor accessory. 


4. CONSTANT PROMOTION — Story of MILE- 
AGE MINDER being told in leading nat- 
ional trade and consumer publications. 


5. NATIONAL DISTRIBUTION — Wholesalers, 
Coast to Coast and in Canada, feature MILE- 
AGE MINDER in steadily growing market 
...Big Plus-Profits, Sales steadily climbing 
through repair shops, service stations, auto 
accessory stores and car dealers. 


Greatest possible mileage and best 
performance from every gallon — that’s 
what every car owner wants today. 
They’re learning fast how to get what 
they want from your dealer customers 
— MILEAGE MINDER. 
















ELTON M. EIDREDGE, 18230 Grand River Ave., Detroit—Phone Vermont 6-4191 





turers in this direction,” an Alcoa 
spokesman said. 

Bumpers, mufflers and radiators 
also are big items in the future 
plans of the aluminum producers. 
Alcoa noted that aluminum bump- 
ers are predicted for some ’61 autos. 

And all agree that Pontiac’s in- 
tegral wheel hub and brake drum 
is one of the year’s most important 
advances in their field. 

Shircliff said the auto industry 
consumed 132 million pounds of 
aluminum in 1954, compared with 
an expected usage of 460 million 
pounds in 1960. 

“There is every reason to believe,” 
he said, “that the 600 million 
pounds of aluminum we expect the 
industry to use in 1961 will reach 
at least 1.3 billion pounds by 1965.” 

V. E. Flaherty, automotive 
sales manager for Kaiser Alu- 
minum, said the estimate of a 
13 percent increase in aluminum 
usage this year follows a 10-year 
trend in the auto industry of an- 
nual increases ranging from 10 
to 15 percent. 

He continued: “Aluminum’s 
steady and perpetual penetration of 
the automotive market is apparent 
when you consider that the per-car 
average five years ago was ap- 
proximately 25 pounds, and that a 
decade ago, 1950 model cars aver- 
aged 12 to 13 pounds.” 


Flaherty said Plymouth had the 
greatest year-to-year increase, a 
gain of 31.3 percent, as it rose from 
an estimated 51.4 pounds of alumi- 
num per car in ’59 to 67.5 pounds 
on its current models. 

Chrysler was credited with the 
greatest corporate gain, a hike of 
12.9 percent, Kaiser said the aver- 
age 60 Chrysler auto has 69.9 
pounds of aluminum, compared 
with 61.9 pounds last year. 

The Kaiser breakdown said 
Ford uses the most aluminum 
trim this year, 13.7 pounds, In 
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all makes, Kaiser said, the per- 
car average of aluminum trim in- 
creased from 9.0 to 9.8 pounds 
this year, and functional com- 
ponents jumped from 40.6 to 46.4 
pounds. 

The adjoining table is Kaiser’s 
comparative summary of aluminum 
usage by car line. The company 
said all figures are net finished 
weights and do not include scrap 
generated in manufacturing, Data 
are based on production reaching 
a level of more than six million 
units during the model year. 


Pittsburgh Firm 
Will Purchase 
Fleets for Clients 


PITTSBURGH. — Changing eco- 
nomic and tax considerations in 
the financing of auto and truck 
fleets by industrial and commercial 
companies have led to the forma- 
tion here of a new type of nation- 
wide service to handle purchasing 
and disposal of vehicles. 

Lease Motor Vehicle Co. said its 
newly established motor-vehicle 
management division eliminates 
many of the problems that con- 
front companies operating fleets of 
autos and trucks used by salesmen 
and deliverymen. 

W. IL Newstetter jr., executive 
vice-president of Lease Motor Ve- 
hicle, said the management service 
differs from leasing operations in 
that it permits the customer to 
retain full title to the vehicles. 
The customer pays a fee to the 
management firm for handling the 
purchase. 

Under the management plan, any 
make or model of auto or light 
truck is purchased for the user at 
wholesale prices in the locality 
where it will be used and serviced. 
This, Newstetter said, “eliminates 
the hazards and expense of un- 
trained personnel buying and trad- 





































Mr. Program Chairman 


How many times in the past 15 
years have you and your members 
of management heard from the 
largest and most important group 
of automobile retailers in America 
. .. AUTOMOBILE SALESMEN .. . | 
have nothing to sell except a strong 
belief that if factories, dealers and 
sales managers knew us salesmen 
better, we could all make more 
money, have more funl 


Your Guarantee 


Invite me to talk to your group. 
If my 45 minutes isn't the most 
entertaining, thought provoking 
part of your program you can for- 
get to pay me my small fee and 
I'll thumb my way back to Virginia.* 
For more information write: 
Box AN7, c/o Automotive News, 
Detroit 7, Michigan 


Dealer Groups % State Conventions 
Factory Schools % Management Seminars 
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Send samples you want matched. 
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repaid Or 
COLOR $10.50 c.O.D. 

ANY CAR or STATION WAGON 
Leatherette Headlinings $15.00 Prepaid 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 








ing cars on the open market.” 

The principal factors that deter- 
mine whether leasing or purchase 
is better are the company’s current 
cash position and the interest rate, 
Newstetter said. If interest rates 
are high and the company’s cash 
position is strong, it is more advan- 
tageous for the company to pur- 
chase the vehicles, he contended. 








Terps Buy Rehbein 
GREEN BAY, Wis.— Rehbein 
Motors (Lincoln-Mercury-Edsel), 
412 N. Adams S8t., has been ac- 
quired by Hank, Bill, Jack, Har- 
old, Bob and Tes Terp and re- 

named Terp Brothers, Inc. 





Attractive Franchise available from exclu- 
sive importer of original equipment direct 
from European manufacturers. Advertising 
material, 
nished with Franchise. Several choice sales 
ereas available in the U. S. A. For further 

information, write Box AN-8. . 


“Exclusive Profitable 
Distributorship" 


“In the Foreign Car 
Replacement Market" 
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Plymouth dealers 


are in solid for ’60 
...with the Solid 


60 Plymouth. 


Body and frame are welded as one unit with Dura-Quiet Unibody construction. 


In solid with new Dura-Quiet Unibody 
construction. In solid with the really 
new 30-D Economy Six engine. In solid 
with the big SonoRamic Commando 
V-8 engine. In solid with exciting 
features like RCA “45” Record Player, 
Command Seat, Swivel Seats 

and Safe-T-Matic Door Locks. 

In solid with “THE STEVE ALLEN 


PLYMOUTH SHOW” Monday nights. 


A Chrysler-engineered product, built a new solid 


way to give greater satisfaction. 


SOLID PLYMOUTH 1960 








What's New... 


In Parts and Accessory Distribution 





Wholesalers Criticize 


Proposed New Lease 

SANTA BARBARA, Calif—aA 
new lease for lessees proposed by 
Standard Oil Co. of California, 
Western Operations, Inc., was as- 
sailed by the California Automotive 
Wholesalers Assn, at its annual 
convention here. 

The CAWA adopted a resolu- 
tion charging that the proposed 
lease “actually or potentially vio- 
lates restraints of trade and anti- 
monopoly provisions of the Sher- 
man Antitrust Law and the 
prohibition against exclusive deal- 
ings found in the Clayton Act.” 

A. James Ayers, CAWA counsel, 
said one part of the lease which 
is particularly offensive to automo- 
tive jobbers and distributors calls 
for payment by lessee of “over- 
basic” rent each month equal to a 
flat 10 percent of his gross profit on 
sales of merchandise or services not 


covered by the basic rent agree- 
ment, 

“This provision may result in 
lower percentages being paid by 
the lessees on Standard’s own 
lines,” he continued. 

The CAWA president was di- 
rected to forward a protest to the 
Justice Department. 

J. C. Erman, Automotive Cen- 
ter, Hayward, was elected presi- 
dent of the association for 1959- 
60. Other new officers are: 

P. Ted Johnston, Motor Parts 
Depot, Los Angeles, first vice-presi- 
dent; J. E. Holland, Federal Parts 
& Products, Burlingame, second 
vice-president; George Graveline, 
Graveline Auto Parts, Beverly Hills, 
secretary, and Wallace Glyer, 
Lamus-Lundlee Co., Sacramento, 
treasurer. 

* * & 
Service Tools Institute 


Names McMullen, Bandoli 
T. A. McMullen, vic e-president 





and general manager of Bingham- 
Herbrand division, Bingham-Her- 
brand Corp., has been elected presi- 
dent of the Service Tools Institute. 

Marvin S. Bandoli, senior vice- 
president of Pendleton Tool Indus- 
tries, Inc., was elected vice-presi- 
dent. 

Ss #8 


Goodrich Adds ‘Velvet-Ride’ 


DYERSBURG, Tenn.—The “Vel- 
vet-Ride” line of Columbus shock 
absorbers, manufactured by Heck- 
ethorn Mfg. & Supply Co., has been 
added to the B. F. Goodrich Tire 
Co.’s automotive line, according to 
R. C. Carlin, Heckethorn sales vice- 
president. 

* * * 


Beam Opens N. Y. Branch 


LOS ANGELES.—A New York 
factory branch, serving the North- 
eastern states, has been established 
by Beam Products Mfg. Co., accord- 
ing to L. C. Zonker, president. The 
branch and warehouse are located 
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at 96 Linden Blvd., Ozone Park 16, 





eee 


ical Co., Midland, Mich.; Allen B, 


Queens, N. Y. Manager of the/du Mont Laboratories, Inc., Clifton, 


branch is Albert * Collins. 
62 Firms Added 
To MEMA Rolls 
In 10 Months 


NEW YORK.—In the first 10 
months of 1959, the Motor and 
Equipment Manufacturers Assn. 
has added 62 new members, ac- 
cording to Fred Lanning, general 
manager. In the comparable period 
a year ago, he said, 50 new mem- 
bers were added. The new ’59 mem- 
bers are: 

A.P.I. Industries, Inc., Newark, 
N. J.; Acme Spring Products Co., 
Detroit; American Hydraulics Co., 
Milwaukee; Baird Dynamic Corp., 
Stratford, Conn.; Robert Bosch 
Corp., Long Island City, N. Y.; 
Branick Mfg. Co., Inc., Fargo, 
N. D.; Christie Electric Corp., Los 
Angeles; Circo Equipment Co., 
Clark, N. J.; Coronet Parts Mfg. 
Co., Inc.. Brooklyn, and Crown 
Products Co., Ralston, Neb. 

Custom Crest Car Products, Inc. 
Syracuse, Ind.; Detroit Master 
Products Co., Detroit; Devcon 
Corp., Danvers, Mass.; Dow Chem- 









ALL PRODUCTS PRICED FOR 


LET’S 
TALK 


MR. DEALER... 


ABOUT PROFIT 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 


price. Manufactured and distributed by one of the 
world’s great automobile companies. 


COMPLETE LINE 


CROWN CUSTOM STATION WAGON 


2-door or 4-door 
6-passenger BIG 





4-door FULL 6-passenger 


TOYOTA 


33-miles-per-galion economy 
unmatched luxury! 


PLUS! 


COMING SOON 


BONUS ADDITION TO TOYOPET LINE! 
Designed specifically for the American market, a new 


4-passenger, 4-door super economy sedan will be an- 


nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 
huge national advertising push which will send off 


1960's hottest imported vehicle / 






% 


TOYOPRPET 


IMMEDIATE SELLING 





LANDCRUISER 


Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive... unequaled anywhere. 
Soft or hard top models. 


WRITE OR PHONE NEAREST 
TOYOTA REGIONAL OFFICE 


LOS ANGELES 
8701 Beverly Bivd. 


Olympia 9-2700 


SAN FRANCISCO SUtter 1-7452 
Room 205 

World Trade Center 

NEWARK Bigelow 8-3450 
231 Johnson Avenue 

CHICAGO BRoadway 46/0! 


2906 West Peterson Avenue 


N. J.; Dynamic Air Engineering, 
Inc., Los Angeles; Eastern Too] 
Co., New York; Gold Eagle Frod- 
ucts Co., Chicago; Grey-Rock divi- 
sion, Raybestos-Manhattan, [Inc,, 
Manheim, Pa. and Hemmete 
Corp., Mountain View, Calif. 

Hull Mfg. Co., Warren, O.; Hup- 
power division, Hupp Corp., De- 
troit; Illinois Bronze Powder Co, 
Chicago; International Metal Pol- 
ish Co., Inc., Indianapolis; Jaycee | 
Chemical Corp., Northford, Conn.; 
Kennedy Mfg. Co., Van Wert, 0; 
Krasco Products, Inc., Compton, 
Calif.; Laitner Brush Co., Detroit; 
Line Scale Co., Inc., Oklahoma 
City, and Mallory Electric Co., De- 
troit. 

Maxwell Dynamometer Co., West 
Chester, Pa.; McCord Corp., De- 
troit; Miracle Power Products 
Corp., Cleveland; National Brake 
Block Corp., Woodside, N. Y.; Nu- 
Era Corp., Rochester, Mich.; Nut- 
meg Chemical Co., New Haven, 
Conn.; O.E.M. Products Co., Chi- 
cago; Oatey Co., Cleveland; Parker 
Bros., Tulsa, Okla.; Peerless Instru- 
ment Co., Chicago, and Precision 
Universal Joint Corp., Chicago. 

Raybestos division, Raybestos- 
Manhattan, Inc., Bridgeport, Conn.; 
Rosenberg Bros. & Co., Smithtown, 
L. L.; Sav-T-Engineering Co., Ingle- 
wood, Calif.; Service Supply Co., 
Denver; Simpson Electric Co., Chi- 
cago; Smith Mfg. Corp., San Gab- 
riel, Calif.; Smithy’s Muffler Co., 
Inc., Los Angeles; Standard Mir- 
ror Co., Inc., Buffalo; Standard 
Products Co., Inc., Philadelphia, 
and Start Pilot Corp., Mineola, 
N. Y. 

Sterling Automotive Mfg. Co, 
Elk Grove, Ill.; Swingspout Meas- 
ure Co., Los Angeles; Technical 
Chemical Co., Dallas; Trippe Mfg. 
Co., Chicago; Truckstell Mfg. Co. 
Cleveland; U. S. Metal Products 
Co., Inc., Brooklyn; Unco Heater 
Parts Mfg. Corp., Brooklyn; Uni- 
can Plastics Co., Inc., Shrewsbury, 
Mass.; Woodhill Chemical Co. 
Cleveland; Worthington Corp., 
Holyoke, Mass., and Zac-Lac Paint 
& Lacquer Corp., Atlanta. 

oa * * 


‘Team Progress for Sixty’ 


Picked as ASIA Slogan 


CHICAGO. — The slogan, “Team 
Progress for Sixty,” submitted by 
Henry Voight, general manager, 
Genuine Parts Co. 
of West Virginia, 
Wheeling, W. Va., 
has been adopted 
for the Automo- 
tive Service In- 
dustry Assn.’s 
1960 national con- 
vention. 

For his winning 
entry, Voight will 
receive free 
round-trip fare to . 
attend the con- Henry Voight 
vention at Carnegie Hall, New 
York, Feb. 8-9, The conclave is to 
be immediately followed by the 
ASIA Show, Feb. 11-14, at the New 
York Coliseum. 


Brokers See 
Brighter Future 


For International 


A brokerage firm has said that 
it believes International Harvester 
Co. “may be entering a period of 
sustained improvements.” 

Harris, Upham & Co. listed 4 
number of reasons for its bright 
outlook on International, including: 

1. A pickup in earnings already 
noted in the current fiscal year 
“should continue” into the next 
fiscal year. 

2. Management changes have 
prompted a number of steps which 
have cut operating costs and in- 
creased plant efficiencies. 

3. The company’s competitive 
position appears to have been 
strengthened by new models of 
trucks, farm equipment:and con- 
struction equipment. 

4, Finances are strong and the 
company has adequate plant ca- 
pacity to permit further sales ex- 
pansion. 

5. The company has a strong 
position abroad and is benefiting 
from the larger demand for its 
products in foreign areas. 

Commenting specifically on IH 
truck operations, Harris, Upham 
said, “The new Harvester truck 
models have been styled up and are 
meeting better than expected con- 
sumer acceptance.” 
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6¢Did you know, Mrs. Forbush, that the New 

York News has 2,200,000 exclusive adult 
readers—who read no other New York newspaper? 
And 65% of them are in upper income families. 
Shouldn’t we be doing something about it?99 
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Where '60 Plymouth Uses Stainless— 


The arrows in the photo show stainless-steel applications on the 1960 Plymouth. 
The metal is playing a more important role this year as a protector of the car's unit 
body from corrosion and to increase the strength of the unit. 








Calif. Dodge Dealer Gets Big Highway Patrol Order 


SACRAMENTO, Calif, — Dodge | 


has announced it has received a 


braking ability, the company said. 
This is the fifth straight year 


contract from Sacramento dealer| that the California Highway Patrol 


John Drew to furnish 296 new 
Dodge police pursuit cars to the 
California Highway Patrol, The 
Dodge bid was accepted after four 
days of tests that covered accelera- 
tion, roadability and handling and 


has purchased Dodge patrol cars, 
Dodge said. The 1960 Dodge pursuit 
car is equipped with a 383-cubic- 
inch, V-8 engine, TorqueF lite trans- 
mission and heavy-duty 12-inch 
brakes. 


Guards Unit Bodies of ’60s ... 


Bigger Role 


DETROIT.—Stainless steel’s im- 
portance as a protective metal has 
received greater emphasis with the 


increase in use of unitized bodies | 


in 1960 autos, according to the 
Committee of Stainless Steel Pro- 
ducers. 


A committee spokesman cited | 


the introduction of unit-body con- 
struction for all Chrysler Corp. 
cars but the Imperial. These new 
cars make extensive use of stain- 
less for protective brightwork, he 
said. 

“The influx of newly unitized cars 
has made it necessary to focus 
more attention on the need for bet- 
ter protection against corrosion in 
unit-body panels and structural 
members where long life is a major 
factor in passenger safety,” he 
added. 

“Stainless steel, long recognized 
by the industry for its combined 
characteristics of strength, beauty 
and corrosion resistance, offers the 


for Stainless 


solution to many of these new 
| problems,” he said. 

He added that conventional 
cars for 1960 use substantially the 
same amounts of stainless used 
on the ’59 models, while the new 
compacts employ about half that 
used on a standard model. 

Stainless still is used chiefly 
where function and beauty are par- 
allel requirements, he continued. 

“Many ’60 models make wide use 





Investment Corp. of Florida 
Buys Air-Conditioning Firm 

FORT LAUDERDALE, Fla.—In- 
vestment Corp. of Florida has 
announced the purchase of Interna- 
tional Automotive Air Conditioning, 
Inc., Fort Lauderdale. 

Gilbert P. Edwards, ICOF presi- 
dent, said the firm will be operated 
as a wholly owned subsidiary of 
| ICOF, with Harry T. Kessler re- 
maining as president. 











Your DAYBROOQOK Distributor 
will help you SELL...PROFITABLY! 








Daybrook distributor—Allied Truck Equipment Company, Grand Rapids, 
Michigan—assisted the truck equipment dealer in the sale of this truck- 
train to Spring Lake Coal and Dock Company, Spring Lake, Michigan. 


DAYBROOK HAS THE COMPLETE LINE OF 


QUALITY TRUCK EQUIPMENT 


Truck dealers will find their local Daybrook distributor can offer them standard 
models to fit almost every truck equipment need. This means fast deliveries— 
at a competitive cost. Daybrook’s full line includes aluminum and steel 
bodies from 1% to 27 cubic yards, underbody and telescopic hoists from 3 to 
39 tons, hydraulic tailgates that lift from 800 to 5000 pounds, hydraulic 
cranes with 4000 to 7000 pound capacities, and a full range of refuse collection 
bodies. And Daybrook is always ready to engineer and manufacture special 


models, too. 


YES, DAYBROOK OFFERS YOU MORE TO SELL...MORE TO PROFIT BY 
See your Daybrook distributor. He’ll be glad to work with you and supply 


many effective sales aids including— 


SALES MANUALS e CATALOGS e DIRECT MAIL MATERIAL ¢ MOVIES 


POWER PACKER 
(refuse collection body) 
16 te 20 cubic yard capacities 





POWER GATE.. 


(hydraulic tail gate) 


Capacities from 800 to 5,000 Ibs. 





Preece 





POWER LOADER 


(truck-mounted crane) 


Models with 4,000 to 7,000 Ibs. capacities 


—all designed to help you in Successful Selling with Daybrook! 








YOUNG 


SPRING & WIRE 
CORPORATION 












DAYBROOK HYDRAULIC DIVISION 
BOWLING GREEN - OHIO 


Aluminum and Steel 
DUMP BODIES 


Capacities from 114 to 27 cubic yards 


Underbody HYDRAULIC HOISTS 


Capacities from 3 to 39 tons 


Telescopic HYDRAULIC HOISTS 


Capacities from 7.6 to over 30 tons 
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of stainless in areas where weather 
and wear are most severe—rocker. 
panel moldings, gravel shields and 
wheel-opening trim on the fend- 
ers,” he said, 

“Large areas of stainless are 
found as rocker-panel moldings on 
the 60 models of the Mercury, Lin? 
coln, Cadillac, DeSoto, Plymouth 
and Imperial. Other models use 
stainless inside and out for roof 
and pillar moldings.” 

He said there is a trend toward 
moldings with smaller cross-sec- 
tions for more subtle blending of 
brightwork and glass or body 
panels. 

Styling on the full-size Fords, he 
continued, consists of simple flow- 
ing lines emphasized by full-length 
molding extending from the front 
bumper to the outswept rear fins. 

Dodge and DeSoto have wide, 
full-length stainless accent mold- 
ings, he added, and the Chrysle 
Windsor and Dodge Dart have 
shorter side moldings that extend 
from front-wheel openings to the 
rear bumper. 

Buick and Cadillac have long, 
narrow moldings to cap rear fins 
and as wheel-opening trim. The 
Oldsmobile has a side molding that 
begins at the headlight and sweeps 
back and down to the rear-quarter 
panel. 

Chevrolet and Pontiac have a 
moldings that caps the exposed 
edge of the rear-quarter panel. 
Corvair moldings encircle the car 
at the widest part and stainless 
also is used as windshield and 
backlight reveals and on the drip 
rail. 

Many accessory makers also have 
turned to stainless for replacement 
grilles, window vents and luggage 
racks, the spokesman added. 


“European models, too, are mak- 
ing wide use of stainless, ranging 
from bumpers to moldings,” he said. 
“Peugeot, which has more stainless 
brightwork than any other Euro- 
pean production car, has changed 
to stainless for the door handles on | 
its 60 models.” 

He also pointed out that stainless 
is becoming “an increasingly im- 
portant selling feature for dealers.” 

“Dealers can take advantage of 
the constantly increasing number 
of stainless functional parts to help 
sell cars by emphasizing the desir- 
ability of stainless for its beaut 
and physical characteristics,” he 
said, 





Stainless Steel Muffler— 

of McLouth 
a stainless 
steel muffler that survived a 30,000-mile, 
two-year endurance test with no evidence 


Development engineers 
Steel Corp., Detroit, report 


of metal deterioration. Of conventional 
design, the muffler was manufactured by 
Walker Mfg. Corp., Jackson, Mich., in co- 
operation with an automobile manufac- 
turer. Stop and go and short trip driving 
provided the exposure which would have 
failed conventional mufflers long before gf 
the completion of the two-year test cycle, 
according to McLouth. 


Prestone Stops 6 
On Price-Cutting 


DETROIT.—-Injunctions have 
been obtained against six retailers 
for illegal price-cutting of Prestone 
antifreeze, according to Union Car- 
bide Consumer Products Co. 

The six retailers against whom 
injunctions were secured are: 
Vince’s Texaco Service Station, 
Chicago; National Wholesale Mer- 
chandise Center, Inc., Chicago; Na- 
tional Family Stores, Paterson, 
N. J.; Daw’s Drug Co., Rochester, 
N. Y¥.; DeLoop Parking Garage, 
Inc., Minneapolis, and Miracle 
Mart, Kingston, Pa. 
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= We Are Now Ready To Franchise Dealers In 


‘+ MASSACHUSETTS + MAINE - VERMONT 


3 RHODE ISLAND - NEW HAMPSHIRE 


a To Sell The 


+ FAST-MOVING NEW 


«| Manufactured by CHECKER MOTORS CORPORATION of Kalamazoo, Mich. 
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age Here are cars engineered for years of trouble-free driving 
‘i by the Checker Motors Corporation, which has been building 
sing punishment-taking taxicabs and other commercial vehicles for 
vo over 37 years. They are substantially smaller than any Amer- 
at ican standard car—less than 200” over all, 37’ turning circle. 
ge 






Yet, their large, easy-to-get-into doors and flat rear floor pro- 
vide leg room usually found only in the largest limousines. 







Economy? Fantastic! The powerful Continental 6-cylinder 






engine delivers up to 450 miles on a tankful of gas! There are 
three models in the line... 
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THE SUPERBA 


The common sense automobile all America asked for! By a 












miracle of design and engineering, this compact car seats 8 pas- 






sengers in complete comfort! 


THE CHECKER TAXICAB 


The proven, built-for-the-purpose cab that delivers 150,000 miles 
of the toughest kind of driving at minimum maintenance cost. 














Proven more profitable than any stock car converted to taxi use. 
If it isn’t a Checker, it isn’t a taxicab! 
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THE STATION WAGON 


The most substantially built and best looking wagon on the road. 









Rugged, dependable, economical to run, terrific capacity. Perfect 


for city, suburban, sporting and farm use. 


254 F.O.B. Kalamazoo, 


The Sedan is Michigan 


Fold-Down Seats $42.47 additional. 
Other Models Comparably Low-Priced. 

















Sypeba 


At long last, the complete line of Checker Cars is ready for introduction to 
New England . . . and we'd like every dealer in the area to be our guest at 
the first showing. The Checker line consists of America’s first 8-Passenger 
compact economy car, a superb station wagon and the world-famous 
Checker Taxicab. 


Read what Charles Kreisler, nationally known New 
York automobile personality and first Checker dealer 
has to say... 

“My experience in selling Checker motor cars has 
been brief but pleasant. We find it unnecessary to dis- 
count these cars at retail by a single dollar. Needless to 


say, this is an experience that I haven’t had for a long 
time and it’s a pleasant one. I believe that Checker deal- 
ers will always sell cars instead of discounts...that 
they will find Checker their most profitable line.” 


Vala Kreialer 





THANKS A LOT 


Here is your opportunity to acquire a dealership for the only entirely dif- 
ferent car in America today... a “common sense” car that fulfills every 
motoring need . . . a car proven through billions of miles of punishing use 
in taxicab service. The Introductory Showing will be held on Tuesday, 
December 15th from noon until 7 P.M. Cocktails and buffet luncheon 
will be served. We anticipate the pleasure of greeting you. 





Mr. Dealer 


to the Introductory Presentation of the Complete Line of 
Checker Motor Vehicles to be held in the Oval Room of the 


SHERATON-PLAZA HOTEL. 
COPLEY SQUARE, BOSTON 


TUESDAY, DECEMBER 15, 1959 
From 12 noon to 7 P.M. 


( hecker 


MOTORS SALES CORP. 


75 Washington St. (Rte. 9) At Brookline Village, Massachusetts 
ASpinwall 7-3518 BEacon 2-8591 
NEW ENGLAND SALES, PARTS & SERVICE CENTER 
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News of Imports .. . 
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Hornburg Takes Over 
Panhard on Coast 


HARLES HORNBURG JR., 9176 

Sunset Blvd., Beverly Hills, 
Calif., distributor for Jaguar and 
Aston-Martin, has added the Pan- 
hard line of sports and passenger 
cars for distribution in southern 
California, Arizona, Nevada, Utah 
and Hawaii. 

In discussing the appointment 
with Automotive News, Robert P. 
Joliet, president of Vendome Mo- 
tors Corp., New York, importer of} 
Panhard, said: 

“We've been promised produc- 
tion to meet the demands on this 
market. About one-third of Ven- 
dome’s $250,000 advertising bud- 
get will be spent on the Pacific 
Coast. In addition, the factory 
is assigning a service representa- 
tive to this area on a full time 
basis.” 

“Vendome has given us complete 
freedom in selection of dealers,” 
said Hornburg. “We are not plan-| 











ning to dual with competitive cars. 
Instead, we will seek dealers need- 
ing a volume import in the low 
price line. There’ll be no package 
deals, and Panhard distribution will 
be entirely separated from our 


other lines.” 
+ ok ck 


NEW dealers are expected to buy 
$190 worth of special tools and 
$600 worth of spare parts with 
their initial order for cars. On the 
basis of Los Angeles Auto Show 
reception of the PL 17, Hornburg 
increased his original car order by 


10 times. 

A $50,000 parts stock 
warehoused in Los Angeles. 

A portion of the initial order of 
50 PL 17 sedans and four Pan- 


hard DB coupes have already ar- | 


rived in southern California. 
During the first nine months of 
1959, Panhard registered 30 cars 
in southern California, 


The northern California distribu-| Harmony, 


is to be 


LPING TO PUT 


tor is Northwest Import Distribu- 
tion, 5091 Stockton, Sacramento, 
Calif. 

West Coast p.o.e. for the PL 17 is 
$1,895; for the limited production 
DB coupe, $3,295. 

+” * 
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British Motor Corp. 


Dg ai-y for the year ending 
| July 31 amounted to $56,883,302, 
compared with $68,737,869 in the 
previous year, according to British 
Motor Corp. 

Production for the current fiscal 
year also was down, BMC contin- 
|ued, from 504,712 units the year 
earlier to 486,048. 

* * * 


Goliath 


PPOINTMENT of 10 new 

Goliath dealers in the Upper 
Midwest was announced by Ed 
Ruff, general manager of Continen- 
| tal Imports, Goliath distributor in 
Minneapolis. Continental has the 
| distribution franchise for Wyoming, 
Montana, North Dakota, South Da- 
kota, Iowa, Minnesota, Nebraska 
|}and Wisconsin. New dealerships in- 
| clude the following: 
Ralph Bell Motors, Des Moines; 
|Holdiman & Burdette, Inc., Water- 
loo, Ia.; Loder Motors, Storm Lake, 
Ta.; 
Fort Dodge, Ia.; Dotzenrod Ford, 
Minn.; McVey Motor 





Darwin Wing Motor Sales,| 





le 


| Triumph Suspension— 


Exhibits at the London Auto Show in- 
cluded this view of the rear wheel sus- 
| pension on the Triumph Herald. The dif- 
ferential housing is mounted on the frame. 
Each half of the leaf spring, mounted 
across the top of the differential, acts as 
|@ separate spring. Guide bar is said to 
keep wheel suspension aligned. The Tri- 
umph is the only British mass-produced 
car with independent suspension for rear 
wheels. 


| 

Sales, Cedar Rapids, Ia.; General 
Auto Sales, Sioux Falls, S. D.; 
Curly’s Goliath Sales, Sheboygan, 
| Wis.; Richardson’s Pontiac, Spring 
Green, Wis., and Schnell Goliath 
Sales, Dickinson, N. D. 

* * * 








| 
Hambro 


AMBRO AUTOMOTIVE CORP. 
announces appointment of Leo 






Automotive manufacturers look to many fine companies 
to help them turn out the gleaming, husky marvels 

of engineering and design that roll off automobile, 
farm equipment and road machinery production lines. 
And one of the oldest members of the cast in this 
giant production is Rockwell-Standard Corporation. 


Today, Rockwell-Standard helps to put “‘the show on 
the road” by producing these quality products 
for the greatest names in the vast automotive industry. 


Front and rear driving axles, planetary axles, steering and trailer axles ¢ Torque converters, transmissions, 
transfer cases ¢ Bumpers and brackets e Seat and back cushion springs and frames ¢ Leaf and coil springs 
and spring steel products ¢ Brakes ¢ Universal joints and propeller shafts ¢ Forgings and stampings 








Dunne as manager of its wester 
service division in Burlingame 
Calif. Dunne, previously service 
manager of Hambro’s Minneapolis 
division, was born in Britain and 
moved to the U. S. three years ago, 
The Burlingame depot, containin 
$2 million worth of spare parts, 
supplies Hambro’s distributors ang 
dealers in the west, Hambro is U.§ 
representative of British Motor 
Corp. 
ok * os 
Lloyd 
ACIFIC CAR IMPORT CO., 4907 
Seventeenth Ave. N. W., Seat- 
tle, has been appointed as regional 
distributor for Lloyd in Washing. 
ton, Oregon, Idaho and Montana, 
Four new Lloyd dealers in the 
Seattle area are Motors, Inc., Scots- 
man’s Corner, J & R Motors and 
Lake City Cars. 


* * * 


Trimobile 


ae BENJAMIN, former 
St. Louis dealer, has _ been 
named assistant general sales man- 
ager of D. K. International Sales 
Corp., exclusive U. S. importer of 
the Japanese-built Trimobile. 

In announcing Benjamin’s ap- 
pointment, D. K. International 
President Lionel Marks outlined 
the framework for Trimobile’s na- 
tional distribution, 

“The nation will be divided into 
five geographical divisions, with 
each the responsibility of a divi- 
sional sales manager,” he said, “All 
will report to national headquar- 
ters in Los Angeles.” 

Trimobile distributors have been 
appointed for California, Nevada, 
Arizona, Washington, Oregon, Flor- 
ida, Georgia and Alabama, he said, 
and more than 40 dealers have been 
franchised. Another 100 are ex- 
pected by the end of 1960, accord- 
ing to Marks, 


* * * 


Volkswagen 
_— West German parliament is 
expected to begin early in De- 
cember considering a bill to de- 
nationalize Volkswagen. 

Under the bill, 40 percent of the 
firm’s stock would be retained by 
the Federal Government and the 
state government of Lower Saxony 
to support science and education. 











The remaining stock will be sold 
to individuals. Those with incomes 
over $4,000 a year would not be 
permitted to buy stock. 


* * * 


Renault 


Renault dealers throughout the 
U. S. sold 9,067 cars in October, an 
increase of 5 percent over the pre- 
vious month and 65 percent more 
than in October, 1958, according to 
Jack C. Kent, general sales man- 
ager, Renault, Inc. 

Kent said that the October sales 
record, made in the same month 
that several new lines of compact 
cars were introduced, “appears to 
bear out our prediction that the 
new compacts will increase motor- 
ists’ desire for and appreciation of 
economical, agile small cars.” 

Renault sales in the first 10 
months of 1959 totalled 77,117 cars, 
compared with 47,235 for all of 
1958, Kent said. 


* * * 


Austin 


STANDARD Austin Seven Sa- 

loon has completed a round 
trip of 1,066 miles through Eng- 
land, Scotland and Wales, record- 
ing an overall gas consumption of 
61.7 m.p.g. under strictly observed 
conditions, the company said. 

Driven by H. G. W. Kendrick, 
winner of the British 1959 Mobilgas 
Economy Run and three times out- 
right winner of the event previ- 
ously, the Austin Seven completed 
the test at an average speed of 
30.06 m.p.h. in compliance with the 
regulations observed in the Mobil- 
gas Economy Run. 

a + + 
Triumph 
MORE than 3,000 Triumph Her- 
alds were sold during the five 
days following the introduction of 
the car in Australia, according te 
Kenneth Clarke, sales director of 
Australian Motor Industries, Ltd, 
Melbourne. The firm is an associate 
company of Standard-Triumph, 
England. 

In accordance with Australian 
Government policy, more than 50 
percent of the content of the Her- 
ald is manufactured by Australian 
Motor Industries, 
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‘| A NEW AUTOMOTIVE SURVEY, conducted by Benson and Benson, for SPORTS 
CARS ILLUSTRATED proves that the SCI Reader is the man who is most likely to buy 

$f» @ Sports, imported or compact car. 

| This new comprehensive report, one of the most significant automotive studies ever released 

d| by any automotive magazine, also shows that: 

e | The median income of SCI readers is $9,236! 

SCI Primary Readers now own 8% of all sports and imported cars in the nation. 


SCI Readers trade their cars in on an average of every two years...compared to the ty h* » 
national average of four plus years. OR i 


e | 53,000 SCI Primary Readers plan to buy sports, imported and compact cars in the next 
irae svete CA BS wzestnarep 


* | To find out what cars and major accessories they are considering, how much they will spend the magazine your most likely customer reads! 
e | and a host of other valuable market, brand and media information, call, write or wire Arne AS «| scod circulation: 165,000 ABC first six months of 1960 
G. Gittleman, Advertising Director. ‘ 
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Ziff-Davis Publishing Co.,1 Park Avenue, New York 16, New York — ORegon 9-7200 + 215 West 7th Street, Los Angeles 14, Calif. —- MAdison 7-8043 + 4 Old Burlington Street, London W 1, England 
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Promoter, Dealer Says .. . 


Service Held Growth Opportunity 


By E. C, Bash 
Staff Correspondent 

ATLANTA.—Service isn’t a nec- 
essary evil to Fred Walters (Olds- 
mobile-Simca). He sees it as a “tre- 
mendous opportunity for growth, 
particularly in new-car sales.” 

“Good service is the most eco- 
nomical sales-promotion method 
possible,” said Walters, who has 
been a dealer for only six years. 

“We believe it is the soundest 
sort of business to encourage and 
promote service. Only through good 
service can we keep close and 
happy connections with car own- 
ers.” 

Walters, who also is a Vespa and 
Panhard distributor, was with 
Oldsmobile and Cadillac for 17 
years and sales vice-president of 
Packard for two years before open- 
ing his dealership here. 


Service business is growing and 
will continue to grow, Walters 
said. The dealer who wants to keep 
pace must have modern facilities 
with labor-saving equipment, ade- 
quate parking facilities, trained 
personnel and good customer re- 
lations, he added. 

Walters’ shop has 48 stalls in 
addition to all of the features he 
called essential to a successful 
operation. Jack Lewis is service 
manager. 

Only the dealer’s shop is equipped 
to handle the complicated service 
required by late-model cars, Wal- 
ters emphasizes in his contacts 
with customers. 

“With a complete service depart- 
ment with modern equipment the 
small operator cannot afford or 
does not have room for, we offer 
the public the same thing that pulls 
him into a supermarket rather than 
acorner grocery,” he said. 

Dealers must impress upon their 
new-car customers the increasing 
complexity of today’s autos, Wal- 
ters continued. 

“Such devices as power steer- 
ing, power brakes, air condition- 
ing call for skilled mechanics 
who are specialists in their 
fields,” he said. “These cannot be 
found in filling stations.” 

Walters said his service business 
has grown steadily since he opened 
his present quarters two years ago. 


He credited the rise to the fol- 
lowing factors: 

1. A modern facility of adequate 
size. The building covers 35,000 
square feet, of which 29,000 are de- 
voted to service and parts. 

2. Adequate parking facilities for 
customers and personnel. 

3, Modern labor-saving devices 


Goodyear Plans 
To Widen Roie 


In Foam Cushions 


PHILADELPHIA. — Plans for 
major market expansion in foam 
cushioning were announced last 
week by Goodyear. 

The company’s foam products di- 
vision revealed it will increase dis- 
tributor and field service organiza- 
tions substantially in 1960. 

This expansion comes in the face 
of competitive conditions within the 
industry which have forced several 
foam producers to withdraw from 
the market, Goodyear said. 

D. K. Usher, manager of the 
Akron firm’s sales division-foam 
products, said Goodyear will mar- 
ket new and improved Airfoam 
based 100 percent on the company’s 
recently announced synthetic rub- 
ber latex-Pliolite 5352. 

A new warehouse program will 
be established for distributors to 
insure a more efficient and econ- 
nomical flow of goods to customers, 
he said. 


Rambler Edges Corvair 
In Virginia Sales 
RICHMOND, Va.—The following 
totals were among new-car regis- 
trations for October reported by 
the Automotive Trade Assn. of 
Virginia. 
Rambler, 427; Corvair, 385; Re- 
nault, 378; Volkswagen, 249; Fal- 
con, 223, and Studebaker, 186. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


which “take the guesswork out 
of service and which do the work 
at the lowest cost to the cus- 
tomer.” 

4. Continuous training of service 
personnel in customer relations and 
in mechanics at the General Mo- 
tors Training Center. 

All service employes attend din- 
ner meetings which are held every 
60 days, Walters said. The service 
manager conducts the meetings, 
but Walters said he always is pres- 
ent. 

“I attend these meetings to im- 
press upon the employes how im- 
portant service is to the entire 
operation,” he continued. 

In discussions of current prob- 
lems, he added, emphasis is placed 
on ways to improve service. 

“We try to impress upon the 
workers that essentially the serv- 
ice department is the keeper of 
the company’s reputation,” Wal- 
ters said. 

“We also stress the importance of 
having every car inspected by the 
service adviser who wrote the re- 


pair order, to make sure that the 
work called for on the RO has been 
done correctly.” 

Walters said his advertising pro- 
gram is centered around direct- 
mail campaigns supplemented by 
consistent advertising in commu- 
nity weeklies. 

In addition, he said, an office 
clerk is assigned the responsibility 
for customer followup, Customers 
who haven’t been in for service for 
60 days receive a personal phone 
call, 

“The customer is told that he 
has been missed, that the call is 
being made as a service to him,” 
Walters explained. 

“He is told, for instance, that ac- 
cording to our records, the car has 
been driven more than 8,000 miles 
since the oil filter was changed, 
and wouldn’t he like to come in 
and have it taken care of?” 

Walters said his key service per- 
sonnel receive a bonus, The serv- 
ice manager, body shop foreman, 
service advisers and traffic control 
tower men participate. 


“YOU CANT BEAT THE PRACT 


ao TRUCKS 


Siti 
. Green 





An Eye-Catcher in Houston— 


This upside-down car proved to be an eye-catcher in Houston. The gimmick was 
used by Jimmie Green Chevrolet to draw prospective customers. 
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’57 Belvedere (8) 4-dr. hardtop, $880*. 
’56 Suburban (8) 2-dr., $705*. 
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'58 Special 4-dr. Riviera, $1,705* (ps); (ps). STUDEBAKER — "59. Silver ‘Hawk’ S-ar, A et Cr 
4-dr., $1,575*; 2-dr, Riviera, $1,600*| ’55 Windsor 4-dr., $500* (ps). ~ hardtop, $1,650. __ i. ea S 
(ps); Super 2-dr. Riviera, $1,615*; | DeSOTO—'57 Fireflite 4-dr. hardtop, §$1,- MISCELLANEOUS —’'55 Chevrolet % -ton [BAR 
Century 4-dr., $1,530*, $1,450*. 110* (ps). "panel, 9560°.. x ¢2 ———— | 
°57 Special 4-dr., $1,075*. ’56 Firedome 4-dr., $715* (ps). - ° : wa! 
56 Special 2-dr. Riviera, $780*; 4-dr. | DODGE—’57 Sierra (8) 4-dr., $1,305* (ps). 
Riviera, $725*, >, aah Super 2-dr. Ri- ’56 Coronet (8) 2-dr. hardtop, $405. ALBANY 
viera, $745* (ps), 75* (ps). EDSEL—’58 Corsair 2-dr. hardtop, $1,245* " ° 
’5> Special 2-dr., $435*; 2-dr. Riviera, (ps). oa Seis weet Monten. tame aoe fer sale of 
T aan 2-dr. Riviera, $380* oa ‘60 Galaxie (8) Starliner, $2,610*| Noy. 23. The sellers brought in some real G , 
, 54 Sup 2-dr. ’ § é ps). r . Sant a 
a} 53 Super 4-dr., $270*. "59 Galaxie (8) 4-dr., $2,210* (ps); eee aaa the ee m 173 ‘om f yf 
=f capILLAC—’55 (62) 2-dr. hardtop, $1,- Country Sedan (8) 4-dr., $2,165*; Fair-| Senmente ee ees a . 
200* (ps). lane 500 (8) 2-dr., $1,825*. os 
CHEVROLET—'59 Impala (8) 4-dr., $2,-| 58 Fairlane 500 (8) 2-dr., $1,260* (ps); | BUICK—'56 Special 4-dr., $790* (ps). 
j 250* (ps); 4-dr. hardtop, $2,205*, Custom (6) 2-dr., $1,005. ™ a a -~ oC re $580* ‘ 
$2,185*; 2-dr. hardtop, $2,150*; Bel ’57 Country Sedan (8) 4-dr., $1,050*. ps); Super 2-dr. Riviera, O* (ps). ‘Thi i is ev 
Air (6) 2-dr., $1,700. "56 Custom (8) 2-dr., $630. ' ’54 Special 4-dr., $430*; 2-dr., $185; ™m a ae is even lower than 
58 Impala (8) 2-dr, hardtop, $1,565;| °55 Custom (8) 2-dr., $630. Super 2-dr, Riviera, $330* (ps); 2-dr., y . 
Bel Air (8) sport coupe, $1,565*; 4-dr. ’54 Custom (8) 2-dr. Victoria, $200; $200. 
. hardtop, $1,455* (ps); Brookwood (8) 2-dr., $190. CADILLAC—’57 (62) conv., $2,370* (ps). $500*. 
* 4-dr., $1,480*%, $1,460*; Biscayne (6) "52 Custom (8) 2-dr., $125. 56 (62) 4-dr., $1,600* (ps); (60) Spe- 55 Bel Air (8) station wagon, $700*;| 
e 2-dr., $1,230. HUDSON—’54 Wasp 4-dr., $165. cial 4-dr., $1,525* (ps). 4-dr., $650*, $640*; 2-dr., §$530*; Bel 
"57 Bel Air (8) 4-dr., $1,205*; Two-ten| IMPERIAL—’58 Crown 4-dr. hardtop, $2,-| '42 (60) Special 4-dr., $130*. Air (6) 2-dr. hardtop, $575*; Two-ten 
(8) 4-dr., $975*; 2-dr., $970. 605* (ps). CHEVROLET—’60 Corvair (700) (6) 4-dr., (8) 4-dr., $590*, $480; 2-dr., $570*; 
"56 Two-ten (8) 4-dr., $475. MERCURY—’58 Monterey 2-dr., $1,065*. $2,075. Two-ten (6) 2-dr., $400. 
’55 Bel Air (8) station wagon 4-dr., ’57 Monterey 4-dr., §975* (ps); 2-dr. 59 Impala (8) 4-dr., $2,010* (ps). ’54 Bel Air 4-dr., $450*; Two-ten 2-dr., 
770* (ps); 4-dr., $575*, $545*; 2-dr. hardtop, $785*. "5S Impala (8) conv., $1,650* (ps); $420, $380*, $330, $310*. 
hardtop, $345*; Bel Air (6) 2-dr., ’56 Monterey 2-dr. hardtop, $610*. Brookwood (8) 4-dr., $1,410*; Bel Air "53 Two-ten 4-dr., $270; 2-dr., $260, 
$615*; Two-ten (8) 2-dr. hardtop, ’55 Monterey 2-dr, hardtop, $585*. (8) 4-dr., $1,380* (ps); Biscayne (6) $200*, $200; Bel Air 4-dr., $250, 
$575*; station wagon 2-dr., $540*; 54 Monterey 4-dr., $375; 2-dr., $150*. 2-dr., $1,060. $230". 
Two-ten (6) 2-dr., $470, $470*, $365; | OLDSMOBILE—’55 (88) Super 2-dr. Holi- ’57 Two-ten (8) station wagon, $1,425*, | DeSOTO—'55 Firedome 4-dr., $670* (ps). 
4-dr., $400. day, $635*; (88) 4-dr., $550*; (98) | $1,400*; 4-dr., $1,085*; Two-ten (6) | DODGE—’57 Royal (8) 2-dr. hardtop, $1,- 
was '54 One-fifty 2-dr., $355; Bel Air 4-dr., conv., $405*. station wagon, $1,180; 2-dr., $1,085, 050. 
$280*. "54 (88) 2-dr. Holiday, $270*. $950 ’55 Coronet (8) 4-dr., $430* . 
’53 Bel Air 2-dr., $345*. PLYMOUTH—’'58 Plaza (8) 2-dr., $890; "56 Bel Air (6) 4-dr., $861; Two-ten | FORD—’59 Galaxie (8) sunliner, $2,200* 
michal CHRYSLER—’57 Windsor 4-dr., $1,035* Savoy (6) 2-dr., $805. (8) 4-dr., $775*; Two-ten (6) 4-dr., (ps); Country Sedan (8) 4-dr., $1,- 








Wy 
~“70n  THE 1960 CHRY I" 


So says Lee Templeton, Chrysler-Plymouth dealer in Norristown, Pa., for the past 30 years. 
Mr. Templeton is excited about not only the new Chrysler line, but its new fabrics of Du Pont 
Upholstery Nylon ...and with /zs long experience, who knows better? In his own words, ““This 
upholstery line is the best I’ve ever seen! Never before has there been such a variety of styles 
and colors available! Such luxury and year-round comfort! All my salesmen have to do is men- 
tion Du Pont Nylon, and my customers know all about the ‘extra mileage’ it always gives: 
Particularly the women. You see, they know nylon in their own homes. That makes them 


ready and eager to accept fabrics of nylon in the family car. In my experience, selling the 
woman is one sure way of clinching the sale!” Smart of Chrysler to make it so easy, isn’t it! 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


REG. U.S. PAT. OFF. 


THE DUPONT SHOW WITH JUNE ALLYSON— Mondays, 10:30 PM, E.S.T., CBS-TV. The only exclusive weekly TV show pro- 
moting soft goods. Total selling impressions per show: 74,000,000... keeping Du Pont fibers miles ahead in consumer preference. 
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910* (ps). 

58 Custom (8) 2-dr., $1,000. 

’57 Fairlane 500 (8) conv., $1,360* (ps); 
4-dr. Victoria, $1,140*; Fairlane (8) 
4-dr., $1,910; Custom 300 (8) 4-dr., 
$770*; 2-dr., $760*. 

’56 Thunderbird (8) conv., $1,460; 
Ranch Wagon (6) 2-dr., $740; Coun- 
try Sedan (8) 4-dr., $700* (ps); Cus- 
tom (8) 4-dr., $560*, 

’55 Fairlane (8) 2-dr. Victoria, $610, 
$590* (ps), $550*; 2-dr., $520*; conv., 
$510. 

54 Custom (8) 2-dr., $360*; Custom 
(6) 2-dr., $265*, $230*%; Main (6) 4- 
dr., $220; Crest (6) 4-dr., $185*. 

"53 Custom (6) 4-dr., $155. 

’51 Custom (6) 2-dr., $110. 
HUDSON—’55 Hornet 4-dr., $200*. 
LINCOLN—’ 57 Capri 2-dr., $1,460* (ps). 

’56 Premiere 2-dr., $1,175* (ps). 

'55 Capri 2-dr. hardtop, $650* (ps). 

’51 Capri 4-dr., $110*. 

MERCURY—’57 Montclair 4-dr., $1,070* 
(ps); Monterey 2-dr., $1,010*, 

’56 Custom conv., $585*; Monterey conv., 
$545* (ps). 

’55 Monterey station wagon, §800* (ps). 

’'53 Monterey 4-dr., $190*, 
OLDSMOBILE—’'57 (88) Super 4-dr. Holi- 

day, $1,475* (ps); (88) 2-dr, Holiday, 
$1,230* (ps). 

’56 (88) 4-dr. Holiday, $1,035* (ps); 4- 
dr., $850*; (98) 4-dr., $610* (ps). 

’55 (88) 4-dr., $575* (ps), $540*. 
PLYMOUTH—'59 Fury (8) 4-dr. hardtop, 

$2,000*. 

’5S Plaza (6) 4-dr., $880. 

’57 Suburban (8) 2-dr., $950*%; Savoy 
(8) 2-dr, hardtop, $770*; 4-dr., $725*. 

’56 Suburban (8) Custom 2-dr., $690*; 
Belvedere (8) 4-dr. hardtop, $640*. 

'55 Belvedere (6) Suburban, $530; Savoy 
(8) 4-dr., $410*; 2-dr., $390; Plaza 
(6) 4-dr., $340*. 

’54 Savoy 4-dr., $200*. 

’53 Cranbrook Savoy, $180. 

PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
000* (ps). 

’57 Chieftain Safari 2-dr., $1,250*%; 2- 
dr., $1,200*; Super Chief 4-dr., $1,- 
125* (ps). 

’56 Chieftain station wagon, $875*. 

’55 Chieftain station wagon, $590*; 4- 
dr., $400. 

’54 Star Chief 4-dr., $360*; Chieftain 
4-dr., $290*. 

’53 Chieftain station wagon, $240; 4- 
dr., $110, 

RAMBLER—’'56 Custom Cross Country, 
$820*; 4-dr., $775* (ps); Deluxe 4-dr., 
$630*. 

’55 Custom 4-dr., $240*. 
STUDEBAKER—’56 Commander (8) 4-dr., 

$580°. 

MISCELLANEOUS—’57 Willys Jeep, $1,- 
275, $1,110. 

’56 Willys Jeep, $985. 

‘55 Ford F-100 pickup, $550; %-ton 
pickup, $510; Chevrolet %-ton pickup, 
$540°*. 

’54 Ford %-ton pickup, $390. 

’50 Dodge Cab & Chassis, $110. 


DETROIT 


Motor City Auto Auction, Sale every 
Monday, Prices are for sale of Nov. 23. 


BUICK—’59 LeSabre 2-dr. hardtop, $2,- 
150*; Invicta 4-dr., $2,130*. 

58 RM 4-dr., $1,950* (ps); Super 4-dr. 
Riviera, $1,800* (ps); Special 2-dr. 
Riviera, $1,600*, 

’57 Century 4-dr, Riviera, $1,145* (ps); 
Special 4-dr,. Riviera, $1,130*, 

’56 Special 4-dr. Riviera, $765*; 2-dr. 
Riviera, $750*; conv., $605* (ps). 

’55 Century 2-dr, Riviera, $515*; Spe- 
cial 2-dr. Riviera, $425*. 

’54 Special 4-dr., $285*; RM 4-dr., $260*° 
(ps). 

’53 Special 2-dr., $260* (ps). 

’52 Special 2-dr. Riviera, $110*. 

’51 Super 4-dr., $275*. 

CADILLAC—’59 (62) conv., $4,400* (ps). 

’58 (60) Special 4-dr. hardtop, $3,300* 
(ps), $3,200* (ps). 

55 (62) 4-dr., $1,100*. 

CHEVROLET—’60 Biscayne (8) 2-dr., $2,- 
200. 

"59 Impala (8) 4-dr, hardtop, $2,200*; 
2-dr, hardtop, $2,150. 

58 Impala (8) conv., $1,550* (ps); Bel 
Air (8) 4-dr., $1,550*, $1,340*; 2-dr., 
$1,430*. 

’57 Two-ten (8) station wagon, $1,400*, 
$1,150; 4-dr., $1,100*; Bel Air (8) 2- 
dr, hardtop, $1,375*; conv., $1,225; 2- 
dr., $1,175*, $1,135*. 

‘56 Bel Air (8) 4-dr. hardtop, $1,000*; 
Bel Air (6) 4-dr., $755*; Two-ten (8) 
4-dr., $715*; Two-ten (6) station wag- 
on, $695*. : 

‘55 Bel Air (8) 2-dr. hardtop, $780*; 
4-dr., $650*, $550*; Two-ten (6) 2-dr., 
$550, $400. 

’54 Two-ten 2-dr., $215. 

’53 Two-ten station wagon, $315*; Bel 
Air 4-dr., $300* (ps). 

CHRYSLER—’57 NY 4-dr., $1,400* (ps); 
Windsor 2-dr., $1,215* (ps). 

‘55 Windsor 2-dr. hardtop, $625* (ps), 

$515*; NY 2-dr. hardtop, $615* (ps). 
DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 


(Continued on Page 136, Col, 1) 













M. H. BURY's 
newspaper advertising column 


| Rolling Wheels 


syndicated by 
A. M. Beitier - Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 


NOW YOUR OWN 
PHOTO JUST 
LIKE STAMPS, 
IDEAL TO 
“PERSONALIZE” 
CARDS AND 
SALES PIECES, 


(AcTUAL size) 


SEND A CLEAR PHOTO (RETURNED) AND 


$2 per 100; $9 rer S00; $15 rer 1000, 


SENT POSTPAIO 
PAUL ROTHROCK ENTERPRISES 


133 MANOR AVE,, ELKHART, IND, 








134 


Compacts to Get 


Own Winter Tires 


AKRON.—Replacement tires and 
winter treads in 13-inch size for the 
new compact cars are now being 
Shipped to dealers by Goodyear 
Tire & Rubber Co. 

Both premium and standard 
quality first-line tires are available 
in the 6.00 and 6.50 sizes as replace- 
ment equipment. The former, the 
company’s Custom Nylon Super 
Cushion white sidewall model, can 
be fitted with a Captive-Air Steel 
Cord safety shield, The latter, a 
rayon tire known as the Custom 
Super Cushion, is being made with 
both black and white sidewalls. 

Suburbanite winter tires in the 
6.00 and 6.50-13 sizes are being pro- 
duced from rayon cord, in both 
black wall and whitewall styles. 
All are of tubeless design. A Good- 
year spokesman said the new 
small-car tires are distinct from 
tires of the same size that Good- 
year has produced in the U. S. 
since 1955 for imported automo- 
biles. 















Dealership Planned with Factory Aid— 


When Highland Plymouth Co., Grand Rapids, Mich., built a new dealership building, 
architectural assistance was provided by Chrysler Corp. All Chrysler Corp. dealers are 
eligible for similar assistance in expansion or modernization. The service department 
has nine hoists, 23 stalls, six body-shop stalls and a paint booth. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


‘ia * 


New Republic Van built by Utility Trailer Manufacturing Co. has a special suspension system for hi 


ats 
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Chrysler Offers Blueprints .. . 





Factory-Planned Dealership 


GRAND RAPIDS, Mich.—High-| opening Oct. 5, Highland delivereg 


land Plymouth Co. here is one of 
the first dealerships in the country 
to take advantage of the archi- 
to 
Chrysler Corp. dealers undertaking 
expansion or modernization of fa- 


tectural assistance available 


cilities. 

Highland Plymouth owners are: 
Harvey Koning, president and 
general manager; Jay Van Hou- 
ten, vice-president and new-car 
manager, and Tony Betten, sec- 
retary-treasurer and used-car 
manager. 


The new dealership facilities are 
situated on a lot 550 by 330 feet on 
the belt highway that by-passes 
Grand Rapids from east to west. 
They consist of a circular show- 
room capable of displaying up to 
10 cars and a _ 15,000-square-foot 
service building. It has nine hoists, 
23 stalls, six body-shop stalls and a 


paint booth. 


Koning reported that in the three 
weeks following the dealership’s 


cs 





gh value loads. 


ON NEW UTILITY VAN BUILT FOR REPUBLIC VAN LINES... 


Electronic Equipment is SAFE-T-LOADED ‘with 
New Aeroquip Cargo Control System 


CARGO CONTROL SYSTEM 


Aenoeulr Conrosation 


eomtens 


sees erm 
cette 





This reflective sign can be seen on trailers of America’s leading 
van lines. It assures the shipper that his goods and equipment 
are being moved safely, damage-free. 


The Utility Trailer shown above was built for high value cargo 
carried by Republic Van Lines. For damage-proof cargo control, 
Republic chose Aeroquip’s Vertical Track Tie-Down System. This 
new system provides over 1000 tie-off points on the trailer. It 
assures easy, damage-proof control of any cargo. And, it pro- 
vides quick, inexpensive multiple decking of cargo anywhere 
between floor and ceiling. 


Get full details on how SAFE-T-LOADED systems increase 
your business, add more per-load profit through damage-proof 
handling, greater payload capacity, fast loading and unload- 
ing. Mail the coupon below. 

*SAFE-T-LOADED is an Aeroquip Trademark 


deck brackets and quick-act 
Sturdy track also adds to wall 


2929 Floyd Street, Burbank, 





This interior view shows the many tie-off points in the 
van, and how the unique Aeroquip track holds both 


General Logistics Division, Aeroquip Corporation 


Please send full details on Aeroquip Cargo Control Systems for truck fleets. 


ion web tie-down straps. 
strength of the trailer. 


California 




















r 
! 
| 
° : Nome 
eroquip = 
| Company 
GENERAL LOGISTICS DIVISION Address 
2929 FLOYD STREET, BURBANK, CALIFORNIA | City Zone State 


Aeroquip Products are Fully Protected by Patents in US.A.. Canada and Abroad 


73 new cars and wrote orders for 
27 additional cars, The dealership 
also sold 96 used cars during the 
same period. This sales record ig 
approximately twice the businegs 
done at the former location in a 
similar period, he said. 

Second day after opening, the 
dealership turned away service 
business and has been operating at 
capacity since, Koning said. 

A Chrysler Corp, spokesman 
said the expansion and moderni- 
zation assistance ‘available to 
dealers is in the form of archi- 
tectural drawings of three basic 
building designs, elevations, spe- 
cifications, cost estimates and 
perspectives. 

To offer this service, Chrysler 
Corp. retained the services of a 
firm of architects experienced in 
design, layout and construction of 
dealership facilities, he said. 

Dealers may avail themselves of 
working drawings and specifica- 
tions, developed specifically for 
their construction projects for a 
nominal fee and by direct negotia- 
tion with the architect, he said. 

* + * 








New Surroundings— 


Harvey Koning, president and general 
manager of Highland Plymouth Co., Grand 
Rapids, Mich., shows off one of the 10 
cars that can be displayed in circular 
showroom of new dealership building. 
Sales have doubled since move to new 
location, he said. 


Liberal Studies 
Called Necessary 


For Executives 


WHITE PLAINS, N. Y.—The ex- 
ecutive of today—and tomorrow — 
will profit greatly from a liberal] ed- 
ucation, according to 19 authorities 
in the worlds of business and letters 
who express their views in “To- 
ward the Liberally Educated Ex- 
ecutive.” 

The 129-page, soft-cover volume 
was published by the Fund for 
Adult Education, 200 Bloomingdale 
Rd., White Plains, N. Y. 

The book is designed to illustrate 
three propositions that are funda- 
mental to an understanding of the 
education of executives in our time, 
according to C. Scott Fletcher, fund 
president. 

The propositions are that the 
problems facing executives today 
can be grasped and dealt with only 
by men with “big” minds; that in 
terms of education the best way to 
cultivate this “bigness” of mind is 
through the liberal studies, and that 
“since the needs of men for under- 
standing and insight are never 
wholly met .. . liberal education 
should be continuous throughout 
life.” 

One of the contributors, Gilbert 
W. Chapman, president, Yale & 
Towne Mfg. Co., asserts that “the 
specialist cannot function effective- 
ly at the top level of management 
if all he brings to it is his spe- 
cialty.” 

Chapman continued: “Let the 
specialist extend his knowledge into 
the broader fields of general learn- 
ing; then he, too, can move ahead 
perhaps even more rapidly than 
others.” 
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Consumption Doubles... 


Wool Staging Comeback on 60s | il 


NEW YORK.—Wool is making a) iency of the fiber in an upholstery 


strong comeback in automobile up- 
holstery, Max F. Schmitt, president 
of the Wool Bureau, reported in 
summarizing the resurgent status 
of the natural fiber in the automo- 
tive field. 


fabric makes for smoother and 
more comfortable riding for the 
passenger. The natural insulation 
of wool also makes wool upholstery 
cooler in summer, and warmer in 
winter. 





adding an all wool car in this ser- 
ies. In addition, the New Yorker 
four-door sedan is offered with a 
wool bolster interior trim design. 
LINCOLN AND CONTINENTAL: Will 
continue the use of wool broad- 


|cloth in the Town Car series. 





Lused-car dealers have approved a 


Schmitt said that the consump- 
tion of wool for transportation 
upholstery is twice as great as it 
was a year ago. He quoted U. S. 
Bureau of the Census figures 
(Facts for Industry, Woolen and 
Worsted Woven Goods) indicat- 
ing that production of woolen 
and worsted woven goods for 
transportation upholstery in the 
second quarter of 1959 was 136 

nt ahead of the same period 
in 1958. Totals for the first half 
of 1959 were 103 percent ahead of 
first-half 1958, while first-quarter 

1959 was 81 percent ahead of 

first-quarter 1958. 

Total wool consumption in trans- 
portation upholstery for 1958 was 
1.1 million linear yards, an alltime 
low. The peak was 38.8 million lin- 
ear yards in 1950. 

“There is strong evidence that 
wool as a component of automobile 
upholstery is making a significant 
recovery,” Schmitt said. 

He pointed out that automobiles 
account for the major part of the 
transportation upholstery totals. 

Increasing emphasis by automo- 
bile manufacturers on quality and 
juxury in car models below the top- 
priced lines is one of the principal 
reasons for the stepup in the use of 
wool, Schmitt said. 

The quality and luxury features 
of wool as an upholstery fabric 
are a significant selling point for 
the medium-priced cars in the 
new and more intense competi- 
tion shaping up with the intro- 
duction of the new American- 
made compact cars, he said. 

A strong indication of the new 
fascination with wool on the part 
of automobile manufacturers is the 
heightened fashion consciousness, 
Schmitt said. Chrysler Corp. asked 
the Wool Bureau to arrange for 
the designing of high-styled wo- 
men’s suits in wool upholstery fab- 
rics. 

These suits, by Handmacher, 
were modeled at Chrysler dealer 
shows across the country prior to 
the introduction of new models as 
a means of dramatizing this new 
“quality plus” in the cars. Chrysler 
also used “Miss Wool of 1960” ex- 
tensively in newsreel and news- 
paper publicity in connection with 
new models. 

Schmitt mentioned the Chrysler 
New Yorker sedan, which offers 60 
percent wool broadcloth upholstery 
for 1960 as standard equipment, as 
one example of a medium-priced 
model going into wool for the first 
time with the 1960 models. 

Previously only the top-priced 
Imperial Le Baron and Crown 
Imperial models, of the Chrysler 
Corp. products, had offered wool. 
Not since 1954 has the New York- 
er model offered wool upholstery. 

“Wool gives a better ride,” 
Schmitt said, in explaining the new 
popularity of wool in the automo- 
tive field. 

He said that the natural resil- 


Another “quality” asset of wool 
which Schmitt cited is its dye fast- 
ness, giving an upholstery fabric 
of wool richer and truer colors and 
longer color life. 

Schmitt said that a recent 
Wool Bureau survey of the lead- 
ing automobile manufacturers in- 
dicated an increase in the use of 
wool by all the major producers. 

Following is the status of wool 
in the production planning for the 
1960 lines of the major automobile 
manufacturers: 

CHRYSLER AND IMPERIAL: Imperial 
LeBaron models have all new color 
in wool broadcloth; Crown Imperial 
four-door sedan will have new col- 
ors in wool broadcloth as bolster 
trim; Chrysler New Yorker, the use 
of wool broadcloth is expanded by 


CADILLAC: The Brougham 
models feature all wool broad- 
cloth as in 1959; Model 75 and 
the limousine series will offer 
various combinations of wool 
broadcloth and Bedford cord; the 
Model 60 Fleetwood series will 
offer new color options in wool 
broadcloth to complement exte- 
rior colors. - 
Buick: Will employ the use of — 

wool broadcloth in four new colors 
as bolster trim in the Electra 225 — i 
series. Heralding a new trend in = <a 
automotive fabrics is the introduc- ee ; rl 
1960 Buick LeSabre and the 196) Suits from Automotive Wool— 
Pontiac Bonneville series. The new Comedian Red Buttons is shown with three models who are dressed in suits made 
wool blend materials will feature a of the same wool cloth used in 1960 Chrysler, Imperial, Cadillac, Buick and Continental 
wide variety of colors and shading Mark V cars. The girls are wearing Handmacher suits made from the automotive 
of colors, wool fabrics. 












How America’s Number One Original Equipment Carburetor Helps Sell Cars... 


RELIABILITY THROUGHOUT 


V7 <a 
RY ae UN aq 


from product performance to service! 

















ANOTHER NEW HIGH IN CARBURETOR RELIABILITY! 


Cleveland Dealers 
To Change Hours 


CLEVELAND.—For the first time 
in 10 years, Cleveland’s new and 


Keeping your customers satisfied means a lot more than providing a 
top-quality carburetor that performs from the very first start. It means 
top-quality service kits for regular carburetor maintenance. These kits are 
specially designed for specific jobs to assure quick, easy service . . . 

and more than satisfactory results for the customer. So, keep an eye on 
your customer’s satisfaction . . . keep a Rochester-GM Carburetor on his 


car. Rochester Products Division of General Motors, Rochester, New York. 


America’s 

number one 

Original equipment 

carburetors 
ROCHESTER BURETORS 


ei aia rett 


change in operating hours. They 
will be closed Wednesday evenings 
and open Monday and Friday 
nights until 9 o’clock. 

The plan, approved by both the 
Cleveland Auto Dealers Assn. and 
the Cleveland Independent Auto 
Dealers Assn., will be in operation 
through next April. It then will be 
reconsidered as a year-round sched- 
ule, 

Prior to the change dealers were 
open until 9 p.m. on Monday, Wed- 
nesday and Friday. Until 10 years 
ago they were open five nights a 
week, 


Fire Strikes Bryan 


NEW CASTLE, Pa.—Bryan Mo- 
tor Sales Co. here was destroyed in 
a fire which also razed a bottling 
company and two apartment 
homes. 


MOTORS 








Used-Car Auction Prices 
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*52 Custom (8) 2-dr., $185*. 
LINCOLN—’ 54 Capri 2-dr. hardtop, $535*. 
MERCURY—’57 Monterey 4-dr. hardtop, 

$1,100; 4-dr., $1,100*; Commuter 2-dr., 
$1,060* (ps). 

’56 Custom 4-dr, hardtop, $750*. 

’55 Monterey 2-dr. hardtop, $525*, $490*; 


250°. 
’56 Firedome 2-dr. hardtop, $700* (ps). 
’55 Fireflite 2-dr. hardtop, $750* (ps), 
"54 Firedome 4-dr., $350* (ps). 
DODGE—’'57 Coronet (8) 4-dr. hardtop, 
$915*. 
’56 Coronet (8) 2-dr., $620. 


54 Royal (8) 2-dr., $190*. 4-dr., $490*; Montclair 2-dr. hardtop, 
’53 Coronet (6) 2-dr., $185. $500". 
EDSEL—’60 Ranger 4-dr. hardtop, $2,435* ’54 Monterey 2-dr., $400*; 4-dr., $180*, 
(ps). $150. 
’58 Villager 4-dr., $1,470*. ’53 Monterey 4-dr., $275*. 
FORD—’59 Country Sedan (8) 4-dr., $2,-| OLDSMOBILE—’59 (98) 4-dr. Vista, §$2,- 


700* (ps); (88) Super conv., $2,590*. 

"58 (88) Super 4-dr. Holiday, $2,000* 
(ps); (88) 2-dr., $1,650%, $1,640*. 

’57 (88) Super Fiesta 4-dr., $1,350* (ps). 

"56 (88) 4-dr., $800* (ps). 

’55 (88) 4-dr., $700*, $600*; 2-dr, Holi- 
day, $640*. 

"54 (98) 2-dr, Holiday, $525*, $425*; (88) 
2-dr., $435*; 4-dr., $315*, 

PACKARD—’'56 Clipper 4-dr., $430*. 


135*; Galaxie (8) 4-dr., $1,900; Coun- 
try Squire (8) 4-dr., $1,835*. 

'58 Thunderbird (8) conv., $2,785* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $1,- 
600*; Country Sedan (8) 4-dr., $1,550*; 
Ranch Wagon (8) 2-dr., $1,400*; 
Ranch Wagon (6) 2-dr., $1,085; Cus- 
tom 300 (8) 4-dr., $1,300; 2-dr., $1,- 
210*; Fairlane (8) 2-dr., $1,225*. 

°657 Fairlane 500 (8) 4-dr, Victoria, $1,- 


250*, $1,115*, $1,000* (ps), $1,015*; | PLYMOUTH—’58 Savoy (6) 4-dr., $960; 
conv., $1,060*; Fairlane (8) 2-dr., $1,- Plaza (8) 2-dr., $960. 

150*, $1,050*° (ps), $1,000; 2-dr, Vic- 57 Belvedere (8) conv., $1,050; 2-dr., 
toria, $995; Custom 300 (8) 4-dr., $835*; Savoy (6) 4-dr., $650; 2-dr., 


$950". 

’56 Fairlane (8) 2-dr, Victoria, $800*, 
$760*; 4-dr., $800*; Fairlane (6) 2-dr., 
$490*; Custom (8) 4-dr., $660*; Coun- 
try Sedan (6) 4-dr., $600. 

’5S Fairlane (6) 4-dr., $490; Custom (6) 
2-dr., $415, 

°64 Ranch Wagon (8) 2-dr., $420, $410, 
$360; Custom (8) 2-dr., $370, $340", 
$335, $315*; Main (8) 2-dr., $290. 

*53 Crest (8) 2-dr. Victoria, $350. 


$595. 

"56 Belvedere (6) 4-dr., $560*; Savoy 
(6) 4-dr., $250*, 

55 Plaza (6) 4-dr., $200*; Savoy (6) 
4-dr., $150*, 

’53 Savoy 4-dr., $150. 

PONTIAC—’59 Star Chief 4-dr., 

(ps); Catalina sport coupe, 


$2,450° 
$2,320* 


(ps); 2-dr., $1,900*. 
’58 Super Chief 4-dr., $1,540* (ps). 
Chief conv., 


"57 Star $1,275* (ps); 


ERE 


Pcie eect 








Super Chief 4-dr. Catalina, $1,180*; 
Chieftain 2-dr, Catalina, $1,135*. 

’56 Star Chief 2-dr. Catalina, $750*, 
$670*, $650*; Chieftain 2-dr, Catalina, 
$705*, $600*. 

’55 Chieftain 4-dr., $475*, $450*. 

’54 Chieftain 4-dr., $350, 


RAMBLER—’59 Ambassador (8) Super 
Cross Country, $1,700. 
"58 Ambassador (8) Super Cross Coun- 
try, $1,450*, $1,205. 
'57 Rebel (8) Super Cross Country, $1,- 
000* (ps). 
STU DEBAKER—'59 Lark (8) station wag- 
on, $1,850*, 
CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Nov, 24, Market 
strong. All sharp cars sold, Sold 317 cars 
from 562 consignments. 


BUICK—’58 Special conv., 
4-dr, Riviera, $1,475* 
2-dr., $1,435*. 

57 Super 4-dr, 
$1,005* (ps); 


$1,640* (ps); 
(ps); Century 


Riviera, $1,535* (ps), 

RM 4-dr., $1,475* (ps), 
$1,335* (ps); Century 4-dr, Riviera, 
$1,190* (ps); Special 4-dr, Riviera, 
$1,160* (ps); 4-dr., $950*, 

’56 Super 4-dr. Riviera, $1,000* (ps), 
$930* (ps), $905* (ps), $850* (ps); 
Century 4-dr. Riviera, $945* (ps); Spe- 
cial 4-dr, Riviera, $850* (ps); 2-dr. 
Riviera, $700* (ps). 

CADILLAC—’60 (62) 4-dr. hardtop, $5,- 
700* (ps); 4-dr., $5,150* (ps). 

°59 de Ville 2-dr. hardtop, $4,285* (ps), 
$4,230* (ps); (62) 2-dr., $4,100* (ps), 
$4,000* (ps); 4-dr., $4,050* (ps), $3,- 
970* (ps). 

’58 (62) Coupe de Ville, $3,240* (ps); 
Sedan de Ville, $3,050* (ps); (60) Spe- 
cial 4-dr., $3,230* (ps). 

’57 (62) Coupe de Ville, $2,600* (ps), 
$2,180* (ps); conv., $2,320* (ps); (60) 
Special 4-dr., $2,290* (ps), $2,195* 
(ps). 





What's the best oil for 
these new compact cars? 


The answer, of course, is Quaker State. 


Every drop of Quaker State Motor Oil has two built-in advantages. 
First, it’s refined from 100% Pure Pennsylvania Grade Crude Oil, 
the world’s most naturally pure lubricant. Second, it’s specially refined 
to more than meet the needs of today’s new engines. 

Quaker State stands up best in stop-and-go city driving and on 


long grueling runs on the open highway. It keeps engines clean, 


quiet, and powerful. Thus it insures top perfor- 
mance, better gasoline mileage, and freedom from 
costly repairs. 

Yes, Quaker State is best for the new compact 
cars! It’s the best motor oil you can buy... for all 
cars. Ask for it by name. Available everywhere. 





QUAKER STATE OIL REFINING CORP., OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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’56 Eldorado conv., $1,590* (ps); (62) 
Sedan de Ville, $1,455* (ps). 


CHEVROLET—’59 Impala (8) 4-dr. hard- 


top, $2,325* (ps); Bel Air (8) 4-dr. 
hardtop, $1,955*; 4-dr., $1,950*; 2-dr., 
$1,750*; Biscayne (6) 2-dr., $1,685*; 


Biscayne (8) 2-dr., $1,600. 

’58 Corvette (8) conv., $2,275, $2,025* 
(ps); Impala (8) 2-dr, hardtop, §$1,- 
755* (ps), $1,625* (ps); conv., $1,- 
550*; Bel Air (8) 4-dr, hardtop, §$1,- 
475* (ps); 4-dr., $1,465*; 2-dr., $1,- 
440*; Bel Air (6) 4-dr., $1,425* (ps); 
Brookwood (8) 4-dr., $1,300; Biscayne 
(8) 2-dr., $1,290, $1,280*%; 4-dr., $1,- 
250*; Biscayne (6) 2-dr., $1,175*, 

’57 Bel Air (8) 4-dr, hardtop, $1,430*, 
$1,395*, $1,375*, $1,350*%; 4-dr., $1,- 
090*; Two-ten (8) station wagon 4-dr., 
$1,325; 4-dr., $1,080*, $1,030*, $1,000, 


$715; Two-ten (6) 4-dr., $1,100, $1,- 

- 010; Nomad (8) 2-dr., $1,290*; One- 
fifty (8) station wagon 2-dr., $1,025; 
2-dr., 2 at $760. 

56 Bel Air (8) 4-dr, hardtop, $1,070* 
(ps), 2 at $990*, $915* (ps); Two-ten 
(6) 2-dr., $810*; 4-dr., $740*, $590*; 
Two-ten (8) 2-dr., $800*; 4-dr., $740; 
One-fifty (8) 4-dr., $770; 2-dr., $595, 
$580. 

CHRYSLER—’58 Saratoga 4-dr., $1,775* 
(ps). 


’57 Saratoga 4-dr. hardtop, $1,300* (ps). 


’56 Windsor 4-dr, hardtop, $950* (ps); 
4-dr., $505*. 

’55 Windsor 4-dr., $755*. 

’54 NY 4-dr., $590* (ps); Windsor 2-dr. 


hardtop, $300* (ps). 
DeSOTO—’57 Firesweep 4-dr., $935*; Fire- 
dome 4-dr., $845*. 
’56 Firedome 4-dr., 


$540* (ps). 


’55 Firedome 2-dr, hardtop, $750* (ps); 
Fireflite 4-dr., $655*. 

DODGE—’58 Coronet (8) 4-dr., $1,175* 
(ps). 

’57 Royal (8) 4-dr, hardtop, $1,225* 
(ps). 

FORD—’60 Galaxie (8) 4-dr. Victoria, $2,- 
725* (ps); sunliner, $2,715* (ps), $2,- 
680* (ps). 

’59 Thunderbird (8), $3,120* (ps); Ga- 
laxie (8) 4-dr,. Victoria, $2,045* (ps), 
$1,990* (ps); 4-dr., $2,025*; Fairlane 
500 (8) 4-dr. Victoria, $1,940*; 2-dr. 
Victoria, $1,900*; Custom 300 (8) 2- 
dr., $1,605. 

’58 Thunderbird (8) 2-dr, hardtop, §$2,- 
755* (ps); Fairlane 500 (8) conv., 
$1,415* (ps); 4-dr., $1,345*; Fairlane 
(8) 4-dr, Victoria, $1,375*; Custom 
300 (8) 4-dr., $1,070*; Custom 300 
(6) 2-dr., $1,010*, $1,000, $1,000* 
(ps), $950*. . 

’57 Thunderbird (8) conv., $2,190; Fair- 
lane 500 (8) 4-dr. Victoria, $1,300*. 
$1,230* (ps); 4-dr., $1,100*; Fairlane 


500 (6) 4-dr., $675* (ps); Fairlane (8) 
2-dr. Victoria, $985*; Custom 300 (8) 
2-dr., $880*, $865*; 4-dr., $875*; Cus- 
tom (6) 2-dr., $675*. 

’56 Fairlane (8) 4-dr., $915*, $880*; 4- 
dr. Victoria, $905*; 2-dr. Victoria, 
$795* (ps); 2-dr., $705*; conv., $685*; 
Fairlane (6) conv., $465*; Custom (8) 
2-dr., Victoria, $700* 


IMPERIAL—’57 Imperial 4-dr. hardtop, 
$1,740* (ps); Crown 4-dr., $1,635* 
(ps). 

LINCOLN—’58 Capri 4-dr. hardtop, $2,- 
300* (ps). 

’57 Premiere 4-dr., $1,625* (ps). 

MERCURY—’59 Monterey 4-dr. hardtop, 
$2,225°. 

‘58 Park Lane 4-dr. hardtop, $1,700* 
(ps). 


2- 


’57 Monterey 4-dr. 


hardtop, $1,155*; 





Used Imported 


Cars 


ALBANY 
Hillman—’56 Husky station wagon, $470. 
Jaguar—’52 4-dr., $250. 
Renault-——’58 Dauphine 4-dr., 
Volkswagen — '56 Microbus, 


$600. 
CALDWELL, N. J. 
Lloyd—’60 2-dr., $975. 
Renault—’57 Dauphine 4-dr., $505. 
Triumph—’58 TR3 roadster, $1,505. 
Volkswagen—’58 conv., $1,080. 


CHICAGO 
Vauxhall—’58 4-dr., $900. 
Volvo—’58 2-dr., $1,250. 


DETROIT 
Volkswagen—’56 2-dr., $775; conv., $700. 


EBENSBURG, PA. 
Triumph—’59 station wagon 4-dr., $825. 


FLINT 
Borgward—’58 station wagon, $1,000. 


LOS ANGELES 
Austin—’53 conv., $165. 
Fiat—’58 (1100) 4-dr., 

$600. 
Jaguar—’'53 roadster, $450. 
Mercedes-Benz—'57 4-dr., $2,195. 
Renault—’59 Dauphine 4-dr., $1,150. 
Simea—’56 Aronde 4-dr., $285. 
Volkswagen—’58 sunroof, $1,450. 
°56 2-dr., $875, $865. 


MANHEIM, PA. 
Austin—’59 Healey conv., $2,100. 

54 4-dr., $290. 

Lancia—’59 Appia 4-dr., $1,850. 
Mercedes-Benz—’'59 (180) 4-dr., 

’58 (2208) 4-dr., $2,800. 
MG—’57 conv., $1,210. 
Renault—’59 Dauphine 4-dr., $1,100, 

’58 Dauphine 4-dr., $860. 

’57 4-dr., $610; Dauphine 4-dr., $550. 
Sunbeam—’'59 2-dr. hardtop, $1,250. 
Triumph—’59 conv., $1,610; 4-dr., $650. 
Volkswagen—’60 2-dr., $1,680. 

"59 Karmann-Ghia 2-dr., $1,980, $1,950; 
2-dr., $1,960, $1,530, $1,500, $1,470; 
conv., $1,490. 

Volvo—’58 (P444) 2-dr., $1,180. 


PORTLAND, ORE. 
Austin—'55 4-dr., $445. 
Fiat—'59 2-dr., $700. 
Ford (English)—’'57 Escort station wagon 
2-dr., $500. 
Hillman—’'55 Minx 4-dr., $450. 
Renault—’57 Dauphine 4-dr., $655; 4-dr., 
$645. 
Simeca—’59 4-dr., $795, $740. 
Vauxhall—’58 4-dr., $935; 2-dr., 
Volkswagen—'57 2-dr., 2 at $950. 
’56 2-dr., $895. 
"55 2-dr., $800. 
WAREHOUSE POINT, CONN. 


Fiat—’58 roadster, $1,400. 
Renault—’58 4-dr., $510. 








$615. 


$800; Kombi, 


$900; (600) 2-dr., 


$2,450. 


$750. 


$745. 





—_— 


dr, hardtop, $1,030* Montelaiy 
4-dr., $1,040* (ps). 

’56 Monterey 4-dr. hardtop, $840* (pg) 
2-dr. hardtop, $670* (ps), $625*, $529 
(ps). 

NASH—’56 Statesman $560" 
(ps). 

OLDSMOBILE—’59 (88) Super 4-dr. Hoy. 
day, $2,630* (ps); 4-dr., $2,495* (ps 
2-dr. Holiday, $2,480* (ps); (98) 4-dr 
$2,520* (ps). ’ 

’58 (98) 2-dr. Holiday, $1,920* (ps); 
4-dr, Holiday, $1,745* (ps), $1,689 
(ps), $1,655* (ps), $1,575* (ps) 

’57 (88) Super Fiesta, $1,580" (ps); « 
dr. Holiday, $1,530* (ps), $1,350° (ps). 
2-dr. Holiday, $1,100* (ps); (98) 4-dr 
Holiday, $1,575* (ps); 2-dr, Holiday, 


(ps); 


(6) 4-dr., 


(88) 


$1,390* (ps); (88) 4-dr, Holiday, $). 
270°. 

°56 (88) 4-dr., $1,135*%; 4-dr. Holiday 
$895* (ps); 2-dr, Holiday, $855*; (93) 
conv., $1,000* (ps), $965* (ps); 4-dr, 
Holiday, $935* (ps); (88) Super 2-dr, 
$910". 


’54 (88) 2-dr., $300*, 

PLYMOUTH—’'58 Suburban (8) Custom 4. 
dr. (9 pass.), $1,435*; Deluxe 4-dr 
$1,150*; Savoy (8) 4-dr., $1,185*; Bei. 
vedere (8) 2-dr. hardtop, $1,105* (pg), 

’57 Suburban (8) 4-dr., $1,155*; Belve 
dere (8) 2-dr., $1,075*; 4-dr. hardtop, 
$975*; 4-dr., 2 at $900*; Savoy (g 
2-dr., $775. 

"56 Belvedere (8) 4-dr. hardtop, $709 
(ps); Belvedere (6) 4-dr., $550*; Savoy 
(8) 2-dr., $620; Savoy (6) 4-dr., $515, 

’55 Belvedere (6) 4-dr., $695*. 

"54 Suburban 2-dr., $355. 

PONTIAC—’59 Bonneville $2,850* 
(ps). 

’58 Super Chief 2-dr. Catalina, $1,450*; 
4-dr, Catalina, $1,430*. 

’57 Star Chief 4-dr, Catalina, $1,150* 
(ps); Super Chief 2-dr. Catalina, §1,. 
125*; Chieftain 4-dr., $900*. 

’56 Safari 2-dr., $835*; Chieftain 4-dr., 
$800, $700*; 4-dr, Catalina, $580*. 
RAMBLER—’59 Ambassador (8) Super 
Cross Country, $1,905; American (6) 

Super 2-dr., $1,095. 
’56 Custom 4-dr. hardtop, $830*. 
’55 Super Cross Country, $515*, 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Nov, 24, 
BUICK—’58 RM conv., $2,050* (ps). 

’57 Special Estate Wagon 4-dr., $1,750* 

(ps); 2-dr. Riviera, $1,315. 

"56 Special 2-dr. Riviera, $1,100* (ps), 

$1,020* (ps), $895*; 2-dr., $950* (ps), 


conv., 


’55 Century 4-dr., $850*, $775"; Special 
4-dr. Riviera, $835* (ps). 
CADILLAC—’57 (75) 4-dr., $2,725* (ps). 
’56 (62) 2-dr, hardtop, $1,975* (ps). 
’55 (62) 4-dr., $1,385* (ps). 
’53 (62) 4-dr., $725. 
CHEVROLET—'60 Corvair (6) 2-dr., §2,- 
375*. 
‘59 Impala (8) 2-dr. hardtop, §$2,370* 


(ps); 4-dr. hardtop, $2,325* (ps), §$2,- 
305* (ps), $2,285* (ps); Parkwood (6) 


4-dr., $2,170; Bel Air 4-dr., $1,930, 
— (ps); Biscayne (6) 4-dr., §1,- 
50. 

’58 Brookwood (8) 4-dr., $1,675*; Yeo- 
man (8) 2-dr., $1,540; Biscayne (8) 
4-dr., $1,500*, $1,460*; Delray (6) 4- 
dr., $1,350. 


’57 Bel Air (8) conv., $1,570; 2-dr., $1,- 
540*; 4-dr., $1,375*; Two-ten (8) sta- 
tion wagon 4-dr., $1,515*; 2-dr. hard- 
top, $1,350*; 2-dr., $875; 4-dr., $1,275. 

’56 Two-ten (8) station wagon 4-dr., 
$975*; 2-dr., $900*; 4-dr., $850*. 

55 Two-ten (8) station wagon 4-dr., 
$960*, $925*; Two-ten (6) 2-dr., $780, 
$750; Bel Air 4-dr., $720, $720*, $695°*. 

’54 Two-ten Delray, $725; Bel Air 2-dr. 
hardtop, $555. 


’53 Two-ten station wagon 4-dr., $550; 
2-dr., $445; Bel Air 2-dr. hardtop, 
$530*; 2-dr., $460; 4-dr., $375* (ps). 


DODGE—’57 Sierra (8) 4-dr., $1,525*. 

’54 Coronet (8) 4-dr., $335. 

EDSEL—’58 Ranger 4-dr., $1,060*. 

FORD—’59 Galaxie (8) 4-dr. Victoria, §2,- 
270*; Country. Sedan (8) 4-dr., §2,- 
250* (ps); (9 pass.), $2,200* (ps), 
$2,150" (ps), $2,125* (ps); Ranch 
Wagon (8) 2-dr., $1,750, 

"58 Country Sedan (8) 4-dr., 
(ps), $1,600* (ps), $1,460*; 
500 (8) 4-dr., $1,645* (ps); 
(6) 4-dr., $1,275, 

’57 Country Sedan 


$1,675* 
Fairlane 
Custom 


(8) 4-dr., $1,370; 
Fairlane (8) 4-dr., $1,285*, $1,025*; 
Fairlane 500 (8) 2-dr., $1,275; 2-dr. 
Victoria, $1,220*; Ranch Wagon (8) 
2-dr., $1,155, $1,050; Custom 300 (8) 
4-dr., $1,080*; 2-dr., $950. 

‘56 Fairlane (8) 4-dr., $725*; 

$700. 

’55 Fairlane (8) 2-dr., $625*. 
HUDSON—’53 Hornet 4-dr., $210*. 
MERCURY—’'57 Colony Park 4-dr., §$1,- 

775* (ps); Voyager 2-dr., $1,515*; 
Montclair 2-dr. hardtop, $1,350* (ps). 

’56 Montclair 2-dr. hardtop, $1,195* (ps). 

’55 Montclair conv., $855*; 4-dr., $750*. 

’54 Monterey 2-dr. hardtop, $675* (ps). 


2-dr., 


OLDSMOBILE—’56 (88) Super 4-dr., $1,- 
085° (ps); (88) 4-dr, Holiday, $1,- 
020°. 


’55 (88) Super 2-dr, Holiday, $960* (ps). 

°53 (88) Super 2-dr. Holiday, $475* (ps); 
(88) 4-dr., $405*, 

PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 
top, $1,800* (ps). 

’57 Belvedere (8) 2-dr, hardtop, $1,405*; 
4-dr., $1,180*; Savoy (8) 4-dr., $975*; 
Plaza (6) 4-dr., $875. 

53 Cranbrook 4-dr., $370. 

PONTIAC—'58 Chieftain 
(ps). 

’55 Chieftain station wagon 4-dr., $925° 

(ps); Star Chief 4-dr., $805". 


2-dr., $1,395° 


RAMBLER—’58 Rebel (8) 4-dr., $1,595° 
(ps). 
’57 Custom (6) Cross Country, $1,525, 
$1,450. 
'55 Custom (6) Cross Country, $780; 
Super 4-dr., $635, 
STUDEBAKER—’'56 President (8) 2-dr., 
$825. 
‘53 Champion (6) 4-dr., $285: 
MISCELLANEOUS—’58 Chevrolet (6) %- 
ton pickup, $1,020; Ford %-ton pick- 


up, $825. 
’56 Ford (8) %-ton pickup, $600. 
* * * 


— Auctions in Brief — 


CALDWELL, N. J. 

Skyline Auto Auction. Sale every Tues- 
day (Nov. 24). Despite heavy rain and off 
day sale, over 70 percent of all entries went 
home with new owners. Clean, late model 


cars firm in price. 
- * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 


day (Nov. 27). Weather: Cloudy. Sold 76 
percent of 393 consignments. 















Mercedes-Benz Sales, Inc. is launching 
DKW with powerful, informative full 
page ads like this, regularly scheduled 
.».in LIFE, ROAD & TRACK and SPORTS 
CARS ILLUSTRATED! 


This remarkable car has a great sales future and will be 
substantially supported in every respect by Mercedes- 
Benz Sales, Inc. Dealer inquiries are now being solicited 
from all points in the U.S.A. regardless of present fran- _ 
chises. Service training and parts will ae 
be available to all dealers through 

Mercedes-Benz Sales, Inc. Mail coupon 

below! 


te 


DKW DOES IT! 


a 


—_— wail 
tee 


DKW...DESIGNED TO MAKE “IMPOSSIBLE” DRIVING POSSIBLE! 





‘| PULLS YOU OVER MUD, SAND, ICE OR SNOW 


. (And it does it on three cylinders and seven basic, moving engine parts) 


3, PERFECT FOR SUBURBANITES, EXURBANITES, RURAL the pistons. The DKW will start at 60° below zero in under 
" DWELLERS AND CITY SLICKERS: When other cars spin a minute, unaided. 

a their wheels futilely or slide helplessly and you go whistling 

- right on by in your DKW it’s because you have what they HOW DOES IT GO? Effortlessly ! The DKW is positive. 
9; do not: Front Wheel Drive! Steering is precise and taut. Cornering is outstanding. Top 
™ speed tops 80 mph. ( Where can you do it legally?) Braking 
8) WHAT'S SO GOOD ABOUT FRONT WHEEL DRIVE? It pulls is sure, firm ... always confident. Four-speed transmission 
rs, you snivothly rather than pushes you along the road. Im- —_with perfectly selected gear ratios makes driving fun and 


proves traction. Improves handling on all wet surfaces. 


exceptionally safe even in Alpine terrain. 
,- Example: Push a wheelbarrow through mud. When the 


err 


going gets rough, turn it around, grasp the handles and pull. 
It’s far easier because you’re applying front wheel drive. 
It also eliminates what you don’t need. Since power is ap- 
plied directly to the front wheels, the annoying transmission 
tunnel is gone. Floors are flat and spacious in the DKW. 


POWERED BY THE WORLD’S MOST EFFICIENT AUTO 
ENGINE DESIGN...no camshafts, no valves, no timing 
gear, just three pistons, three connecting rods and a crank- 
shaft. What could be simpler? This is DK W’s famous two- 
stroke cycle engine, one of the longest-lasting, most efficient 
automobile engines in the world. Each stroke of each piston 
does twice the work of pistons in a conventional four-stroke 
cycle engine. 


WHAT'S THE BENEFIT TO YOU? Plenty! There are fewer 
parts to adjust or replace. Less to repair and maintain. 
Fewer bills. You’ll get up to 30 mpg. And this unique engine 
requires no oil change, ever. Oil is added to the gas for 
very efficient lubrication by oily vapor. And in bitter cold 
weather, no starting problems. There’s no oil to gum up 


WILL YOU BE COMFORTABLE? Not only you, but your 
passengers too. Remember, no transmission tunnel . . . flat 
floors. Handsome appointments in distinctive, sophisticated 
taste. Full, functional instrumentation and exceptionally 
comfortable seats to relax on. And you can relax knowing 
that you’re cradled by a frame of box-sectioned steel that 
has tremendous structural strength. 


DO YOU KNOW WHAT DKW MEANS? It means Das 
Kleine Wunder and it’s famous throughout Europe. When 
you drive the DKW, you'll understand why. Let your DKW 
Dealer demonstrate what we mean. You’re in for a delight- 
ful experience. See him, now! 





Mr. F. L. Armstrong, General Sales Manager 
Mercedes-Benz Sales, Inc., South Bend 27, Indiana 


| am interested in more information concerning a DKW franchise. 


Please send information 





Please have a representative call 







Name. 





Name of Dealership. 










Address. 









Present franchise_ 





AN 12-7-59 
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Independents Hold Auction for Charity— 


Keith Collem, second from right, well known Southern California auto auctioneer, 
receives a plaque from Johnny Davis, charities chairman for the Kern County Used 
Car Dealers Association, Bakersfield, Calif. Collem was cited for donating time to the 
association's annual Charity Auction. Looking on are Tom Gillum, left, and Dick Keller, 


Crisis in Opportunity . . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Whether the economic hue of the 
much vaunted Sixties be rose col- 
ored or lemon, strong independent 
underlying forces are going to pre- 
sent business and advertising with 
an unparalleled crisis in opportu- 
nity, according to Felix W. Coste, 
president of Outdoor Advertising, 
Inc. 

Speaking before the Detroit 
Adcraft Club, Coste said, “What- 
ever happens, the products we 
sell are going to move at a lower 
margin of profit per unit; the 
ideas we sell will be subject to 
closer and more intelligent con- 
sumer scrutiny, and there will be 
increasing pressure by legislators 
and bureaucrats to restrict what 
we say and how and where and 
when we say it.” 

Coste said the narrowing profit 


which promise greatest productiv- 
ity. 


“National advertising as we once | 
regarded it is becoming a luxury | 


fewer and fewer of us can afford,” 
he said. 

“National advertising is going to 
be heavily supplemented or sup- 
planted by a combination of local 
and regional area concentrations— 
the concentrations that produce 
profit,” Coste warned. 

Coste asserted that advertising 
“welcomes the effects of educa- 
tion on the consumer. Many of us 
have worked hard for it. Most of 
us look forward to selling our 
products to intelligent skeptics. 
They are the people who appre- 
ciate it. 

“Moreover, because of education, 
our advertising will be addressed 
to increasingly brighter, alert and 
nimble minds; to people whose 


right, association secretary-treasurer. The group's third annual auction raised $1,909.80 | Margin will increase the concen-|well-nurtured imaginations can 


for the Bakersfield Assn. for Retarded Children. 


tration of advertising in markets 


The Design of Economy 


The bridge between the automotive and aviation industries is made, at Holley, in the 
engineering and research department. Here, Holley engineers are often working on the 
completely dissimilar economy problems of increasing miles per gallon, efficiency of 
automotive engines and decreasing the tons-per-hour consumption of jet engines. 
These teams of engineering specialists, including truck engineers, are able to maintain a 
remarkable degree of coordination considering their vastly different problems. 

Generally, Holley aviation customers benefit from engineering designs created to 
take advantage of manufacturing shortcuts that are the backbone of the automotive 
industry. In turn, automotive and truck customers find design improvements in their 
products resulting from basic research and experience in the aviation industry. 

This kind of coordination and experience is another reason why Americans on the 
move have depended upon Holley products for more than half-a-century. 


quickly grasp the significance of a 





11955 E. NINE MILE RD. 
WARREN, MICH. 


stimulating suggestion,” Coste s; 
“More and more we will be able 

to make effective use of brevity, 

We can substitute the phrase for 


the paragraph and the word for the 


phrase. Our coming educated gen- 
erations are going to respond in. 
creasingly to subtle stimulation, 

“The advertiser who lets them 
put their own interpretation on 
suggestive stimuli will ring up the 
sales,” Coste said. 

* * * 


Ferrari Ups Ad Budget 
Ferrari, Inc., San Francisco, ig 

hiking its 1960 advertising budget 

to an estimated $30,000. This com. 

pares with a 1959 budget of $23,000, 

and a 1958 allocation of $8,000, ac. 

cording to Richard Bocci, president, 

a * + 


Goodrich High on Papers 

Newspaper advertising is expect- 
ed to produce more tire busines 
for dealers and stores of B. F 
Goodrich Co. during 1960 than any 
other medium, according to C. E, 
Copp, retail advertising manager. 

“That’s why more of our adver- 
tising money will be spent in 
newspapers next year than ever 
before,” Copp said. “Our dealer and 
store cooperative newspaper adver- 
tising in 1959 is 15 percent above 
1958. That’s because newspapers 
give the best support to retailers 
in their own local market,” Copp 
said. 

* * cd 


Peterbilt Names Agency 
Peterbilt Motor Co., Oakland, 
Calif., has appointed Beaumont 
& Holman to handle its advertis- 
ing and public relations. 
ad * x 


Pettler Gets Account 

The Northern California division 
of Sales Incorporated, foreign-car 
distributor, has selected Alfred M. 
Pettler Advertising Agency, Orinda, 
Calif., to handle its advertising. 

Advertising plans will be based | 
on a dealer-cooperative set up 
in the San Francisco Bay Area, and 
other Northern California markets. 
A schedule of 20 radio commercials” 
per week is now in effect on KSFO, 
Other media proposals presently 
call for outdoor and newspaper. 

* x * 


SCI Linage Increases 


The December issue of Sports 
Cars Illustrated has a gain of 43.17 
percent in ad linage, according to 
Arne Gittleman, advertising direc- 
tor of the Ziff-Davis publication. 

Gittleman said that Sports Cars 
Illustrated’s overall linage increase 
for 1959, as compared to 1958, is 
15.4 percent or 46.67 pages. 


+ * * 


News Bureau for L-M Dealers 


A special N. Y. LMDA News 
Bureau has been set up to handle 
dealer news and community rela- 
tions, on a local level, for the 151 
members of the New York District 
Lincoln-Mercury Dealers Assn. 

The bureau, which will operate 
within Kenyon & Eckhardt’s sales 
development and promotion divi- 
sion, will service each New York 
District Lincoln-Mercury dealer in 
his own community. 

* + + 


McEnnis Gets Safety Post 


Leonard J. McEnnis jr. has been 
named director of public relations 
for the Insurance Institute for 
Highway Safety. He had been di- 
rector of publications for the trans- 
portation center at Northwestern 
University. 

~ * ok 


Personnel Changes 


John S. Momeyer from handling 
parts and service sales promotion 
for Lincoln-Mercury to assistant to 
the president of Nemethy-Davis 
Co., Detroit ad agency .. . Frank 
Bellucci and Walter Koontz from 
group supervisors on Look maga- 
zine’s New York sales staff to New 
York and Atlanta advertising man- 
agers respectively. 

Shaw from Richardson- 
Shaw, Inc., Detroit, to LaRue, 
Cleveland, Inc., advertising agency 
in Detroit. Jack Quinn from man- 
ager of the Detroit and Michigan 
editions of TV Guide to Detroit ad- 
vertising manager for the maga- 
zine ... Hugh Jones from manager 
of the Iowa, Illinois and Nebraska 
edition to Quinn’s former post. 


Buick Deal Opens 
HILLSBORO, Ore. — Streitwieser 
Buick Co. has opened here. 
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MEET THE MERCEDES-BENZ CLUB OF AMERICA and their proud automobiles. 
This conclave of enthusiastic owners is an unusual testimonial to the very high regard in which they hold 
their machines. How many automobile manufacturers enjoy clubs devoted to mutual enjoyment and 
exchange of information about their products? Such is the respect engendered by Mercedes-Benz 
cars! The virtues responsible for this fact are confidence based on reliability, advanced engineering, 
eminent performance and unyielding quality. These provide all Mercedes-Benz owners with a product 
that diminishes in value far more slowly than others. It provides the dealer with a product as desirable 
tomorrow as it is today. 


Mercedes-Benz Sales, Inc. (Subsidiary of Studebaker-Packard Corporation), South Bend 27, Indiana. 
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A "Smash' Hit— 


This “crash” was part of a promotion 
by Kauffman Buick Co. to attract attention 
fo the 1960 Buick. The old car was so 
arranged by cutting the body in half and 
placing it on either side of the showroom 
window. A painter's brush completed the 
effect. Kauffman officials said the gag re- 
ceived a great deal of comment, and in- 
directly helped to make October the best 
sales month for the firm since 1955. 
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Greater Productivity, Lower Costs Claimed ... 


Is Profit Sharing the Answer? 


By Ed Brown 
Staff Correspondent 

NEW YORK.—The employer who 
is looking for increased productiv- 
ity, lower costs and higher profits 
would do well to examine profit 
sharing, according to A. C, Bur- 
rows, president, Council of Profit 
Sharing Industries. 

Although it is no panacea or 
substitute for good wages, many 
industries—large and small—are 
finding that profit sharing is the 
answer to their problems, Bur- 
rows declared. 

Speaking of labor productivity, 
Burows cited examples in many in- 
dustries where the adoption of a 
profit-sharing plan has led to sub- 
stantial increases, 

He mentioned Dominion Foun- 
dry & Steel of Canada, a company 
which has enjoyed 20 years of labor 
peace. Much of the credit, he said, 
could be laid to the profit-sharing 
plan placed in effect 20 years ago. 

But profit sharing involves a 
psychological twist as well, Bur- 


rows said. In the newspaper indus- 
try, where typographers have en- 
joyed tacit benefits outside their 
union contracts, the institution of 
profit-sharing plans has eliminated 
those labor and time-wasting privi- 
leges, he said—not through man- 
agement pressure, but through em- 
ploye pressure. 

It works this way, Burrows ex- 
plained: When employes under- 
stand the advantages of a profit- 
sharing plan, they become more in- 
terested in eliminating time and 
labor-wasting techniques. 

If a individual is known as an 
habitual “reporter in sick” when 
in reality he is just taking a little 
extra time off, his fellow employes 
begin to apply the pressure. He is a 
costly extra they cannot counten- 
ance. 

Burrows tells this story of the 
total concern workers evidence 
under a profit-sharing plan: 

A spinner at a textile mill was 
talking to the president and re- 
marked that a cracked cement 





with the NEW 


Binks 


Wren Air-Brush 


Nothing annoys a car owner more 
than a scratch on the family 
“buggy” Until today, fixing them 
cost enough to make many owners 
hesitate at a professional job... 
encouraged others to become “‘do- 





able paint bottles prevent waste. 


No masking needed 


You can literally dot an “i” with 
the Wren or blend larger areas 
with such fine control that mask- 


it-yourselfers:’ 


‘ Now with the new Binks Wren 
Air-Brush you can cash in on 
profits that would otherwise slip 
through your fingers. 


A spray gun in miniature . 

Binks Wren Air-Brush is tailor- 
made for applying small amounts 
of standard factory- or custom- 


matched colors. Small, detach- write direct. 
Ask about our spray painting school Lox: 2 
Open to all...NO TUITION...covers all phases. ——J 


EVERYTHING / 





ing is not needed. You save time 
before painting and after, too. 


Your jobber has the facts 


Ask him for Bulletin A59-1R. See 
the Wren. Test it and you will 
discover the new profit opportu- 
nities it gives you. Two kits avail- 
able, priced at $14.95 
and $19.45. If your 
jobber is out of stock, 









NATIONWIDE 
SERVICE 





Binks Manufacturing Company 
3124-34 West Carroll Ave., Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED - DIRECTORY 


floor in the dyeing room finally 
had been fixed, His only question 
about the wisdom of the repair 
was: “Did they have to do it on 
Saturday, at time and a half?” 

Experience with profit sharing in- 
dicates that both production and 
quality of work improves, he said, 
and the entire work force becomes 
a sales force. 

Profit sharing, according to Bur- 
rows, works equally well in large 
organizations like Sears Roebuck 
and in the smallest retail outfits. A 
number of auto dealers are known 
to have profit-sharing plang which 
they have molded to their own par- 
ticular situation, 


Lincoln Electric Co., Cleveland, 
Burrows said, claims its production 
per man has risen four times as 
fast as that of competitors, while 
their pay has risen twice as fast. 
There is a wide latitude between 
the pay rate and the production 
rate, which is passed along to the 
customer. 


Today, Burrows said, a _ typical 
product of Lincoln Electric costs 30 
percent less than it did in 1934, 
when profit sharing was instituted, 
in spite of a fivefold wage increase 
and steel price hikes, The benefits 
were derived from the advantages 
gained in profit sharing and better 
management. 


Burrows said the president of 
Lincoln Electric feels that the 
system of incentive management 
(profit sharing) has only begun 
to scratch the surface. 

Profit sharing also works well 
where a union is part of the man- 

agement-employe relationship. 
Forty percent of the council] mem- 
bers deal with unions. 


Burrows cautioned against enter- 
ing a profit-sharing plan with the 
thought that it is a gimmick to 
replace proper wage standards. 
This is unworkable, he said, and 
can lead only to failure. 

One of the requisites for becom- 
ing a member of the nonprofit 
council which he represents is that 
the applicant must prove he is pay- 
ing wages at least equal to the 
going rate in his area, 

He has found that the employer 
offering a profit-sharing plan is 
above average in his knowledge of 
the workers’ desires and hopes and 
usually operates his business with 
the least management-employe 
friction. 


“To make profit sharing success- 
ful, you must have good manage- 
ment able to make a profit in ordi- 
nary times,” Burrows said. 


Although many persons have 
the idea that profit sharing is an 
added expense item, Burrows 
stressed that the system pays for 
itself when it is administered 
properly. 

He contended that this is true 
because production rises, absentee- 
ism drops, enthusiasm increases 
and production techniques improve. 
Also, he said, waste is reduced and 
there is less policing of production 
to insure quality. 

According to Burrows, many 
workers are beginning to look care- 
fully for advertisements containing 
the phrase, “We are a profit-shar- 
ing company.” 

Burrows and the council he rep- 
resents feel that profit sharing 
would be of tremendous help to 
the U. S,. in today’s struggle be- 
tween East and West for worldwide 
production supremacy. 


Calendar 


(Continued from Page 12) 

Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 

Feb. 7-?—Automotive Affiliated Represen- 
tatives meeting, Manhattan Hotel, New 


York. 

Feb, 10-13—Automotive Service Industries 
Assn, Show, Coliseum. New York, 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 

Sept. 6-16, | Production Engineering 
Show, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine Fool Exposition, 
International Amphitheatre, Chicago, 


Lincoln for Governor 
PORTLAND, Ore.—Dick Niles, a 
Lincoln dealer, said his first ’60 
Lincoln was sold to Oregon’s Gov. 
Mark Hatfield, 
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30-60-90 Day 


Follow-Up  |!\ 


ls Obsolete! 


Dealers are 
spending large 
amounts of 
money and still 
lose 50% of their 
owners within a 
12 month period, 
Can follow-up 

be working? 


If you are looking ahead to the 
new model and to 1960 sales... 
you must plan on having the 
good will of your owners, and 
equally important, the present 
service business of the owners 
in your area. 


YOUR LOST OWNERS 
MUST BE RE-WON! | 


Customer Contro! 


FARBER’S 
GENUINE 
CARPET 


By the Makers of Famous 
Farber Seat Covers 








ess 
Easiest to Sell because 
it has the custom-fit, 
the fabric, the colors 
of original equipment 


@ Fine curl loop weave 

@ 7 manufacturers colors 

@ One-piece construction 

@ For front and rear compartments 
Write for swatched Display and Size Chart 


FARBER BROS.,ING. 


821-41 Linden Ave., Memphis, Tenn. . 
NEW 1960 


$ 
CARS ONLY 4 


CAR FAX, since 1955, has been providing 
comprehensive new-car price service to a 
growing number of dealers, banks, fi- 
nance companies and similar firms in- 
terested in accurate and complete new- 
car price facts. CAR FAX FOR 1960, just 
off the press, is even more complete and 
valuable. It contains: 

@ Factory invoice costs and retail prices 
on ALL U. S. makes and most im 
ports. 

® Detailed equipment and accessory 
prices, wholesale and retail, 

@ Complete listing, standard and op- 

tional equipment. 

Freight costs to principal cities. 
Complete new-car specifications chart. 
EOH breakdown, Model and Code 
number listing. 

Send $4 for yearly subscription which in- 
cludes supplements. Two years $7; three 
voor $10, Order Now. Money Back Guar- 
antee. 


CAR FAX, 550 Sth Ave., N. Y. 36 
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quarter of next year, Coincident- 
¢ |] sity, that is the period when most 
of dealers expect inventories to re- 
ill turn to “normal.” 
. The dealer consensus is that 
if 1% compacts have stimulated all lines 
a —with their sales ratio running 


somewhat higher than factory 
1. |f planners had anticipated. 

Nearly every dealer handling a 
compact car reported he could have 
sold more in November had they 
Been available, One Valiant dealer 
reported 10 buyers for every Val- 
jant he was able to get from the 
factory. 

The compacts’ ultimate effect on 
the new-car market still lies in the 
future, dealers believe, While they 
are unagreed as to how it will be 
manifested, they are pretty sure 
that when it comes it will be a 
Julu. 

Market-by-market reports fol- 
Jow: 


1e 
id 
nt 

























Minneapolis 
most Minneapolis dealers here 
are highly optimistic about the 
gales picture for 1960 models. One 
Buick dealer said that he was 25 
reent ahead of year-ago sales. 
Hirsch sr., of Central Motors 
es (Chrysler-Plymouth-Valiant), 
d he expects 1960 to be an ex- 
cellent year sales-wise. 

. The new Valiant looks good, he 
i, noting that it has created a 
of traffic in the showroom. 
ost dealers feel that once the 
h problems get straightened 

i "4 will be smooth sailing 


















De teas generally feel that there 
been some softening of demand 
Because of the steel strike and 
Other factors, but they say that its 
@fect has been felt more on used 
mrs than on new cars. An excep- 
m was a Rambler dealer who said 
was selling more cars than he 
gold last year. 

‘The inventory picture in Minne- 
apolis varies. Bill Boyer, of Boyer- 
Gillfillan Ford, said his inventory 
is very low. W. R. Stephens jr., of 
Stephens Buick, said he was prac- 
tically out of cars, A Rambler deal- 
er said he had only one sedan on 
hand, but more cars were coming. 
On the other hand, Randy Light, 





Planning Begins 
For Motor City’s 
National Show 


(Continued from Page 2) 
show committee. Other members 
include: 

William H. McGaughey, commu- 
Nications vice-president of Ameri- 
ean Motors Corp.; Charles F’. Moore 
jt, public relations and advertising 
vice-president; William F. Huf- 
stader, distribution vic e-president 
of General Motors Corp. 

M. F. Peckels, International Har- 
vester consumer research director; 
C. F. Watson, Studebaker-Packard 
Corp. merchandising supervisor, 
and C. W. Moss, Willys Motors 
Vice-president. 

E. E. Rothman, general advertis- 
ing and sales- -promotion manager, 
. the alternate committee member 
lor Ford Motor. 

* * BS 
ILLIAM E. HAMILTON, GM, 
is chairman of the promotion 
subcommittee. Other members are: 

Howard E. Hallas, AMC; R. E. 
Forbes and Michael Ducody (al- 
ternate), Chrysler Corp.; H. C. 
Ralston, Ford Motor; M. E. Nink, 
IH; C. F. Watson, yi Cc. M. 
Ritchey, Willys, and H. H. Mes- 
ick, White. 

ae exhibit subcommittee in- 

es: 

Fred W. Adams, Robert J. Mac- 
Culley and Ralph E. Hunter (the 
tter two alternates), AMC; Vin- 
cent Hepp, Chrysler Corp.; Mott B. 
Heath, Ford Motor; Leroy E. Kief- 
er, GH; Nink, Watson and Ritchey 

A permanent show staff will be 
appointed later, Williams said. 

—JoHN E. WALSH 


) 
. 
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First-Quarter Hopes High... 


’ Need to Spur Buying 
tressed by Dealers 


(Continued from Page 1) 


of Randolph Light, Inc. (Stude- 

baker), and Hirsch said that they 

had a fairly good supply of ’60 cars. 
cd * * 


Most dealers expect inventory to 
be near normal by February. 
A few dealers thought they might 
have a good supply of cars by the 
end of January. 

The profit picture seems to be 
healthy—perhaps even healthier 
since the steel strike, One dealer 
said that both his volume and 
unit profit were up, Another deal- 
er said that his deals were about 
equal to those during the intro- 
duction of the 1959 models. 

A Ford dealer noted that while 
his gross profit was healthy, his net 
profit could have been better if the 
supply were better. And a Rambler 
dealer said that his deals were 
spotty—some good, some fair, but 


probably better now because of the 
steel strike— (Donald M. Lyons.) 


* * * 


Akron 


MA Akron dealers report a 
sharp ‘drop in demand for au- 
tomobiles in the last two weeks of 
November after record or almost- 
record-breaking sales in October. 


The complete about-face of the| / 


market was especially unexpected 
since it came ag the steel strike 
ended and the mills reopened. 
Akron is not a steel community, 
although it has felt the effects of 
the automobile cutback with the 
reduced demand for tires and other 
rubber products, 

Sales veterans say they are 
completely puzzled by the sudden 
turn of events since the reception 
of most ’60 models in October 
Was unusually strong and profit 
margins were high, 

More than one dealer reported 
there have been days in the last 
few weeks when they had abso- 
lutely no action on the sales floor. 

They attributed the lack of in- 
terest partially to the publicity 
about the steel strike and an- 
nouncements that car manufactur- 
ers were halting or severely curtail- 
ing production. 

Others also noted that they got 








ie? 


“The last time I saw you act 
like that, ... you’d just bought 
@ new car.” 





* * * 
no promotion help from the fac- 
tory in November, an almost un- 
believable situation for the second 
month of a new model year. 

* * * 


= AFPAneNTLY the public got 

the idea that we were out of 
cars and that immediate delivery 
was impossible,” explained David J. 
Towell, president of Dave Towell, 
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Inc., longtime Cadillac and Oldsmo- 
bile dealer, 

Like many other dealers, Towell 
said he came out of October with 
a tremendous volume, one of the 
best of alltime, 


The consensus seemed to be 
that it is going to take quite a bit 
of doing to get the public in a 
buying frame of mind again so 
that when cars start rolling out 
of plants late this month, dealers 
won’t find themselves overwhelm- 
ed with inventory. 


There is a feeling, nevertheless, 
that 1960 could be a record sales 
year, equalling or exceeding even 
1955. A number of dealers express- 
ed the hope that manufacturers 
wouldn’t start a wild production 
binge once they obtained adequate 
steel and try and break all records. 

One of the reasons is that profit 
in recent months (up to November) 
has been good and dealers hope 
they can keep it that way. 

Inventories are no problem al- 
though some dealers report sev- 
eral dozen ’59 models on hand only 
because they went to other cities to 
buy up stocks so they would have 
something to sell. 

There is a general belief that 
dealers will have all the cars they 


(Continued on Page 142, Col. 1) 





NOW. ..R-M TRUE ACRYLIC TO REPAIR 
ALL 1960 COLORS ON THESE 17 CARS 
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Dealer Ho 


High for Upturn... 


Need to Spur Buying Stressed 


(Continued from Page 141) 

want in January. Dealers handling 
the Big Three’s small cars report 
they would have been able to sell 
many more if they were available. 

Jim Greenwald, president of Co- 
lonial Plymouth, Inc., and Green- 
wald’s Plymouth, Inc., estimates 
that for every Valiant he hag had, 
there have been 10 buyers.—(Joe 
Kuebler.) 


* + * 


Denver 


eager in Denver, handling 
both American-built cars and 
imports, are looking forward to a 
good sale of 1960 models. At the 
Present time, 1959 models are 
scarce in Denver due to the record 
year just ending. 

As a result, Denver new-car 
dealers are conducting a used-car 
“cleanup” drive in order to have 
room for tradeins on 1960 mod- 
els when the latter again become 
available in volume. 

Dealers handling the new Ford, 
General Motors and Chrysler com- 


pacts are sure they can sell them 


in volume. The supply of these cars 
has been limited due to the steel 
strike, Dealers say no discounting 
has been necessary. 

Dealers believe that with the 
steel industry getting back into full 
swing again, new cars will be ar- 
riving soon and 1960 sales will be 
able to capitalize on the good start 
they got at introduction. 

It is the general opinion that 
there will be room in the market 
for both large and compact U. S.- 
built automobiles. Import sales re- 
main good, ° 

Profits remain low in the Denver 
market with dealers reporting it 
unchanged over several months — 
averaging between one and 2 per- 
cent, 

Dealers expect a good year 
ahead, although the steel shortage 
could do a lot in holding down 
business in the first part of 1960, 
they say.—(Ira Alexander.) 

+ « a 


New York 


OST dealers in New York con- 
template a bright 1960 with 














Satisfied customers 
tend to be steady cus- 
tomers. And outstand- 
ingly different, Tri-Ex 
refined WOLF’s HEAD 
has proved itself over 
and over again as the 
oil that keeps custom- 


ers satisfied. With WoLF’s HEAD car-owners get 
complete engine protection . . . smoother perform- 
ance... fewer repair bills . . . use less oil. 


That’s because WOLF’S HEAD is 100% Pure Pennsyl- 
vania ... Tri-Ex refined three important extra 
steps for extra life ... extra toughness .. . scienti- 
fically fortified for complete, all round protection. 
WoOLF’s HEAD is outstandingly different and it’s a 
difference that makes a difference to your customers 
... and to you. 


Keep customers coming back again and again... 
with WoLF’s HEAD . . . commanding distinctive 
customer loyalty. 
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WOLF’S HEAD OIL REFINING CO., INC. 
Olt CITY, PA. 





good volume, fair grosses and lots 
of activity. 


Right now, in the pre-Christmas 
shopping period, demand seems to 
be softening some and many deal- 
ers report that the steel strike 
contributed a great deal to their 
own personal soft markets. 

Publicity about new-car short- 
ages apparently worked on the 
public mind to caution against pur- 
chasing a car during this period. 


As one dealer said, “All those 
newspaper reports that dealers 
were making top dollar, full 
gross, on each and every sale 
during the steel strike had peo- 
ple out of the market in droves. 
They wanted to be shrewd for 
a change and wait until the sup- 
ply exceeded demand before com- 
ing back in for their new auto- 
mobile. Sure, we were hurt by 
it.” 

Another dealer said, “Now that 
the strike is over, or so people 
think, we find them coming back 
into the showroom and looking 
around, They think the supply is 
moving up, that our inventories are 
filling and that we are also back in 
business, The public mind is 
strange.” 

Although inventories in some 
cases are very low there seems to 
be no stress evident because of 
shortages, There are some ’59s 
around yet, which have been ad- 
vantageously moved out during this 
period. The ones left are “the real 
dogs” and it will be quite a while 
before they are all gone. 


The used-car market has been 
rather soft aggravated by the lack 
of trades during the sales slow- 
down in the strike period. It is not 
likely that this situation will im- 
prove much before February, in the 
view of most dealers. 

* 7 * 


arse during this period have 
been better than the normal ex- 
perience for 1959, with the average 
gross at about $325. It appears that 
the compact car is commanding a 
better price, with its average gross 
somewhere in the neighborhood of 
$375, 


One factory man expounded: 
“For the past couple of weeks 
our dealers haven’t really been 
forced to sell anything. They 
have had a fairly decent time of 
it because of the shortage, but 
now that cars are coming back 
into supply and they are going to 
be able to catch up with their 
back orders they will have to get 
busy again. 

“I think they will welcome the 
change, and so will we. We look 
forward to a great first quarter.” 


Most dealers don’t expect to have 
a full supply of cars on hand much 
before the turn of the year. Even 
if they start receiving them before 
the middle of December, as many 
believe they will, they don’t expect 
to be able to compete with the holi- 
days. 

Optimism appears equally divid- 
ed on the prospects for standard 
size, compact and import cars dur- 
ing 1960, Even the dealer handling 
all three appears to feel that each 
will enjoy its share of a growing 
market. 

There is still a great deal of en- 
thusiasm for the new Detroit econ- 
omy product on the part of dealers 
and salesmen, which continues to 
have a stimulating effect on all 
lines.—(Ed Brown.) 

+ - + 


Los Angeles 


OS ANGELES dealers have sel- 
dom had it so good. The short- 
age of cars has trades coming in 
below wholesale and cash orders 
are filed for future delivery. De- 
troit-built compacts are causing 
economy shoppers to reconsider 
planned purchases of imports, while 
import dealers are advertising like 
mad to take every advantage of 
Detroit’s problems, 

Good, clean used cars are more 
difficult than ever to find and 
hold-overs are worth their weight 
in gold. The future for “big” cars 
looks bright if dealers can get a 
selection and settlement of steel 
strike pushes shoppers over the 
threshhold again, Compacts are 
the hot item with every dealer. 

Said one man, “It does my heart 





VW Signs Schwartz— 


R. Schwartz, center, is shown cutting the 
traditional ribbon at the grand opening 
of his Volkswagen dealership, Kingsboro 
Motors, in Brooklyn, N, Y. Looking on are 
R. W. Josenhanss, left, sales manager, 
World-Wide Automobile Corp., Long Is- 
land City, N. Y., and A. Stanton, World- 
Wide president. Schwartz, a Buick dealer 
for the last 10 years, has been in the 
automobile business for 25 years. 





good to see people buying cars by 
color, instead of by price.” 

Imports are chugging along, with 
major lines taking the lion’s share 
of import business. 

Detroit-based dealers dualled 
with oddball imports saw the bot- 
tom drop out of their side line 
when the compacts hit. On the 
other hand, Big Three compact 
dealers’ happiness with floor traf- 
fic is not shared by dealers minus 
a compact car to show. 

The steel strike, coupled with the 
shortage of desirable cars and deal- 
er reluctance to sell anywhere 
below the top dollar has many 
front doors rusting on their 
hinges. 

mn * * 

ILOOR traffic has dropped from 

a third to two-thirds in many 
Los Angeles shops and prospects 
seem conscious of inventory limit- 
ations and high-dollar deals, 

The shortage of shoppers is 
such a serious factor that Plym- 
outh dealers are using radio spots 
to inform the public there ig no 
shortage of cars at Plymouth 
dealers. Fordmen are using news- 
paper space with the same pitch. 

Dealer inventories, however, are 
way down with more than one 
point holding less than 10 cars. 

One sharp four-point Chevrolet 
man went into the field and bought 
every ’59 and ’60 he could nail. His 
salesmen are selling their heads off 
while other Chevy dealers are wait- 
ing for business to get better and 
floor traffic to reach normal] levels. 


Most men don’t seriously expect 
a decent stock of cars until late 
January or February. Zone travel- 
ers are speaking of late-December 
shipments but this is discounted. 

The per-unit profit picture is 
great, but overall sales profits are 
way down simply because so few 
new units are being moved. 

One trend is that prospects want 
compacts loaded with the works. 
Apparently people wanted smail 
cars not cheaper transportation. — 
(William Carroll.) 

* * e 


Midwest 


[ptAtene report nobody fighting 
for cars in spite of an apparent 
short supply and the unsettled steel 
strike. Demand in all makes is re- 
ported definitely soft in the Mid- 
west by both city and small-town 
dealers. Dealer stocks are low with 
many back orders for special colors 
and styles—but few dealers feel 
their stocks are too low for present 
demand. 


Many dealers are advertising 
immediate delivery of all colors 
and styles in the larger cities and 
in some small towns, The situa- 
tion represents a paradox mostly 
unexplained, since the steel strike 
and future prospects under nor- 
mal conditions would put buyers 
clamoring at dealers’ doors. Some 
now tell dealers they'll wait until 
the strike is over, 

Big Three compacts have lost 
some momentum and dealers now 
report compact sales foreseen as 
taking only a small part of the vol- 
ume, Interest and sales in imports 
are definitely down. Demand for 
domestic sixes is up. 

There are no empty showrooms 
in this area and shortages exist 
mostly for special orders, with most 









dealers having orders in for one 
10 special jobs. Another paraé 
finds that customers waiting fg 
these cars seem to be in no 
hurry. 

Used cars are caught in the san 
web, with demand soft. Highe 
priced used cars are hard to se : 
Dealers report profits on new ¢ | 
are about same as last year, exc 
that most are trying for full 
on compacts. Discounting is p 
worse than last year, 


Some small-town dealers repo and 
ed more gross profit on used car en 


bought at $300 than on new ¢ 
costing $2,800, with the ave 

$300 car bringing $450 for a gro 
of $150 and selling readily.—(L, Hi gal 
Houck.) § tl 


* * * 


Buffalo 


Nu To business in Buffal 
has become spotty in recen 
weeks, tapering off from the f 
pace of the fall season. Several rea 
sons are cited by dealers. 

In the overall picture, thousands 
of steel workers and auto plant 
workers are not in a healthy buy. 
ing position, Their incomes have 
been cut by strikes and shutdowns 
and right now most of their spend- 
ing money is going into Christmas}? 
merchandise, been 

In the case of General Motors 

dealers, there is a serious short- 
age of new cars. Instead of mak- 
ing buyers hungrier for GM cars, 
this situation has had the re- 
verse effect, Fearful that dealers f} 
will try to make a long profit on 
the few cars they have, buyers 
are purposely staying away until 
cars become more plentiful. Buy- 
ers also prefer to wait until deal- 
ers have better selections and 
can promise more rapid delivery. 

At the other extreme, Ford deal- 
ers have plenty of new cars but 
find that the market: is spotty. They 
report good days and poor days 
with no consistency to demand. 

Meanwhile, stocks of Ford cars 
are reported building up at dealer|e 
levels and dealers reportedly are} 
working on short markups to move 
cars. On the other hand, some GM 
dealers are trying to realize better 
profits because of fewer unit sales. 

+. oe a 


pees for compacts continues 
“active” although some of th 
initial enthusiasm has waned. How- 
ever, dealers generally agree that 
acceptance of compacts has been 
strong and they expect the smaller 
cars to grab a substantial portion 
of the spring market. 

Dealers with good inventories 
of new cars are promoting heav- 
ily, using strong price appeal and 
the lure of: immediate delivery: 

GM dealers hope for improved 
shipments of new cars by mid- 
December but they don’t see a good 
flow of cars until after the first of } 
the year. A 

The used-car market is moving #j 
into its traditional winter slow-— 
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down and some dealers report theirf De 
used-car inventories are a bit top-§ thou 
heavy.—(George Toles.) spec 
. « ° s to fi 

ply | 

Seattle ie, 


FTER a hot start at introduc- 

tion time, 1960-model sales of 
low and medium-priced big cars in 
the Seattle area are currently slow- 
er than expected. 

Demand for compact cars ex 
ceeds supply, and also for high 
priced cars—Lincoln, Cadillac and 
Imperial—with orders backlogged. 

Gross profits are good. Low- 
priced imports leaders are selling fy; 
well, with supply no problem ex- 
cept as to body styles in some in- 
stances. 

Although inventories are down, 
low-and-medium-priced-car deal- 
ers have new cars to sell, includ- 
ing quantities of 1959 models 
ordered in anticipation of steel 
strike shortages. 

Good supplies of 1960 models are 
expected by mid-January, but 
meanwhile, these deale?s are will- 
ing to make deals to garner sales. 

Gross profits per unit are gem 
erally fair, but lack of volume re 
tards overall profits. Another profit 
retardant is in the used-car mar 
ket, which is very soft. Stocks até 
high and depreciation heavy. Com 
pact cars are blamed somewhat fot 
depleting late-model used-car d& 
mand. om 

Dealer outlook, however, is opti-f.",° 
mistic for the year ahead. Dealers[ 0\5 
are pleased with their 1960 model§f, rts 
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ever, and our inventory is normal, 
or above.” 

The dealership is doing well with 
Mercedes-Benz, “selling everything 
we can get.” Deliveries of four- 
door sedans are four to eight 
months away, Schleeter said. 


” oF * 
A HOUSTON Volkswagen dealer 
is still in the happy position of 
moving cars as fast as he can get 
them and is sold out 60 to 90 days 
ahead, 

Jim Hall, owner of Houston’s 
oldest im porte d-car dealership 
(handling BMC lines and Volvo), 
said, “The steel strike hag affect- 
ed us. People are a little bit 
tighter—I think it’s a general 
condition. 

“Sales are probably close to last 
year’s figures at the same time, 
or down slightly, but not a great 
deal. September was off from 1958 
a little, but October and November 
have been about the same as last 
year.” 

The Austin-Healey Sprite is his 
best seller, he said, with Volvo and 
MG “almost tied” for second place. 

The American compacts have 
hurt Volvo sales to some extent, he 
said, because they are in the same 
price bracket. However, he said, he 
has sold some Volvos to persons 
who have had demonstrations of 


s-Quarter Hopes High . . . 


eed to Spur Buying 
tressed by Dealers 


(Continued from Page 142) 
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and look for a sustained market |inventory, so you don’t see many 
“Bonce the “psychological effect” of | people coming in,” Berry said. “The 
“Brecent strikes and rising living|idea is pretty prevalent that you 
< “costs fades.—(Martin Trepp.) can’t get a car.” 
vread San Francisco Berry ond he has only a Mw 
L, RAN dealers report | 18” 1960 models in stock, but he 
7 i, eutiook tor 1960 eee a,” | expects a good supply by the end 
with new-car interest running at a of this month. 
high pitch. “We'll really be blasting by the 
So far, big cars and compacts |end of December,” he said. 
have led the way, with medium- Gross profit is “very good,” he 
se lines feeling the competition | Said, and “expenses have not 
inch. Imports appear strong, | changed.” Net profit, Berry added, 
particularly those selling for less | 's satisfactory. 
than $2,000. 
sands Used-cars have been soft for the 
= past 60 days, with imports hurting 
UT eales of ’58s and ’59s. 
have Dealers say profits were excellent 
a in October and would have been 
end-F nod in November if the cars had 
tmatfreen available.—(Steve Still.) 
* 


* * 
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N DISCUSSING ’60 models, 
Homer Bennett, general sales 
manager for Wendell Hawkins Mo- 
tors, Inc, (Chrysler-Valiant-Impe- 
rial), said, “I would not know how 
good things are because we have 
no inventory. But sales are up—or 
would be if we could possibly de- 
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November Sales Report 


Shows New-Car Slump 


DETROIT.—One of the first 
market reports issued for Nov- 
ember demonstrated graphically 
the slowup in new-car sales. 

In Woodbury County (Sioux 
City), Ia., new-car sales plum- 
meted to 191 in November after 
totalling 345 in October. A year 
ago, totals were 192 in October 
and 188 in November. 





ped coming to us, although it’s been 
dribbles at times.” 

He said he expected inventories 
to “be straightened up” by early 
January. 

Dealers in other lines reported 
inventories about half normal, but 
they said that buyer interest has 
remained high.—(M. L. Risen.) 

* * * 


Toronto 


USTOMER traffic through new- 

car dealers’ showrooms is a 

little slow in Toronto, but dealers 
aren’t worried. 

Business is normally quiet at this 
time of year, they explained, and 
customers are waiting until 1960- 
model output rolls into high gear. 

“The steel strike has taken a lot 
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| of steam out of the buyer,” said 
E. B. Seitz, A. D. Gorrie & Co. 

Though 1960 model production 

has been buffaloed by the steel 

shortage, Toronto dealers have 
cars to sell, Choices are naturally 
limited. 

Even General Motors dealers 
have cars, although last deliveries 
‘were made weeks ago. 

Normal deliveries of new cars 
and special orders are expected by 
January or February, dealers say. 


Buick Bares Plan 
To Speed Delivery 


RICHMOND, Va.—A new Buick 
program, under which cars on the 
assembly lines will be designated 
for the individual buyer to expe- 
dite delivery, was outlined here to 
Buick dealers from throughout the 
state, 

The “green-light” delivery pro- 
gram was explained by A. J. Kemp, 
Buick’s Eastern regional manager, 
and Floyd Getsinger, Washington 
zone Manager. 

Kemp called the “green-light” 
program the answer to delivery 
problems caused by the halt in 
Buick production due to the steel 
strike, 










Worcester, Mass. 





EALERS here believe the future 
is bright although sales are 


liver the merchandise. 









“We have two or three of each 
—Chryslers and Imperials — al- 
though we normally stock 20 to 











the Corvair and Falcon. 
* * * 


|= outlook for 1960 is better 





















ars, than last year, Hall said, He | 
re- [bad” at the moment. Customer) 25 Imperials and 35 to 50 Chrys- | sees no big boom, but estimates his 
lers finterest is high, they say, but sales; fers. I expect it will be March | business will be up about 10 per- 
; on stymied because of low or no| before we have a complete inven- | cent. 
yers |inventory. tory.” Pro ; 
ntil Good supplies are not expected The dealership is also selling all said, > = . ae ° =. 
uy- | before February. the Valiants it can get—five or six number of new im porte d-car in O e 
eal- | Sales of compacts have been|/a month. dealerships, 
and fsolid and dealers expect import; “We could sell at least 50 a wn . ' 
ery. [prices to soften as a result. month on the average,” Bennett] he washout is a little lower * . 
jeal-| Profits in all lines have been| said. He added that he moves up| ‘than last year,” he said. “There 
but(g00d.—(Sidney Dorfman.) some Valiant prospects to Chrysler. — pe nels aa a _— profit i i } O re 1 i } r 1 I } 
* 
They fei: Warren Carmichael, sales man-| «weve had an influx of dealers 
days Houston ager for Al Parker Buick Co., said,|.,g some are workin g awfully 
1. ALES of 1960 models are strong tims aoueiian ee : a nade ae ‘| Close to the U. S. method of mak-| © 
cars}¥ in Houston, according to deal- ; “| ing $100 to $150 a car,” he said.— —>- > 
alerlers in all lines. They expect not-|OUt on ‘60s and expects to receive! (7 ,ui, Alexander.) => => => => 
an better business than last year.|"° More until Dec. 17. Re tae ik 
ove} Inventories are low, except for Carmichael said the Electra 225 


is the hottest series and that he Atlanta 


imports, and dealers don’t expect 
to have normal stocks until the 
end of winter. They give dates 
ranging from mid-January to 
early April as the earliest they 
expect to have adequate inven- 


















slightly or up only slightly. 
hey blame the growing number of 
imported-car outlets, which, they 
say, have caused increasing compe- 
tition on tradeins. 
Import dealers say the advent of 
new U. S. compacts has improved 
public acceptance of imported cars. 

os ob * 


v= 


ved 
1id- 
6 S of ’60 Fords are “very 

good,” said a spokesman for 
Hemphill Ford, a relatively new 
er in Houston but a veteran in 
tther Texas cities. 

d is strong, he said, 
though the firm has a lot of 
special orders it has been unable 
to fill. The steel strike and sup- 
ply mixup have had some effect, 
but not a serious one, the spokes- 
Man said. 

Hemphill’s inventory usually 
uns 300 to 400 cars, but it cur- 





W-frently is about 150 units short, he 
d. Normal inventory is expected 

X= by mid-January, he said. 

a Sales of Falcons are strong, he 


d, but “a good stock would 


d. 

W-i “We've been picking the deals 
n§ find holding some people off for a 
*fweek or so,” he said. “A lot of 
m- Falcon sales are to people we have 

bt seen before.” 

l, a * * 

- S of Lincoln and Mercury 
e are 35 percent better than they 


s |Were a year ago, according to Dave 
1 jStelling, Snelling Motor Co, Eng- 

Ford, which Snelling also car- 
re #tles, is going strong. 
it, d has not softened, he 
j-| Sid, adding that “people are 
8. g as freely—and not chisel- 
1° ing as badly—as at some times.” 
» erotts are up substantially, he 
it 
| We cut our expenses $17,000 a 
e}M0nth, for one thing,” he said. 
» | Por another, the 1960 models have 
x /Mething . . . the public has given 
. them better acceptance.” 

Pite a severe shortage of in- 
j-grventory, Albert Berry said sales of 
sf-°%ge and Dart have been 20 per- 


yeent above the year-ago level.|for fear cars will be scarce, and 


Marts are particularly strong. 


e have not had much of an| We have had plenty of cars, how- 





Profitwise, dealers in American 
cars say they’re doing better. Im- 
port dealers say profits are either 

































could get them. 
Bs 


* * 


to the customer’s needs.” 

The Bel Air six is Knapp’s best 
seller, he said, He credited a re- 
cent increase in the gasoline tax 
and the strong appeal of econ- 
omy in the six. 


lets, he said. 


cars.” 


* * * 


time Rambler dealership. 

“Sales look good for the future 
if they can straighten out the 
steel strike situation,” he said. 
“Sales for the calendar year of 
1959 are just about double cal- 
endar 1958. On the 1960 models, 
we’re about 25 percent off the 
same month last year. We had 
a better start on the ’59s, how- 
ever. There’s a bit of a problem 
in supply now.” 


Vance said his inventory is about 
15 to 20 percent of normal, and 
that he expects it will be March 
or April before he builds back to 
his normal inventory of 75 to 100 
cars. 

“We're pulling most of our sales 
from General Motors, Chrysler and 
Ford drivers,” he said, “and doing 
a good fleet business.” 

* * oK 
ALES of the ’60 Studebaker are 
considerably better than for the 
59s, said Bill Schleeter, Mosehart 
& Keller Automobile Co, Schleeter, 
estimated that 1960 business would 
run 20 to 25 percent ahead of 1959. 

“With a year in back of it, 
public acceptance of the Lark is 
much better,” he said. “We are 
also helped by having a full line 
of body styles. We particularly 
needed the four-door station 
wagon here. 

“Some buyers are not looking, 


this has softened demand some. 


could sell 40 percent more if he 


T KNAPP CHEVROLET sales 
are good but inventory is low. 
With Knapp’s present inventory of 
75 cars and 25 trucks, a spokesman 
said, “it’s hard to fit what you have 


Corvair sales are not notably af- 
fecting the sale of regular Chevro- 


“We'll never sell as many of 
them as the regulars,” he said. 
“So many people prefer the bigger 


Be the leader in compacts, 
Rambler, is going strong. 
“We're awfully optimistic,” said 
Dudley Vance, Vance & Sons, long- 























EALERS in Atlanta believe the 

outlook is good for al] 1960 cars. 
They figure that any slackening 
will come in lower-priced models of 
the Big Three, whose compacts are 
cutting into their own parent brand 
rather than into Rambler, Lark and 
the imports. 


The impact of compacts on im- 
ports is not expected to be felt 
until later, but dealers believe it 
will be considerable when 
it comes. 


The steel strike has had a def- 
inite effect on the Atlanta market, 
with customers holding out for bet- 
ter selection and better deals. 
Large-scale dealer advertising dur- 
ing the strike did not pay off. 

However, buyers apparently were 
coming back into the market late 
in November, with a Chrysler-line 
dealer reporting the final week of 
the month his best of the year. 

oF * eg 


AVENTORInS generally are low, 
but dealers do have cars to sell. 
Most popular models are unavail- 
able in some makes. A Ford dealer 
says he has a “good supply.” Chrys- 
ler-line and Studebaker dealers also 
have adequate inventories. GM 
lines are short, with 10-day sup- 
plies being average. 

If there is no further steel- 
strike trouble, there should be 
plenty of cars for all but GM 
dealers in January. GM dealers 
do not expect an ample supply 
until March. 

Dealers in all lines say profits 
are the best they have been since 
1955. The used-car outlook is re- 
ported good for late models.—(E. C. 
Bash.) 


A limited number of SIMCA fran- 
chises are still available to aggres- 
sive automobile dealers, saaiiies 
of their present affiliations. Why 
don’t you look into SIMCA? As 
we show in the picture, it certainly 
can be interesting! 

SIMCA has climbed into one of the 
top spots of the import car market. 
And now, with Chrysler’s parts net- 
work in top gear, and one of the 
greatest promotions an import ever 


* * a 


Oklahoma City 


EW-CAR sales in Oklahoma 
City tumbled drastically in No- 
vember after many dealers record- 
ed their best sales month in history 
during October. 
Some dealers said sales dropped 
50 percent in November. 

R. T. Scott, Scott Chevrolet, 
said his inventory consisted of 
fewer than a dozen cars, although 
he normally carries about 150. 

“Things are so far behind it will 
take until March or April to get 
our stocks back to normal,” he said. 

At Fred Jones Ford, H. B. Jack- 
son said the dealership’s inventory 
was down about 50 percent “but 
fortunately, cars have never stop- 





WORLD'S MOST LUXURIOUS ECONOMY CAR 
IMPORTED FROM PARIS BY CHRYSLER 






















had, we are shooting for the top. 
Andwhy not?SIMCA’s beauty, size, 


performance and features aren’t 
matched by any othercar on the mar- 
ket today. It’s not too late to climb 
on the bandwagon, if you qualify. 


SIMCA prices start at $1698 
East and Gulf Coast ports of entry. 
SIMCA Sales Office 4] 


Chrysler Motors Corporation 
P. O. Box 857, Detroit 31, Michigan 


Gentlemen: 


I would like to investigate the possibility 
of becoming a franchised SIMCA dealer, 


NAME 
FIRM NAME_—_______ 


ADDRESS 
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The Man Behind the Wheel .. . 





Sales Testing Sunbeam Alpine 


(Continued from Page 6) 
ers have contrived to eliminate 90 


percent of this feeling and con- 
sequently eliminated a sales prob- 
lem. 


The hard top is removed in about 
five minutes, by unlatching four 
catches and unscrewing two bolts. 
It is safest to remove the top with 
some assistance, although it can be 
maneuvered by one person with 
slight difficulty, The top is not 
heavy, but the design makes it 
awkward for an individual to 
handle. 

The soft top is stowed behind the 
back of the occasional seat, and is 
completely out of view when down. 
It requires only a few minutes and 
minimum effort to pull it from its 
storage area and fix in place, The 
hard top can also be replaced in 
about five minutes, with none of 
the strain to match connecting 
parts usually accompanying such a 
process. 

The wraparound windshield is 
distortion free, as is the rear win- 
dow in the hard top. The soft top 
boasts a wide rear window with 
excellent visibility, plus two rear 





Send for Free 
Sample Folder Today 


UTLEY BROTHERS, INC. ©¢ 
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quarter panels for extra safety. 
This car is built to deliver speed, 
maneuverability, cornering, accur- 
acy of steering and running. Any- 
one looking for these qualities will 
not be disappointed in the Alpine. 
om cd ~ 


HE manufacturer claims 100 

m.p.h. for the car. At 90 the car 
still had reserve speed left and 
cruised at this speed with what ap- 
peared to be ease, although it was 
impossible to hold it there over a 
long period because of the contour 
of the road, 

It moves into a fast corner 
with confidence and once the 
driver learns not to oversteer on 
the return, it moves out of the 
corner like a roller coaster mov- 
ing downhill. 

In straight performance tests, the 
car appeared sluggish in first and 
second. But in spite of its slug- 
gishness, in an unofficial test we 
conducted it went from a standing 
0 to 60 in 14 seconds. 

Contrary to the average sports 
car, wind and transmission noises 
are held to a minimum, Conversa- 
tion can be carried on in a normal 


NEW DESIGNS 


BUSINESS CARDS 
IN FULL COLOR 


CARDS 

AVAILABLE FOR FOLLOWING DEALERS: 
© FORD @ CHEVROLET 

@ PONTIAC © OLDSMOBILE 

@ BUICK 

Equally impressive Line of cards available for 
Dodge, DeSoto, Chrysler, Edsel and Rambler 
deolers. 


DETROIT 12, MICHIGAN 


tone at 60 m.p.h. and above, and the 
radio transmits beautifully at these 
speeds. 

A number of engineering devices 
make this possible. For instance, 
the axle is insulated from the sus- 
pension by thick rubber cushions, 
reducing both noise and vibration 
in the car, while sound-deadening 
material has been applied to almost 
all body panels. 

+ a2 * 

ea in a sports car is a 

continual battle between the op- 
posing demands of comfort and 
stability. Rootes has come to a 
pleasing compromise in the Alpine. 
It offers tops in comfort, for a car 
in its price range, and adds to this 
fine stability. 


The front wheels are independ- 
ently sprung by means of coil 
springs operating through short- 
and-long-arm links. Full suspen- 
sion control is maintained by 
double-acting shock absorbers 
housed down the center of the 
springs. 

Aiding stability, through reduc- 
tion of roll on corners, is a torsion 
bar which runs across the car and 
is anchored to the lower links. The 
entire front-suspension assembly is 
easily serviced by removing it from 
the car with the withdrawal of a 
few bolts. 

The rear suspension is of the 
semi-elliptic spring type, harmon- 
izing with the front system to pro- 
duce an overall suspension of first- 
grade quality. The spring is insul- 
ated from the rear axle by thick 
rubber cushions, Completing the 
rear layout are the lever arm, dou- 
ble-acting shock absorbers which 
retain a tight control over suspen- 
sion damping. 

* + +. 
Wu the exception of the trunk 
lid, the fit of the entire body 
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In Driver's Seat— 


mistaken pedal identity. 
* * * 


of the test car would meet the best 
of standards. The trunk lid might 
have been tighter on the right hand 


side, but this probably was correct- 
ed on ensuing cars. 

No bolts are used in this uni- 
tized construction, so that in case 
of damage to the skin, body pan- 
els probably would have to be cut 
out and rewelded, However, it is 
unlikely that this would be a 
major problem. 

The front hood opens from the 
rear as a safety precaution against 
accidental opening at high speeds. 
It swings fairly wide, and except 
for the most intricate radiator 
work, is out of the way for most 
major and minor repair jobs. 

Power for all electrical equip- 
ment is supplied by a 12-volt, 38- 
amp battery, placed beneath the oc- 
casional seats and reached by a 
removable panel under the seat 
cushioning. This position was chos- 
en in order to equalize the distri- 
bution of the heavy mass between 
front and rear axles thus improv- 
ing balance and car handling. 

Fitted with an aluminum cylinder 
head, the 1,494-c.c., 83.5-h.p, engine 
has a compression ratio of 9.2:1. 
It is a four-cylinder unit, with 
push-rod operated, inclined over- 


Steel Parleys Resumed, 
But Make No Progress 


(Continued from Page 6) 

















The driver of the new Sunbeam Alpine 
sports car faces a group of conveniently 
located panel instruments and switches. 
The accelerator, brake and clutch pedals 
are spaced to prevent accidents due to 















head valves and a three-bearip 
counter-balanced crankshaft. 
+ ” * 

J gree twin Zenith downdraft cay. 

buretors are fitted with separat 
air cleaners. They are mounted g 
a ‘free-flow’ light alloy inductig 
manifold, with one supplying thy 
two forward cylinders, and 
other the two at the rear. The j 
duction ports are of equal lengt 
assuring even distribution of 
mixture, which allows each cylinde 
to develop its fuel power wit 
greater smoothness, 

The accelerator, brake and clut¢ 
pedal are a convenient size, an@j 
fully spaced to obviate any ace 
dents through mistaken identity, 
The headlight dipper switch is ]o. 
cated conveniently and works 
quickly and easily. 

The hand brake is located on the 
far left, between the driver and the 
door, and is operated by mechar 
cal linkage to the rear wheels. 

oe * ad 
|b greed brakes are fitted on the 
front wheels, where the great 
est proportion of braking effort is 
concentrated, They were sure 
steady and never showed the slight- 
est inclination to fade. 

When you reach the luggage 
compartment you may have to 
use some of your best sales tech- 
niques and personal wiles, It is 
small, Competitors in the same 
price range may have a talking 
point here. There is a wide com- 
partment, floored by a deck 
which covers the spare, but it is 
very shallow and only accommo- 
dates the thinnest luggage. 

However, a luggage rack is avail- 
able at extra cost, and the occa- 
sional seat in the rear can easily 
serve as extra luggage space. Un- 
less your friends are midgets, don’t 
try to accommodate them in these 
seats. And you will be doing your- 
self and the dealership a disserv- 
ice if you try to advertise or sell 
this car as a four seater. 
a7 oa © 


7 spare is buckled into place 
with a strap, and is snug, cre- 
ating no rattles. Jack, lug wrench 
and hand starter are all clipped 
into place in the trunk with no re 
sulting noises. There also is a kit 
of tools and a light hammer which 
can be used for minor dents. 

Rootes has prepared one of the 
most complete sales manuals for 
the confidential use of salesmen 
in the sale of the Alpine. 

















SERIES 22 SERIES 37 
single gear, forward and reverse, 
medium duty heavy duty 

SERIES 24 SERIES 38 

high speed, two ‘ forward and reverse, 


gear, heavy duty plus extra shaft 














SERIES 25 SERIES 39 
high speed, two speeds forward, 
two gear with one reverse, 
hydraulic pump heavy duty 
SERIES 26 SERIES 41 
medium speed, two two speeds forward, 
gear, heavy duty one reverse, 
heavy duty 
SERIES 28 SERIES 50 
low speed, two two speeds forward, 


gear, heavy duty one reverse, 


extra heavy duty 





Complete line 
of QUALITY 
power take-offs 


SERIES 32 
full torque for 
transfer cases 


y ¥ 
bs 
Pp 

ao 


Also PTO universal jownts, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60. 





TULSA WINCH 


DIVISION OF VICRERS INCORPORATED 
TULSA, OKLAHOMA 





|issue to a committee that will 
make non-binding recommenda- 
tions. 
| The Kaiser contract also raises 
| wages and fringe benefits by an 
| amount estimated by the union 
at 22% cents an hour over a 20- 
month period. 
| If the union and steel industry 
| fail to reach an agreement by Jan. 
'6, the National Labor Relations 
Board must conduct an election 
among steelworkers. Under provi- 
sions of the Taft-Hartley Law, the 
workers will vote on the companies’ 
last offer. 
| If they reject the offer—and they 
, nearly always have in the past — 
the Taft-Hartley injunction will be 
dissolved and the union will be free 
to strike again. 
* 





*” * 


ves remaining step under the 
Taft-Hartley law is for the 
| President to report to Congress. He 
| must give a full account of the dis- 
pute and his recommendation for 
| settling the dispute. 
The steel companies also have 
| launched a campaign for worker 
| votes in the Taft-Hartley “final 
| offer” ballot. 
Great Lakes Steel Corp., Ecorse, 
|Mich., mailed to its employes a 
seven-page letter explaining in de- 
tail the industry’s Nov. 15 proposal. 
The Great Lakes letter made no 
mention of the impending election, 


|ported drafting 
| workers specifically that the offer 
| probably will be the one they will 
| vote on. | 
* + + | 

OOD news to import dealers) 

was the report from New York) 
that the International Longshore- 
men’s Assn, last week reached a 
new contract agreement covering 
70,000 dockers in Atlantic ports 
south to Newport News, Va. 

If ratified by the membership 
of the union, the new pact will 
prevent a strike at the expiration 
of a Taft-Hartley injunction Dec. 


27. 
Meanwhile, the Brotherhood of 








but other steel companies were re-| | 
letters telling|@ 


In test drive for prospects, run 
the Alpine over rough roads, give 
cornering demonstrations, run it 
hard, point out its roominess, even 
though it’s a sports car, the com- 
fort so unusual in this type of car, 
and then speed down an open high- 
way at 60 or more and talk in a 
normal] tone of voice. 

For the ladies, point out the roll- 
up windows, the advantages of 
electric windshield wipers. Top the 
sales talk with a mention of gaso- 
line economy. Our top was 29.51 
miles per gallon on long trips, and 
a low of 27.34 in city driving. 

+ + * 


Locomotive Engineers hag sent out 
a call for a strike vote. However, 
there won’t be any real strike ac- 
tion until February at the earliest. 

A rail strike on the heels of the 
steel dispute, would have a crip- 
pling effect on automobile produc- 
tion. 

Wage talks between the union 
and the railroads have been dead- 
locked since Sept. 16. The union is 
asking for a 12 percent hourly 
wage hike, while management has 
countered with a proposal for a 15- 
cent hourly pay cut. 













Alpine's Disc-Brake Unit— 

This is the Girling disc-brake unit of the new 1'-liter Sunbeam Alpine sports car. 
Lacated on the front wheels, the brakes are sure and steady, it was found in an 
Automotive News sales test of the car. 
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F irst-Quarter Schedules Approach Reeord °55 ... 


Peak Output Near; All GM Opens 


during the week beginning Dec, 14, 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(0. 8S. PRODUCTION ONLY) (Continued from Page 1) 


anybody’s guess at the present 
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Total Cars, U. S.** .... 54,150 147,361 











46,710 254,518 3,797,664 5,141,519 





Totals for 1958 include Packard production. 
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Walter Duckwall 
NOBLESVILLE, Ind.—Walter Duckwall, 
77, retired automobile dealer, died Nov. 27. 
* +. * 


Richard B. Tucker 
VIRGINIA BEACH, Va. — Richard _B. 
Tucker, 73, former executive vice-president 
and member of the board of Pittsburgh 
Plate Glass Co., died Nov. 26 at his home 


combined car-truck output since 
1950, when 8,002,433 vehicles were 
produced. 

The estimated 1,135,000 trucks 
that will be built this year marks 
the highest commercial-car output 
since 1955, when 1,245,794 units 
were assembled. 

Top commercial-car production 










clined from 3,976 units a week 
earlier to an estimated 3,125 cars, 
while truck lines were shut down 
at both GM and Chrysler because 
of steel sh 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 2,560 cars and 565 trucks: last 
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ROCHESTER, N. H.—Edward J. Ryan, 





a “Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 49, co-owner of Kalil & Ryan Motor Sales, oe ae aes ~ at "Se ae a oar auntie ‘tueay 

*autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in|is dead. A native of Winthrop, Mass., he ected by diminishing steel inven- employment, Call or write, Vito at Wil- 
1- i . had resided in Rochester 34 years. tories, built 62,748 cars. lard H. Johnson, Inc., Buick and Olds, 
of Mack totals. . 2. 12 Compact-car output totalled Greenville, Mich. 


le 


¥.B. All U. 8S. totals include cars and trucks for military orders. 


Hector S. Farnham 
MONTPELIER, Vt.—Hector 8. Farnham, 


90,982 units in November, off 
8,042 units from the 99,024 cars 





° 
1 9, treasurer of H. M. Farnham & Son! built in October despite a sizable Earn $15,000 or More! 
‘11960 Used-Car Bonanza oe rs upswing in assembly operations | Key Territories Open 


Seen by Chevrolet Aide 


(Continued from Page 3) 


Henry R. Cobb 
CLARKSDALE, Miss.—Henry R. Cobb, 
52, owner of Friars Point Motor Co. (Olds- 
mobile), died Nov. 23. = 
* * 


Bernard High 
WEST MEMPHIS, Ark.—Bernard High, 


Falcon output for November 
totalled 32,469 units, compared with 
4,374 units for Valiant and 6,929 
for Corvair. In October, Corvair 
was on top with 21,715 assemblies. 
Falcon had 21,557 and Valiant, 





if Ee @re a top salesman now earning 
10,000, you can earn $15,000 or more the 
rst year as exclusive agent selling Childers 
Carports to car dealers. National advertisin 
and direct mail support. No investment. 300 
car dealers already using. Agents will be 
epqomted in these key territories immedi- 
ately: " 


) fin the history of the automobile in- said, “we can expect a $790 billion | 49, founder of High Brothers Motor Co.,| 4 391. California Cleveland = = New York 
fidustry, he said, if dealerships stay| economy compared with the pres-| ‘tle Rock, died Nov. 20. : ‘= Florida Philadelphia New England 

at their best “selling weight,” give! ent gross national product of some H R. ONTINUED shutdown of as- Indiana Nebraska Georgia 

» Patlesmen adequate training in CO-/ $480 billion estimated for this year. jerbert I sembly operations at GM, plus} Tennessee _— Louisiana Aleheme 

fi- SANTA BARBARA, Calif.—Herbert R. Colorado Kentucky 

Operation with factories and f-|~,1s5ymer expenditures will rise| Ludwig, 70, an auto dealer, is dead, short workweeks and complete], “coreco | lenticty ith rele 
ce companies, maintain good] +. the present annual level of . eos shutdowns of some plants at Chrys-|¢nce; to Bob Childers Childers Mfo. Co, 
omer relations and control time Vernon M. Babcock ler Corp., held U. S. car output to|P. 0, Box 2467, Houston 8, Texas, We will 


les in a period of increasing use 
installment credit. 


“By the end of the 1960's,” Rude 


es. eS ee ak 


-f GM Dealers Can Expect 
| Early Shipments of Cars 


DETROIT.—E arly shipments 
of cars can be expected by Gen- 
tral Motors dealers following the 
Start of assembly operations this 
week. 


Buick, Oldsmobile and Pontiac 
divisions are expected to begin 


some $313.5 billion to $515 billion. 
The average family’s income will 
be over $8,000. 

“There will be 90 million motor 
vehicles in the U. S., compared with 
some 67 million now. One family in 
5 will own two or more cars com- 
pared with the current 1 in 8.” 

The opportunities for growth 
and increasing profits in the next 
decade, Rude said, “are not ours 
automatically.” 

“They are purchased at the cost 
of hard work, imagination and ad- 
herence to principles of sound 


MINNEAPOLIS. — Vernon M. Babcock, 
60, president of Pioneer-GMC Trucks, Inc., 
died Nov. 29. He formerly was with Gen- 
Motors as a regional fleet manager. 

* * * 


Edward H. Feiler 
CINCINNATI.—Edward H. Feiler, 57, 
vice-president of Gusweiler Pontiac, Inc., 
died Nov. 28. He had been with the firm 
for 38 years. 


eral 


* * 


H. R. Hestand 
FORT SMITH. — H. R. Hestand, 49, 
owner of the Studebaker-Packard dealer- 
ship here, died of a heart attack Nov, 27. 
” * * 


Walter H. Stearns 


CLEVELAND.—wWalter H. Stearns, 68, 


an estimated 54,150 assemblies last 
week, but the production tempo is 
expected to pick up this week with 
the return of 14 GM and two 
Chrysler Corp. plants to produc- 
tion. The week ended Nov. 28 saw 
the industry producing 46,710 cars. 
GM announced last week that 
its Buick, Oldsmobile and Pon- 
tiac divisions and the six B-O-P 
field units will resume production 
Wednesday (Dec, 9), five days 
ahead of original plans. 
Returning to assembly operations 
today (Dec. 7) are Cadillac in De- 
troit; Corvair at Willow Run, and 





send you complete information immediately 
with names of recently appointed agents 

are already proving what can be earned 
men who can qualify. Our references: Fi 
City National, Houston; Dun & Bradstreet 
rating B+1. 





WANTED: MECHANIC EXPERIENCED 
with Chrysler Corp. cars, $5.00 labor 
rate. Bonus plan available to the right 
man, Contact Jack L, Welks, Harshman 
Motor Co., Gallup, New Mexico. 


WANTED: MECHANIC, Bxcellent oppor- 
tunity for top notch man, «Must have 
experience with sports and imported 
small cars. Pay commensurate with 
ability and experience, Send resume and 
references to: Stoddard Imported Cars, 
Inc., 38845 Mentor 
Ohio. WH 717-1040. 


Ave., Willoughby, 


shipment of cars by the end of management,” he declared, “And DeSoto-Plymouth dealer in East Cleve- Ch “ . * 
; E »|land, died of a heart attack Nov. 29, a| Chevrolet “big car” plants in Janes-| sspvice MANAGER: Assume Tull yer 
this week and “large shipments above all, by remembering that} former distributor of the old Franklin,| ville, Wis., Norwood, O., and Flint. aemeae det “Guareoics “haicaie an. 


of cars will be arriving at dealer 
Points for delivery to customers 
early in the week of Dec, 14,” a 
spokesman said. 

Cadillac and Chevrolet, who re- 
turn to production today, are 
expected to have cars enroute to 
dealers this week, a GM spokes- 
man said. 





success or failure depends on work- 
ing at selling all the time.” 


Automation Conference 


CLEVELAND. — The third An- 
nual Conference on Automatic 
Techniques will be held here Apr. 
18-19 at the Cleveland-Sheraton 
Hotel. 





Pierce-Arrow and Reo cars, he was a 
member of the Cleveland Automobile Deal- 
ers Assn., DeSoto Dealers Assn. of Great- 
er Cleveland and the Plymouth Dealers 
Assn. 


Sales Tax, No Thanks 


CLOVIS, N. M.—Auto dealers are 
joining with other merchants in 
Clovis in opposing a proposed one- 
cent city sales tax. 





Also getting back into operations 
Wednesday will be Valiant at 
Hamtramck, Mich., and Imperial 
in Detroit. 

All remaining Chevrolet plants 
are scheduled to resume output 
next Monday, Dec. 14, 
Chrysler Corp. plants shut down 
by steel shortages also are expect- 
ed to resume operations some time 





All other} 


ing 500 new units annually. Located in 
Virginia—lovely east coast city, subur- 
ban area. Salary, bonus, with exception- 
al future opportunity. Send resume and 
photo. Box 983, c/o Automotive News, 
Detroit 7. 
WANTED: BY LARGE FORD DEALER— 
Parts manager. Must have full knowl- 
edge of parts operation, Merchandising 
ability very important, Detroit suburb. 
Incentive program for top man, Reply 
to - 984, c/o Automotive News, De- 
troit 7. 
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FINANCE 
OPPORTUNITIES 


IN TEXAS, NEW MEXICO, ARIZONA 
AND CALIFORNIA 
Continued expansion necessitates the 
employment of additional experienced 
installment sales finance men. Need 
men as potential branch managers, 
assistant managers, unit managers and 
collection managers. Applicants must 
have proven records as successful op- 
erators in these or equivalent posi- 
tions. We are seeking men whose cur- 
rent connections do not offer the 
advancement opportunities for which 
they are qualified. Compensation open 
and includes salary, bonus and excel- 
lent fringe benefits, Interviews quick- 
ly arranged for qualified applicants. 
Submit complete, confidential resume 

including recent photograph to: 
W. D. Campbell, Vice-President 


Southwestern Investment 
Company 
Box 871, Amarillo, Texas 






SALES MANAGER — Established Ford 


Middle Atlantic 
(600 car-100 truck potential) 
sales manager. Must be experi- 
enced, with ability to hire, train and 
supervise salesmen. Send resume and 
recent photograph. Substantial salary and 
Participation in net profit. Box 986, c/o 
Automotive News, Detroit 7. 


WANTED: A-1 Mechanic qualified to han- 
die all phases of Bear Alignment and 
frame work, Weaver Auto Parts, Se- 
bring, Florida. 


dealer, 
states 
needs 


multiple point, 





DISTRICT MANAGER 


the following 
Ind., Ky., Tenn., 


Immediate openings in 
states: Mich., Wis., Ill, 


Va., W. Va., No. Car., So, Car., Ala., Ga., 
Fia., Miss. Immediate openings with lead- 
ing importer, Travel in state necessary. 
Must have prior record of wholesale au- 


tomobile experience at factory level. 
Ability to close open points and knowl- 
edge of retail automobile operation. Sal- 
ary. Territorial bonus, expenses and car. 
Send complete resume and recent photo- 
graph to: Bruce Lawson, Vice-President & 
General Manager, Foreign Car Sales, 
1209 Garden St., Pensacola, Fla. 








ACCOUNTANT—OFFICE MANAGER, Ten 
years’ experience General Motors—Motors 
Holding accounting, Capable of assuming 
all office responsibilities and well trained 
in Motors Holding operations. Well quali- 
fied and highly recommended. Desire 
Florida, Please reply Box 974, c/o Auto- 
motive News, Detroit 7. 


CAR LEASING MANAGER or representa- 
tive. More than nine years’ experience in 
all phases of car leasing operations. My 
additional dealership management back- 
ground increases my value to leasing 
company seeking top-notch direction or 
representation. Box 987, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT — SENIOR: Business man- 








ager caliber, accustomed to fast opera-| Cars Associates (ISCA), 
Will relocate. Howard Berry, 18299| Geneva, Switzerland. 


tion. 
Greenfield, Detroit 35. BR 3-6333. 










DEALERSHIPS AVAILABLE 


PALM BEACH, 
FLORIDA OPPORTUNITY 


AUTOMOTIVE 


Successful Dealership 
Available Now 


REPLY BOX 982, c/o Automotive 
News, Detroit 7. 





AGENCY NOW HANDLING PONTIAC, 
service department, pumps, 1958 sales 
(44 new, 120 used) $136,098, Pennsyl- 
vania, with property, Box 976, c/o Auto- 
motive News, Detroit 7, 


HANDLING OLDSMOBILE in Missouri. 
Town and trade territory of 10,000 peo- 
ple. New building, five car showroom. 
Large used car lot joining, Located in 
the main part of town, Will sell building 
or lease. Close to Lake Tablerock, Write 
Box 977, c/o Automotive News, Detroit 
7. 


DEALERSHIP NOW HANDLING RAM- 
BLER, County seat town near Wichita, 
Kansas, Legitimate profit every month, 
furniture, fixtures, shop equipment, only 
$4,000.00. Box 978, c/o Automotive 
News, Detroit 7. 


TEXAS—Olds, Cadillac, Rambler, small 
well located dealership, annual sales over 
$1,000,000. Over 200 new units retailed, 
all used units wholesaled, Approximately 
$40,000. Factory approval of buyer re- 
quired. Box 967, c/o Automotive News, 
Detroit 7, 


DEALERSHIP HANDLING DODGE, Dart 
and Dodge trucks with 200 to 300 car 
potential, Located in San Francisco Bay 
area, Few facilities in any location of 
comparable quality, Under present own- 
ership and management 28 years, Will 
sell at actual inventory, Also would con- 
sider partial financial interest for right 
party. Building and facilities available 
for long term lease. Box 928, c/o Auto- 
motive News, Detroit 7. 


SOUTHWEST—O 1d established dealership 
handling Buick, average sales $370,000. 
Parts and equipment, reasonable lease 
on building. Buy-in or buy-out, Dealer 
wishes to retire, Box 965, c/o Automotive 
News, Detroit 7. 





IMPORTS—FLOOR PLAN 
Competition Cars—High-Profit Used Sport 
Cars. We consider floor planning for exclu- 
sive dealers, Guaranteed factory overhaul. 
Maserati, Ferrari, Alfa, classics, etc. If we 
haven't got it in stock, we can get it for you. 
Also can supply new, custom-made Italian 
competition or sports bodies for any make, 
dealer installation. Set up your own business. 
Write now AIRMAIL: International Sports 
il ter, Champel, 








HELP WANTED 


SALES ENGINEER 


Medium-sized Detroit area automotive manufacturer is seeking a sales engineer 


familiar “with methods and materials handling. Must be willing to travel. The 


man chosen will have an excellent opportunity to advance. Your record of 


qualifications should include details of jobs held and responsibilities, as well as, 


previous earnings and requested starting rate. 


Applications will be held in 


strictest confidence. Box 991, c/o Automotive News, Detroit 7. 





DISTRIBUTORS WANTED 


Distributor Wanted 


Exclusive Franchise for America's Fastest Growing Lawn & Garden Tractor, Mer- 


chandising designed to fit the automotive pattern of operation. Nationally 


’ known manufacturer has run a test program this past year and proven without 


a doubt that the automobile dealer can triple his profits with this franchise. 


Choice Areas Still Avuilable. 


Write or Call Today: Bill O’Rorke, STARBRAND-GARDEN-ALL, 


146 Mclean Place, Indianapolis, Indiana. 


WaAlnut 4-6276 





DEALERSHIPS AVAILABLE 


SKODA 


Europe’s 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
World's Finest 
Convertible 


Chosen as World's Most 
Beautiful Car, Wiesbaden, 
Germany—Sept., 1959 


%& 4-Cylinder Engine 


% 40.36 Miles Per Gallon 

%& Twin Carburetors 

%& 4-Speed Gear-Box 

% Cruises at 80 Miles Per Hour 
%& Swing Rear Axle 

% Coil Spring Suspension 


% Extra Accessories 
at No Extra Cost 


GOING LIKE ‘60 


Franchises Available 
Illinois, Wisconsin, Ohio, 
lowa, Michigan, Indiana, 

Minnesota, Missouri 


MARTIN J. KELLY, INC. 


DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 





EXCELLENT ESTABLISHED DEALER- 
SHIP handling Dodge, Dart and Dodge 
trucks, One of America’s oldest dealer- 
ships, since 1914, Located in heart of 
rich agricultural community, population 
12,000, Southern Minnesota, II] health 
and age prompts immediate sale, Write 
+ oa 975, c/o Automotive News, Detroit 


NATIONALLY KNOWN TRUCK MANU- 
FACTURER desires to close one of its 
factory branch outlets located in narth- 
eastern New York state. Seeking individ- 
ual for dealership operation. Building 
and facilities only seven years old. Ex- 
cellent opportunity for the right person. 
Adequate for car or truck franchise or 
both. If interested write to Box 988, c/o 
Automotive News, Detroit 7. 


DEALER HANDLING CHEVROLET- 
CADILLAC desires young right-hand 
man and partner. 100 car P.P. center 
wealthy farming area. Cadillac zone of 
influence richest. county in midwest state; 
Chevrolet four towns plus rural, county 
seat, small college, major oil distributor. 
Sound financially, excellent rented facili- 
ties. Wonderful opportunity for right 
man. All replies confidential. Address 
Box 989, c/o Automotive News, De- 
troit 7. 


DEALERS WANTED 
for the German-Built Goliath, Complete 
line of Sedans, Station Wagons, Sports 
Cars, Trucks and Buses. 
“The Quality Car in the 
Import Field" 


Choice Territories available 
Florida and South Carolina. 


Write, Wire or Telephone, Clark T. Lyndon 


in Georgia, 


J. C. Lewis Imports, Inc. 


201 W. Oglethorpe, Savannah; Georgia 
Telephone: ADams 44421 








DEALERSHIP WANTED 


HAVE CASH—WILL BUY—Small New 
England Ford or Mercury deal. Stock, 
fixtures, cars. Massachusetts preferred. 
If you are proud and will sell only to 
the ‘‘right man,’’ now is the time, All 
replies in strict confidence, Box 990, 
c/o Automotive News, Detroit 7. 


COLORADO—Chevrolet or Chevrolet dual. 
Replies confidential, Box 985, c/o Auto- 
motive News, Detroit 7. 




















DEALERSHIP WANTED 


WANTED: General Motors, Ford or Ram- 


bler agency in Midwest, Will lease or 
buy facilities. Pay your price. All cash. 
Factory approval assured. Box 979, c/o 
Automotive News, Detroit 7. 


WANTED GM DEALERSHIP within 100 


miles New York City, All information in 


strictest confidence, A. Hammond, 54 
Riverside Dr., New York 24, N. Y, 
AUCTION SCHOOLS 
BE AN AUCTIONEER—World’s largest 


L 


school, Internationally recognized di- 
ploma, Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa, 


EARN AUCTIONEERING, Nationally 


recognized, diploma, Free catalog! Mis- 
souri Auction School, Box 9252P3, Kan- 
sas City, Missouri. 


DEALER SERVICES 





Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


M 


ilitary Acceptance Corporation will help 


you make more auto sales to Military per- 


so) 


nnel . . . because: 

1. We finance up to 36 months. 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
comemasioned officers of pay = —5 
and above . . lied, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadway 


- on a simpli 


San Antonio, Texas—Telephone CApitol 5-6756 


ae Financing for Milita 


Personnel" 
USAA Insurance available 
to qualified officers) 








HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you . . . 


7508 So. Cornell Ave. 


Certified physical inventories of parts, 
accessories and equipment. 

Model year reports for obsolescence 
and return parts plan. 

Bin space for new model parts. 
Reports for dealer terminations. 
Certified reports for tax, insurance and 
bank. 

The Service That Counts 


ALLIED INVENTORY CO., INC. 
Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








Bonus Offer 
ADVERTISING SERVICE 


For dealers primarily interested in building 


their dealership name and personal 


wi 


good 
ll. A real "how-to-do-it" service at a mini- 


mum cost, You get sample letters, posi cards, 
radio and used-car copy covering every as- 
pect of your business; and a different ‘‘how- 
to-do-it"' advertising insert first of each 
month, Plus our definitive Automobile News 


Letter free on 


15th of month. $4.00 per 


month for service and News Letter (billed 
monthly), Minimum subscription four months. 


Subscribe now and receive four 1959 issues 


worth $16.00 as free, no cost bonus. 


Motor Ideas, 6507 Third Ave., Detroit 2, Mich. 








Discover how much your competitors’ 


re 


you the factory invoice prices of all 


1960 Auto Costs! 


cars 
ally cost, The book, "AUTO COSTS," gives 
1960 


American cars, 25 foreign cars, 4 American 


and all their equipment. Used by 
Order your 








These two 


EVERY 
DEALER-SALESMAN NEEDS 


important books on automobile 
. Authored by the late John O. Munn, 


former dealer-columnist for Automotive News. 
“A GUIDE TO AUTOMOBILE SELLING" and 


6507 Third Ave, 


“LETTERS TO SALESMEN." 
$3.50 each postpaid. 


MOTOR IDEAS 
Detroit 2, Michigan 








Buying, selling, trading miscellaneous auto- 
| motive items? Get quick results through 
Automotive News’ Want Ads. 








DEA! ER SERVICES 





INVENTORY SERVICE 


Parts, accessories and similar goods, 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—T, 
For Sell Annval Fi: 
foot Tax Sonking. Banking ond Insurance 





Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL © 
10040 Freeland Ae Detroit 27, Mi 
er 


BUSINESS OPPORTUNITIES 


senesced 
USED CAR LOT. Phoenix, Arizona, the aj 
American city. Heart of million doliay 
auto village on famous Camelback Road, 
Across street from largest Phoenix Chey. 
rolet and Plymouth dealers, Over $5§,. 
000.00 advertising spent monthly in im. 
mediate area. 24,000 daily car count, 
Corner location 132’x265’, black topping, 
700 lights, large illuminated 200 squarn 
foot sign, modern air-conditioned sale 
office, including four closing offices co 
plete with furniture, his and her bai 
rooms, refrigerated drinking fountain, 
loud speaker system with music, clea, 
up stall and storage compartment. 
lease to responsible parties, Live 
enjoy business in The Valley of The 
For further information, write or 
Ed Caliendo, 1310 E, Camelback, tele 
phone Crestwood 9-4151, 





A RARE OPPORTUNITY 
A Going Business 
150 Car Used Car Lot 


If you have a background of successful used 
car sales and purchase management, will 
consider the following: 

(1) Will rent lot. 

(2) Will furnish lot and all or part of the 

operating capital. 

Basis to be a percentage of the profits, If 
interested, furnish references, as well as suc- 
cessful background in used car sales, man- 
agement or sales supervision, 


LEN BETHKE MOTOR SALES, INC. 
2231 West Grand Avenue 
Wisconsin Rapids, Wisconsin 

Phone: Harrison 3-5631 





FOR LEASE with option to buy: Good 
going business in Holland, Michigan, 
Building and equipment with modern six 
room apartment, Automatic transmis- 
sion, general repairs; with gas pumps. 
Real opportunity, Ferndt’s Auto Service, 
344 West 16th Street, Holland, Michigan 





Another Auction 
HOLCOMB MOTORS 


Formerly Studebaker, Dodge, Plymouth fran- 
chised dealership. 

FRI., DEC. 11th, 12:30 noon E.S.T. 
728 E. Rusk St. 
JACKSONVILLE, TEXAS 
Real estate consisting of business building 
70x120 ft. on track approximately 200x300 ft. 
Selling separately: $16,000 inventory of Stude- 
baker parts, 1950-'5? models; $2,500 inventory 
Dodge and Plymouth parts, 1955-'59 models; 

all aes and office equipment. 


Sale conducted by: 
TONY THORNTON 
AUCTION SERVICE 


Offices: Rte. 5, Springfield, Missouri 
12 North 9th St., Richmond, Indiana 








CARS FOR SALE 


VOLKSWAGENS 
1960s-1959s 


Fully Americanized 








Immediate Delivery 
Ghias—Buses—Convertibles 
WILL SHIP TO ALL PORTS 


Wire—Write—Call 
EBEN TRADING CORP. 


2061 Broadway New York 23, N. Y. 
TRafalgar 7-8767 








Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing li 
FOREIGN AUTO 
WHOLESALERS, INC. 


1501 Jerome Ave. Bronx, N. Y- 
LU 7-4036 































































All Body Styles 


1960 - 1959 






"58—Sedans, Sunroofs ........ 


dans-Sunroofs-Ghias. |] 60—vw Conv.'s --ccccco0-co0o---- 












IMMEDIATE DELIVERY "BO—MicrO'S -...--2onereeeeeneenenee 


"60—Panels ................00000000+ 





MERCEDES 


*60—Kombi's .............-..000000-- 









unit to West Coast . 


YORK IMPORTS, 
INC. 
29-11 35th Avenue 


Long Island City 6, N. Y. 
EMpire 1-1690 











Also Available 
MERCEDES- 
PORSCHE-OPELS 














Write-Phone-Wire: 










4505 Wisconsin Ave. N. W. 
WASHINGTON, D. C. 
EMerson 2-7000 


U. S. A. Agents For 


MASERATI 


, 2,000 c.c. Sport. Perfect Body, Fac- 
overhauled engine 230 km per hour. 
dy to go. 100% competition ready. 
tudes extra rear axle, gas tanks for 
of the! limb races. This car retails for $3,600 
New York. Full discount to qualified 
ers. 


Write for our complete list of 


Agencies 


Hamburg, Germany 
CABLE ADDRESSES 









man- Unusual Cars, Racers, Classics CIRCLE WASHINGTON 
1.8.C.A. RARONS HAMBURG 
NC. | International Sports Cars Associates 
P. O. Box 98, Plainpalais, 
Geneva Switzerland SU 
CARS FOR SALE: 1956 Lincoln Mark II, 
— black, driven approximately 2,000 miles. 
sell trading miscellaneous auto- This car has been in garage since pur- 
Good items? Get quick results through chased and like new in every way, T. D. 
igan, News’ Want Ads. | Taylor, 803 Gervais, Columbia, 8, C. 
a Telephone ALpine 2-4391, 
mps. OARS FOR SALE 
vice, 
gan, 
fran- 


IMMEDIATE DELIVERY 

FOR BEST PRICES CALL: 
New York New Orleans 
ESsex 1-2880 JAckson 5-8881 


" Wire, write, phone 
ro U. N. COMMERCIAL CORP. 






bell ringers! 


HERTZ 


1 


s 3 : 
has ’em! 

5 1958 and ’59 models are now available at Hertz offices 

a across the country. Allcars in top shape, clean and sharp! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts — you name it, 
we've got it! 


Good colors — power steering, R & H, automatic trans- 
mission, many with power brakes —the works! 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 
125 N. Wabash, Chicago 4, Ill., Tel. DE 2-0420 





VOLKSWAGENS 


*60—Sedans, Sunroofs ........ $1,459 
*59—Sedans, Sunroofs ...... -- 1,239 
1,129 


*60—Ghia Cpe.'s  .......c0--00+ 2,066 
*60—Ghia Conv.'s .............. 2,320 


"*60—Micro-Deluxe .............. 2,095 





Freight, insurance, etc. paid to any 
East or Gulf Coast port—add $50 per 


BANK REFERENCES EXCHANGED 










CIRCLE DISCOUNT CORP. 





Rudi Arons International 





‘277 Clinton Ave. Newark, New Jersey 
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CAn_/FOR SALE 


VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Karmann Ghia Convertibles 
"59 — "60 


Buses—Deluxe Buses 








Wholesale—To Dealers 
Write or call 
CULBERTSON USED CARS 
5621 Clinton Dr., Houston, Texas 


Phone: WAlInut 1-4939 
(Will ship to all ports.) 


Cadillacs—Wholesale 
Always 75 to 100 “‘creampuffs” 
'59-'58-'57-'56-'55-'54 Cadillacs. 
All showroom conditioned. 
Call Mr. Ross for that hard to find model. 


JAN ROSS 
CADILLAC BROKERS 


424 East Broad Street Columbus, Ohio 
CApitol 8-6607 














CARS WANTED 

























Wanted To Buy Immediately 
Five clean 1959 six-cylinder, straight trans- 
mission taxi or fleet cars. Chevrolets pre- 
ferred or what have you? Describe condi- 
tion in full. 
Crash Dick Auto Daredevils 
634 10th Street Baraboo, Wis. 






WANTED: USED VOLKSWAGENS, 1959s- 
1958s. Will pay top prices, Write or 
phone: F & M Motors, 2027 No. Main 
St., Danville, Virginia. Dial: SWift 
3-7136. 

CADILLAC LIMOUSINES—NEED CLEAN 

"56, '57 and ’58s. Franz Ridgway, BEI!- 

mont 4-6611, 2836 N. E, Sandy, Portland 

12, Oregon. 

PARTS FOR SALE 
























FOREIGN 
PARTS? 


Replacement parts for over 40 
foreign makes carried in stock. 
Only parts house in the South- 
west devoted exclusively to for- 
eign parts. 























Ask for a free catalog 


OVERNIGHT DELIVERY 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 TEXAS AVENUE, 
HOUSTON 3, TEXAS 















































LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

BERKELEY PARTS: Largest selection of 
Berkeley parts -—- immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 













Genvine—factory Authorized 


PARTS AND ACCESSORIES 
JAGUAR AND PLYMOUTH 
40% off—New and unused in original cartons. 


Shipments prepaid. LIED MOTOR CAR CO., 
2752 Farnam St., Omaha, Nebraska 






















LLOYD PARTS: Large stock available. 
Immediate shipment, J. C. Lewis Motor 
Co., Savannah, Georgia. 

LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

MAILING LISTS 


DEALERS MAILING LIST — Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. Dec., 1959 checked, On 
addressed labels, 35M, $14 per M, Box 
980, c/o Automotive News, Detroit 7. 





























SEE PAGE 114 
for the nation's 
TOP AUTO AUCTIONS 
























































































AUTO SHOW TRIM—2,340 square yards— 
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- ead —_— 
SHOP EQUIPMENT WANTED: Brake Write for Illustrated Catalog 


FOR SALE: 1927 Chevrolet sedan, 8,500 Samples available. Box 981, c/o Automo- 


FIRST YEAR MODEL—1928 DeSoto 4-door 


or best offer. Write or call: Deuel County o 
Motor Co., Chappell, Nebraska. Automatic Braki 





With new model fmnen _ new prices, — 
be ready before long. The encyclopedia of|| Incldg. BRAKE HOOK-UP 


dealer cost prices of ais large and the new . 
small American made cars, three trucks, 25 TowKinG . Point $45 
ae ft - et pies all optional —— ° 

ws all standar codons 5 ‘or all models 
Yearly subscription price $10.00, 5% discount TRA i L - KI N G $37.50 
for cash with all orders received before Nov. 
& ~ suppiemnenns BN with all a Pickup one oencit 2" il 
ional information about the new small Ameri- Foreign Ba 
can cars, makes the 1960 PRICEMASTER a|{ American Cars s 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to give 
you the best of service. ORDER YOURS NOW 
—TODAY—DON'T DELAY. K. B. SALES CO., 

















TRUCKS FOR SALE 


CAR TRANSPORTERS B L U E & C HW ' p 
Benefit from greatly reduced fuel and 
eta a "ieas ‘cule 1956 TOW.-PI LOT 
Model, J. T. Cummins engine, Road Rang- WITH LUBRICATED 


er Transmission, new tires (tubeless 11x AUTOMATIC BRAKE 


22.5 on 20" wheels). All necessary tractor & BRAKE CABLE 
equipment. Also IHC, Diamond T and DEALERS’ SPECIAL (F.O.8. Factory. Net) 


Mack cab-over with or without sleeper $52.35 Fed. Tax Included 


cab, gas or diesel. 


MACK TRUCKS INC., National Used Truck THE FAMOUS 
Div., Plainfield, N. J. PL 6-8600. MOTO-MATIC 


TOW . GUIDE 





















FOR SALE—17 real clean International 


panel trucks, %-ton 1954 models, all 
alike. Will wholesale, Call: Roberts Olds- With Universal Swivel 
mobile, Lewisburg, Tenn, Telephone EL Action 






















ae ihe Four om Hook-U 
SHOP EQUIPMENT FOR SALE DEALERS’ SPECIAL (F.O.B. Foster Net) 


FOR SALE: 1—Clayton Dynamometer, 8 Fed. Tax Included 
$500.00. Like new, complete with all at- e 
tachments, El Par Motor Sales, Lima, 


Ohio, Liberal Quantity Discounts 
SHOP EQUIPMENT WANTED To Distributors 































rum h ate make and price. Beach 
Auto eae, F. 6. Box 4052, Columbia, Factor Sales Division 
‘| PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 





ANTIQUE CARS FOR SALE 


1914 FORD 
““T’? TOURER 


New top and seats. Body Ex- 
cellent. Needs very little work 
for perfect restoration. Ran in 
parades ‘till last year. Have 
original title for car. Brass is 
good. Also have spare lamps, 
wheels, tools, etc. 


FIRM $750.00 


Would: make elegant Glidden 
Tour Car. 


FRANK T. DAQUILA 
Buick Garage Beaver Falls, Pa. 




































SWISS WATCHES 


For premiums—$2.95 up. out Electric Shavers 
AC 110/220 V, Sample $7.50. Swiss Hearing 
Aid, miniature all transistor with built-in tele- 
phone pick-up, $135, Free catalog. Special 
quantity prices. 


TRANSWORLD 


565 Fifth Ave., New York City 






























CONVERTIBLE TOPS—$21.25, Jeep tops, 
$72.20, Headlinings, $12.50, Free cata- 
logue. BIG BUCK, 12 Elliott, Beverly, 
Mass. 










EMBOSSED BUSINESS CARDS, $3.95 per 
1,000. Free delivery anywhere in U. 8, A. 


miles. Sharp. Fred B. Johnson, Nokomis, 





tive News, Detroit 7. 






Illinois. 











sedan, Looks and runs good. 79,000 ac- 


tual miles. Recently purchased from 
estate of the original one owner. $1,450 The “ORIGINAL YELLOW" 

























MISCELLANEOUS 
Is the ONLY—TOW BAR—TODAY 


1 ICEMASTER WITH THE UNIVERSAL 
ee “WRIST ACTION" $514 


















CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 








NC., DEPT. 3A, 924-lith St., Rock Island, Ill. 






220 count satin drape material, yellow 2 Bar ee Co. 


gold, burgundy, light green, Used Pitts- Distributors 
burgh, Pa. Auto Show three years—good oan Se Nites: BA 1-8717 
condition, $700—Entire yardage, Phone: DE 6, Ml 
MOntrose 1-4232, Pittsburgh Automobile} 40 So. Clinton St., Chicago 6, 
Dealers’ Association, 
















seer ie ie" age ee 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


WO akin Ki va ewe dee ieee oN Kert anes ob pbaenes Es hese peneee assvelsea 
Street Address.......... Jig a ail ewakbedvckd oeevowees wa MD Sewes Vanen 
Gs ccd vaknobibenan sane oe dues wee cud ceceenesice | OMBnieesaews noun 


TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer [1] 
Jobber [] Insurance [] Financial [) Supplier [] 


Matin. Ob Gilat «oc ks < Sina kedite duncndbedss saddtis, Oliakses nesses 
12-7-59 








He’s the Zone Parts Supervisor, expediting a critical 
parts shipment to help an INTERNATIONAL Truck 
dealer get a valuable customer back on the road as 
quickly as possible. 

He’s the Zone Manager, calling the stock supervi- 
sor at the district office to check specifications on a 
special model or confirm availability of a rush order 
at the sales processing center. 


He’s the District Credit Manager, safeguarding the 
dealer’s interest with a double-check on the financial 
details of an involved truck deal. 


‘Best deal in the truck business. . 


INTERNATIONAL TRUCKS HHL 


“Mr. INTERNATIONAL” 


rides herd on your requirements 
















“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 
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